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Youngstown Kitchens Division of American-Standard, developers 
f the Koldflo process for cold-shaping steel, operates presses rang- 
size from 500 to 2,000 tons at the Pittsburgh plant. The plant 
ncludes an exceptionally large concentration of hydraulically- 

ated Heller cut-off saws. Texaco Regal Oil R&O is the exclusive 


ic medium for all this equipment. 


No rust, no sludge 
| no foam 
in these presses 


Youngstown Kitchens Division of American- 
ndard operates a large number of Bliss and HPM 
|-shaping presses, with a total hydraulic oil capacity of 
00 gallons, at the Naval Industrial Reserve Ordnance 
t-that it operates in Pittsburgh, Pa. The oil used 
sively in these presses is Texaco Regal Oil RGO. 
yungstown Kitchens chose this great oil for two 
ns. First, it had proved outstanding in similar serv- 

it es firm’s plant in Warren, Ohio. Secondly, exacting 
in tests made in co-operation with the press manu- 
turers proved that Texaco Regal Oil RGO kept systems 
eptionally clean — free from sludge, rust and foam. 


Now, under actual operating conditions, these same bene- 
fits continue to assure dependable, trouble-free hydraulic 
performance. 

Improve your hydraulic efficiency with Texaco Regal 
Oil R&O. Tests prove it has more than ten times the 
oxidation resistance of ordinary turbine-quality oils — 
your best assurance of cleaner, smoother-working sys- 
tems. And there is a complete line of Texaco Regal Oils 
R&O to meet every hydraulic requirement. 

Let a Texaco Lubrication Engineer help you select 
the proper ones. Just call the nearest of the more than 
2,000 Texaco Distributing Plants in the 48 States, or 
write The Texas Company, 135 East 42nd Street, New 
York 17, New York. 


1é. XACO Lubricants, Fuels and 


Lubrication Engineering Service 
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A new dimension in motors! 


SHORTER 








Performance Rated motors 


SAVE SPACE... 
SAVE WEIGHT 


This new line of shorter, round- 
frame, end-mounted motors by 
Century can give you greater free- 
dom in design and engineering. 
They meet modern demands for 
compactness and weight-savingt 
... with even better performance. 


No special mountings are re- 
quired! These shorter Century 
motors have full-size NEMA 
“D” flanges. They are inter- 
changeable with all other popular 
makes of standard end-mounted 
motors. The shorter motors are 
available in sizes from 1 to 15 
H.P. ..in open or totally enclosed 


Sea eee ie le 6 ee 


one- fan-cooled frames. . . for vertical 
ulic or horizontal applications. 

gal For full data, call your nearest 
‘od Century Sales Office. 
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Performance Rated© 
MOTORS 
Ye to 400 H. P. 


CENTURY ELECTRIC COMPANY 





— 


ra 1806 PINE ST., ST. LOUIS 3, MO. © Offices and Stock Points in Principal Cities 
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New Koroseal glove stands rugged 
use, acids, oils —outwears others 


the new Koroseal work 
that gives added protection 
r service on jobs where abra- 
eouging shorten the life of 
ither and rubber gloves. 
this glove is coated with 
flexible material, it also pro- 
st oil, grease, chemicals, and 
Koroseal takes hard use, 
raping and just about every- 
that ruins ordinary materials. 
oroseal-coated canvas glove is 
flexible—won’t chip, crack 
lever gets soft or sticky. Gives 
tive grip even when wet, slip- 
os are handled. And, of course, 
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liquids cannot penetrate the tough 
Koroseal coating. 

Koroseal gloves are made in one uni- 
versal size, three styles: 8” knitted wrist, 
8” banded wrist, 12” gauntlet. Wing 
thumbs and curved fingers give better 
fit, greater comfort. No seams to wear 
out in the most used areas of the palm. 

In addition to the Koroseal glove, 
B. F. Goodrich has a complete line of 
acid-resistant and oilproof rubber 
gloves for all kinds of industrial jobs. 
B. F. Goodrich work gloves are sold 
through safety supply houses and in- 
dustrial distributors who can supply 
you promptly from their warehouse 


stocks. They can also help you analyze 
your glove needs and recommend the 
correct glove for each job. If you don’t 
know the name of the distributor 
nearest you, write B. F. Goodrich 
Industrial Products Co., Dept. M-816, 
Akron 18, Ohio. 


Koroseal—T. M. Reg. U.S Pat. Off. 


B.EGoodrich 


INDUSTRIAL PRODUCTS 
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WHY THE FEED BAG BECAME A FLOWER POT 


Remember horses? They were strong, kindly four-legged animals and they used to be essential in our lives, par- 
ticularly on the farm. Then, in just a few short years, the farm equipment industry changed everything. Today’s 
mechanized farmer produces more with less work, and enjoys more of the good things of life. Improvements 
in farm equipment have often gone hand-in-hand with progress in steelmaking. And, at Inland, we’ve been 
working for many years at the job of producing the right steels for better farming. 


INLAND STEEL COMPANY 88 South Dearborn Street, Chicago 3, Illinois. Sales 


Offices: Chicago, Milwaukee, St. Paul, Davenport, St. Louis, Kansas City, Indianapolis, é7 
Detroit, New York. Steel products supplied to the farm equipment industry include hot and cold INLAND > , 
rolled sheets and strip, Ti-Co galvanized sheets, bars. Other products: plates, structurals, 4-Way ¢, 


safety plate, tin mill products, reinforcing bars, rails and track accessories, coal chemicals. 





There’s more to 


agic of television offers a valuable new tool 

erican industry, institutions, transportation 

tilities. In operation, industrial television 

) is simplicity itself. However, the assembly 

the equipment needed for a complete instal- 

: and that’s where Graybar enters the pic- 
has more to it than meets the eye. 


+ 


the system needed must be planned for 
b it is to do. Second, the components must 
cured as rapidly and economically as pos- 
And here’s where it will pay you to call 
ar first. For Graybar is your finest single 
e for everything in industrial television 
ment: 


T 


V cameras... monitors...receivers (direct 
yr projection) .:. distribution equipment... 


ITV than meets the eye 


via coaxial cable...via microwave...via common- 
carrier ... lighting — indoors and out... test 
equipment...tubes...sound equipment... picture 
recording equipment... pole lines and hardware... 
tools... viewfinders... lenses... remote control 
...intercommunication equipment... engineering 
service*... maintenance service*...I1TV 
EXPERIENCE. 


We have compiled a brand new 56-page catalog 
which contains descriptions and data on the equip- 
ment needed for an industrial television system. 
We will be more than glad to send to any firm 
located in the U.S. a copy of this catalog. No cost 
or obligation, of course,—simply write us on your 
company letterhead. 618-1712 


*through qualified service organizations 


~ GraybaR ~- 


GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, 





NEW YORK, IN OVER 130 PRINCIPAL CITIES 
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POWELL 


for all valwe 




















fer every flow control problem there is a right Valve 


Powell can supply this right valve—made 
right of the right material*. Every part 
of every valve must pass rigid inspection. 
And as a final step in manufacture, every 
Powell Valve has Performance Verified 
through an actual line test. 

\s an aid in selecting the right valve, 
the basic valve designs are illustrated 


here. For complete information on the 
wide range of sizes and materials avail- 
able in each type of the basic valves illus- 
trated above, consult your Powell Valve 
distributor. If none is located near you— 
or if you have a special flow control prob- 
lem—write direct to The Wm. Powell 
Company, Cincinnati 22, Onio. 


The Wm. Powell Company, Cincinnati 22, Ohio... 110th YEAR 


POWELL VALVES 


“BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
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VERIFIED 








For More Information Circle No. 159 on Inquiry Card—Page 17> 


PuRCHASING 





300 one-ton precision forgings? 
Standard Steel makes them—fast! 


Whatever your requirements are for forgings, large or 
small, we can make them to strictest specifications— 
and make them fast. 


On a recent job for R. Hoe and Company, Inc., of 


New York, we made 300 one-ton cylinder forgings for 
printing presses. They were delivered on schedule, 
and measured up completely to the rigid specifications 
required for precision printing presses. 

Hoe has standardized on Standard Steel cylinder 
forgings because: 


© Cylinders are forged close to final tolerances, so 
expensive machining time is greatly reduced. 


® Uniform grain structure of forged steel cylinders 
provides strength to hold the frequently-changed 
printing plates on the fast-revolving cylinders. 


® Dimensional stability of forged steel cylinders as- 
sures that press operation will not be jeopardized 
by metal distortion. 


Standard Steel Works can also furnish you with shafts, 
wheels, gear blanks, rings, flanges and special shapes. 
Next time you need forgings of any kind, and need 
them on time, get our quotation first. For your copy of 
bulletin 10,000, write Dept. 8836, Standard Steel 
Works Division, BLH Corporation, Burnham, Penna. 


STANDARD STEEL WORKS DIVISION 
BALDWIN-LIMA-HAMILTON 


DIVISIONS: Austin-Western « Eddystone « Hamilton 

e Electronics & Instrumentation « Lima « Madsen e 

Loewy-Hydropress « Pelton « Standard Steel Works 
‘ 





BARIUM STEEL— active in A 
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” MARINE 








ulsion gears, an integral part of General Electric ship propulsion units, use steel 
rium’s Phoenix Iron & Steel Company, Plate Division. These massive web plates are 
| steel rims and hubs—the most practical method of construction for large diam- 
irs (up to 162% feet). In addition to steel plate Phoenix also produces structural 
eavy wall seamless pipe, and turns out large and small steel fabrications. 
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BUILDING going up here (New Providence, New 
Jersey) is a new plant for EXCO, Inc. Structural 
steel comes from Barium’s Phoenix Iron & Steel, 
Structural Division. Elizabeth Iron Works of 
Elizabeth, N. J. are steel contractors on this job; 
they find Barium a good company to work with 


ilders timed the installation of 
180-foot-long girder fabricated 


and ere sarium’s Phoenix Bridge Com- on small as well as large jobs. 

p edible 27 minutes. This Phoenix- 

bu \l carry the New England Thru- 

\ rack main line of the New York, “a 

Ni Hartford at New Rochelle, New Ka 

York f the credit for quick work against BARIUM 
a 1d schedule goes to the Barium- \ STEEL CORPORATION 
built Clyde derrick. 4 : Me 
Pr State Dept. of Public Works. General Sao, lies emer eS 


4. Johnson Corp., MacLean Grove & Com- OF intecer at £0 come 


merica’s growth | 


ES 


MATERIALS-HANDLING at this East Coast ship- 


yard centers around the Clyde crane above with 
its 20-ton capacity, 65-foot reach and mobile 7o- 
foot tower. It’s only one of many cranes that 
Barium’s Clyde Iron Works has supplied to this 
customer. If you've got a materials-handling prob- 
lem coming up, chances are a Clyde crane, hoist or 
unloader can give you the lift you’re looking for. 





CONSTRUCTION of New York's goth Street Heli- 
port began as this Wiley floating crane with its 
110-foot boom slammed the first steel pile down to 
bedrock. Barium’s Wiley Manufacturing Com- 
pany, the nation’s largest manufacturer of floating 
cranes, built this one for George W. Rogers Con- 
struction Corp., contractors for the Port of New 
York Authority. Wiley also produces work boats 
and steel barges. 


Pe ; ss 


Steel producers, fabricators, product manufacturers 


For further information on this close knit, alertly managed 
team of companies—its ae resources, production fa- 
cilities or specific products—write fo: 


r ‘The Barium Story” to: 
25 BROAD STREET, NEW YORK4, W.Y. 
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f bow eccentric drive—putting the shake in a 
paper mill’s shakeout screen—soon shook 
the life out of belts previously used. Constant 
reversal of directions caused punishing shock 
loads. Dust, chemical attack and exposure to 
weather also took their toll. Result: the longest 
belt life was a scant six months. 


Then the G.TM.—Goodyear Technical Man— 
recommended a set of HY-T V-Belts (see blue- 
print). And at last report, these extra-rugged 


HY-T V-BELTS by 





GOODYEAR INDUSTRIAL PRODUCTS 


@-Specified 


HY-T V-BELTS 
for heavy-duty, high shock load drives 


A Single layer of chemically produced 3-T Cord in 










neutral plane carries the load, provides maximum 


strength and flexibility with minimum stretch 


B Super-tough fabric cover is bias-cut, long-wearing 
and oil-resistant. 


C Cushion section of durable rubber. 


iy es 


G.1.M.solves eccentric problem—triples V-Belt Life 


belts — muscled with Triple-Tempered (3-T) 
Cord—had been going strong for 22 months and 
had plenty of life left. 


Want a moneysaving solution like this to your 
problem? Your Goodyear Distributor and/or the 
G.TM. have the answer where V-belts or other 
industrial rubber products are concerned. Call 
them today—or write Goodyear, Industrial 
Products Division, Akron 16, Ohio. 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 


Hy-T-T.M. The Goodyear Tire & Rubber Company, Akron. Ohio 








IT’S SMART TO DO BUSINESS with your Goodyear Distributor. He can give you fast, dependable service on 
Hose, V-Belts, Flat Belts and many other industrial rubber and nonrubber supplies. Look for him in the 
Yellow Pages under ““Rubber Goods” or “Rubber Products.” 
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| MIORE CARRY IN YOUR 


Free Wall Chart gives 













heaper 











INDUSTRIAL DIVISIONS 
PRODUCTS 


CONVEYOR BELTING - CONVEYOR MACHINERY 
INDUSTRIAL HOSE + VIBRATING CONVEYORS 
VIBRATING SCREENS - DESIGN, MANUFACTURE, 
ENGINEERING AND ERECTION OF 
COMPLETE BULK MATERIALS HANDLING SYSTEMS 
“GLIDE RIDE” THE NEW MOVING SIDEWALK 





This wall chart, 23" x 33" in two colors, has many 
valuable tips that will enable you to increase the life 
of your conveyor belting. To obtain a copy, contact 


QOHEWITT 
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CONVEYOR BELTING 


Which is the best belt for you? 


For Mining (Metallic and Nonmetallic) 


Maltese Cross for especially severe service. 
Ajax for general heavy duty service, and Con- 
servo for general light duty service. Exception- 
ally severe special conditions may require use 
of specially designed Hewiit-Robins belts such 
as Shock Pad, CR-50 and CR-70, Raynile 
and Super-Raynile, Ajax Underground and 
Monarch Neoprene fire-resistant belting. 





For Metal Processing 


Maltese Cross for exceptionally severe service. 
Ajax for general heavy duty service, and 
Monarch Neoprene for oily service. Maltese 
Cross Fiberglas Hot Material, Maltese Cross 
Fabric-type Hot Material and Hewitt Hot 
Service are especially designed for hot mate- 
rial handling. 


For Public Utilities 

Monarch Neoprene for oily service, Maltese 
Cross Hot Material and Hewitt Hot Service 
for hot material handling. Maltese Cross for 
especially severe service and Ajax for general 
heavy duty service. 


> For Food Processing 
MAKE USE OF AUTOMATIC $ pe Canners and Packers and Hewlite for food 
rt aes Wee handling, Monarch Neoprene for oily service, 
Ajax Rufftop, Conservo Rufftop and Conservo 
Transport for package handling. Monarch, 
Ajax and Conservo for grain and feed handling. 


For Materials Handling 


Conservo for portable conveyors. Ajax Rufftop, 
Conservo Rufftop, Conservo Transport and 
Hewlite for packaging conveyors. 


For Chemical Processing (Including Pulp and Paper) 


Maltese Cross for exceptionally severe service, 
Ajax for general heavy duty service, and Con- 
sider lisoaine comeetee ; servo for general light duty. Maltese Cross 
BELT DAMAGE Fiberglas Hot Material, Maltese Cross Fabric- 
lhe felirit Also ee type Hot Material and Hewitt Hot Service are 
especially designed for hot material handling. 


FOR SERVICE AND INFORMATION ) 
ON BELTING AND HOSE 
CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 
LISTED IN THE “YELLOW PAGES’ 









your local HR Industrial Supply Distributor or write 
to our executive offices in Stamford, Connecticut. 


o-oo < 














rT ROBINS 
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His job is to wash tank cars... 
not to contaminate them 


Even a good washer can contam- 
ite a product tank car unknow- 
it all depends on the valves 

in the washing system. 

But that doesn’t happen at the 
Memphis emulsifiers plant of the 
Atlas Powder Co. 

Here, Crane 18-8 SMo stainless 

| valves are preventing corro- 
ind resultant iron pickup from 
getting into aluminum or stainless 
cars in washing. Such impu- 


CRAN E VALVES & FITTINGS 


PIPE © KITCHENS © PLUMBING ¢ HEATING 


rities could mean a lot of spoiled 
product when the cars are loaded. 

After more than a year’s service 
on hot detergent solution, the Crane 
alloy valves show no corrosive 
effects, and there’s no record of 
damage from iron contaminants. 
With no maintenance whatever, 
the valves continue giving positive 
flow control. 

New Crane alloy valves are help- 
ing all types of process industries 


with better flow control and higher 
contamination corrosion resistance 
at low cost. They offer many service 
features that 
can’t be duplicat- 
ed. Get full infor- 
mation from your 
local Crane Rep- 
resentative or 
write to address 
below. Ask for 
circular AD-2080. F 





Since 1855—Crane Co., General Offices: Chicago 5, Ill. Branches and Wholesalers Serving All Areas 
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MATERIALS USE RATE 
INCREASES 


MARGINAL PRODUC- 
TION ENCOURAGED 


WORLD BUYERS COM- 
PETE FOR SUPPLY 








REPORT 


for purchasing agents 








by A. N. Wecksler 


December 1, 1956 


New plant construction at record levels means that industry 
will be chewing up materials at an increasing rate. For purchas- 
ing — this trend raises the question of assured sources of 
Supply. 

The problem is no longer solely one of maintaining a reason- 
able inventory. There just isn't enough warehouse space to store 
materials to guarantee supply over an extended period. Materials 


have to be inthe pipeline of supply rather than in storage await- 
ing use. 








ve se te 
* oe brs 


In modern industrial practice, the objective has been to 
bring unit costs down by production economies and higher output. 
As production increases, more materials are needed—bringing 
high cost metal and mineral into the industrial pipeline. This 
tends to increase the unit costs. 

To combat this higher cost factor, buyers look for sub- 
Stitute materials where possible, and higher grade metal and 
mineral ores from foreign sources. 

a HK aK 

This cycle is not new. In the past, the major industrial 
nations first depleted their own reserves of high grade coal, 
metal, minerals—and then scoured the world for cheap high 
grade replacements. 

What is new is the fact that not only have we multiplied our 

capacity to chew up materials at a “a record rate, . but so have the 
countries ; of Western Europe and t! the Iron Curtain countries—and, 
to some extent, the Asiatic nations. 

Those countries which have not developed any real industrial 
potential are nevertheless looking to a time when they will, and 
they are no longer easy to deal with when it comes to raw 
materials. 

There is now strong competition for the high grade deposits 
of raw materials wherever they occur—and those countries which 
do not have raw materials are casting about for whatever lever- 
age they may be able to muster to get help in industrializing. 

So countries that have resources are getting harder to deal 
with. Those that do not, but do have a waterway—as in the case 
of Suez—or are the routes for important petroleum pipelines— 
as, for example, Syria—make it harder and more costly to get 
access to materials. 

Buyers in the fairly recent past measured their inventory 
against their rate of use, and could count on a stable source of 
supply—now buying calls for more long-range planning. 












































Read Why These Famous Furniture Makers Use 





PHILLIPS «ss SCREWS 


5 pies oe 
we 4 ¢ 


‘ASSEMBLY MEN CAN BE INEXPERIENCED an 
there’s no time lost in finding the slot with 
lips screws. Our plant uses Phillips screws ex- 
ively and in doing so speeds up its assembly 

e operation 25 to 35 per cent,”” comments Mr. 
tyers, superintendent of the Drexel bedroom 


furniture plant in Drexel, North Carolina. 











“WE'RE GETTING 100% FASTER PRODUC- 
TION with Phillips recessed head screws 
n with the slotted type,” says Mr. 
bridge, manager of manufacturing 
wr the Daystrom Furniture Company in 
Olean, New York. ‘‘We use more than 
),000 Phillips head screws a year; 

e’re completely sold on them.” 
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TO PROTECT FINE FINISH. “‘ We would have slippage and cut the 
back posts for a lot of chairs if we used a slotted screw instead 
of this little Phillips beauty,’’ says the finished wood depart- 
ment foreman of Stakmore Folding Furniture Co. plant at 
Owego, N. Y. He enthuses about the Phillips cross-recessed- 
head screw, “It’s a wonder!”’ 
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Pledged to highest standards... 


The Phillips Screw manufacturers listed here cooperate to turn out a 
uniformly high standard of quality. As sponsors of the Phillips Cross- 
Recessed-Head Standards Committee they adhere to the established 
dimensional standards, gauges, and gauging methods which will best 
serve industry. 


* Members of Screw Research Association 


ican Screw Company « Atlantic Screw Works, Inc. » The Blake & Johnson Co. « Central Screw Company « Continental Screw Co. 
Tool and Screw Corporation « Great Lakes Screw Corp. « The H. M. Harper Company « The Lamson & Sessions Company « National 


k Company « The National Screw & Manufacturing Company « Parker-Kalon Division, General American Transportation Corporation 
*heol! Manufacturing Co. + Scovill Manufacturing Company + Shakeproof Division Illinois Tool Works « The Southington Hdwe. Mfg. 
Company « Sterling Bolt Company +» Universal Screw Company + Wales-Beech Corporation 
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NEW LOOK AT DOMES- 
TIC RESOURCES 


SPECULATIVE FEVER 
FADES 


MORE NICKEL FOR 
INDUSTRY 


STEELPLATE SHORT- 
AGE CONTINUES 


REPORT 





Squeeze by offshore suppliers makes domestic ores and 
materials more attractive—even though they be low grade. There 
will be greater effort to develop better extractive methods. 

_ Difficulty of getting materials from the Middle East and the 
Asiatic areas will tend to make Latin America more attractive as 
a@ source of supply. 

There is increasing interest in developing industrial ma- 
terials from agricultural products. A feature of the new Soil 
Bank Program that has been overlooked is a provision calling for 
a Study of industrial uses of farm products. 


None of these alternatives offer any prospect of lower ma- 
terials prices. 

















* * ca 


Federal Reserve action tightening up credit has tended to 
take some of the speculative fever out of the economy. 

At the same time, the higher interest rates have made mort- 
gage money for home building scarce. 

Housing starts this year will be at the million mark—but 
builders forecast that if financing is not made easier, the 
number of starts next year will drop to 800,000. 

Home building industry has been in a recession that has been 
substantially masked by the fact that the construction industry 
as a whole has been operating at record high levels. 

Drop in homebuilding has been more than offset by the boom 
in industrial, government and road construction. For the home 
builder the prosperity of other segments of the same industry is 
small consolation. 

Along with the home builders, manufacturers of plumbing, 
heating, electricals and many appliances that go into home con- 
struction have felt the effect of the drop in starts. This has 
been partially offset in the case of the equipment and appliance 
manufacturers by a strong campaign to sell home owners of exist- 
ing houses on modernizing and enlarging their property. 

Modernization of existing homes cannot, however, keep the 
homebuilders happy if starts drop off further next year. If 
there is a steep drop in housing, some adjustment in mortgage 
money will be made. 





























* * * 


Government purchase of nickel for the Strategic stockpile 
is being discontinued due to pressures of civilian demand—plus 
the anticipation that within several years the two major new 
sources of the metal from Cuba will in effect bolster our stock- 
pile position. 

Office of Defense Mobilization estimates are that each 
pound of new nickel production reduces the stockpile require- 
ments by five pounds. 

Based on this rough rule of thumb, the Government position 
in nickel is sufficiently secure to divert the metal to civilian 
use during the current shortage of the metal. 

Diversion of nickel from purchase for stockpiling to 
civilian usage will increase the amount available for civilian 
usage by 10% over the poundage available for civilian use last 
year. 

















* ** * 


In other basic materials, the only important shortage is in 
steelplate and structurals. Question of how long this shortage 
will continue can only be answered by the steel industry. 

A 15-million-ton expansion is projected in steel making 
capacity over the next five years, but the steel industry has 
not defined the projected expansion by types of facility. 

In aluminum, the Government analysis of the supply and de- 
mand position is that it is balanced at new high levels—and in 


copper, that the metal is in “one of its periodic lulls"—which 


could be dissipated by sustained demand from the automotive in- 
dustry. 
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Sources 


READY TO SERVE YOU NOW! 


MIDLAND SCREW CORP. 


= _______Chicago 32, Illinois 
NATIONAL LOCK COMPANY 
Rock ford, Illinois 

THE NATIONAL SCREW & MFG. CO. 
: ____ Cleveland 4, Ohio 
_____los Angeles 22, California 
PARKER-KALON DIVISION, GENERAL AMERICAN 

TRANSPORTATION CORP. 


: 4 Clifton, N. J. 
PHEOLL MANUFACTURING CO. : 
ssatentintimmasinitimizsmeage FO, Mavis 
PITTSBURGH SCREW & BOLT CORP. 
______Pittsburgh 33, Pa. 
PROGRESSIVE MANUFACTURING CO., 
DIV. OF TORRINGTON CO. 
_______ Torrington, Conn 
RELIANCE DIVISION, EATON 
MANUFACTURING CO. . 
________ Massillon, Ohio 
Ss 
REPUBLIC STEEL CORP. 
Bolt & Nut Division, Cleveland 13, Ohio 
RING SCREW WORKS 
_ Van Dyke, Michigan 
P. L. ROBERTSON MFG. CO., LTD. 
; Milton, Ont., Canada 
ROCKFORD SCREW PRODUCTS CO. 
osdliiniesiianennammanianaiieiitaniae ee 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 
Port Chester, N.Y 
Los Angeles 33, California 
6 eae See 
SCOVILL MANUFACTURING CO. 
Waterville Division, Waterville 48, Conn 
SEMS DIVISION, TEXTRON AMERICAN, INC. 
Rockford, Illinois 
SHAKEPROOF DIVISION, ILLINOIS TOOL WORKS 
| 
SOUTHINGTON HARDWARE MFG. CO. 
pth eeaninntinneicendipaienn agen, Cane 
STEEL CO. OF CANADA, LTD. 
Hamilton, Ont., Canada 
THOMPSON-BREMER & CO. 
Chicago 22, Illinois 
TRIPLEX SCREW CO. 
Cleveland 9, Ohio 
WALES-BEECH CORP. 
lockford, Illinois 
AMERICAN SCREW COMPANY 
oiaiiiiieneenneeinhinetndiemnmeenene, Connecticut 
THE BLAKE & JOHNSON CO. 
ee . Waterville 14, Connecticut 
BUTCHER & HART MFG. CO. 
Itoona, Penn. 
CANADA ILLINOIS TOOLS LTD. 
jicithrmneennnee Tere, Ont., Canada 


CENTRAL SCREW COMPANY 
Chicago 9, Illinois 
_____.________m_ Keene, New Hampshire 
CLEVELAND CAP SCREW CO. 
ahscitiimintivatsmtmig eam 4, Ghia 
CONNECTICUT SCREW & RIVET CO., INC. 
nistecenigciannansneninnniitemmmay mo, Connecticut 
CONTINENTAL SCREW CO. 
Be eS New Bedford, Mass. 
DIXIE SCREW CO. 
tiene tiie Louisville 1, Ky 
ECONOMY SCREW CORP. 
minannntiniciniminamnipeets 8e, avis 
ELCO TOOL & SCREW CORPORATION 
ncn inimeEnn—re, tinsic 
FEDERAL SCREW WORKS 
etroit 10, Michigan 


scerssiniidiacateanbilen iaeceiiniaaeiainei adda 
GREAT LAKES SCREW CORPORATION 
Chicago 27, Illinois 
H. M. HARPER CO. 
HARVEY HUBBELL, INC. 
idgeport 2, Connecticut 


cpitinatihinnieatindminemintseasdiie 
INDIANA METAL PRODUCTS DIVISION, TEXTRON 
AMERICAN, INC. 
Rochester, Indiana 


LAKE ERIE SCREW CORP. 


SS ae ee 
THE LAMSON & SESSIONS CO. ' 
Cleveiand 2, Ohio 


ton Grove, Illinois 





SEMS is a development of Illinois Tool! Works, Chicago 






















SPECIAL SERVICE FOR READERS! 
WEALTH OF INFORMATION AT YOUR PENCIL TIP! 


Additional data is available on the equipment, mate- 
rials, services or methods described or advertised in 
this issue of PURCHASING. 


The Reader Service Card on this page is your simple, 
handy method of getting more information on the 
items of interest to you. 

ONE CARD is all you need for as many items as you 
desire. A second card is provided for those to whom 
you pass your copy of PURCHASING. 


ee ee 


NAME 








2: np ll ene eenieaattna bie NMR one, 






COMPANY___ 


IT’S AS EASY AS THIS ——— — ee 


Circle items described or advertised in this issue (Expires 2-15-57) 










































32 57 82 107 132 157 182 207 232 257 282 307 332 357 382 407 432 457 482 507 532 

33 58 83 108 133 158 183 208 233 258 283 308 333 358 383 408 433 458 483 508 533 

9 34 59 84 109 134 159 184 209 234 259 284 309 334 359 384 409 434 459 484 509 534 

10.35 60 85 110 135 160 185 210 235 260 285 310 335 360 385 410 435 460 485 510 535 

@ EACH ITEM, AND EACH AD, 1) 36 61 86 131 136 161 186 211 236 261 286 311 336 361 386 411 436 461 486 511 
12 37 62 87 112 137 162 187 212 237 262 287 312 337 362 387 412 437 462 487 512 

HAS A NUMBER 13 38 63 88 113 138 163 188 213 238 263 288 313 338 363 388 413 438 463 488 513 

14 39 64 89 114 139 164 189 214 239 264 289 314 339 364 389 414 439 464 489 514 

15 40 65 90 115 140 165 190 215 240 265 290 315 340 365 390 415 440 465 490 515 


1 26 51 76 101 126 151 176 201 226 251 276 301 326 351 376 401 426 451 476 501 526 
2 27 52 %77 #102 127 152 177 202 227 252 277 302 327 352 377 402 427 452 477 502 527 
3 28 53 78 103 128 153 178 203 228 253 278 303 328 353 378 403 428 453 478 503 528 
~ 4 4 29 54 79 104 129 154 179 204 229 254 279 304 329 354 379 404 429 454 479 504 529 
5 30 55 80 105 130 155 180 205 230 255 280 305 330 355 380 405 430 455 480 505 530 
6 3) 56 81 106 131 156 181 206 231 256 281 306 331 356 381 406 431 456 481 506 531 
7 
8 







































16 41 66.91 116 141 166 191 216 241 266 291 316 341 366 391 416 441 466 491 516 
292 317 342 367 392 417 442 467 492 517 
ECIDE 17. 42 67 92 117 142 167 192 217 242 267 
@ DECIDE ON WHICH ITEMS YOU 18 43 68 93 118 143 168 193 218 243 268 293 318 343 368 393 418 443 468 493 518 
WANT MORE DATA 19 44 69 94 119 144 169 194 219 244 269 294 319 344 369 394 419 444 469 494 519 


20 45 70 95 120 145 170 195 220 245 270 295 320 345 370 395 420 445 470 495 520 
21 46 71 96 121 146 171 196 221 246 271 296 321 346 371 396 421 446 471 496 521 





22 47 72 97 122 147 172 197 222 247 272 297 322 347 372 397 422 447 472 497 522 
23 48 73 98 123 148 173 198 223 248 273 298 323 348 373 398 423 448 473 498 523 
@ CIRCLE THE CORRESPONDING 24 49 74 99 124 149 174 199 224 249 274 299 324 349 374 399 424 449 474 499 524 
25 50 75 100 125 150 175 200 225 250 275 300 325 350 375 400 425 450 475 500 525 





NUMBERS OW THE CARD 









@ SIGN THE CARD, AND MAIL. 
NO POSTAGE IS NEEDED 


@ PURCHASING WILL HAVE THE 
MANUFACTURER FILL YOUR eee ESS REPLY CARS 
REQUESTS NO POSTAGE STAMP NECESSARY IF MAILED IN TH 
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of PURCHASING Magazine designed to { 
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Purchasing Magazine 


SPECIAL SERVICE FOR READERS! 
WEALTH OF INFORMATION AT YOUR PENCIL TIP! 


Additional data is available on the equipment, mate- 
rials, services or methods described or advertised in 


this issue of PURCHASING. 


The Reader Service Card on this page is your simple, 
handy method of getting more information on the 


items of interest to you. 


ONE CARD is all you need for as many items as you 
desire. A second card is provided for those to whom 
you pass your copy of PURCHASING. 








NAME 





ADDRESS 
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205 E. 42nd ST., NEW YORK 17,N. Y. 














CITY 











described or advertised in this issue 


DECEMBER, 1956 
(Expires 2-15-57) 




















1 26 51 76 101 126 151 176 201 226 251 276 301 326 351 376 401 426 451 476 501 526 
2 27 52 77 102 127 152 177 202 227 252 277 302 327 352 377 402 427 452 477 502 527 
3 53 78 103 128 153 178 203 228 253 278 303 328 353 378 403 428 453 478 503 528 
4 54 79 104 129 154 179 204 229 254 279 304 329 354 379 404 429 454 479 504 529 
5 55 80 105 130 155 180 205 230 255 280 305 330 355 380 405 430 455 480 505 530 
6 56 81 106 131 156 181 206 231 256 281 306 331 356 381 406 431 456 481 506 531 
7 57 82 107 132 157 182 207 232 257 282 307 332 357 382 407 432 457 482 507 532 
8 58 83 108 133 158 183 208 233 258 283 308 333 358 383 408 433 458 483 508 533 
Y¥ 59 84 109 134 159 184 209 234 259 284 309 334 359 384 409 434 459 484 509 534 
0 60 85 110 135 160 185 210 235 260 285 310 335 360 385 410 435 460 485 510 535 
1 61 86 111 136 161 186 211 236 261 286 311 336 361 386 411 436 461 486 511 536 
2 62 87 112 137 162 187 212 237 262 287 312 337 362 387 412 437 462 487 512 537 
3 63 88 113 138 163 188 213 238 263 288 313 338 363 388 413 438 463 488 513 538 
4 64 89 114 139 164 189 214 239 264 289 314 339 364 389 414 439 464 489 514 539 
5 65 90 115 140 165 190 215 240 265 290 315 340 365 390 415 440 465 490 515 540 
6 66 91 116 141 166 191 216 241 266 291 316 341 366 391 416 441 466 491 516 54) 
7 67__92 117 142 167 192 217 242 267 292 317 342 367 392 417 442 467 492 517 542 
8 68 93 118 143 168 193 218 243 268 293 318 343 368 393 418 443 468 493 518 543 
19 69 94 119 144 169 194 219 244 269 294 319 344 369 394 419 444 469 494 519 544 
20 70 95 120 145 170 195 220 245 270 295 320 345 370 395 420 445 470 495 520 545 
21 71 96 121 146 171 196 221 246 271 296 321 346 371 396 421 446 471 496 521 546 
22 72 97 122 147 172 197 222 247 272 297 322 347 372 397 422 447 472 497 522 547 
23 73. 98 123 148 173 198 223 248 273 298 323 348 373 398 423 448 473 498 523 548 
24 74 99 124 149 174 199 224 249 274 299 324 349 374 399 424 449 474 499 524 549 
25 75 100 125 150 175 200 225 250 275 300 325 350 375 400 425 450 475 500 525 550 











IT’S AS EASY AS THIS 


we 


EACH ITEM, AND EACH AD, 
HAS A NUMBER 


DECIDE ON WHICH ITEMS YOU 
WANT MORE DATA 


CIRCLE THE CORRESPONDING 
NUMBERS ON THE CARD 


SIGN THE CARD, AND MAIL. 
NO POSTAGE IS NEEDED 


PURCHASING WILL HAVE THE 
MANUFACTURER FILL YOUR 
REQUESTS 
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READER SERVICE is a monthly feature 
of PURCHASING Magazine designed to 
help the reader get all the information 
needed with the minimum of time and 


effort. 
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BALL BEARINGS 
A 64-page catalog gives full information, to users 
of precision ball bearings, on materials from which 
they are best made for various applications. It con- 
tains a dimensional and a series index. 


The Barden Co. 
Circle No. 1 on Inquiry Card—Page 17 


BARREL FINISHING 
Information on types of barrels, selection of abra- 
sives, time cycles, cleaners and other data about 
barrel finishing, with case histories, is supplied in 
76-page booklet, Form 501. 
Norton Co. 


Circle No. 2 on Inquiry Card—Page 17 


BATTERIES 
Two color bulletin, No. GB 1668-B, describes extra 
capacity batteries developed for electric industrial 
trucks. It also lists engineering specifications for 
three amp-hour units (40, 60, 120) 
Gould-National Batteries, Inc. 


Circle No. 3 on Inquiry Card—Page 17 


CARBIDES 
A chart is available giving carbide grade recom- 
mendations for various applications. It also supplies 
grades and numbers of carbides produced by twelve 
leading manufacturers. 


Chicago-Latrobe 
Circle No. 4 on Inquiry Card—Page 17 


CARBIDES, CARBIDE TIPPED TOOLS 
Bulletin No. 56 presents concisely a selection from 
over 700 different carbides and carbide tipped tools. 
Fully illustrated, it supplies specifications and 
prices in tabular form. 
Nelco Tool Co. 


Circle No. 5 on Inquiry Card—Page 17 
For More Information Circle No. 165 
<= on Inquiry Card—Page 17 
DeEcEMBER, 1956 


—— 






catalog 


CHAIN SLINGS, FITTINGS 
Printed in two colors, a 42-page catalog explains, 
with drawings and diagrams, terminology of chain 
slings. It assists buying for safety, service and eco- 
nomy requirements. 


Republic Steel Corp. 
Circle No. 6 on Inquiry Card—Page 17 


CIRCUIT BREAKERS 
Described in a 6-page, 3-color bulletin, No. 1004-A, 
is a line of manually and electrically operated 
switchboard circuit breakers; individually enclosed 
breakers and a one-high drawout unit. 


I-T-E Circuit Breaker Co. 
Circle No. 7 on Inquiry Card—Page 17 


COMPARATOR (MECHANICAL) 
A two-color circular, No. 599, with photos and 
drawings, gives full description and specifications 
of a sigmatic mechanical comparator. High magni- 
fications permit close tolerance inspection. 


Pratt & Whitney Co., Inc. 
Circle No. 8 on Inquiry Card—Page 17 


CONTAINERS (STEEL) 


The 1956-1957 directory of steel shipping container 
manufacturers, covering 95% of industry produc- 
tion, includes quick product-manufacturer cross 
reference and manufacturers’ addresses. 

Steel Shipping Container Institute 


Circle No. 9 on Inquiry Card—Page 17 


DRAWN METAL BOXES, CASES, CONTAINERS 
Deep-drawn and fabricated cases of aluminum, 
brass and steel are described in a 60-page catalog. 
Over 1400 deep-drawn cases are listed as available 
from stock. Full specifications are given. 


Zero Mfg. Co. 
Circle No. 10 on Inquiry Card—Page 17 


Catalog 
Liles 


ELECTRICAL CONTACTS, RIVETS 


Over 300 standard electrical contacts and rivets in 

ide range of precious and base metals—silver, 

iid, platimum, palladium, brass, steel, etc.,—are 
sted in a fully illustrated 4-color brochure. 

Deringer Metallurgical Corp. 


Circle No. 11 on Inquiry Card—Page 17 


ELECTRICAL, MECHANICAL PRODUCTS 


‘atalog No. 12 lists over 400 items in a line of 
trical and mechanical equipment. Included for 
t time are a plastic screw anchor kit, lock-on 
» connectors, strap-on metal straps, etc. 


Holub Industries Inc. 
Circle No. 12 on Inquiry Card—Page 17 


FASTENERS 


Thousands of special fastenings, produced by cold 
rming or hot forging for special jobs out of the 
* best suited to the particular job, are cov- 

ed in Flo-Form brochure, No. 613. 


H. M. Harper Co. 
Circle No. 13 on Inquiry Card—Page 17 


FLEXIBLE CHAIN COUPLINGS 
Specifications, dimensions, and applications are 
ziven in catalog C45-56 on series DSC, series SA 
silent chain couplings and series DRC roller chain 
uuplings as well as on various covers. 


Morse Chain Co. 
Circle No. 14 on Inquiry Card—Page 17 


FLUORESCENT LIGHTING UNITS 
The 36-page Bulletin B contains descriptions, illus- 
trations and lighting data on 394 industrial fluo- 
rescent lighting units. Covered are 25% upward- 
lighting units and 800 ma. fluorescent lamps. 
Benjamin Electric Mfg. Co. 


_ Circle No. 15 on Inquiry Card—Page 17 


FORGINGS 
A buying guide for forgings is presented in the 
form of condensed notes. The advantages and char- 
acteristics of forgings are cross-indexed with the 
various problems which they solve. 
Drop Forging Association 


Circle No. 16 on Inquiry Card—Page 17 


FRICTION MATERIALS 
An illustrated booklet (FM-35-A) covers asbestos 
brake blocks, linings and clutch facings. There is 
a large section on design data with information ar- 
ranged in chart form for easy reference. 
Johns-Manville 


Circle No. 17 on Inquiry Card—Page 17 


GASKETS 


To aid users of gaskets, shims and washers, a 
28-page catalog describes construction in a variety 
of styles, shapes and materials. A section lists over 
1500 stock dies available to save costs, 


Chicago-Wilcox Mfg. Co. 
Circle No. 18 on Inquiry Card—Page 17 


ILLUMINATION DESIGN 
A manual (A-4854), deigned as a basic reference 
for interior lighting installations, describes foot- 
candle levels required for groups of seeing tasks 
and methods of calculating light for areas. 
Westinghouse Lamp Div. 


Circle No. 19 on Inquiry Card—Page 17 


INSTRUMENTATION 
Bulletin G-2 is an index of literature on instru- 
mentation dealing with operating principles, ap- 
plications, etc. It covers catalogs, bulletins 
specification and data sheets, and articles. 
Minneapolis-Honeywell Regulator Co. 


Circle No. 20 on Inquiry Card—Page 17 


LIVE RAIL WHEEL CONVEYOR 
How live rail can be used to move, store or unload 
large and small packages, parts in process, pal- 
letized loads or most objects with a flat bottom 
forms text of 6-page, illustrated cat. No. LR-56. 
The Alvey-Ferguson Co. 


Circle No. 21 on Inquiry Card—Page 17 


MOTORS 
A pocket size booklet, Bulletin GED-2020B, gives 
up-to-the-minute information on how to choose 
fhp motors for any job. It contains selection data 
for 50 typical applications with illustrations. 
General Electric Co. 
Circle No. 22 on Inquiry Card—Page 17 


MOTORS (DRIP-PROOF) 
Latest designs features of open drip-proof motors 
in NEMA rerated ratings of % to 40 hp (types 
GO) and non-rerated ratings of % to 100 hp 
(types AP and APWW) are described in bulletin 
51B6210G. 
Allis-Chalmers Mfg. Co. 


Circle No. 23 on Inquiry Card—Page 17 





Circle Card Opposite Page 17 
to Obtain These Catalogs 
Additional Catalogs on Page 20 











For More Information Circle No. 166 
on Inquiry Card—Page 17—> 
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: ‘Ee shape of things to 
ome is often seen in the aluminum extru- 
sions being made by Revere for the country’s 
manufacturing leaders. These are the com- 
panies that know how great a difference may 
exist between the design of a new shape on 
paper and the delivery of a fine extrusion in 
aluminum. They come to Revere for the 
experience and service needed to bridge this 
gap. It will pay you, likewise, to gear the 
progress of your business to the most de- 
pendable sources of supply. 

Revere Aluminum Mill Products include 
extruded shapes, tube, rod and bar; coiled 
and flat sheet, embossed sheet, circles and 
blanks; seamless drawn and welded tube; 
rolled shapes; electrical conductors; forgings; 
and foil. Call the nearest Revere Sales Office 
now. In all principal cities. Revere Copper 
and Brass Incorporated. Founded by Paul 
Revere in 1801. Executive Offices: 230 Park 
Avenue, New York 17, N. Y. 





Catalog 
Sills 


ORGANIC CHEMICALS 


Condensed data on applications and physical prop- 

erties of more than 335 organic chemicals are given 
) tabular form in a 24-page booklet, F-6136. 

Twenty-one new products are featured. 


Carbide & Carbon Chemicals Co. 
Circle No. 24 on Inquiry Card—Page 17 


PARTS HANDLING, STORAGE EQUIPMENT 
all-steel parts handling and storage 
are described and illustrated in an 
8-page catalog. Specifications are given for stack- 
ng containers, metal baskets, tote boxes, racks, etc. 
Randolph Industrial Equipment Co. 


Circle No. 25 on Inquiry Card—Page 17 


PLASTIC TUBING 
Flexible tubing, made from modified vinyl plastic, 
covered in a manual, Bulletin T-97. Applications 
nd limitations of each formulation in fluid trans- 
mission are fully presented with photos. 
The U.S. Stoneware Co. 


Circle No. 26 on Inquiry Card—Page 17 
SCREW MACHINE PRODUCTS 


A 4-page folder describes the company’s complete 
service for the design, development and manufac- 
ture of screw machine products and cold upset 
parts. It cites examples of product diversification. 


The Chicago Screw Co. 
Circle No. 27 on Inquiry Card—Page 17 


SLITTERS (ROTARY GANG) 
Colored booklet No. 569 covers a complete line 
of rotary gang slitters for mills, warehouses and 
strip users. Numerous photos show actual slitting 
operations. Tables give cutting capacities. 


Stanat Mfg. Co., Inc. 
Circle No. 28 on Inquiry Card—Page 17 


SOCKET SCREWS 
Attractively printed in black and red, a 4-page, 
illustrated folder describes socket head cap screws 
made of heat-treated alloy steel or 18-8 stainless. 
Also treated are button head socket screws. 


Low-cost 


quipment 


The Cleveland Cap Screw Co. 
Circle No. 29 on Inquiry Card—Page 17 








SOCKET SCREWS (SELF-LOCKING) 
A 16-page, two-color booklet deals with self-lock- 
ing socket screws, in which the “Nylok” insert 
may be ordered as optional feature. They are re- 
usable and withstand temperatures -70 to 250 F. 

Standard Pressed Steel Co. 


Circle No. 30 on Inquiry Card—Page 17 


SPEED REDUCERS 
Booklet B-6727 is an engineering manual on single, 
double and triple speed reducers. It presents ap- 
plication data such as hp ratings, torque capacity, 
overhung load values, installation, etc. 
Westinghouse Electric Corp. 


Circle No. 31 on Inquiry Card—Page 17 


STEEL TUBING 

How fabricated steel tubing cuts costs and in- 
creases production of many products is demon- 
strated in a 4-page illustrated brochure. It deals 
with overhead, inventory, production and special 
tubing. 

Armco Steel Corp. 

Circle No. 32 on Inquiry Card—Page 17 


SWAGED WIRE ROPE ASSEMBLIES 
Many swaged wire rope assemblies, consisting of 
a length of preformed wire rope with a iterminal 
attached to one or both ends, form text of catalog 
No. 5601. It gives dimensions and capacities. 
Macwhyte Co. 


Circle No. 33 on Inquiry Card—Page 17 


TIME CONTROLS 
A complete reference to multi-purpose and indus- 
trial time controls is provided by a 20-page in- 
formation booklet. Fold-out reference chart defines 
what each control is, does and how selected. 
Paragon Electric Co. 
Circle No. 34 on Inquiry Card—Page 17 


VACUUM SYSTEMS (HIGH) 
A 24-page booklet, No. 9, details correct proce- 
dures involved and what equipment should be used 
for various high vacuum system installations. 
Chart graphically gives vacuum pump data. 
Central Scientific Co. 


Circle No. 35 on Inquiry Card—Page 17 


WELDING TECHNIQUES 


A manual (52 pp, 4” x 7”) is a handy pocket 
encyclopedia of welding know-how. It is compiled 
particularly for maintenance personnel or welding 
shop operators, where variety of work is non- 
routine. 


All-State Welding Alloys Co., Inc. 
Circle No. 36 on Inquiry Card—Page 17 
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if you use stainless steel fasteners... 


NOW IS THE TIME 
TO TRY ALLMETAL 


Allmetal’s quotation may save your company hundreds of dollars 





Get stainless steel fasteners when you need them—and the chances 

of your saving on fastener costs are multiplied many times. 

Allmetal Screw Products Company is a leading manufacturer of stainless fasteners. 
The 43 different basic fastening devices produced 

are stocked in thousands of different styles and sizes. 

That means 24 hour delivery. 


Below is a quotation request form for your convenience. 

Indicate the stainless fasteners you use and send it to Allmetal today. 
You will receive Allmetal’s quote by return mail. 

It will help prove that there’s no stock like the largest stock, 

and Allmetal has the largest stock of stainless fasteners in the world. 


= oe ee ee ee oe ow oe ee ee eee ee ee ee ee ee ee ee (Ct ON Dotted Line er me ee 


REQUEST FOR QUOTATION 
to ALLMETAL SCREW PRODUCTS COMPANY, INC. 


821 Stewart Avenue, Garden City, Long Island, New York 
































FIRM NAME DATE 
Please print ADDRESS CITY ZONE STATE 
YOUR NAME TITLE 
QUANTITY DESCRIPTION* MATERIAL (Specify grade) 

















eet ee 
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~ 





a 














*Please staple print or sketch to this form for items to your special specifications. Delivery required by 
Remarks: 











AN Fasteners / Bolts / Cap Screws / Keys / MS Fasteners / Machine Screws / Nuts / Pins / Rivets / Self-Tapping Screws/ Washers/ Wood Screws 
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Pratt & Whitney Company, 
Inc., West Hartford, Conn., has 
uunced the appointment of 
2m C. Mullin as sales man- 
for instrument gages of the 


VW 
VV 





William C. Mullin 


livision. The sale of conven- 
| gages has been combined 
the sale of cutting tools un- 
e direction of Albert F. Mil- 
the company’s cutting tool 
nanager. 


Promotion of L. Thomas Plouff, 
er manager of sales ‘analysis 
ontrol, to the position of ex- 
port sales manager has been an- 
nounced by Ansul Chemical Co., 
Marinette, Wis. David Piszczek, 
former assistant to Mr. Plouff, 
succeeds him as manager of sales 
analysis and control. 


supers — 





Stanley C. Alexander has been 
appointed a sales representative 
to the Dearborn, Michigan office 
of C & D Batteries, Inc., Consho- 
hocken, Pa. 


James F. Pichiotino has been 
promoted to area sales manager 
of the midwest area office of the 
Redmond Company, Inc., Owosso, 
Michigan. 


Richard A. Wolschlag has been 
named to a newly created position 
of eastern regional sales manager 
for Brainard Steel Division of the 
Sharon Steel Corporation, War- 
ren, Ohio. With headquarters in 
New York, the new eastern re- 
gion includes all of New England, 
New York, New Jersey, Mary- 
land, Delaware, the District of 
Columbia, Virginia and the east- 
ern half of Pennsylvania. 





Richard A. Wolschlag 





Charles C. Barnett, Jr. has 
been appointed a regional sales 
manager of Western Brass Mills 
Division, Olin Mathieson Chemi- 
cal Corporation, New York. Mr. 





Charles C. Barnett, Jr. 


Barnett’s territory includes the 
southern and western states and 
also the Cincinnati and Indian- 
apolis areas. His office will be in 
East Alton, Illinois. 


A realignment of the sales de- 
partment of the Colson Corpora- 
tion, Elyria, Ohio, has been an- 
nounced. W. C. Shea, formerly 
director of sales, has been pro- 
moted to assistant to the vice 
president of sales. D. F. Adams, 
who previously directed sales of 
industrial products, is now sales 
manager. S. A. Leone has been 
named manager of special prod- 
ucts. 
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»+.- part of America’s industrial greatness 


The manufacture of circular weldments — rings, 
bands and components —has been an American 
Welding specialty since 1918, 


Since its beginning, Amweld’s skills and abilities 
have kept pace with America’s production needs. 


In 1949, Amweld was the first to successfully weld 
titanium alloy on a production basis. 





If you need rings or circular components of ferrous 
ee eee ae a or non-ferrous metal, from 6 to 96 inches in 
will be happy to help on diameter, contact the Industrial Products Division of 


any circular weldment prob- 
lem you might have. 

THE AMERICAN WELDING & MFG. CO. § = | 

460 Dietz Road e Warren, Ohio VW E LD : Ni G 
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Frank A. Mitchell has been 
named general sales manager for 


Henry Disston Division, H. K. 
Porter Company, Inc., Philadel- 
phia; Pa. Mr. Mitchell will super- 





Frank A. Mitchell 


he sales activities of Disston 


Division’s hardware, industrial, 
1nd export departments through- 
t tne world. 


BullDog Electric Products Com- 
Detroit, has named Donald 
F Spencer northern region 
rostrip sales engineer. He 
work under the supervision 
George Sevick, electrostrip 
nanager. 


pany 


liam H. March has been ap- 
ed manager of Yale com- 
ion door hardware sales of 
the Yale & Towne Manufactur- 
ing Company, New York. Mr. 
March will make his headquarters 
it the division’s central office in 
White Plains, New York. 


pina 





litional “Suppliers in the News” 
will be found following the 


industrial Development section 





The General Electric Company, 
Schenectady, New York, has es- 
tablished a new district sales of- 
fice for tubes and other electronic 





E. D. Treanor 


components in Birmingham, Ala. 
E. D. Treanor has been made dis- 
trict sales manager in charge of 
the new office which covers north- 
western Florida, central Tennes- 
see and all of Alabama, including 
the metropolitan trading areas of 
Birmingham, Mobile, Montgom- 
ery, Pensacola and Nashville. 


Charles D. Sampson has been 
named sales representative in 
Cincinnati for Vulcan Containers 
Inc., Bellwood, Illinois. His sales 





Charles D. Sampson 


area will include Cincinnati, Day- 
ton and all of southern Ohio. In 
addition Mr. Sampson will cover 
southeastern Indiana, northern 
Kentucky and northern West Vir- 
ginia. 


John R. Fuller has been named 
sales manager of the Pittsburgh 
district of the Hewitt Rubber 
Division of Hewitt-Robins, Inc., 
Stamford, Conn. 





W-S Fittings Division, H. K. 
Porter Company, Inc., Roselle, 
N. J. has announced that the At- 
lanta sales territory, instituted 
earlier this year, is now organ- 
ized. James M. Tough will man- 
age the Atlanta office which will 
serve seven states—Florida, Geor- 
gia, Mississippi, Alabama, South 
Carolina, North Carolina and 
Tennessee. 


John E. Taylor has been ap- 
pointed field engineer at the 
Cleveland district office of Norton 
Company, Worcester, Mass. 





Sam Gurley, Jr. 


Sam Gurley, Jr., has been 
elected to the position of vice 
president of sales for H. K. Porter 
Company, Inc., New York. 


Herbert G. Ewald has been ap- 
pointed a sales representative for 
Stanley Electric Tools, division of 
The Stanley Works, New Britain, 
Conn., and will serve the com- 
pany’s Virginia, West Virginia 
and Washington, D. C. territory. 
Mr. Ewald will work out of the 
company’s Philadelphia office. 


Link-Belt Company, Chicago, 
Illinois, has moved its Cleveland 
office to a new building at 3592 
Lee Road. 


William J. Cleary has been 
transferred from Chicago to be- 
come manager of tubular steel 
products and cold finished steel 
bar sales at the Philadelphia steel 
service plant of Joseph T. Ryer- 
son & Son, Inc., Chicago. 
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DU PONT ELASTOMERS 























2 years’ exposure 
to strong acids—but 


HYPALON® OUTLET VALVE 
STILL IN PERFECT CONDITION 


Valve maintenance and replacement were 
running up costs for Industrial Wastes, 
Inc., of Beaver Falls, Pa. The firm handles 
some 214 million gallons of spent acids 
monthly—and the outlet valves on their 
tank trucks were being eaten away by sul- 
furic, nitric, hydrochloric and hydro- 
fluoric acids, 

Then about 2 years ago, they tried a 
butterfly valve lined with HyPALON (see 
exploded view below). The valve is still in 
use today. In addition to greatly reduced 
maintenance, the new valve offers econ- 
omy in size and space, a more efficient 
flow, and a saving of 40% on initial cost. 

Key part in the valve is the resilient 
HyYPALON sleeve which resists deteriora- 
tion from strong oxidizing acids. This 
new Du Pont synthetic rubber offers you 
other exceptional properties for extreme 
industrial service conditions. It is com- 
pletely unaffected by ozone and has un- 
usual resistance to hardening at elevated 
temperatures(250°-350°F.).And HYPALON 
can be compounded in a complete range 
of weather-resistant colors. 

We'll be glad to send more information 


about HypALON—its properties and uses. 
Just clip and mail the coupon. 








Pa OGRE tat 


| 


eo 


Butterfly valve with sleeve of resilient 
HYPALON has been in service for over two 
years handling sulfuric, nitric, hydrochloric 
and hydrofluoric acids. 











Girls brush grease on metal parts before dropping them on neoprene conveyor belt. 


NEOPRENE conveyor outlasts canvas 
helts 4 to 1 handling greasy metal parts 


STILL IN USE AFTER 2 YEARS 


Ata large sub-assembly plant, employees brush 
grease on individual component parts so that 
the parts fit together easily and are lubricated 
and ready for use when the finished unit reaches 
the end of the production line. During assem- 
bly the part is picked up and dropped back onto 
the belt 15 to 20 times. Canvas belts were for- 
merly used, but the grease caused severe de- 
terioration, and the belts generally had to be 
replaced in six months, ’ 

[wo years ago, the plant began a side-by- 
side test of conveyor belts for this operation. 
One belt was canvas; the other, neoprene, 
Du Pont’s synthetic rubber. Today the neo- 
prene belt is still in service, while the fourth 


canvas belt operates beside it—striking proof 


of neoprene’s resistance to grease, aging and 
abrasion from sharp metal parts. 


HYPALON is a registered trademark of 
E.I. du Pont de Nemours & Co. (Inc.) 


2£6.u.s. pat off 


BETTER THINGS FOR BETTER LIVING . 


I am particularly interested in 


- THROUGH CHEMISTRY 


Many small parts, coated with lubricating 
oil, are turned out automatically in this plant. 
Neoprene conveyors are used for each opera- 
tion. Some are short-lift conveyors with molded 
neoprene flights used at individual machines, 
Others are long horizontal lines serving entire 
batteries of stamping presses. One engineer 
says: ‘‘We use neoprene belts because they’re 
oil-resistant, match rubber’s abrasion resist- 
ance, andare more water-resistant than canvas,” 

Why not let the advantages of neoprene 
products reduce maintenance and replacement 
costs in your plant? Neoprene offers long life 
under exposure to ozone, weathering, sunlight 
and chemicals—and its flame resistance is a 
strong benefit in modern factory design, Ask 
your supplier for neoprene v-belts, gloves, 
hose and conveyor belts. They'll reward you 
with long, cost-saving service. For more in- 
formation, mail coupon. 


en aeccgaahh 


euerenames 0 Rr me, nome 








Wilmington 98, Delaware City 


Name 


Please add my name to the mailing list for your free publications, “The 
Neoprene Notebook” and “Facts about HYPALON.” 





E.1.du Pontde Nemours&Co. (Inc.) Firm 





Elastomers Division, Dept. PC-12 Address 





State 
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MAMERICAS LEADING AIRFREIGHT CARRIER 


To make the most of airfreight’s ability 
to provide faster deliveries and better 
handling, purchasing agents are specify- 
ing American Airlines Airfreight for 













these important reasons: 





a ae 


COVERAGE 


Only American offers the extra speed of direct one- 
carrier service to all ten leading retail markets... 
more than two-thirds of the top thirty... all twenty- 
three leading industrial areas in the United States, 


CAPACITY 


American has space for your shipments when and 
where it’s needed most. A combined daily lift poten- 





tial of over a half-million pounds gives American 
the greatest capacity of any airline. 


FREQUENCY 


Shipments get faster forwarding . . . spend less time 
in terminals with American’s greater frequency of 
schedules. Over 1000 departures daily offer more 
service to more cities than any other carrier. 


DEPENDABILITY 


First with scheduled airfreight, American today has 
the largest, most experienced personnel force .. . 
most modern handling facilities. Is better able to 
solve shipping problems . . . provide dependable 
on-time deliveries. 


AMERICAN 
AIRLINES 
AIRFREIGAT 


carries more cargo than any other airline in the world 
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STRIP- Flat Wire 
converted 
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requirements 4 oA 
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Complete Inventory 


Delivery from Stock 
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P URCHASING PERFOR M- 
ANCE is hard to measure. In 
wrestling with that problem, we 
frequently hear it contrasted with 
the ease of measuring sales per- 
formance on the basis of dollar 
volume. But a brand new 55-page 
study on “Measuring Salesmen’s 
Performance” by the National 
Industrial Conference Board in- 
dicates that it is not quite so 
simple. Sales volume, we learn, 
has to be balanced against sales 
quotas, territorial potential, com- 
petitive conditions, amount and 
kind of company support, devel- 
opment of new accounts, windfall 
business, split credit for sales, 
bonus on high-margin items, 
sales-expense ratios, and a 
variety of other factors. The other 
fellow’s problems always seem 
simpler—until you see them from 
his viewpoint. 


Dw YOU KNOW? John D. 
Fitzgerald, author of the best 
seller “Papa Married A Mormon” 
is a working purchasing agent 
and an active member of NAPA. 
On the technical side, he is known 
as co-author of the Fitzgerald 
Weirmert System of Management 
Control, sponsored by Remington 
Rand and used by industrial sup- 
ply distributors all over the 
world. As a spare time author, 
he has for several years kept a 
steady stream of short stories 
flowing to national magazines 
under his own name and three 


* 0, ‘aa filosofy of buying 
















































pen names. The success of “Papa”, 
which was published serially in 
McCall’s Magazine, sold to two 
book clubs and to the movies, has 
prompted him to take leave of 
absence from his _ purchasing 
duties with the Triangle Steel & 
Supply Company, Los Angeles, to 
work on another book based on 
his Utah boyhood. 


F oornote to history: An 
early American purchasing agent 
was the central figure in a 
unique event of our national his- 
tory—the only time a private 
citizen dug into his own pocket 
and paid off the entire national 
debt. James Swan came to this 
country from Scotland as a penni- 
less immigrant boy of 11. Settling 
in Boston, he joined the Sons of 
Liberty and was among the band 
which dumped a shipload of tea 
into Boston harbor in protest 
against British taxation. He 
fought in the Revolutionary War 
and was wounded twice at Bun- 
ker Hill, later advancing to be- 
come the confidante and comrade- 


in-arms of the Marquis de 
Lafayette. 
After the war, our infant 


United States Government was 
heavily in debt ($2 million) to 
France for aid given to the 
colonies. Meanwhile, Swan pros- 
pered as a merchant and land 
speculator, and was well known 
in Paris through his business deal- 
ings there. 
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When France itself was torn by 
revolution a few years later, and 
was desperately in need of meat 
and grain from America, the 
French revolutionary government 
turned to Swan and appointed 
him as its official purchasing 
agent at Philadelphia. The origi- 
nal plan was to pay for this with 
valuables confiscated from the 
French nobility. But young Amer- 
ica was not a good market for 
luxury items, and bank credit 
was not available to the insecure 
government of our former ally. 
In 1795, Swan received a letter 
from Paris: 

“The debt due to the French 
republic from the United States 
of America is placed at the dis- 
posal of James Swan and com- 
pany. He is authorized to secure 
its settlement and recovery from 
the said States.” 

Swan decided to write it off. 
He wrote to Washington on July 
9, 1795: “The entire American 
debt is paid and does not exist 
any more.” This patriotic gesture 
cost him exactly $2,024,899.93. 

The story has a curious ending. 
In 1808, Swan was sued in France 
for a comparatively trifling sum. 
He indignantly denied that he 
owed the money, and rather than 
pay it he permitted himself to be 
thrown into the debtors’ prison of 
Sainte-Pelagie in Paris. There for 
the next 22 years, his wife sent 
him funds to maintain a luxurious 
prison life, but he stubbornly re- 
fused to let her pay the claim 
that he considered unjust. 

James Swan, the patriotic pur- 
chasing agent who paid off the 
entire national debt in 1795, was 
liberated in the July Revolution 
of 1830. He died three days after 
regaining his freedom. 


Tue City Purchasing Division 
at Springfield, Mo., has a unique 
method of calculating its “sav- 
ings” for the monthly report. 
It compares total expenditures 
with what the same purchases 
would have cost if the next higher 
bid had been accepted. On this 
basis, a representative recent 
month showed such “savings” 
amounting to $1,455.55 or, as the 
Division points out, $69.41 per 
day, or $14.55 per requisition. 
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+ We make the wire 
cloth we would use 
for your product... 
the well-known 
“NEWARK for ACCU- 
RACY” Cloth. 


+ We offer more than 
75 years experience 
in wire cloth manu- 
facture and use. 


+ We have the facilities 
for accurately fabri- 
cating parts from 
NEWARK Cloth in 
small lots or in pro- 
duction quantities to 
meet your production 
schedules. 


+ We have the skilled 
workers to do the job. 


+ We have experienced 
engineers ready to 
work with you in the 
design of the part to 
make the most effec- 
tive and economical 
use of the wire cloth. 









= It all adds up to a 
service that can pro- 
duce ‘‘quality” wire 
cloth inserts for you. 
It is the same service 
that has brought us 
many, many repeat 
orders and one that 
has been responsible 
for a steadily grow- 
ing list of customers. 


= ewark 


Hire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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are YOU 


SCRUBBING ~/ 


times as hard... 












The Hillyard Maintaineer has bad years 
of training and experience in every 
conceivable type of floor problem. He will 
gladly put this experience at your disposal, 
help train your staff. There’s no charge, 


no obligation. 


He's “On Your Staff, 
Not Your Payroll.” 












~ 


ST. JOSEPH, MISSOURI 
PASSAIC, N.J. SAN JOSE, CALIF. 


LET THE MAINTAINEER 
HELP YOU!! 


HILLYARD, St. Joseph, Mo. 
Yes, I'll take you up! Without charge or obligation, have 


the Hillyard Maintaineer® show me how to take advan- 
tage of new streamlined floor treatment procedures. 


Name 





Institution 





Address___ 











is Mi 


in better condition than ever before! 





r.as you need to? 


Have you studied your floor maintenance costs lately? 
Have you analyzed your cleaning methods to determine 
whether you are using too many operations—needless rinsing, 
for example—or are wasting time in prolonged scrubbing 
when the right cleaner would get the dirt loose in a fraction 
of the time? Remember, 95c of every floor maintenance dollar 
goes for labor! Call in your nearby Hillyard Maintaineer® for 
consultation, He will carefully study your floor problems and 
recommend (1) modern, streamlined work methods and short 
cuts, and (2) the tools and materials to enable you to take 
advantage of the short cuts, to keep your floors 


CASE HISTORY—SCRUBBING 
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IF EXTREME ACCURACY 
IS IMPORTANT. . IT’S A JOB FOR 


ak -1¢-oh a OW 10M Z-lola Mel at)ol-lalel pdelilelmelils 
gS i-1o] ges ilohA-Ma-+10)bi-to Ml a Mome(-10)4-1-Melmelaal 
racy you never thought possible in the mass 
production of Small Gearing. If your needs 
call for hundreds or thousands, however 
simple or intricate, you'll get Gearing that 
meets the most exacting specifications, in 
every piece we ship. y& Think of the assembly 
ol ts isloh mat) (MM ial Mil alelg-lolt-lolll olceleltlatiels 

the smoother, quieter performance . . the 
greater satisfaction of users . . the greater 
profit to yourself. x Let capable G.S. en 
gineers recommend the ONE best and most 
economical application for the job. Send 
drawings or details today. There's no ob 


fefohiteyap 


6-p 
Small Gearing Guide. It describes 80 types and 
applications. Contains useful charts a valuable 
aid to anyone interested in Small Gearing. Use 
company letterhead, please. No obligation, of 


course. Write today! 


Gira 


Specialties, Inc. 


2635 WEST MEDILL AVENUE 
CHICAGO 47, ILLINOIS 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
OF FRACTIONAL HORSEPOWER GEARING 
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HOW TO USE HALLOWELL ADJUSTABLE SHELVING IN YOUR PLANT 


i ~ "SET ECT THE BASIC SHELVING UNIT- 
































renee on a 
HALLOWE BL SHOP EQUIPMENT DIVISION 
ome, mE 


$ 


“JENKINTOWN PENNSYLVANIA 








BENCHES (CABINET, WORK, UNIT) « STOOLS AND CHAIRS « SHOP DESKS « TOOL 
STANDS AND CABINETS « DRAWERS, DRAWER TIERS * STEEL CARTS ¢ SHELVING 
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TUBE-TURN 





Five years ago, the generally accepted practice among 
engineers and contractors was to weld non-critical pipe 
larger than 2-inches and thread the smaller sizes. Today, 


In small piping too that dividing line has gone down; much piping as small 


as Y2-inch is now being welded. In small piping as in 

ou et bi savin S$ large, the big reason for welding is to save money... in 
y g g g installation cost, in material cost, in maintenance cost. 
See next page for typical results. For the small pipe jobs, 


eo 
by welding too, you get the most for your money when you specify 
and buy TuBE-TurRN* Welding Fittings and Flanges. 
Your nearby Tube Turns’ Distributor can give you speedy 
service in sizes from 2-inch to 42 inches! 


The Leading Manufacturer of Weldi ngs and Flanges 


KENTUCKY 


A Division of National Cylinder Gas Company , oi 
: ‘ . ‘ . ***TUBE-TURN "and “t# 
DISTRICT OFFICES: NewYork © Philadelphia « Pittsburgh « Cleveland « Detroit * Chicago ¢ Kansas City * Denver Reg. U.S. Pat. Off. 


Los Angeles © Sanfrancisco © Seattle © Atlanta « Tulsa « Houston © Dallas ¢ Midland, Texas 































2\2"' with TUBE-TURN Fittings. 


Cor any Namie 


pan Address 


Your Name 


NEVER LEAKS. Welded joints are permanently 


as strong and leakproof as the pipe itself. 
Photo shows welded lube oil lines for one of 
four diesel engines, replacing threaded lines 
which leaked. If welded in first place, would 
have saved $4000 replacement cost. Pipe is 


iS COMPACT, NEAT. This installation of 1%” and 2” 


TUBE TURNS, Dept. R-6 


224 East Broadway, Louisville 1, Kentucky 


Zone _ 


SMALL DIAMETER PIPING... why it pays to specify 
welded construction with TUBE-TURN Fittings 


THREADED JOINT BUTT WELD JOINT 








CUTAWAY SECTION 
OF 2” SCHED. 40 PIPE 


SAVES MATERIAL. Threading cuts half of pipe wall 
away as shown, The welded joint is as strong as the 
pipe. An installation of Schedule 40 pipe, welded, 
is stronger than Schedule 80 threaded. Hence, for 
equal strength welded piping can cut material 
costs 30-50%, 





boiler blow-off piping shows ability to nest welded lines 
y 

close together for better layout and streamlined appear- 

ance. Also, insulation, where needed, is easier to apply. 





send free copy of “Economics of Welding Small, 
cK al Pipe”. 


State 








TOOLS ARE SIMPLE. Small, inexpensive weld- 
ing outfits can cut, weld, heat to bend, solder 
or braze. They are easy to haul to job and 
simple to use. All pipe for this factory radiant 
heating system was fabricated on the site, 


***TUBE-TURN "and “tt” 
Reg. U.S. Pat. Off. 


TUBE TURNS 

















TAKES LESS TIME to weld than to thread pipe above 
2’ and about equal time for smaller sizes, according 
to recent tests on hundreds of joints made by many 
different pipe fitters. Welded joints .in 12” piping 
such as the school heating line shown, averaged 7 
minutes compared to 8 minutes for threading and 
tightening fitting. 


“1 


FITTINGS READILY AVAILABLE. In small sizes, too, 
your Tube Turns Distributor is stocked to give you 
prompt, efficient service. Call him on all your needs 
in welding fittings and flanges... from 42” to 42”, 


Available from your nearby TUBE TURNS’ 


distributor 


DISTRICT OFFICES: 


New York Los Angeles 
Philadelphia San Francisco 
Pittsburgh Seattle 
Cleveland Atlanta 

Detroit Tulsa 

Chicago Houston 
Kansas City Dallas 

Denver Midland, Texas 


A DIVISION OF NATIONAL CYLINDER GAS COMPANY 


LOUISVILLE 1, KENTUCKY 
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DOW CORNING 


CORPORATION 


Silicone News | 


FOR PURCHASING AGENTS 





NEW SELF-SEALING FASTENERS 
MADE PRACTICAL BY SILASTIC 


There seemingly is no end to the design 
innovations possible with Dow Corning 
Silicones. A recent example is the self- 
sealing dome nut for aircraft developed 
by Nutt-Shel Co., of Pasadena, Cali- 
fornia. Containing a ring washer made 
from Silastic*, Dow Corning’s silicone 
rubber, the new fastener maintains a 
secure seal despite exposure to oper- 
ating temperatures ranging from —80 
to over 500 F. 


on 


' 


| 
' 
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Consisting of a retaining shell, self-locking 
nut and a Silastic-bound ring washer, the 
assembly is held together in a press fit. 
To eliminate possible pinching and subse- 
quent cold flow, the Silastic ring seal is 
designed to retract into the shell when the 
nut is attached. When the nut and bolt 
are in place, the Silastic forms a seal that 
is unaffected by successive bolt installations. 





The Silastic ring maintains a secure seal 
despite exposure to hot air, ammonia, syn- 
thetic oils and gasoline. It has an operating 
pressure range + SO psi and exceeds tem- 
perature requirements for aircraft fuel 
Types 1, 2 and 3 of MIL-R-6855. 


Because no sealing compounds are re- 
quired, installation and maintenance of 
the fasteners is fast and easy. In fact, 
the units have proven so_ successful 
and economical in use, they are cur- 
rently specified by eleven leading air- 
frame manufacturers. 


Here is another example proving that it 
pays to consider Silastic for diaphragms, 
gaskets, seals and other parts that must 
give reliable service and retain rubber- 
like properties at any temperature from 
—130 to over S500F. No. 107 


*T.M.REG.U.S.PAT.OFF. 





Silicone Finish Replaces Porcelain on Commercial Refrigerators 


Already well established as excellent 
protective coatings for high tempera- 
ture use, silicone based finishes are now 
successfully challenging conventional 
coatings long considered unbeatable 
for “normal” temperature applications. 


Take vitreous enamel or porcelain, for 
example. A new silicone formulation, 
Glidden’s Nubelon-S, has _ successfully 
replaced porcelain on commercial refriger- 
ators produced by the Sherer-Gillett Com- 
pany of Marshall, Michigan. After using 
Nubelon-S for two years, Sherer reports 
that the finish has excellent color retention 
and that cabinets stay new-looking longer 
despite abuse from food and beverage 
Stains, abrasive cleaning compounds and 
shopping cart impacts. 


In a test for durability, hammer blows 
strong enough to dent the metal under- 
neath failed to shatter, crack or chip the 
silicone based finish. Likewise, the finish 
on a coated wire shaped into tight coils 
failed to crack or flake. 





Lighter in weight than when coated with 
porcelain, Sherer-Gillett’s silicone finished 
cabinets are more economical to ship and 


easier to handle and install. In addi- 
tion to white, they are available in 5 other 
sales-stimulating colors. 


Sherer-Gillett cabinets are given two coats 
of Nubelon-S. The flexible silicone coating 
completely covers all corners and edges, 
leaving no “black brushing” lines typical 
of porcelain finishing. Warping is com- 
pletely eliminated. No. 108 





Allis-Chalmers Selects Silicone Insulation for New Transformers 


Additional evidence of the superior reli- 
ability and economy of silicone (Class 
H) insulation is the fact that motor 
and transformer manufacturers — the 
men who know electrical insulation best 
—don’t hesitate to use it in their 
own plants. 





A case in point concerns several 750 kva 
silicone insulated dry-type transformers 
manufactured by the Allis-Chalmers Pitts- 
burgh Works. Three of these units never 
left the plant. As soon as they were com- 
pleted, Allis-Chalmers put them on the line 
supplying power to the plant’s six new 


STREET 





360 kva elevator-type electric annealing 
furnaces. 


The furnaces are designed to heat-treat 
transformer core steel to over 2000F in 
a controlled atmosphere of hydrogen. 


Asked why silicone insulation was speci- 
fied, the engineer in charge of the installa- 
tion said, “With Class H, you install 
them and forget them.” No. 109 


Design Edition 27 


DOW CORNING CORPORATION - Dept. 8912 


Midland, Michigan 
Please send me 107 108 109 


NAME 
TITLE 








COMPANY 








CHY .............-2ONE_.. STATE __.... 








ATLANTA * BOSTON * CHICAGO * CLEVELAND « DALLAS * DETROIT * LOS ANGELES * NEW YORK * WASHINGTON, D. C. (Silver Spring, Md.) 
Canada: Dow Corning Silicones Ltd., Toronto; Great Britain: Midland Silicones Ltd., London; France: St. Gobain, Paris 
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Sylvania’s VHO lamp makes possible more light per foot from fluorescent lamps 


SYLVANIA (oy 


lOOW COOL WHITE *V/ 


VHO-25 
MADE IN U.S.A. 


Produces more than twice the light output 
of conventional 40 watt lamps! 





Sylvania Research conquers Heat and Pressure— 
twe major obstacles to more light per foot! 


The VHO-lamp represents an entirely 
DOUBLE CONTACT new concept in lamp design—an en- 
RECESSED BASE tirely new way to get more light per 
iv foot from fluorescent lamps. 





To make this achievement possible 
Sylvania engineers have developed 
and combined these vital features: 


1. New “Pressure Control’’ Center. The 
specially developed, exclusive in- 
ternal end construction of the VHO 
lamp creates “‘cool spots’ at each end 
which allow mercury to condense. 


2. Neon gas replaces Argon. Sylvania 
discovered that Neon actually gives 
far greater efficiency at higher watt- 
ages than the conventional Argon. 


3. Use of standard T-12 bulb. The 
popular T-12 bulb permits maximum 
effective production and use of ultra- 
violet radiation within the tube. 


4. The Patented Sylvania Rapid Start 
System. This development for fluores- 
cent lamps keeps filaments warm dur- 
ing operation of lamp, and encourages 







“ 

LAMP CATHODE 

AL HEAT SHIELD 

HOR COATING CATHODE PROBE 
PRESSURE CONTROL CENTER 


TEM PRESS 





effective electronic emission from fila- 
ments at all times. 








In APPEARANCE, the VHO-25 is a standard 4-foot T-12 lamp, 
yet it produces more than double the light output of 40-watt 
fluorescent lamps made until now. 


Due to the substantially greater light output of the Sylvania 
VHO, High-Bay Industrial Fluorescent lighting becomes 
practical and economical. In Low Bay lighting, VHO lamps 
will, in many cases, prove more economical because fewer 
fixtures are required. 


VHO lamps are also a new and practical answer to better, 
highly efficient street lighting . . . use a minimum of lighting 
units of less cumbersome size. They are also particularly 
suitable for other outdoor lighting applications such as store 
fronts, service stations, and floodlighting of outdoor indus- 
trial or commercial areas. 


If you are considering plans which include lighting for new 
construction or modernization, the new Sylvania VHO 
fluorescent lamp will be of particular interest to you. For 
complete details consult your local Sylvania Representative, 
or send today for your free folder about the revolutionary 
Sylvania VHO Rapid Start Fluorescent Lamp. Write to: 


SYLVANIA ELECTRIC Propucts INc. 
Lighting Division, Dept.D Salem, Mass. 
In Canada: Sylvania Electric Products (Canada) Ltd) 
Shell Tower Building, Montreal 


SYLVANIA 


LIGHTING + RADIO + TELEVISION 
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. +. fastest growing name in sight 


ELECTRONICS + ATOMIC ENERGY 
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Call Your 


gun DISTRIB 


0 
Depen dabl 


TOR In every drilling operation there’s a particular drill that 
will do the job for you quickly, accurately and economically. 

Union offers a complete selection of top quality drills, 
standard and special, to suit the requirements of your job. 


e Service 


7 


UNION TWIST DRILL COMPANY e ATHOL, MASSACHUSETTS 


Owners and Operators of: 8S. W. CARD DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 








BAKER 
offers 

LP gas 
fork trucks 
in 2000 to 
7000 Ib. 


capacities 


The complete Baker line includes the BAKER LP gas 
fork trucks for those desiring the cost savings, cleaner 
operation, and other advantages provided by: liquefied 
petroleum gas. 


The Baker LP gas truck is powered by an engine specially 
designed for LP gas, not just a conversion unit. The 
special LP engine is provided with high compression 
head for maximum efficiency. Among the features are a 
special cold manifold and hot thermostat for cooler 
operation. Stellite-faced exhaust valves and solid Stellite 
inserts assure greater dependability and longer life. Com- 
plete vaporization and more efficient combustion mean 
lower oil consumption, less down time and reduced 
maintenance costs due to minimum cylinder wear. Fuel 
tank conveniently located behind the driver can be re- 
moved and full tank installed in less than a minute. 


Write for information. 


1253 WEST 80th STREET 





BAKER L.P. GAS SYSTEM 
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Arrows trace the flow of LP gas from the tank 
through the filter to the vaporizer and regu- 
lator before it enters the engine. The hydro- 
static relief valve opens the system before 
dangerous pressure is reached in event of 
high ambient temperature changes. Auto- 
matic fuel shut-off is provided by solenoid 
valve and vacuum switches when engine 
stops. For maximum efficiency, the vapor- 
izer preheats the LP gas before it passes to 
the regulator and the regulator reduces the 
pressure before the gas enters the carburetor, 


THE BAKER-RAULANG COMPANY 


e CLEVELAND 2, OHIO 





handling equipment A subsidiary of Otis Elevator Company 
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YOUR DISSTON QOISTRIBUTOR STOCKS 
THESE QUALITY DISSTON TOOLS: 


. rll 
| SS 


All it takes is a local phone call to your Disston 
distributor. He will give you prompt, personal 
service from his nearby well-stocked warehouse 
..+ help you avoid production slowdowns. 


YOUR DISSTON DISTRIBUTOR ALSO OFFERS YOU: 


Large economies. Your Disston distributor carries a 
wide inventory of the Disston tools you use regularly. Your 
purchasing, receiving and bookkeeping procedures are sim- 
plified—thus reducing your costs. 


Sound advice. Your Disston distributor is a well- 
informed specialist, having wide experience in solving metal- 
cutting problems. As‘a center of information, he can help 


keep you informed of the latest developments in your field. Y/ > 


To learn more about the Disston line of fine tools—and 


how you can profit from using them in your plant—call “— % Hf 


your local Disston distributor. 


Henry DISSTON DIVISION < 


H. K. PORTER COMPANY, INC. 
1233 Tacony, Philadelphia 35, Pa. 
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He Runs a Supermarket Stocked with Steel 


never thought of himself in just this light, but the In distributor stocks are such items as sheets, strip, plates, 
- of steel products is actually the proprietor of a shapes, bars, tool steel, wire, hardware, wire rope, and other 
His clean, modern establishment is a “shopping ' products you need daily. Available too are services like cut- 
here steel in many forms can be obtained on the ting, slitting, edging, sawing. And the distributor is an ex- 
lisplays his merchandise neatly, and any buyer is cellent source of technical advice; oftentimes he has his own 
and choose. When an order comes in by phone, laboratory for running tests. 
ut of stock and is usually delivered within 24 hours. You'll find the distributor of Bethlehem products always 


distributor, or warehouseman as he is often known, anxious to serve you. Look him up in your own community 
1 highly valuable service. To the buyer of steel in or one near by. He’s a good man to know. 
moderate lots, he’s a quick and reliable source of 


s always accessible; always easy to reach. Though SESE SUSE ‘COMPARE 
; BETHLEHEM, PA. 


rnish steel in substantial amounts, he also cheer- a 
Bethlehem Pacific Coast Steel Corporation 
les orders that may yield but a few pennies profit. San Francisco 


Call the dutibulor—your Shopping Center for Stel 

























“Stress raisers’ eliminated 


by Link-Belt LXS chain design 

















Large pins, bushings mean ample 


LXS “FULL-ROUND” DESIGN live bearing area for long life 








; For long life under severe carefully machined for proper 
g conveyor and drive condi- pitch hole size and for main- 
rc) tions, Link-Belt LXS_ chain taining firm, tight press fit of 
Si provides extra strength, in- pins and bushings. This assures 
creased wear resistance and close control of pitch and 
“Full-round” pitch holes wider application flexibility. proper chain length after as- 
. no sharp corners This fabricated steel roller sembly. 
chain incorporates many ad- : , 
vanced design and manufac- Hardening extends life 
turing — ~— in Another Link-Belt long-life 
eS eS ae a extra is the controlled harden- 
“Full-round” pin saeasiaaes ; ing of selected steels used in 
Eliminate weak points the manufacture of LXS chain. 
“Full-round” design does away Pins, for example, are made 
4 with stress concentration points from a tough steel, specially 
most frequently subject to treated for high strength in 
“Fyll-round” bushing failure .. . provides maximum shear and for maximum wear 
live bearing area between pin, value. Bushings are properly 
bushing and sidebars. As a re- —— to shrug off shock 
roe sult, stress is distributed even- and resist wear. 
“FULL-ROUND” DESIGN eliminates stress concen- ly, increasing chain life. Rollers are accurately ma- 
tration points. Heat treatment of all parts adds even Pins and bushings are ac- chined to assure proper oper- 
greater strength and extra wear life to selected curately sized for controlled ating clearances and free-roll- 
steels. Accurate control of these processes avoids press fit, preventing rotation ing action. Controlled harden- 
brittleness, poor wear values and low tensile in sidebars. Made from se- ing gives them the necessary 
strengths . . . and assures uniformity. lected bar steel, sidebars are resiliency and durability. 






































Link-Belt LXS chain is the 
long-life answer for exposed 
drives, abrasive and high-im- 
pact conditions. Its large, live 
bearing area reduces cutting 
action of abrasives because 
load is spread over a broad 
area. 


LXS especially popular for 
exposed drives, high impacts 





LXS chain provides extra strength, 
wear-life for heavy-duty conveying 


Link-Belt LXS chain has real tachment spacing, plus close 


stamina—as shown in this matching of multiple strands, 
conveyor application for han- LXS has the added strength 
dling 1000-pound, 40-foot and wear life for the extra-long 
lengths of steel pipe. Thanks conveyors so popular in to- 
to accuracy of pitch and at- day’s move to mechanization. 





HEADQUARTERS 
FOR CHAINS, 
SPROCKETS 
is your nearby 
Link-Belt factory 
branch store or 
authorized stock- 
carrying distribu- 
tor. Write for 342- 
page Catalog 950. 
LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To Serve Industry There Are 
Link-Belt Plants, Sales Offices, Stock Carrying Factory Branch Stores and Distributors in All Principal 
Cities. Export Office, New York 7; Canada, Scarboro (Toronto 13); Australia, Marri kville, N.S.W.; 
South Africa, Springs. Representatives Throughout the World. 14,257 
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ACTUAL SIZE 


New Lightweight Redmond Single-Bearing MonoMotor 


This new all-angle angie as condenser fan Mono- 
Motor was developed specifically for the refrigeration and 
air conditioning industries in answer to modern demands 
for a smaller, lighter, yet more powerful motor. It is 
adaptable for a multitude of applications where a long- 
life quality motor is needed that will give years of 
continuous service-free use at low operating cost. 


All-angle operation of the AM-4 is achieved through a 
special thrust bearing and pin assembly. The rotor end 
play is controlled to very close tolerances, which makes 
possible the mounting of the motor in any position 
without the rotor floating in the bearing. 


mw ene Send for Complete Performance Data 


Write for the “AM-4 Bulletin”—it con- 
tains complete information on the design 
features, dimensions, performance, and 
operational data. 








With the new Redmond positive oiling system the AM-4 
is guaranteed not to leak oil in all-angle use or in ship- 
ment. This design provides an extra large oil reservoir 
for lifetime lubrication. Positive oiling is achieved through 
the forced recirculation of the lubricant, which is com- 
pletely suspended and uniformly distributed in pure wool 
and nylon wicks. 

The basic AM-4, rated at 1% through 16 watts, is 4-pole, 
1550 RPM, 115 volts, 50/60 cycles, and is available in 
odd voltages and frequencies. 

It will pay you to obtain complete information about this 
new motor by sending for the literature described below. 


; The Standard of Dependability 


COMPANY Inc. 


OWOSSO, MICHIGAN 





tHe BIG Name IN SMALL MOTORS 
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GIVE YOUR PRODUCT 


WITHOUT INCREASING COSTS 





WITH CHASE’ S-19 PROCESS BRASS STRIP 


CHASE S-19 BRASS is unique through and through! Special 
manufacturing techniques give it an exceedingly fine, uniform 
grain structure, and it has unusually high ductility. It is adaptable 


for forming or even relatively deep-drawing articles which are 
surprisingly scratch and dent resistant. They will buff or polish 
more easily, too. : ase 
® 
It takes precise Chase quality control at the mill to produce the 


superb finish, stiffness and formability of Chase S-19 brass—yet it BRASS 4 COPPER CO. 


° e WATERBURY 20, CONNECTICUT 
costs you no more than commercial soft brass! Call in a Chase SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
representative for all the facts, today! 


The Nation’s Headquarters for Brass, Copper and Stainless Steel 


Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark New Orleans NewYork Philadelphia Pittsburgh Providence Rochester St.Louis Sanfrancisco Seattle Waterbury 
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chances are 
Fafnir has a bearing on it 


fotor 7956, illustrated above, is a 
iluable source of information on main- 
nance costs. It powers the blower of 
washing machine at one of the Fafnir 
Plants. This 744 H.P. motor operates 
3500 rpm in atmosphere laden with 
yntaminants. Equipped with Fafnir 
iielded bearings, it has been in almost 
yntinuous service for 60 months 
thout bearing troubles of any sort. 
cording to the records, maintenance 
sts have been held to a minimum. 





Valuable ball bearing performance 
ords are kept on every one of the 

100 electric motors required in the 
eration of Fafnir plants. They cover 
tor installations in a wide range of 
es and sizes, under varying operating 
nditions. These records help Author- 

ed Fafnir Distributors to solve main- 
vance problems for their customers. 





If your costs of electric motor 

Lintenance seem to be out of line, 

¢ your problem up to your authorized 

ifnir Distributor. His own experience 

mbined with Fafnir’s has helped 

iny plant operators to achieve 

inimum maintenance costs. The Fafnir 
Bearing Company, New Britain, Conn. 


The W-PP (Plya-Seal) and W-KLL (Mechani-Seal) Series 


of Fafnir Ball Bearings offer a large support area for shaft 


and housing contact plus extra space for prepacked lubricant 


AOST COMPLETE LINE IN AMERICA 





Clark Electrics at 





A big reason for the Clark Electrics at Minnesota Mining & 
Manufacturing Company is the dependable service offered 
by Material Handling Engineers, Minneapolis. This service is 
typical of all Clark dealers. 


Minnesota Mining & Manufacturing 


and there’s a good reason... 


They use a double upright in 3M Company’s 
paper warehouse. Equipped with a rotating roll clamp, 
the Clark Electric will stack to 190 inches, yet go 
through a regular 74 inch door. A standard upright 
would require a down height of 120 inches. That’s one 
answer, but why a Clark Electric? 

Electric trucks move material at the lowest cost 
per ton mile—and with Clark Electrics, you get the 
electric truck with the power saving dual field motor 
that provides more ton-miles per battery charge. 

But it takes more than features. How about 3 
years from now, or 5 years, or 10? That’s when you 
depend on service—fast, local service. 

And that’s where your local Clark dealer comes in. 
He offers prompt mobile service for emergencies, the 
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largest supply of service parts in the industry —genu- 
ine Clark parts that are warranted and guaranteed 
for quality. And he provides a completely equipped 
shop for rebuilding, a fleet of rental trucks to help you 
over peak work loads. Fact is, he offers a complete 
service package. Look in the Yellow Pages under 
**Trucks, Industrial’”’ for the Clark dealer nearest you. 


A BETTER BUY WITH LOCAL SUPPLY—CGessscine Clark Parts 
C Lq 9] 4 Industrial Truck Division 
CLARK EQUIPMENT 


MPANY 
EQUIPMENT Pw 


Battle Creek 23, Michigan 
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SUPPLIER IN SEATTLE? 


DELIVERy 
LIVER) DATE IN DETROIT >? 





Line them up by telephone 





Che telephone can help you in every phase 
f purchasing, and give you the benefits of two- LONG DISTANCE RATES ARE LOW 
Vay personal discussion. By telephone you can Here are some examples: 
ver a lot of ground quickly and get the answers Cleveland to Detroit. ...... 55¢ 
on costs, quality, quantity, delivery, specifications. Baltimore to Pittsburgh ... . . 80 
Washington, D.C., to Atlanta . . . $135 
By telephone you can keep in touch with New York to Milwaukee .... . $150 
hanging markets, shop wisely, expedite ship- Chicago to Seattle... .... . $220 
ments. At your desk it gives you finger-tip These are the daytime Station-to-Station rates for 
oil fon F S r ai y the first three minutes. They do not include the 10% 
ontrol of situations, permits friendly, private federal excise tax. 
iscussions at low cost. 











BELL TELEPHONE SYSTEM 
Call by Number. It’s Twice as Fast. 
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WRITE FOR 
BULLETIN 
1125-8 


OL-33' 


DeceMBER, 1956 
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The De Laval CPO Process Pump has. 


stainless steel parts where it comes in con- 
tact with the liquid. The casing, end head, 
stuffing box, impeller, seal ring and gland 
are all of De Laval KK-20 (20-28 stain- 
less with molybdenum and copper). The 
shaft and lock nut are made of other 





I a 





suitable stainless steels. ¢ Three bearing 
pedestals accommodate nine wet end sizes. 
Off-the-shelf parts in ferrous and non- 
ferrous combinations permit changing size 
or metallurgy after installation. CPO 
pumps are available with both conven- 
tional packing and mechanical seals. 


AEA Centrifugal Pumps 


DE LAVAL STEAM TURBINE COMPANY, 
807 Nottingham Way, Trenton 2, New Jersey 
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—a subsidiary of 





Quick service on your orders for castings and forgings of 


Monel; Inconel; K Monel; 


70-30 Copper-Nickel 


Any time you need any of these or other nickel 
alloys, you can count on Philadelphia Bronze & 
Brass for prompt delivery. We can cast or forge 
pieces up to 5000 pounds, in our completely 
equipped foundry and forge facilities. 


Over 30 years of experience in non-ferrous work is 
ready to serve you. Our responsibility can cover 
your full requirements, including pattern making, 
alloying of special materials, casting, forging and 
rough or finish machining. 


Strict quality control assures adherence to your 


*Trademarks of International Nickel Company 


specifications: We use certified materials from 
International Nickel Company for forgings. For 
castings, we alloy only virgin metals. Advanced 
test equipment is used for checking quality 
and uniformity. 


Write today for our catalog describing our facilities 
and line of non-ferrous alloys . . . including high 
conductivity copper, Mallory alloys for welding, 
aluminum bronzes, silicon and manganese bronzes, 
and titanium alloys. For a quotation on your 
specific job, call us or any of the many field offices 
of P. R. Mallory & Co. Inc. 


PHILADELPHIA 
BRONZE & BRASS CORP. 





MALLORY @ CO inc 





RY 





22nd and Master Streets, Philadelphia 21, Pa. 
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speeds production... 
stops errors 





turers of skirts (or skis) can speed and simplify 
.ck-keeping, accounting, and payroll records with 
unched-card systems based on Vary-Tallies. 
skirt-maker, for instance, always has complete 
| of several variations of styles, sizes and colors 
by lifting out the cards for any of these 
itions . . . and recording them on the Vary-Tally. 
; him an instant accounting on any account, 
pencil tallies, scratch marks, or telltale marks 
oods. 


checking, this manufacturer has tallied 420 
1) 80 orders in 4% minutes. His best previous time 
utes. No copying . . . nothing but the final 
the counter-faces. 





Production Systems Inc., Waltham, Mass., 
for the garment industry with its ‘“‘Quik- ‘Pik” 
. you can do for yourself with a similar 
n based on Vary-Tallies. And you can count 
der-Root to help you. Write: 


‘y 
tford, Conn. « Greenville, S. C. ¢ Chicago 
New York « Los Angeles * San Francisco « Montreal 





Weepver-Roor Inc. 
“The Name that Counts” 
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)ffices and Agents in Other Principal Cities 


m’s SMALLER....IT'S LIGHTER IT'S RIGHT FOR MODERN EQUIPMENT 
= 








Type RK, Capacitor-start, % or 


the W7AL.G-INT “4S” 


new fractional horsepower motor 


Here's the 48 frame motor you've been looking for! The weight per motor than previous models in the same 
Wagner “48” comes with either resilient or rigid base hp ratings! The Wagner “48” is easier to handle... 
...Capacitor-start or split-phase type. You get the stand- to stock...to install. Yet it’s packed with Wagner 
ard 48 frame size—with from three to eight pounds less quality—a known value for more than 65 years. 


MYLAR*-PAPER LAMINATED SLOT INSULATION com- QUICK BREAK SWITCH, that disconnects the starting BABBITT LINED BEARINGS give smooth performance. 
bines top moisture resistance with high dielectric winding and capacitor from the line at a predeter- They stand heavy pressures with low temperature 
strength and thermal stability —gives the Wagner mined speed, makes and breaks with minimum arcing rise, have superior anti-seizure and non-scoring 


48” more application versatility, longer life, when = __i, dependable and trouble-free. characteristics, are corrosion-resistant. 
unexpected overloads occur. *DuPont trade mark 











OPERATION. You can mount the Wagner LIGHT WEIGHT STEEL FRAME, precision-machined for accu- 
ngle. A new lubrication system assures _ rate endplate fit, combined with CAST ALUMINUM 
ective lubrication in any position. ENDPLATES, gives the 48” strength with light weight. 


EASY TO CONNECT. Just loosen one screw for access 
to terminal board. EASY TO SERVICE... no need to 
disconnect leads when removing endplates. 


solves problems for the design engineer 


yn engineers who've been looking for light weight, 


available with resilient bases or with rigid bases that are 
| horsepower motors with less bulk—here’s good 


welded to the steel motor frames to provide great strength. 
Through ventilation assures cool running motors that 
i8” capacitor-start or split-phase motors are rugged last longer. 
) permit direct mounting, are compact enough to 
xht spots, are exceptionally light in weight, and oper- 
ently when mounted at any angle. Both types are 


If you would like to test the new Wagner ‘'48,” one of our 
field engineers will be glad to furnish a sample motor. Con- 
tact the Wagner Branch near you or write us. 


WAGNER ELECTRIC CORPORATION ...6400 Plymouth Avenue, St. Louis 14, Missouri 


MS56-1¢ 
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Type RB, Split-phase, 
%,% or % hp. 





Rs Ber Cari 
RAIN Poleke lewted ANSE 


Dore Schary, Head of M-G-M Studios, tells how: 


“I send Liz Taylor 


“ ‘Raintree County’ is colossal in every respect — including 
its problems! Shooting schedules have to be kept. Release 
dates have to be met. Over $5,000,000 is at stake! 

“Yet, each night we have to send Elizabeth Taylor’s 
‘rushes’ — and all the others, too — from location in Ken- 
tucky back to Hollywood for processing. Then, re-take if 
necessary — or go ahead. 

“We never slipped off schedule — thanks to Air Express! 


&> Air Express 


CALL AIR EXPRESS 


home every night!”’ 


“With Air Express picking up the cans of film, flying 
them out immediately, meeting them by radio-controlled 
truck for faster delivery — this major problem was solved 
without a single delay! 

‘And yet, most of our shipments cost less than any other 
air service. 15 Ibs., for instance, Lexington, Kentucky, to 
Los Angeles, California, is $10.91. It’s the lowest-priced 
complete air service by $1.09!” 


> 


GETS THERE FIRST via US. Scheduled Airlines 


. division of RAILWAY EXPRESS AGENCY 
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Now you can get from PROGRESSIVE Phillips Head Screws with an extra 
customized touch — Phillips Head Screws which are custom-made to your order. 
This means: (1) specifically made for you — not bin stock parts; (2) fast, custom- 
handling of every order; plus (3) the double economy of low initial cost and the 
savings in your assembly operations possible only with high precision, torsion-tested 
fasteners. 


STANDARDS AND SPECIALS CUSTOMIZED FOR YOUR NEEDS 


THE PROGRESSIVE MFG. CO. 


Division of The Torrington Company 
66 Norwood Street, Torrington, Connecticut 


For More Information Circle No. 195 on Inquiry Card—Page 17 
PURCHASING 











LU. B2W’'s "Natural Source” means 


(3 fe) aM el) te ematched Piping and fittings 






bbe probably know B&W pioneered in the manu- 
facture of alloy tubing and pipe, and these differ- 
ent alloy tubular products eventually took the name 
“CROLOY”. These B&EW CROLOYS have gained THE 

reputation and acceptance second to none in count- NATURAL 


less applications. 

Now, the research, knowledge and experience SOURCE FOR 
that made CROLOY a byword in process piping is ALLOY 
available in BkW CROLOY Welding Fittings. Now, FITTINGS 
you can match B&W CROLOY Fittings to B&W 
CROLOY Pipe. 


B&W CROLOY Welding Fittings are available 
through B&W District Sales Offices and qualified 


welding fittings distributors. Ask for them by name 
.-.- CROLOY, and be sure. 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION © FITTINGS DEPARTMENT 
3839 WEST BURNHAM STREET © MILWAUKEE 46, WISCONSIN 








FA-6913 


Seamless welding fittings and flanges, seamless and welded tubular products— in carbon, alloy and stainless steels 
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EXIDE-IRONCLAD BATTERIES 


For electric industrial truck operation 


AFTER: Note how the Silvium grid resisted corrosion. Compare it with the other alloys. 


Alloy “A” 


bo 


Alloy “B” 


Alloy “C” 


Corrosion resistant SILVIUM prolongs battery life 


BATTERY FOR ELECTRIC INDUSTRIAL TRUCK, Model 
TH. Fit igly into space provided on truck. Has 
tubu truction of positive plates, Silvium 
arid anized’”’ negative plates, extra heavy 
| all other Exide-lronclad advan- 

ean power to spare in heavy duty 

Write for Bulletin 5161. 


Reaching down deep into 
every Exide-Ironclad Bat- 
tery are the fingers of 
Silvium alloy metal which 
form the grids of the fa- 
mous Exide-Ironclad posi- 
tive plates. 

Silvium is a special alloy developed 
by Exide to resist corrosion and thus 
prolong battery life. For proof, Exide 
research engineers compared the per- 
formance of an Ironclad Silvium grid 
side by side with ordinary grids of other 
lead alloys. As the photographs above 
show, only Silvium came through the 
test without damaging corrosion—undi- 
minished in size, unimpaired in strength. 
The other grids showed from moderate 
to severe corrosion. 

Tests have proved that Silvium is not 
only more resistant to corrosion, but 
also a better conductor of electricity. 


Hence it both prolongs battery life and 
—because there’s less internal battery 
resistance—more readily permits heavy 
drafts of power. 

This special material is only one of 
the many exclusive features which have 
made Exide-Ironclad Batteries world 
famous for high capacity and long life. 
When you order batteries for heavy duty 
applications, or the equipment requiring 
such batteries, be sure to specify Exide- 
Ironclad. Write for detailed bulletin. 
Exide Industrial Division, The Electric 
Storage Battery Company, Phila. 2, Pa. 


Exide 
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Light bright and Canefnee 


in Cyanamid plastics! 


BUDD TRIMS WEIGHT in famous 
“Pioneer III,” revolutionary railway pas- 
senger coach, with use of high-strength, 
fibrous glass-reinforced Laminac® poly- 
ester resin moldings. LAMINAC interior 
trim and appointments alone save some 
7500 pounds! Double seats, step wells and 
washrooms are one-piece moldings and 
interior bays are reinforced LAMINA‘ 
from floor to ceiling. Tough, hard-wearing 
reinforced LAMINAC resists scuffing — is 
easy to clean, and integral color means 
no painting ever. If damaged, repairs are 
made easily on the spot and individual 
units can be replaced in minutes, 


TO A LADY’S LIKING — the trim Remington Duchess electric 
shaver is housed in colorful, warm-to-touch CyMEL* melamine 
plastic, chosen for its resistance to heat, moisture and body 
lotions. It’s a delight to look at in pastel pink or blue — and the 
color won't chip off or stain! 


*Trademark 


There’s a lasting, bright, carefree future for your 
product in Cyanamid plastics and resins. Take a new 
look at your problem; perhaps there’s an answer in 
our melamine or urea molding compounds, polyester 
resins, synthetic adhesives or resins for surface coatings. 


IN CANADA: 

North American Cyanamid Limited, Toronto and Montreal 

OFFICES IN: 

Boston * Charlotte + Chicago * Cincinnati » Cleveland « Dallas + Detroit 
Los Angeles * New York * Oakland + Philadelphia + St. Louis * Seattle 



















FAMILY ‘INTERCOM’— that’s the new Sylvania Phone-Radio. 
Cased in BeetLte® urea plastic in smart, molded-in colors, each 
unit is resistant to scratching, staining and warping... light- 
weight but strong. These are advantages in end use, in shipping 
and in manufacture. 





— 


— CYANAMID _—_ 


AMERICAN CYANAMID COMPANY 











PLAST A RE ‘ 


30C Rockefeller Plaza, New York 20, N.Y. 
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precision switches 


-++ THEIR USE IS A PRINCIPLE OF GOOD DESIGN 


HONEYWELL 
















Compact design of these Type MICRO SWITCH 
31PB1 illuminated push button TYPE 31PB1 


switches permits mounting on 
one-inch centers. switches are low- 
force, high-pretravel 
switches with an in- 
dicating light as in- 
tegral part of the 
push button. Incan- 
descent bulbs are 
used with 6 to 28 
volt d-c circuits— 
neon bulbs with re- 
sistor on 115 volt 
circuits. 


Tae (Send for Data Sheet 99) 


* 7 





























MICRO SWITCH 















SPACE-SAVING FEATURES TYPE 62PB1 
of these yee 






plugs in like a radio 
tube. Three separate 
lamps, energized by 
separate circuits, are 
alternately visible 
7 through the 
% 32. ~=«piastic button. 





l\luminated Push Button Switches Jf, 
CAN CUT 
PANEL COSTS IN HALF 


Designers of equipment for electronic, aircraft, marine, rail- 
way and other low voltage a-c or d-c applications find the (Send for Data Sheet 110) 
MICRO SWITCH line of illuminated push button switches to be 
ideal components—to meet a wide variety of applications. 


































ban at = MICRO SWITCH 
All MICRO SWITCH illuminated push button switches in- TYPE 52PB 


corporate the features of precision switching with self-con- PT CE 


tained indicating light or lights in one compact assembly. usually precise, ac- 
curate and depend- 
able for operation of 3% 


Basic switching units of these switches are rated: 125 or 
computers and other 


250 volts a-c, 5 amperes; 30 volts d-c inductive, 3 amperes similar devices. 
at sea level, 2.5 amperes at 50,000 feet; 30 volts d-c resis- rege eee light 
tive, 4 amperes at sea level, 4 amperes at 50,000 feet; eA stop tie via 


circuit other than 





maximum inrush 15 amperes. that to which the &. 
switching vnits are “Ee 

: : : , : % 5 

For complete information on these illuminated push button wired. ” le & 


switches, and the complete line of MICRO SWITCH Precision 
switches, we invite you to contact your 
nearest MICRO SWITCH branch office. 


Engineering Service is available to as- 
sist in the solution of your switch ap- M i C 4 G € W i T C hi 
plication problems. A DIVISION OF MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 

In Canada, Leaside, Toronto 17, Ontario » FREEPORT, ILLINOIS 


(Send for Catalog 75) 
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Meeting the big change in industry with the big change in 


bearings — 


and the 


New TIMKEN” Moto-Mated bearings 
Save space, weight—cost less 


MERICA’S mushrooming indus- 
trial expansion is turning out a 
whole new breed of machines. Trac- 
tors, automobiles, conveyors, machine 
tools. Machines that go faster, are 
more reliable— placing greater de- 
mands than ever on component parts. 
The Moto-Mated Way meets these 
demands with a new breed of bear- 
ings. Launched ina revolutionary new 
continuous production factory, the 
Moto- Mated Way is a totally new con- 
cept in bearing design, manufacture 
and supply. It’s mated to industry’s 
needs. The Moto-Mated Way reaffirms 
our long partnership with the indus- 


tries we serve by anticipating your 
requirements, giving you an almost 
unlimited source of supply, bringing 
you better products for less and less 
through advanced machines. 

New Timken® Moto-Mated bear- 
ings are smaller to permit more com- 
pact design. Lighter to cut weight. 
Lower-priced to off-set rising costs. 
They’re more uniformly precise, pack 
maximum Capacity in minimum space. 

The auto industry has saved 11.3% 
or more in bearing costs in millions 
of front wheels by adopting Timken 
Moto-Mated bearings. They’re avail- 


able now in bore sizes of %", %%", 


14%" and 134”. By redesigning present 
applications for new Timken Mofo- 
Mated bearings, you can save up to 
370+ 

Quality, service, public acceptance, 
and the new low price make Timken 
Moto-Mated bearings your No. 1 val- 
ue. There’s no reason to substitute. 
Our representatives will be glad to 
tell you more about the Moto-Mated 
Way. The Timken Roller Bearing 
Company, Canton 6, Ohio. Canadian 
plant: St. Thomas, Ontario. Cable ad- 
dress: ‘““TIMROSCO”,. 


YOUR No. 1 BEARING VALUE 


Vd 4.449) 
ROLLER 
BEARINGS 








TAYLOR 


Laminated-Plastics 
Vulcanized Fibre 


PHENO! 


Tips for designers 





Rotary lawn mower utilizes abrasion resist- 
ance of Taylor phenol laminate washer in slip- 
clutch attachment of drive shaft to cutting blade. 





Coil forms for this solenoid have to operate at 
high temperatures ...an ideal application for 
Taylor glass melamine laminates. 





Railroad track-joint insulation, a specially 
developed grade of Taylor vulcanized fibre, 
withstands heavy impact and mechanical stress 
of high-speed trains, 





Fuel-line clamp for a fighter plane's “pipeline” 


system is machined from Taylor fabric base 
laminate which has high mechanical strength and 
resists extreme temperature and humidity. 





NEW TAYLOR 

COPPER-CLAD LAMINATES 
Taylor GEC (glass-epoxy) 
Copper-Clad and Taylor XXXP- 

12 cold punching (paper- 
Copper-Clad. Taylor 
uses high purity rolled copper 
on base materials with out- 
standing electrical properties. 


be 


phenol 














Shy 


TAYLOR 





Talk _ 


PIERRE 6 oO. 


Plants in Norristown, Pa. and La Verne, Calif. 





~ MELAMINE—SILICONE—EPOXY LAMINATES * COMBINATION LAMINATES * COPPER-CLAD LAMINATES * VULCANIZED FIBRE 


eae) 


Fuse holder used in power lines for underground trolley service is 
machined to extremely close tolerances from Taylor Grade XX tubing. 


Make strong insulated parts 
.-. from TAYLOR laminated tubes and rods 


These rugged, readily machined 
materials make outstanding elec- 
trical or mechanical components— 
at substantial savings in fabrica- 
tion, assembly, and material costs. 
Taylor Laminated tubes and rods 
are the logical choice wherever 
specifications call for mechanical 
strength, heat resistance, and 
electrical insulation. 


Taylor tubes and rods are made 
in many paper, fabric, and glass- 
base grades, with special formula- 
tions of phenol, silicone, melamine, 
or epoxy resins. Within the com- 
plete line the designer and the 
production man can find a variety 
of combinations of electrical and 
physical properties for a broad 
range of product applications. 


Taylor tubes and rods are stand- 
ard products. Tubes are available 
with inside diameters as small as 
three thirty-seconds of an inch... 
rods with diameters from one- 
sixteenth of an inch. 


A Taylor sales engineer will be 
glad to help you select the grade 
and size of laminated tubes or 
rods to match the exact require- 
ments of your application. And, 
you can eliminate many purchas- 
ing, stocking and manufacturing 
problems by having the Taylor 
Fabrication Division produce fin- 
ished parts to your specifications. 
Call your nearest Taylor sales 
engineer for a discussion of your 
specific needs. 5 
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MORE FACTS on why more and more leading manufacturers choose Link-Belt bearings 





Constant, heavy loads as produced by this high-capacity belt conveyor 
call for life-long alignment as built into Link-Belt roller bearing blocks. 


Husky bearings in 
husky housings 


--the choice for industry’s big loads and toughest applications 


RING on your sudden loads and 
impacts, shaft deflection and 
misalignment. A heavy-duty, high- 
capacity Link-Belt self-aligning roller 
bearing takes such punishment in 
stride . . . adjusts immediately in all 
directions . . . delivers a high load at 
relatively moderate cost. 

This simple, economical, easy-to- 
install “package” incorporates the 
popular Link-Belt self-aligning roller 
bearing in a durable cast iron hous- 
ing with provision for lubrication. 
It’s completely sealed to prevent en- 
trance of dirt or loss of lubricant. 
The self-aligning roller bearings have 


internationally standardized bound- 
ary dimensions and are available 
everywhere. 

For all your bearing needs, look 
to industry’s most complete line of 
ball and roller bearing blocks. At 
any of 40 Link-Belt offices, you can 
get a copy of data Book 2550. Or 
ask your authorized stock-carrying 
distributor. 

13,991 


LINK#@}BELT 


Ball and Roller Bearings 





LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To Serve Industry There 

Are Link-Belt Plants, Sales Offices, Stock Carrying Factory Branch Stores and Distributors in 

All Principal Cities. Export Office: New York 7; Canada, Scarboro (Toronto 13); Australia, 
Marrickville, N.S.W.; South Africa, Springs. Representatives Throughout the World. 
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SELF-ALIGNING ROLLER BEARING is sclf- 
contained and adjusted at the factory, 
needs no shims or alignment rings at 
installation. Design assures free rolling 
under all conditions. 





TWO-PIECE HOUSING facilitates installa- 

tion, inspection and disassembly. Both 

base and cap are machined as a unit for 

— match. The cap is doweled to the 
ase for proper positioning. 





CHOICE OF SEALS. Left, contact-type felt 
seals for grease lubrication and dirty con- 
ditions—right, spiral labyrinth steel seals 
for oil or grease lubrication and heat 
conditions. 





Series 6800, 6900, 
7800, 7900 roller 
bearing blocks 
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Just spell out your needs... 


National Lead supplies 
whatever you want 


Sh RS a 


in non-ferrous white metals and alloys 


When you want tin, zinc, lead, antimony or metals or alloys, look to National Lead first. 
any of their alloys, think first of National Just write or phone the nearest National 
Lead. Lead branch and tell us what you want. 


National Lead supplies all these metals 
in any quantity you need and in all commer- 
cial forms and sizes. You can be sure, too, 


that the composition will meet your specifi- Ngtional Lead Compa ny 


cations on the button. 





General Offices: 111 Broadway, New York 6, New 
And National Lead has what it takes to York * Atlanta * Baltimore * Buffalo * Chicago 
Cincinnati * Cleveland * Dallas * Detroit * Kansas City 
Milwaukee * New Orleans * Omaha * Philadelphia * Pittsburgh 
coast-to-coast network of plants and ware- St. Louis * St. Paul * Boston: National Lead Co. of Mass.; Pacific 
houses. Coast: Morris P. Kirk & Son, Inc., Los Angeles, Emeryville (Calif.), 
Phoenix, Portland, Salt Lake City, Seattle; Canada: Canada Metal 
‘So, whenever you need non-ferrous white Co., Ltd., Montreal, Toronto, Vancouver, Winnipeg. 
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provide short-haul, on-time delivery — a 


0 





Hack Saw Blades— 
types: Technite, 
Speed, and Safetech, 
ndard lengths and 
pitches, 








NS 
~~ > 
a; 


] 
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Hack Saw Frames- 
Lightweight but rigid, 
assure just the right 
blade tension for 
easy, fast cutting. 


Power Hack Saw Blades- 
Technite, High Speed, 
and Safetech ... 
premium blades for 
maximum production 

line sawing economy. 


© 


Band Saw Blades- 
A tooth design and 
width for accurate 
cutting, from easily 
cut sheets to the 
hardest alloys. 





¢ ”APEWE LL 


S 





aN 


Hammers—For both 
carpenters and ma- 
chinists, a style and 


weight for every job. 


All Technamatic 
Heat Treated. 


7 
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Pipe Fitters’ Hand Tools - 
A wide selection to speed 
the work on pipe, conduit 
or tubing. Threading, 
cuittng, reaming, vising 
and flaring. 


Ground Fiat Tool Steel- 
Famous Microloy ... a non- 
ae ne oil hardening 
tool and die steel, with 
close retention to size 
after hardening. 





a ' 
a 


Wrenches—Jaw 
openings from 4%” 
to 6”. Unconditional 
guaranteed for life. 










need 


The Quik-Konnect Components consist of (left to 
clamp, jack, plug, and tube connector, 
jack panel. 


right) cable 
and (above 


be 


tTrade name of Minneapolis-Honeywell Regulator Co. 
*Trade mark Owens-Corning Fiberglas Corp. 





Only the terminal cover at the rear of the connector 
removed during connection of wires. 


f ce pointy connection was never so quick 
and easy! With Honeywell’s new Quik-Konnect 
Components you can make single, multiple or 
selective manual connection of a group of couples to 
an instrument. No handling of small parts. No con- 
fusing snarls of loose wire. Installation and assem- 
bly time is cut 75%. 


Quik-Konnect Components consist of Fiberglas* 
filled phenolic plastic plugs, jacks and multiple jack 
panels with tube connectors and cable clamps for 
mounting. All assemblies are integral units. You can 
use these assemblies for quick extension wire con- 
nections in a laboratory or test cell, or for conveni- 
ence and certainty of proper connections in 
permanent or semi-permanent installations. 


H 


BROWN 


cut installation time 75% 


... available through your 


Quik-Konnect jacks and plugs are marked 
with identification of insert alloy. Plug points 
are of different diameters for negative and positive 
poles, to prevent improper connection, 














Honeywell’s new Quik-Konnect' 
Thermocouple Components 





HSM 


HONEYWELL SUPPLIES MAN 


Plug and jack assemblies are equipped with inserts 
or points made from the thermocouple alloys to 
which they should be connected, and are marked 
with identification of the thermocouple with which 
they are to be used. Jack panels, each with five 
jacks, can be used to connect a number of thermo- 
couples to an instrument, or to group connections at 
a central location. Panels can be mounted in a 
control board or conduit box. For complete details, 
call your nearby HSM (Honeywell Supplies Man). 
He’s as near as your phone; or write for S005-1 
specification sheet. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., Indus- 
trial Division, Wayne and Windrim Avenues, Phila- 
delphia 44, Pa.—in Canada, Toronto 17, Ontario. 


oneywell 


Fouts we Coittol 
























J 


uction increase at H 


lockwasher, Inc. 


DONE IT AGAIN! 


on increase for Standard 

grer, Inc., Indianapolis, Indiana. 
Tubing experts from OSTUCO recently recommended 

a switch to NP-60 Tubing specially processed for 

machineability for Standard’s locknut and lockwasher line 








/ used in ball and roller bearing applications. 


Standard components find their way into electric motors, 


machine tools, automotive, aircraft, farm and construction 
equipment. Other companies, with equally diverse 
applications, report similar success with NP-60. 


switching to OSTUCO lf you are machining bearings, washers, collars, or any 


I circular part, you'll do well to check into the merits 


° ] of OSTUCO’s new NP-60 seamless steel tubing. 
NP-60 tubing 


/ 


/ GET NP-6O WITH “SINGLE-SOURCE SERVICE.” 
/ New NP-60 seamless tubing comes to you with OSTUCO’S unique 
/ “‘Single-Source Service’’—experience and facilities for design 
/ and development, production and delivery all under one 
/ roof. Get together with a tubing expert for preliminary planning on 
NP-60’s possibilities in your product. Contact your nearest 
j sales office or write direct to the factory. 





OHIO SEAMLESS TUBE DIVISION 
of Copperweld Steel Company « SHELBY, OHIO 


z Birthplace of the Seamless Steel Tube Industry in America 
{ SALES OFFICES: BIRMINGHAM © CHARLOTTE * CHICAGO (Ook Park) 
CLEVELAND © DAYTON © DENVER * DETROIT (Ferndale) 
/ HOUSTON © LOS ANGELES (Beverly Hills) © MOLINE 


SEAMLESS AND ELECTRIC RESISTANCE 
WELDED STEEL TUBING—Fabricating and Forging 
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NEW YORK © NORTH KANSAS CITY * PHILADELPHIA 
. PITTSBURGH * RICHMOND ¢ ROCHESTER * ST. LOUIS 

ST. PAUL © SALT LAKE CITY © SEATTLE * TULSA * WICHITA 
CANADA, RAILWAY & POWER ENGR. CORP., LTD. 


EXPORT: COPPERWELD STEEL INTERNATIONAL COMPANY 
225 Broadway, New York 7, New York 
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ping Container 


Ship . 
ch ecklist 


XG .G ‘ 
[1] Speed in Posts 


SCG 

CI Maximum Stacking \ N 

° | . 

C\ Printing that Sells NX 

C\ Shipping Economy \ 
C) Special Box Engineering 


AN 





CHECK THE FACTORS MOST VITAL TO YOU 


Whether you’re President, Vice-President, 
Treasurer, Purchasing Agent, Sales Manager, 
Production Manager, Traffic Manager, Adver- 
tising Manager...the above factors in selecting 
the right shipping containers deserve your per- 


sonal attention. 


Call your nearby Gaylord packaging engineer 





for boxes made to your prescription. 


CORRUGATED AND SOLID FIBRE BOXES+ FOLDING CARTONS+KRAFT PAPER AND SPECIALTIES+ KRAFT BAGS AND SACKS 


GAYLORD CONTAINER CORPORATION * ST. LOUIS 
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W uerever purchasing agents gather, the conversation 
naturally turns to the reluctance of company managements to 
give adequate recognition to the purchasing function. We voice 
that same complaint in America. But Europe’s industrial 
buyers marvel at the purchasing progress made in our country. 
It looks wonderful to them in comparison to their own status. 


But if company managements in Europe are slow to recog- 
nize what purchasing can mean to efficient and profitable 
operation, there is a significant and encouraging contrast in 
the attitude of management science itself. In America it took 
years of education effort by the National Association of Pur- 
chasing Agents to kindle the interest of management societies 
in the purchasing function. Great Britain’s Purchasing Officers 
Association is having the same experience. But in France, 
Germany, and Holland, the organized purchasing groups trace 
their origin directly to the initiative and vision of the manage- 
ment associations. 


In France, it was CEGOS, the highly respected Commission 
Generale pour |’Organization Scientifique, that set up a sec- 
tion for purchasing men in 1945 and nurtured it until the 
group was ready for independent status four years later. 


In Germany, it was RKW, the influential Rationalisierungs 
Kuratorium der Deutschen Wirtschaft, dedicated to standard- 
ization, simplified practice, cost reduction, increased produc- 
tivity and buyer power. In Germany’s industrial resurgence 
since 1948, RKW started out as a strictly technical and pro- 
duction society, but soon came to realize that its goals could 
be achieved only as purchasing and marketing were included 
in the program. So RKW called together the first meeting of 
West German purchasing agents at Stuttgart in 1954, and the 
present purchasing association is an outgrowth of that meeting. 


In Holland, it was NIE, the Nederlandse Instituut voor Effi- 
ciency, with actively functioning groups in administration, 
accounting, productivity, and packaging, that provided the 
spark for an association of purchasing men and helped effec- 
tuate that organization early this year. 


Purchasing association work is relatively young on the con- 
tinent of Europe, but it has taken root with management so- 
cieties so unanimously concerned with the purchasing function, 
and so solidly behind association development, that it is in- 
evitable that company managements—however steeped in 
tradition—will take note of this long neglected phase of their 
enterprises. If purchasing is a part of management science, it 
must become a part of management. 


Note: This editorial and the special dispatch on page 71 were 


sent direct from Europe, where Mr. Heinritz is conducting a 
6-week study of European purchasing methods. 
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Standarization is a 


term the alert purchasing agent 
should never tire of hearing. It means bigger and big- 
ger savings, better buying practices, and improved prod- 
ucts. A sj sig section that opens on page 90 details 
some Startling cost reductions achieved 


through stand- 
ardlestion | of supplies and materials in both the manu- 
facturing and the chemical industries. And in 


case 
you're uncertain about the 7 gality of some of your own 
standardization activities, a prominent Government offi- 


cial discusses points of ih you should be informed on 
before you proceed further. See page 93 
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Any self- respecting buyer would be insulted if you told 


him he didn’t know the difference between a bonanza 
and a junk pile. Yet plenty of them are letting Scrap 
leave their plants without getting a proper return on 


[hey might as well throw money away. Detailed in- 
structions on how to determine the value of your scrap, 
and how to go about getting the best price for it are 
given in an article starting on page 74. 


There’s nothing like a good old-fashioned bull session 


cies ose rorcuasme MADMIN 


In 


to pick up good ideas you can apply to your own buying 
operation. The next best thing is to have the ideas down 
in print, where you can peruse them carefully and see 
how you can adapt them in your department. A number 
of top purchasing agents give brief but valuable de- 
scriptions of Good Buys they have made beginning on 
page 97. It’s an even bet you’’'ll get at least one idea 
from these experiences that will save you money. 


International news, most of it bad, has 
been taking the news spotlight for the past 
few weeks. There’s international news in 
— and it’s on the bright 
side. The first full-length report from Ed- 
itor Sell Heinritz, just completing a 
six-week survey of European Purchasing 
methods and policies begins on page 71. It includes an 
analysis of the Soviet approach to industrial procure- 
ment and its effects on the tendency of trade to push 
over national borders. There are purchasing visitors 
from abroad in U.S. also, who have had the first tenta- 
tive discussions with officials of the National Associa- 
tion of Purchasing Agents about an international purch- 
asing federation. A note and photograph on this 
development appear on page 80. Another international 
note: P.A.’s for companies engaged in large scale for- 
eign trade will be interested in an article on Export 
Purchasing, on page 12 


too, 





An advance peek into what the ge rts—the men who 
buy for American industry—think about Prospects for ‘57 
appears in the Purchasing Opinion Poll on page 77. 


Don’t forget the regular monthly departments: the 
Washington Report (page 13); Catalogs (page 17) ; 
New Products (page 140); News of Suppliers (page 
22); Association News (page 184); and Purchasing 
People (page 232) 


A comprehensive study of one of industry's 
most progressive buying organizations 
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STEEL BUYERS GUIDE 
to Ryerson Products and Services 


You can draw on your nearby Ryerson plant for 
an almost endless number of products and serv- 
ices —and the more you concentrate your pur- 
chases at one source, the more you save. Ryerson 





BARS—The most complete range of 
types, shapes and sizes as well as the 
largest tonnage. 





SHEETS & STRIP—More than 20 dif- 
ferent types in pattern sizes, cut-to- 
rder sizes, strip coils, etc. 





ALLOYS—Every type including leaded 
illoys for fastest machining, all per- 
formance-proved by tests. 





STRUCTURALS ~— I-beams, H-beams, 
channels, angles, tees and zees—all to 
ASTM spec. A-7. 





TUBING —Seamless and welded me- 
chanical tubing, fluid power tubing, 
structural and boiler tubes, etc. 





STAINLESS —Allegheny stainless in over 
2,221 sizes, shapes, types, finishes: 
sheets, plates, bars, pipe, etc. 


products not pictured here include: Re-bars, ex- 
panded metal, grating, plastic pipe, machinery 
and tools, etc. See your Ryerson catalog for com- 
plete list and write for descriptive literature. 





PLATES—14 types including special 
low carbon plates for forming and 
welding, leaded E-Z-Cut, etc. 





C. F. BARS—Cold finished steel for 
every use: screw steel, Ledloy, accuracy 
stock, machinery steel, shafting, etc. 





FLAME CUTTING—Almost any shape 


quickly cut from strong rolled steel— 
one or hundreds all alike. 


RYERSON STEEL 


EPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA » CHARLOTTE, N. C. © CINCINNATI 
* DETROIT « PITTSBURGH * BUFFALO « CHICAGO «+ MILWAUKEE « ST. LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE « SEATTLE 
For More Information Circle No. 209 on Inquiry Card—Page 17 
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Russian Purchasing: 
Roadblock to Trade 





STOCKHOLM 


If you want to talk with Russian pur- 
chasing agents, don't go to Russia. They 
don't live there anymore. 

So far as internal trade is concerned, 
there simply is no industrial purchasing 
function whatever in a totalitarian 
economy where private enterprise does 
not exist and where buyer and seller are 
both a part of one and the same organiza- 
tion. There is, of course, a function of 
supply. When something is needed, and 
the need is approved, management (in this 
case the appropriate governmental 
agency) can meet that need by arranging 
to set up production schedules and prod- 
uct allocations to the extent that raw 
materials and factory facilities are 
available. 

It's like a gigantic, overgrown, fully 
integrated multi=-plant concern that is 
its own source and its own biggest cus- 
tomer. Under such circumstances, pro- 
curement is amatter of planning and book- 
keeping on a broad and complicated scale, 


but uncomplicated by the value stand-. 


ards that we have come to associate with 
purchasing for competitive private en- 
terprise. 

In the limited segments of its industry 
that Russia has opened to outside obser- 
vers, the system appears to give pass- 
able results, thanks to a persistent 
drive for productivity. But at what cost 
there is no means of knowing. Judging by 
the observable measure of living stand- 
ards, and by Russia's position in trad- 
ing with other nations, the system must 
be rated as a failure. 


Where Russia requires material and 
equipment from other nations, or tries to 
sell its products in competitive world 
markets, purchasing necessarily comes 
into the picture. Let's look first at the 
procurement side. 

In Russian industry, as in most Eur- 
opean industry, the technical man is 
king. He decides what he needs or wants 
for carrying on the particular operation 
for which he is responsible. Some of the 
materials he needs are available only 
from outside sources. To an increasing 
extent, products and equipment he wants 
are of outside manufacture. But while he 
is very influential indeed in spelling 
out these requirements, he has no author- 
ity to buy. That part of the job is carried 
out by another department, the govern- 
mental purchasing commissions or trad- 
ing agencies, like Amtorg in the U.S.A. 
Such agencies are located in most of the 
principal trading centers of the world. 

During the past three weeks, I have 
talked with dozens of businessmen in five 
European countries. Some of them are 
selling to Russia, and some others would 
like to-for the Soviet Union and its 
Satellites represent a great potential 
market. Both groups agree that it is an 
excessively difficult undertaking. 

It's easy enough to get their product 
story to the technical men in Russian 
industry through advertising in. the 
technical journals, which are avidly read 
by Soviet technicians. 

The Russian technical’ experts also 
visit West European plants and trade 











fairs in considerable numbers, but in- 
variably as members of a group without 
uthority to express individual opinions 
nd of course without authority to pur- 
cnaseé.e 

There's no point in soliciting business 


from the purchasing agency. This is a 
painful admission for one to make who 
has consistently held that the purchas- 
ing office is the logical channel for 
ales approach and effort. But this is a 
ery special case. The purchasing action 

Set in motion only on specific direc- 
‘tion from within the super-management of 
the state. Aseller's attempt to motivate 

purchase at the technical or requis- 
tioning level, then, is not an attempt 
to gain entry by the back door, but by the 
only door. 

So the British manufacturer, for ex- 

nple, can send his representative into 
U.S.S.R., usually by invitation, with a 
fair chance of seeing the industrialists 
nd technicians concerned with his prod- 
or equipment. If he tries to do so on 
own initiative, it's harder to get 
the visa and to get around inside. But 
the Soviet's hunger for western indus- 
trial goods is such that the invitation 
san usually be arranged. 

In any case, their experience follows a 
fairly uniform pattern. A business trip 
on a deal that should normally be con- 
summated in a matter of days may take 
weeks or even months to bring to the 
rrdering point. It's expensive, slow, 
jiscouraging selling. The corollary to 
this is that it's expensive buying prac- 
tice too. 

Once the purchasing agency is author- 
ized to buy, the prospective seller's 
troublé@s are not over. Getting an export 
License is routine, unless the product or 
material is ona strategic list subject to 
restrictions and controls, and even these 
controls have been considerably relaxed 
over the past few years. But the Soviet 
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trade deal requires that the import shall 
be offset by reciprocal exports. So the 
next problem is to balance the proposed 
purchase in the country of origin with 
goods to be furnished from Russia to 
finance its imports. 

Fair enough, but not entirely simple 
when you try to balance a shipment of 
machine tools against shipment of glass- 
ware, for example, which Russia is pre- 
pared to offer. So the transaction al- 
most necessarily has to pass into the 
hands of brokers whose business it is to 
find outlets for all manner of diverse 
merchandise through complicated three- 
way, four-way, and even international 
deals, before the shipment can actually 
be made. This entails more time, and 
additional commissions-really earned— 
which must be added to costs. In raw ma- 
terials and certain major commodities, 
this can be simplified through agree- 
ments and quotes at the governmental 
level, but your average seller has to go 
the long way ‘round if he wants to do 
business in this market. 

All of this, of course, adds up to the 
conditions of barter, which raises the 
contant problem of relative values. This 
is probably just as well under present 
vague conditions of monetary exchange 
between the east and the west. In its ex- 
port policies, Russia purports to sell at 
prevailing world market levels, Again, 
this seems eminently fair, at least on 
the surface. But buyers and sellers, 
who are used to dealing on a competitive 
bargaining basis don't accept it quite 
as casually. 

The West Germans appear too particu- 
larly realistic and hard boiled on this 
score. They may quote a price of, say 
1,000 marks for a product. The counter 
proposal comes in terms of Russian goods 
that seem to be overvalued. So the Ger- 
man manufacturer reviews his quotation 
and advises that his price is now 1,200 
marks. Eventually, on such a horse-=- 
trading basis, and depending largely on 
how badly Russia wants the outside pro- 
duct, a basis of exchange is negotiated. 

In any event, the purchasing agent who 
is on the lookout for favorable spot buy- 
ing opportunities may do well to keep a 
watchful eye turned to the east—as many 
do. For every once in a while Russia's 
need to establish buying credit among the 
western nations becomes so urgent that 
quantities of zinc, platinum, ferro-al- 
loys, and even oil, become available at 
substantially less than world market 
prices. And it's usually pretty good 
stuff-provided that the buyer insists 
upon strict warranties, as some of them 
have learned the hard way. 
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Russia is inclined to be somewhat cas- 
ual in ordinary trade relations, accord- 
ing to West European standards, so that 
sales to the Soviet Union are usually on 
a “cash and carry" basis. It is standard 
procedure to stop work automatically on 
Russian orders when progress payments 
are not received on time. 

Curiously, however, in the role of 
supplier, USSR seems to be sensitive to 
western business opinion, possibly re- 
flecting its desire to expand exports. 
It may be a tedious process to get a firm 
warranty into the contract, but if this 
is done the buyer is quite likely to re- 
ceive material of a quality or analysis 
exceeding the specification by a liberal 
safety margin. Without that precaution, 
he may find the goods inferior, to the 
extent that he may have to resell them to 
someone having less rigid reauirements. 

As to the efficiency of the Russian 
buying system in meeting the needs of its 
own industrial users, western observers 
are less sure. Upon occasion, the Soviet 
buying agencies have shown themselves 
to be shrewd and capable bargainers, with 
a pretty good idea of outside production 
costs. Some sellers have been surprised 
by finding themselves confronted with 
a dossier of their own operating and 
profit statements to back up specific 
price requests. Among purchasing agents, 
the general opinion seems to be that the 
agencies are too far removed from the 
point of use of the products they buy to 
do a really effective job. 

Maybe it's their own business, and 
their own headache. But the conjecture 
finds some support in the experience of 
one conscientious Scandinavian firm 
that makes a practice of following 
through on its sales of equipment. Some 
months ago, this company shipped a very 
sizeable lot of machinery into Russia in 
response to an urgent, prepaid order. 
Weeks went by without any report, and 
correspondence went unanswered. Even- 
tually, they sent a representative to 
check on the situation. After long, 
painstaking inquiry and search, he fi- 
nally located the equipment, still in 
the original cases, stacked up miles 
away from any conceivably appropriate 
installation—just one more of the mys- 
teries that surround Russia's industrial 
service of supply. 

It may be argued that the purchasing 
agents and the mercantile buyers of the 
western nations could do much to foster 
more satisfactory trade relations with 
the Iron Curtain countries. But regard- 
less of the larger implications, and the 
desirability, on both sides of more ac- 
tive international trade, the profes- 
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Sional purchasing man is not enthusi- 
astic about doing business on a basis 
that promises no consistent or reliable 
source of supply for his needs. Not until 
Russian industry is ready to solicit 
trade on a stable, continuing basis, 
rather than as a succession of individual 
agreements and deals will there be a 
sound business relationship developed 
between the two areas. 

This goes far toward explaining why, 
despite the talk of expanding foreign 
trade agreements and obvious desira- 
bility of exploiting the vast potential 
markets in Russia, trade has actually 
been declining. Among the major indus- 
trial countries of western Europe, ex- 
ports to the Russian bloc currently 
amount to only a little over 3% of total 
foreign trade, a drop of nearly 40% in 
the last decade. For both sides this is 
unfortunate, even deplorable, as it 
tends to widen the breach between east 
and west, rather than bridging it. 

There has been considerable specula- 
tion in the American and British trade 
press about the probable effects of a 
possible reunification of Germany. The 
spectacular resurgence of West German 
idustry since 1948 makes this the coun- 
try to watch on the international busi- 
ness front. With East Germany now so 
closely tied to Russian interests, and 
with the contacts already made in that 
area, would reunification capture the 
Russian market for a united Germany? 

The Germans shrug off that question. 
To them it would mean first an expanded 
domestic market of their own. The big- 
gest problem, they say, would be an in- 
itial over-capacity, since most of the 
firms that had manufacturing facilities 
in the East German area have duplicated 
those facilities in the west, from where 
their business is now done. If over=pro- 
duction developed, some of it might slop 
over into the Russian market. But their 
main interest, along with the rest of 
western Europe, is in the development of 
a free trading area that would comprise 
all of the western nations and provide 
ample trading opportunity, initially at 
least, for the expansion that all these 
nations earnestly crave. There is evi- 
dence that the sentiment for such an 
arrangement is developing rapidly and 
is surmounting political barriers. Un- 
less Russia is willing to adjust its pur- 
chasing and selling policies to that 
philosophy, she will remain on the out- 
side, and the lines of commercial as well 
as political cleavage will be more 
sharply defined than ever.— 


STUART F. HEINRITZ 
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There's Money in 


hat Scrap Pile 





lhe big profit possibilities in plant scrap 
can only be uncovered through a planned 
program of careful handling. Here’s how 
you can get maximum return through ef fi- 


cient disposal. 


By H. B. Ferguson, Director of Purchases 


Aeroquip Corporation, Jackson, Michigan 


Segregation and preparation of production scrap to 
get top prices in the scrap market starts at the ma- 
chine, as in the case of this chip spinning equipment 
at the Jackson plant. 


D ISPOSAL of scrap too frequently gets by- 
passed despite the fact that the sum of money it 
represents can be substantial. Outside help in 
setting up an efficient scrap disposal program can, 
of course, be obtained from a reputable scrap 
dealer, or from an independent specialist. How- 
ever, the principles are basic, and a study of 
your own organization can uncover some sur- 
prising profit possibilities. 

At the Jackson Division of Aeroquip Corpor- 
ation, we generate scrap primarily in the form 
of chips. With the annual volume of aluminum 
chips alone running nearly a million pounds, 
maximum returns can mean important money. 
Recently, we reviewed again our whole scrap 
operation, dividing it into the following basic 
components: 

1. Segregation of the scrap into proper grades 

and classification to produce highest revenue. 

2. Preparation to permit maximum returns. 

3. Sale in the most advantageous market. 

4. Control to guarantee that all scrap is ac- 

counted for and paid for. 


Segregate at the Source 


The degree to which scrap should be segregated 
depends on the value of the material, the volume, 
and the cost of keeping it segregated. When the 
volume and the market for a particular type of 
scrap justify it, every type of material used in a 
plant should go out as scrap under exactly the 
same name as it entered the plant. 

As an example consider the operations of our 
Jackson Division. Here most of our machine 
operations are performed on either screw ma- 
chines or turret lathes. The scrap categories 
which we have found to be practical in our own 
case are as follows: 


Aluminum Turnings. 

. Aluminum Solids 

Brass Solids 

. Stainless steel, non-magnetic, solids 
. Stainless steel, non-magnetic, turnings 
Plant Maintenance Scrap 

. Shoveling Turnings 

No. 1 Heavy Melting Steel 

. Sheet Iron & Band Iron 

10. Burlap 

11. Oleum Spirits 


WOARAPwWHH 


This segregation program begins at the source, 
on the equipment on which the scrap itself is 
produced, in order that the various grades of 
metal may be kept isolated. The size and type 
of container into which the scrap will be placed 
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naturally depends on the material handling sys- 
tem in the plant and the nature of the metal 
itself. In our éase the more or less standard low 
slung chip handling hand truck has proved most 
satisfactory. Conveyors cannot be used because 
of the variety of materials machined. 

Most plants employ a color system for the iden- 
tification of raw materials as they enter the plant 
and as they are stocked in the various supply 
bins. This color identification enables each per- 
son coming into contact with the material to 
know exactly what he is handling. The same 
means of identification should be extended into 
the scrap operation. Identification tags may be 
placed at the machines generating scrap so that 
collectors of scrap can see at a glance what kind 
of material is being worked, thereby preventing 
the mixture of different types. Chip handling 
trucks and temporary storage containers should 
be branded, tagged or marked in the same way 
to identify the contents so that containers will 
be emptied in a manner to prevent mixture. 


Prepare to Most Marketable Condition 


The amount and type of preparation of our 
scrap before sale quite naturally depends on the 
nature and condition of the material itself. Here 
a reliable scrap dealer can be very helpful in 
working out the necessary steps. 

In our own situation, aluminum chips received 
the closest scrutiny, because of the high dollar 
volume involved. Naturally, the amount of con- 
tamination of these chips controls the net return, 
and we were unable for a long time to get chips 
that were consistently dry. We found that by 
putting automatic timers on our chip spinning 
equipment we were able to remove the element 
of human error and provide the dealer with a 
consistently dry chip, with the contamination 
reduced to an average of 5% or less. 

As another example, we found that by work- 
ing with a scrap dealer who had chip crushing 
equipment we were able to class our steel chips 
as “shoveling turnings” instead of “machine shop 
turnings”, resulting in a worthwhile annual in- 
crease in revenue. 


Sell on Competitive Contract Basis 


We have found that the most advantageous 
method of selling our scrap is by soliciting bids 
once a year on virtually all categories of our 
scrap. These requests for quotation go to the 
qualified scrap dealers in our area, and quota- 
tions are based on the figures shown either in 
the American Metal Market or, in the case of 
steel, Iron Age. 

In giving us a quotation, each scrap dealer 
establishes a price of so much per pound or per 
gross ton less than the highest smelter’s or mill 
purchase price for each category of material on 
a given day of the week preceding the date of 
pickup. As an example, we might receive a quota- 
tion on shoveling turnings of $5.10 per gross ton 
less than the highest Detroit Market price for 
shoveling turnings quoted in Iron Age on Thurs- 
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day of the week preceding the date of pickup. 
Thus, if Iron Age quoted shoveling turnings at 
$45.10 per gross ton, we would automatically 
know that our net price was $40.00 per gross ton 
for the following week. By establishing our con- 
tract in this fashion we know exactly what we 
can expect to receive for any given commodity 
in any given week, and the area of possible dis- 
agreement is minimized. 

The above applies to repetitive items. There 
will always be those materials, too, that are sold 
‘on a spot bid basis. Here also, good dealer selec- 
tion plus proper segregation and preparation will 
ensure a good return. 

A study of leftovers by size, shape, and analy- 
sis may turn up local markets that will bypass 
the dealer entirely. Thus, in one case we were 
able to increase our return on oleum spirits by 
500% when we found a small local firm that had 
a specialized use for the material. 


Establish Positive Controls 


Care in selection of our scrap dealer will pro- 
tect us from the abuses which have prevailed in 
some segments of that industry. Certainly the 
industry itself has taken big strides toward cor- 
recting these abuses; but even when working 
with dealers of the highest integrity, it only 
makes sense that we maintain the same type of 
controls that we use within our own organiza- 
tions. 

These controls should be maintained from the 
first point of collection to final payment. A record 
should be kept of each visit by our established 
scrap dealers, showing exactly the items and 
amounts that are picked up. 

Weighing of the material can be best handled 


The crusher shown in this photo reduces scrap to 
small chips, qualifying it for a higher price. 
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Aeroquip finds that it pays to keep 
businesslike records and controls for 
its sales of scrap materials. 


at our own plant. This of course 
presupposes an accurate scale of 
sufficient capacity to handle any 
and all items which we can gen- 
erate. 

When we do not have a scale 
of this type at our own plant, the 
next alternative is the use of a 
local public scale, where the 
weigh-master’s certificate consti- 
tutes the document on which 
payment is made. 

When there is no local public 
scale within convenient distance, 
the next alternative would, of 
course, be the dealer’s scale. In 
cases where the value of the ma- 
terial is high, an audit of the 
dealer’s figures is in order and 
can be handled quite readily. This 
is done by isolating the scrap in 
question at the dealer’s yard and 
then getting a smelter’s report 
when the material arrives at the 
smelter’s plant. 

Where the dollar volume and 
tonnage justifies it, every plant 
should have a salvage manager. 
If he is an individual familiar 
with the entire operation and if 
he is given the authority to set up 
a full scrap program, he can bring 
real rewards to the company. His 
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currently reported quotations in the 
business press. 
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PURCHASING reports on 


What's the 


BUSINESS OUTLOOK FOR 57? 


By the very nature of their function, purchasing agents are in a 


unique position to judge future trends in business. They have to an- 
ticipate price and supply movements and adjust their buying policies 
accordingly. Since it is something of a business tradition for experts 
to forecast the business outlook around the beginning of each new 


year, we asked a cross-section of purchasing executives for their views 


on what lies ahead for the economy. Their combined answers follow. 


How do you think the general business 9 
outlook for 1957 compares with the 
record of 1956? 


Do you expect that your company’s 


volume of purchases will be higher or ? About the same 


lower in 1957 than in 1956? 


Do you expect the general level of 


prices on purchased materials in 1957 ? About the same 


to be higher, lower, or about the same ® 
as now? 





Much better | 9% 


About the same = 31% 


Slightly worse 














Higher 





Lower 
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|. In what specific commodities do you ° 
expect significant price changes? ¢ 


What change, if any, do you anticipate ) 
in your over-all inventory position § 
during 1957? 3 


6. What changes in the over-all situation 
might lead you to revise downward 
your opinion of the business outlook @ 
for 1957? 


Lower prices for copper and brass 
are expected by a majority of re- 
spondents. Most expect higher prices 
for steel and various other metals. 
Expectations of a general rise in 
over-all commodity prices outweigh 
expectations of a decline 2/2 to 1. 








Increase = . eae 
Ne change = 
Reduction -_ 21% 








A worsening in the international sit- 
vation and further tightening of 
credit were mentioned most often as 
factors that would lead respondents 
to revise downward their opinions of 
the outlook for ‘57. 





——W HAT THEY SAY 


te longer lead times on all construction and building 
nee materials and will inventory accordingly. Not antici- 
y appreciable price declines.” 


| business outlook in California is good with accelerated 
n increases. Added production capacity will offset, how- 
of strikes or curtailment of government spending would 
lifference — but not very likely to happen.” 
reflecting new production capacities will be much more 


ive — in consumer goods, price competition; in capital 
reraft, ete., service and performance competition.” 
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“We must watch the pricing situation—some time prices are going 
to get so high the general public will not support them.” 


“In our area (Nebraska) per capita income is down 10% over a 
year ago and this trend will not be reversed unless farm outlook 
improves.” 


“In order to remedy fluctuations from year to year, we must sta- 
bilize incomes and spending, and not become too dependent on 
credit spending to maintain a healthy economy.” 


“Housing starts will be lower. Road construction higher. Auto- 
motive slightly higher. Net — business down slightly.” 


“Big business and big unions are no one’s friends.” 
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27% 


52% 


21% 
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S penpING MONEY is hard 
work. At least it is if you’re try- 
ing to get exactly what you’re 
supposed to get.” That’s the view 
of Glenn H. Reinier, Director of 
Purchases for Abbott Labora- 
tories. His comment reflects the 
importance the drug firm places 
on quality control, both in its 
manufacturing operations and in 
its purchasing policies. 

Quality control may be more 
important in the drug field than 
in many other industries because 
frequently lives depend upon a 
drug product’s being able to do 
what it’s supposed to do. But the 
trend toward more exact methods 
of quality control — particularly 
from the purchasing 
spreading throughout industry. It 
makes sense for a_ purchasing 
agent to demand uniform quality 
in the materials he buys so that 
he can be sure he’s doing every- 
thing possible to help his com- 
pany guarantee the quality of the 
products it turns out. 

“Quality control is cheaper for 
us than indiscriminate buying and 
often outweighs the price factor 
in determining who we buy from,” 
is the way Abbott’s Reinier puts 
it. 

“We buy $20 million in raw 
materials a year for our more 
than 700 products. We can’t take 
chances. Product quality must be 
uniform and high-quality control 
takes the emotion out of buying. 


side — is 


Bring Suppliers’ Quality Up 


“When we are working with a 
supplier”, Mr. Reinier explained, 
“it is our objective to bring his 
quality up to our standard. We 
do this by helping him set up 
adequate quality control in his 
laboratory. Most suppliers don’t 
resent this either. In fact, many 
of them seek this help. We re- 
port to them on each shipment, 
giving them the facts on the 
quality level of their material. 

“We select suppliers from those 
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Take 


the Emotion 


Out of Buying 


If you make certain your suppliers do an 


all-out job on quality control, you've ended 


a major purchasing hazard. 





William Washburn (seated), head of the infrared laboratory, and 
Elmer O. Krueger (center), director of control, demonstrate to 
Glenn Reinier, director of purchases, a new infrared analytical 
technique which is used in the Abbott Control Laboratories for 
purity evaluation. 


firms where the cost of doing 
business is relatively low due to 
low level of rejections. When a 
control man rejects materials, it 
falls upon us to prove that the 
material is substandard for us. 
Costs go up when rejections are 
frequent. But constant coopera- 


tion with suppliers brings about— 
or certainly can bring about— 
mutually agreed upon specifica- 
tions for ingredients. As a result, 
standards can be established and 
maintained on both sides.” 

D. L. Yocom, Abbott’s senior 
packaging buyer, sizes up the 
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company’s stress on the need for 
supplier quality control this way: 
“In selecting packaging for 
pharmaceutical products, the im- 
portance of control of raw ma- 
terials and production by the sup- 
plier can’t be over-estimated. 
‘While on many items more 
than one supplier may be checked 
for competitive quotations, if all 
relatively equal, the manu- 
facturer with facilities to check 
his raw materials and control his 
products will be chosen. 
Fortunately, more often than 
»t suppliers who are competitive 
n selling price also exercise maxi- 
mum control over their raw ma- 
terials and production. 
‘For many types of materials, 
good quality control practices on 


the part of the supplier outweigh 
such differences as location, size 
of company, or even some varia- 
tion in prices. 

“In a few instances, Abbott is 
forced to buy from firms where 
quality control is inadequate or 
nonexistent, because there is no 
place else to get the required ma- 
terial. In cases like this, Abbott 
makes more than the usual num- 
ber of tests on incoming materials 
to make certain they are uniform 
and up to standards. Purchasing 
is now educating these suppliers 
to the mutual benefits of con- 
trolled and tested products.” 

Abbott has established many 
control check points for normal 
products and, on certain items, 
these check points total a score 


or more. Checks on quality and 
quantity are made on incoming 
material, at the time it is removed 
from the warehouse, at the time 
it is compounded, and after it is 
packaged. Testing does not stop 
there, however. It continues as 
long as the product stays on the 
druggist’s shelf. Normally, sta- 
bility tests are made over a period 
of years just to be certain that 
the quality originally established 
is maintained. 

“Quality control is a most im- 
portant factor in our purchasing,” 
Mr. Reinier points out. “It is the 
monitor to make sure things are 
what they are supposed to be. It 
is only in this way that we know 
the quality of raw materials and 
finished goods is correct.” 





international Purchasing Federation Takes Shape 





E, XPLORATORY discussions on 
the formation of an international 
federation of purchasing agents 


held in New York last 
month. Sponsoring the meeting 
were the National Association of 
Purchasing Agents (US.), the 
Purchasing Officers Association 
(Great Britain) and the Canadian 
Association of Purchasing Agents. 


were 
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Conclusions reached by the 
prominent purchasing figures par- 
ticipating in the meeting (shown 
above) will be presented to their 
respective executive committees 
for approval before being publicly 
announced. In the case of N.A. 
P.A., following established proce- 
dure, the matter will be referred 
to district councils by the execu- 


Seated, left to right, Robert E. Shil- 
lady, N.A.P.A. vice president for 
District 9; Tom Garner, past presi- 
dent of the Purchasing Officers 
Association; H. Stafford Kellam, 
president of the National Associa- 
tion of Purchasing Agents; C. G. 
Lloyd, president of the Canadian 
Association of Purchasing Agents; 
Eric Wain, C.A.P.A. Standing, How- 
ard Ahl, assistant secretary, N.A. 
P.A.; J. R. Blinch, secretary, P.O.A.; 
George Renard, executive secre- 
tary-treasurer, N.A.P.A.; W. A. 
Small, executive secretary-treas- 
urer, C.A.P.A. 


tive committee. The councils will 
report back to the executive com- 
mittee, and the decision of N.A. 
P.A. will be announced at the an- 
nual convention in Atlantic City 
in May, 1957. 

H. Stafford Kellam, N.A.P.A. 
president, was named chairman of 
the committee. 
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Choose the Right People 
To Take Inventory 


Purchasing agents charged with the responsibility for 
year-end physical inventory will find that the job is done 
more quickly and efficiently with competent personnel. 
Here are some points to watch when selecting the people 
who will actually take inventory. 


By Jack E. Bedford Professor of Management, Armstrong College 


Way IS IT that one employee will do a better 
job of counting inventory than another? What 
qualities are necessary for the individual charged 
with the responsibility of taking a physical in- 
ventory? How can a purchasing executive avoid 
the errors of the past in selecting someone to 
handle this important job of counting the in- 
ventory? 

Here are seven points that should be considered 
in selecting the employees to handle this inven- 
tory task. Almost all purchasing executives can 
adapt them to specific situations to find the right 
people to work during the year-end physical in- 
ventory. 


1. DON’T SELECT PEOPLE WITH 
IMAGINATION 


Some purchasing executives have selected in- 
dividuals who show the most initiative, imagina- 
tion and leadership qualities. This would seem to 
be the best method. But it usually works out 
differently during a physical inventory. People 
who are endowed with a surplus of imagination 
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may try to develop short cuts, and guess at the 
amount rather than count. The results will be 
a waste of time and money. 

As a rule, it’s best to select individuals who 
are not very imaginative. They usually follow 
without questioning the procedure that has been 
established for taking inventory. People who are 
conscientious about details get the inventory task 
done with less error and usually in a shorter time. 


2. SELECT SOMEONE WHO KNOWS 
THE INVENTORY 


A great deal of time can be wasted in counting 
and listing if someone is chosen who is unfamiliar 
with the parts and materials to be inventoried. 

People outside the purchasing department or 
plant personnel who do not have anything to do 
with the parts or materials are not good choices 
for the inventory crew. 

There’s another advantage of having someone 
who knows the items to be inventoried. They 
probably will quickly see some errors that may 
develop in the counting, listing, and extending. 
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4. SELECT INDIVIDUALS WHO WRITE 
LEGIBLY 


Obvious, yes, but how often have purchasing 
executives wished that the individual taking the 
inventory could write so that the figures and 
descriptions could be read? When the final work 
of extending and computing the total is taking 
place, eyes are tired. Small, cramped handwrit- 
ing is hard to read. If the penmanship is large 
and scrawly, it is just as difficult to decipher. 
Errors are constantly popping up because of this. 


1. STIMULATE EMPLOYEE’S INTEREST 
IN INVENTORY 


Why should the physical inventory be taken 
anyway? Why not guess at the amount and let 
it go? What is the use of having a stock control 
program if we have to actually count all the 
parts and materials in the plant? If they want 
to find who is stealing parts, why don’t they hire 
a detective instead of creating work by counting 
stock? 

Questions and comments like these seem to 
flow from everyone at the time of the year-end 
physical inventory. Some plans should be made 
to stimulate the interest of all employees for a 
quick, complete and accurate inventory. If the 
employees are interested enough in the work to 
be done, they will perform the necessary work 


without complaints and turn in a good perform- 
ance, 


5. GIVE SPECIFIC INSTRUCTIONS 


Instructions to the inventory crew should be 
divided into two parts: (1) preliminary individual 
instructions; and (2) group presentation of the 
complete inventory program. This makes it ;ossi- 
ble for the individuals to go over their own 
assignments carefully. Then, when the group 
presentation is given they can bring up questions 
to clarify the complete inventory program. 

In the preliminary instructions, thought should 
be given to making the assignments as specific 
as possible. If a tag system of inventory is to be 
used, a sample tag could be shown properly filled 
in with the necessary information. Those given 
the job of listing should know how they are to 
list the inventory and whether ditto marks will 
be permitted or not. 

When the group is called together, preferably 
a short time before the final count, they should 
be given general instructions concerning rules 
that will be in effect during the physical inven- 
tory, how they will be paid for overtime, who is 
in charge of the various sections, and why in- 
ventory is important to them and to the plant. 


OO 
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6. ESTABLISH CONTROLS FOR ALL 
PARTICIPATING 


When some thought has been given to the con- 
trol over the employees during this hectic time, 
much of the confusion can be eliminated. If an 
individual completes his inventory task, for ex- 
ample, let him know whether he should report 
for another assignment or wait until the work is 
finished and then leave. If some control is de- 
veloped to eliminate all possible lost time, every- 
one will benefit. The employees will get through 
more quickly, you will have fewer headaches, 
and the plant will save money on this necessary 
year-end chore. 

When the tag system of inventory taking is 
used, one control can be establishing a system 
of checking out the pads of tags to the individuals 
in each section. In this way a check is kept of 
where everyone is working and how fast they 
are working. If some sections seem to have run 
into a snag, as they might where everything is 
out of order, extra help can be dispatched to 
that section. 


7. ASK FOR AND ACCEPT 
SUGGESTIONS 


It is impossible for anyone to foresee all the 
time and labor saving devices that might be 
added to the plant’s physical inventory. Anyone 
may have a valuable suggestion to cut hours from 
the time required to complete the task. Someone 
else may have a suggestion that will reduce the 
possibility of errors. 

With everyone on the inventory crew con- 
fronted with the same problems, ideas for im- 
provement are bound to come up. Suggestions 
should be investigated, and if used credit given to 
those who made them. 
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Proper coal purchasing has other advantages than saving money. Correla- 
tion of right type of coal (pulverized) with furnaces at Dayton Light and 
Power generating station practically eliminates air pollution and ends waste. 


Basic Facts for 


Better Coal Buying 


Before you sign that new coal contract, be sure 
you re buying the right type for your furnaces. 
Here’s a review of the important variables that 


determine the real value of purchased coal. 
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By A. Wyn Williams 





C OAL is an extremely variable 

product with a combination of 

different chemical and physical 

properties. Any of these, alone or 

in combination, may offset in a 

particular firing installation the 

advantage, cost-wise on a Btu 

basis, of the cheaper coal. In the 

final analysis, it is the cost of pro- 

ducing the steam that should be 

the determining factor in buying 

coal. Some of the variables in coal 

that are important to control and 

correlate to the  coal-burning 

equipment are, in order of general 

importance: 

e Calorific value or Btu 

e Ash, both as to volume and 
fusion temperature 

e Sizing 

e Swelling Properties 

e Moisture Content 

@ Volatile Matter Content 





e Grindability 
e Sulfur Content 
Calorific Value or Btu. Basi- 
cally, the higher the Btu, the bet- 
ter value there is in the price 
paid for the coal. But freight costs 
enter into the cost of coal. There- 
sre a coal with a lower Btu, from 
, mine at a shorter distance from 
e plant, might be cheaper on a 
Btu value at destination than the 
coal with the higher Btu value 
shipped from a more distant mine. 
Ash adds to the cost of the fuel 
bill in transportation charges and 
osts of removal. But the major 
reason for wanting to have full 
nformation about it is that its 
volume and its chemical and 
physical character differ in dif- 
ferent coal. This variation has 
varied effects on operating effi- 
encies of different equipment. 
\sh content in coal can vary from 
, couple of percentage points to 
early twenty percent. Coal burn- 
ng equipment equipped with 
‘rates, such as spreader or travel- 
grate units, need a certain 


amount of ash as a protective 
covering to prevent the bars burn- 
ing out. Low ash content coal is 
not necessarily the better coal for 
steaming purposes. 

The physical character of the 
ash in regard to its fusing tem- 
perature is even more important. 
The melting point of ash can vary 
from 3200 F to 1900 F. Coals with 
the lower ash fusion temperature 
can cause clinkering on the grates 
of underfeed or traveling grate 
stokers. This blocks primary air 
supply through the grate and in- 
terferes with steam loads, espe- 
cially those in which load swings 
are severe and demand high. A 
plant using this type equipment 
should make sure that the coal 
bought was of a high fusion type. 
On the other hand plants burning 
coal in cyclone furnaces or in slag 
tap pulverizers should buy coal 
with lower ash fusion character- 
istics. 

Sizing. Equipment operates best 
when fed properly sized coal. 
Spreader stokers need coal not 


\ir pressure is used in this multiple retort underfeed 
stoker. If free burning coal were used, blow holes would 
be formed by the air pressure. The stoker uses mildly 


caking coal. 






































over 14%”. Traveling grates are 
said to operate at their best when 
the top size is not over 34”. Un- 
derfeed stokers preferably take 
coals under 1%”. Equally impor- 
tant as observing the upper limit 
size of the coal is to see that the 
size is uniform from one shipment 
to another. There must not be an 
undue variation in the proportion 
of each group of particles. The 
following example will illustrate: 

Swelling Properties, sometimes 
referred to as “caking” properties, 
influence free passage of primary 
air through stoker grates. The ex- 
tent to which different coals swell 
or cake is referred to as the “free 
swelling index.” ASTM index 
numbers range from 0 to 9, with 
twenty numbers in half steps. The 
finer the coal the greater it will 
swell or cake. Numbers 0 to 3% 
are considered as free burning 
coal; 4 to 6% as mildly caking 
and 7 to 9 as strongly caking. 

The swelling index of a coal 
ranges all the way from “little 
importance” for spreader stokers, 
through “much importance” for 
underfeed stokers to “tremendous 
importance” for traveling grates. 
Traveling grates will not function 
properly with the mildly or 
strongly caking coals. A plant 
with this type equipment should 
order free burning coal. Under- 
feed stokers need coal that is 
mildly caking for best perform- 
ance. Free burning coals, especial- 
ly those from the east, promote 
blow holes on the grate that cause 
uneven combustion with conse- 
quent irregular steam load de- 
liveries. 

Other important factors in 
stoker operation are affected by 
the swelling property and size 
content of coal. The flyash emis- 
sion, an air pollution nuisance in 
built-up communities, is greatly 
affected. Excess air requirements, 
a source of heat loss and, there- 
fore, of added costs of the coal 
bill, clinker formation, smoke, 
stoker and furnace maintenance 
are all materially affected by these 
two properties. Yet they are al- 
most invariably overlooked by 
purchasers in selecting their coals. 

Moisture content. With the in- 
creased emphasis on coal prepa- 
ration and efficient washing to 
reduce ash content, it is impor- 
tant to see that the coal supplied 
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does not carry excess moisture. 
In the furnace, whatever type of 
stoker is used, in evaporating the 
moisture approximately 1000 Btu 
of available heat energy is lost 
for every pound of water in the 
coal fired. 

Besides displacing heat value 
and adding to transportation costs, 
high surface moisture can cause 
difficulties in unloading coal from 
cars, especially in _ freezing 
weather. It may also plug coal 
handling chutes and stoker hop- 
pers and reduce grinding capacity 
of pulverizer mills. Loss of feed 
to the latter, caused by wet coal 
hanging in the chutes and feeders, 
interrupts coal flow to the pulver- 
izers and flame outage can occur. 
Upon re-ignition, the result may 
be anything from a slight puff to 
an explosion that could blow out 
the furnace wall. 

Volatile matter is the gaseous 
matter that escapes as the coal is 
heated in the furnace. It burns 
above the grate in stoker fired 
furnaces. Volatile matter must re- 
ceive a specific quantity of air in 
the furnace to burn properly, or 
it will escape up the chimney un- 
burned, often as dense smoke. 
Actually, it is money going up 
the chimney. The amounts of 
volatile matter in bituminous 
coals vary and furnaces are de- 
signed to burn either high or low 
volatile coal. The same furnace 
will not burn both types with 
equal efficiency. Hence it is im- 
portant that there should be uni- 
formity in the volatile content of 
coal bought for a particular coal 
burning installation. 

Grindability is only of interest 
to the purchasing agent of a plant 
equipped with pulverized fired 
furnaces. The grindability index 
is a relative measure of the suit- 
ability of coal for pulverization. 
The Hardgrove method, most 
commonly used, measures the 
relative ease of grinding a coal. 
The higher the index number, the 
easier it is to grind the coal. The 
capacity of a pulverizing mill to 
grind coal increases almost di- 
rectly with the grindability of the 
coal. Thus, for example, a mill 
with a capacity factor of 89% 
with coal having a grindability 
index number of 50, has a grind- 
ability capacity of 142% with a 
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Calorific value (Btu) of coal is determined in a bomb 
calorimeter at a supplier’s mine. 


coal with a Hardgrove index of 
100. 

It is apparent that for pulver- 
ized coal fired equipment, the ut- 
most uniformity must be aimed 
at in the grindability properties. 
Usually the low volatile coals are 
of softer structure but to offset 
this desirable quality the grind- 
ing has to be finer, as low volatile 
coal burns slower with the same 
volume of air. 

Sulfur content can vary from a 
fractional percentage to 6% or 
7%. Excessively sulfurous coal, 
because of the emission of offen- 
sively smelling oxides into the 
air when the coal is burned, vio- 
lates air pollution ordinances of 
many communities. Even slight 
traces emitted into the air are 
harmful in some power plants. 

But in any plant excessive sul- 
fur in coal harms equipment. It 
combines with minor quantities 
of alkaline elements in the ash of 
coal, sodium and potassium, to 
form sulfur compounds with very 
low fusion temperatures. These 
slag and foul the heating surface 


of boilers, causing frequent out- 
ages for removal. Worst of all, 
sulfur oxides and water vapor in 
the furnace form sulfuric acid 
which corrodes economizers, air 
heaters, etc. The sulfuric acid only 
forms at a certain temperature 
level called the “dew point.” This 
means that furnaces that burn 
coal of a high sulfur content will 
not be capable of giving up as 
much heat to water surfaces in 
the boilers, etc. Thus high sulfur 
coal cannot be burned as efficient- 
ly, if equipment corrosion losses 
are to be avoided. In short, sulfur 
in the coal, above about 2%, will 
cost money for replacing equip- 
ment or will prevent the coal 
from giving up its full Btu value 
for efficient steam raising pur- 
poses. 

Selection of coal for any plant 
is not a catalog choice on a price 
per ton basis. All the variables of 
coal, in relation to the equipment 
burning, must be jointly con- 
sidered for proper evaluation by 
the buyer and the boiler plant 
operators. 
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When 


Replacement Parts 


Infringe 


a Patent 


Courts permit normal repair and main- 
tenance but frown upon reconstruction 
of equipment and use of parts specially 
made for a purpose that is covered in the 


original patent 


By Albert Woodruff Gray 


Ror ARY DRILL BITS were 
marketed by a tool manufaturer 
under a lease that provided, 
“When the original cutter teeth 
and/or bearing have served their 
useful life the user will surrender 
the bits upon request. In accept- 
ing delivery the user agrees not 
to surrender any of the tools as 
mentioned above to other than a 
duly authorized representative.” 
Each bit was stamped with the 
name of the manufacturer and 
patentee. 

When the company discovered 
that these rotary bits were being 
retipped by a drill repairer, it 
sued, contending that this retip- 
ping was an infringement of its 
patents. In addition the company 
maintained that welding new 
metal onto the worn cutter shell 
of these bits to build new teeth 
was a reconstruction and building 
of the bits and hence, an infringe- 
ment, 
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In sustaining the injunction 
granted by the Federal District 
Court in Oklahoma against this 
drill repairer the U. S. Court of 
Appeals said: 

“Where a patented device of 
long life has among its integrated 
elements a part which, as a result 
of use of the device, quickly wears 
out and therefore is temporary in 
duration and the patentee licenses 
the use of the device, it will be 
presumed that the patentee and 
the licensee contemplated and in- 
tended that such temporary part 
would be replaced by the licensee 
and that replacing it would con- 
stitute permissible repair and not 
reconstruction amounting to in- 
fringement of the patent. 

“Here it cannot be said that the 
teeth are expendable or consti- 
tute temporary parts. This re- 
pairer by his process of repairing 
undertakes to restore the worn 
out teeth as nearly as possible to 


their original firmness, size and 
position. He thus reconstructs and 
replaces that element of each 
patent wherein lies the novel fea- 
tures of the invention. We hold 
that so doing is not permissible 
repair but reconstruction consti- 
tuting infringement.” 


Unassembled Parts May Infringe 


Dressed in a somewhat different 
garb, this same offense was be- 
fore the Federal courts for con- 
sideration recently when a radio 
receiver manufacturer purchased 
vacuum tubes patented by others 
and sold them packed with the 
receivers in a single carton, but 
separately wrapped. 

In support of its conclusion that 
by including these tubes with the 
radio receivers the company was 
guilty of contributory infringe- 
ment under the patent laws, the 
court said: 

“The tubes were placed in a 
separate carton and this with the 
receiver was placed in a larger 
carton. The purchaser to connect 
the tubes needs only insert them 
in the sockets. No adjustment is 
required, no screw or nut need 
be tightened. Where the elements 
of an invention are thus sold in 
substantially unified and com- 
bined form, infringement may not 
be avoided by the separation or 
division of parts which leaves to 
the purchaser a simple task of 
integration.” 


Precedent Is Long Established 


This rule of law forbidding 
patent infringement in this man- 
ner was fostered by a decision of 
the U. S. Supreme Court nearly 
three quarters of a century ago. 
In that instance a patent had been 
granted for an “improvement in 
metallic ties for cotton bales.” 
The tie was a buckle and a band, 
all of metal, with the two ends 
of this band around the cotton 
bale held together by the buckle. 
On each buckle was stamped, 
“Licensed to use once only.” 

Dealers in scrap metal bought 
these ties when they were dis- 
carded at the cotton mills, 
straightened the bands, riveted 
together the broken pieces, and 
resold them to dealers. In holding 
these scrap dealers infringers of 
the patent and liable to account 
for the profit of their sales the 
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court said: 

“Whatever right these dealers 
could acquire to the use of the 
old buckle, they acquired no 
right to combine it with a sub- 
stantially new band to make a 
cotton bale tie. What these dealers 
did in piecing together the pieces 
of the old band was not a repair 
of the band or the tie in any 
proper sense. As a tie they re- 
constructed it, although they used 
the old buckle without repairing 
that.” 


Patentee Is Protected 


Another contributory infringe- 
ment suit brought from a Federal 
appellate court an explanation of 
the principle underlying violations 
of the rights of patentees. A 
manufacturer had marketed a 
switch and trolley for use in the 
operation of electric street rail- 
way cars. This attachment, how- 
ever, served no purpose except 
as a part in a patented combina- 
tion used in the operation of such 
cars. When an injunction against 
the manufacture and sale of this 
equipment was granted by the 
United States District Court, the 
contributory infringer appealed 
and the injunction was sustained. 
In the opinion of Judge, later 
President Taft, it was said: 

“It is well settled that where 
one makes and sells one element 
of a combination covered by a 
patent with the intention and for 
the purpose of bringing about its 
use in such a combination he is 
guilty of contributory infringe- 
ment and is equally liable to the 
patentee with him who in fact 
organizes the complete combina- 
tion. 

“From the earliest times all 
who took part in a trespass, either 
by actual participation therein or 
by aiding and abetting it, have 
been held to be jointly and sever- 
ally liable for the injury inflicted. 
There must be some concert of 
action between him who does the 
injury and him who is charged 
with aiding and abetting, before 
the latter can be held liable. When 
that is present, however, the joint 
liability of both the principal and 
accomplice has been invariably 
enforced. 

“If this healthful rule is not to 
apply to trespass upon patem 
property then indeed the protec- 
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tion which is promised by the 
constitution and laws of the U. S. 
to inventors is a poor sham. Many 
of the most valuable patents are 
combinations of non-patentable 
elements and the only effective 
mode of preventing infringement 
is by suits against those who, by 
furnishing the parts which dis- 
tinguish the combination, made 
it possible for others to assemble 
and use the combination and who, 
by advertisement of the sale of 
such parts and otherwise, inten- 
tionally solicit and promote such 
invasions of the patentee’s rights.” 

Like so many rules of law, how- 
ever, the application of this rule 
is modified by the facts and cir- 
cumstantances of each case. To 
apply the principle to the mere 
repair or replacement of a broken 
unimportant part and forbid the 
repair of a machine or other 
patented article before it has been 
worn out is obviously unjust and 
ridiculous. The distinction lies in 
the definition of “repair” and “re- 
construction”. 


Repair or Reconstruction? 


In its decision on a suit brought 
by the owners of a patented shoe 
sewing machine for what they 
maintained was an infringement 
by a repairer, the court outlined 
a well-defined boundary within 
which the owner of a patented 
machine is free to make replace- 
ments or repairs. If he goes be- 
yond that boundary he would 
be violating the prohibitions of 
the patent law against contribu- 
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tory infringement. 

“The patentee,” said the court 
in this instance, “has parted with 
his machine and the monopoly 
that goes with it, and the pur- 
chaser has bought the machine 
with the right to use the patented 
invention until the machine is 
worn out or destroyed. When the 
machine is worn out or substan- 
tially destroyed his right to use 
the invention ceases, and when he 
rebuilds his machine and thereby 
substantially makes a new ma- 


chine it becomes subject to the 


patentee’s monopoly the same as 
in the case of any other person 
who unlawfully makes a patented 
machine. 

“When the patented machine 
has passed outside the monopoly 
by sale or purchase, the patentee 
has no right to impose any re- 
strictions on its use for his own 
benefit. He cannot forbid the 
further use of the machine be- 
cause it is out of repair in con- 
sequence of the wearing out or 
breaking of some of its parts and 
so oblige the purchaser to buy a 
new machine. The purchased ma- 
chine has become the individual 
property of the purchaser and 
is like any other piece of 
property which he owns. He may 
sell it, or he may use it so long 
as its usefulness lasts, and then 
throw it away or dispose of it for 
junk. He is only prohibited from 
constructing a substantially new 
machine. He cannot under the 
pretext of repairs build another 
machine.” 


Replacement Is Permitted 


Then illustrating this distinc- 
tion by a concrete example, the 
court added, “When the patent is 
for a single thing like a knitting 
needle, for example, and not for 
a device or machine composed of 
sevéral things or elements com- 
bined, it is obvious that the re- 
placement of an old needle by a 
new one in a knitting machine is 
not repair but a reproduction of 
the patented thing.” 

In one of the earliest decisions 
establishing this law ot contribu- 
tory infringement, a suit was 
brought by the owners of a 
patented planing machine. It was 
claimed that replacement of worn 
out knives in the planer was a 

(Please turn to page 274) 
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“Make or Buy” 
PRINTING? 


Careful analysis of requirements and close cooperation 
between departments are bases of Port Authority’s decisi- 
sions on where to procure millions of printed forms 


y 
I RINTED MATTER used by 
industry is growing rapidly both 
volume and complexity. The 
ibstantial sums now being ex- 
pended for forms, stationery, re- 
ports, catalogs, advertising mate- 
rial, labels, ete. make the pur- 
hase of printing an important 
area for “make-or-buy” studies. 
An analysis of printing pur- 
‘+hases to see whether the mate- 
rial might more profitably be pro- 
duced within the company is prac- 
tical for the small company as 
well as the large one. New devel- 
ypments in low-cost, high speed 
reproduction processes offer many 
interesting possibilities for com- 
panies spending as little as $10,000 
year on printing. The purchas- 
ng agent of a small New England 
equipment manufacturer, (annual 
sales less than $3 million) reports 
that his company saves thousands 
yearly by doing all its printing. 
On the other hand, the purchas- 


ing department charged with pro- 
curing a wide variety of items in 
relatively small amounts, would 
probably do better by calling on 
the services of experienced ven- 
dors. They can combine a number 
of small orders, can offer a wide 
selection of colors and stock, and 
are equipped to perform many 
more operations on printed mat- 
ter (accurate trimming, ruling, 
die punching, etc.) than the aver- 
age industrial firm’s reproduction 
department. 

The approach of The Port of 
New York Authority to the ques- 
tion of reproducing printed mat- 
ter internally or purchasing it 
from outside sources should be 
helpful to purchasing agents who 
buy printing in any substantial 
amount. 

The Port of New York Author- 
ity is the self-supporting corpo- 
rate agency of the States of New 
Jersey and New York. The Au- 








Walter Jacobsen, Management Ana- 
lyst of the Organization and Proce- 
dures Office (center) discusses 
printing specifications on multi-part 
forms with C. H. Rilly, Manager, 
Purchase & Stores Division (left) 
and Printing Buyer John Creed. 


thority operates 19 facilities in- 
cluding the four metropolitan air- 
ports, the George Washington 
Bridge, Holland and Lincoln Tun- 
nels, bus and truck terminals in 
New York and Newark, piers and 
warehouses in Port Newark, Ho- 
boken and Brooklyn, and the first 
commercial heliport in Manhat- 
tan. 

During an average year, the 
Port Authority uses millions of 
copies of printed material. In- 
cluded in this requirement are 
forms, reports, contracts, promo- 
tional and informational literature 
and plans for bridges, tunnels, 
freight and passenger terminals, 
airports and other transportation 
facilities. 

The Port Authority operates its 
own centralized reproductions 
shop (a unit of the Purchase and 
Administrative Services Depart- 
ment) which handles the bulk of 
its forms, contracts and plans, in- 
ternal and limited distribution 
external reports and some promo- 
tional and informational litera- 
ture. On the other hand, it buys 
from commercial printers most of 
the externally distributed reports, 
promotional and_ informational 
material as well as special forms, 
contracts and plans. 

Make or buy decisions are usu- 
ally made cooperatively by the 
printing buyer, the manager of 
the Visual and Reproductions 
Services Division who operates 
the internal services, and by the 
department requisitioning the ma- 
terial. In the case of forms, the 
Organization and Procedures Of- 
fice consults with the printing 
buyer and the manager of V & R 
Services to reach a decision on 
producing the work inside or pur- 
chasing it from commercial print- 
ers. 

The following considerations go 
into the final decision on whether 
a particular item of printed mate- 
rial will be purchased or repro- 
duced internally: 

How is the form to be distrib- 
uted?: Generally, Port Authority 
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forms that are to be distributed 
only within the organization are 
reproduced internally. This as- 
sures uniformity, and gives great- 
er flexibility since outside sup- 
pliers do not have to be called in 
for emergency or “rush” jobs. 
Special reports, annual reports, 
and promotional material that get 
wide public distribution require 
more detailed make-up and use of 
color which can be most satisfac- 
torily and economically produced 
by commercial printers. 

How many copies are needed?: 
As a general rule—which can be 
interpreted broadly in special 
situations—when an item is re- 
quired in amounts of 10,000 or 
more, the job is given to an out- 
side supplier. When the initial 
requirement on an item is high, 
but replacements are made in 
lower volume, the Port Authority 
will often buy the first lot, then 
use internal reproduction for the 
replacements. 

What reproduction method 
should be used?: The Port Au- 
thority’s reproduction section du- 
plicates by stencil, liquid and di- 
rect and photo-offset. Copies of 
letters, documents, etc. are made 
by photo processes, ozalid and 
xerography. If the design of a 
form or other piece of printed 
matter permits use of any of these 
methods, and other conditions are 
met, internal reproduction will be 
used. Anything required in letter- 
press, however, is done on the 
outside, regardless of quantity or 
distribution. 

What about specials?: Any ma- 
terial calling for special work, 
such as snap-out forms, carbon 
spotting, color, etc., automatically 
goes to an outside source. The 
Port Authority makes no attempt 
to handle work for which it is not 
completely equipped. Although it 
is possible to do color work on 
the organization’s own equipment, 
it is usually more economical to 
buy color and keep the reproduc- 
tion machines to handle the large 
volume of black and white. 

‘How much will it cost?: When 
all the other factors have been 
analyzed, there still remains the 
question of comparative cost. The 
basic policy is to duplicate inside 
all short run, internal use mate- 
rial, which repeated studies have 
shown can be more economically 
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Multi-part form at top is typical of those purchased from outside 
printers. Single part form below is reproduced on Port Authority’s 


own equipment. 


produced inside. Any specials or 
medium run material which can 
be produced more economically 
by commercial houses are pur- 
chased from the lowest bidder. If 
a doubt exists as to the relation- 
ship of internal and external 
costs, and the value of this job is 
sufficient to make it attractive to 
outside printers, several quota- 
tions are solicited and compared 
with internal costs. 


The Port Authority’s handling 
of the “make-or-buy” problem as 
outlined in general terms here, 
has had a number of favorable 
results. It has given the organiza- 
tion closer control of forms pro- 
curement and distribution, more 
efficient use of printed matter, 
lower costs and has saved count- 
less hours since printing and re- 
production problems are handled 
by specialists. 
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Standardization: 
It's Up to the 


Purchasing Agent 


Whether he’s with a big company or a small 


one, it’s the PA who can put teeth into a 


standardization program. Here are some 


case histories showing the tremendous cost 


reductions that 


can be 


made_ through 


standardization—if the purchasing agent is 


on the ball 


By E. Philip Kron, Director of Purchasing 
Eastman Kodak Co., Kodak Park Works 


HERE ARE still many who 
believe standardization is only for 
the big ones—the Fords, General 
Motors, U. S. Steel. It isn’t. The 
reductions standardization 
can bring won’t be as dramatic 
for a small company as for a high- 
volume mass-producer, but pro- 
portionately the benefits are the 
same 

And the key man in any stand- 
ardization program is the purchas- 
ing agent—particularly in a small 
organization because frequently 
he’s the only “standards engi- 
neer” the company has. 

Whether he’s with a small firm 
or a gaint corporation, here are 
a few of the quick money-saving 
benefits the PA can expect from 
standardization: 

@=The PA can get lower prices 
reduce overall cost because 


COST 
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he'll be buying larger quantities 
of fewer items. Most companies 
estimate that it costs one-third to 


one-quarter as much to place an 
order for standard material as for 
non-standard items. 

@Inventories can be reduced 
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since not as many different items 
have to be stocked. This can cut 
operating costs considerably. In 
many cases just carrying an item 
in inventory costs around 20 per- 
cent of the item’s original cost. 
Additional savings can be 
achieved if the purchasing agent 
can arrange to have his supplier 
keep the stock until needed. 

BStandard items are usually 
easier to get since there are more 
of them on the market. Deliveries 
will be faster too. 

@There’s greater assurance of 





It costs one-third to one-quarter 
as much to place an order for stand- 
ard material as for non-standard. 


quality with standard goods. 

@Less time is spent in negotia- 
tion since fewer kinds of items 
are being purchased. 

"Competition among suppliers 
will be keener. This means lower 
prices, better quality, better serv- 
ice. 

At least that’s the theory of 
what standardization is supposed 
to do. As proof that it actually 
works out, here are some case 
histories that show what stand- 
ardization can do—the examples 
concern large companies, but, 
scaled down, small firms can con- 
fidently expect similar results: 

A few years ago, the standards 
group at one of the nation’s larg- 
est companies made a study of a 
variety of stationery items and 
was astonished to find that the 
company was using an average of 
52,000 gross of lead pencils per 
year. This seemed like a possible 
area for standardization. Arrange- 
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ments were made with an inde- 
pendent laboratory to test a num- 
ber of pencils. The tests covered 
such factors as lead breaking 
strength, sharpening characteris- 
tics, eraser smudging, etc. From 
these tests a standard pencil, 
bearing a safety slogan instead of 
a brand name, was adopted. An 
agreement was worked out with 
a pencil manufacturer who sup- 
plied the pencils according to spe- 
cifications at $1.65 a gross less 
than the average price previously 
paid. The cost reduction from 
standardizing this seemingly in- 
significant item has saved the 
company $86,000 per year. 

This same firm also reports that 
in 1949, it used standards 75,648 


Adapted from a talk given by Mr. Kron at the 
recent NAPA conference in Hartford, Conn. 
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times in its purchases and saved 
$570,780 as a result. In 1952 stand- 
ards were used 404,300 times, 
with savings amounting to $2,- 
013,720. Last year there were 
875,000 uses and savings totaled 
nearly $5.8 million. Additional 
evidence that this company’s 
standardization drive is paying 
off: it has found that it saves 
roughly $5 for every dollar it 
spends on standardization work. 

At Eastman Kodak Co., in the 
packaging of processed Cine film, 
we use a rubber band to secure 
the film to the reel. The bands are 
bought by the pound and our 
yearly orders total around 15,000 
lb. By establishing a standard 
that reduced the width of the 
rubber band from 1/8 in. to 3/32 
in. we gained 25 percent more 
rubber bands per pound. This 
change saved us about $4000 per 
year. 

One fact that has to be kept in 
mind, however, is that once a 
standard has been established this 
isn’t the end of the matter for all 
time. Markets fluctuate, new 
products are introduced, and 
these changes may make a pre- 
viously established standard ob- 
solete. Standards have to be re- 
viewed periodically. 

For example, at our own plant 
we had a fastener standard which 
called for use of a square head 
machine bolt. Most of the main- 
tenance men preferred hex cap 
screws, but they were more ex- 
pensive and didn’t do the job any 
better than the head machine 
bolts. However, one of our buy- 
ers found that the price situation 
had changed and that the hex cap 
screws were now the better buy. 
By making the switch we reduced 
costs $2000 per year, a better than 
12 percent saving on our annual 
fastener expenditure of $16,500. 

Fasteners are likely to be a 
problem for almost any plant. It’s 
a safe bet that the average com- 
pany has twice as many fasteners 


as it mneeds—carrying several 
lengths, all kinds of heads, 
threads and diameters and in 


many different materials and fin- 
ishes. The reason for this is us- 
ually growth. When a company 
develops a new product it fre- 
quently overlooks standardization 
in the push to get the product on 
the market. The draftsmen and 
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How Standards Have Cut Costs 


In the last 2 years a great 
deal of stress has been put on 
the use of internal standards at 
Diamond Alkali Co. We have 
had definite success with the 
program, although much still 
remains to be done. 

One area where we have em- 
phasized standardization is pipe 
and fittings. This would seem to 
be a field in which it would be 
easy to agree on sizes and speci- 
fications because national stand- 
ards are well established. How- 
ever, our standards committee, 
made up of representatives of 
engineering, purchasing, and 
operating people, found that 
even here there was a wide 
range of opinion. The group 
finally did reach an agreement, 
however, and company stand- 
ards have been adopted which 
are paying off in simplified 
ordering, economical purchas- 
ing and storage, and in easier 
maintenance. Odd sizes of pipe 
and special fittings are no long- 
er installed at the whim of a 
designer or construction fore- 
man. Everyone has benefited. 


Buy Nuts Here, Bolts There 


Because of the national 
standards that have been estab- 
lished for pipe and fittings, it 
can be taken for granted that 
pipe purchased from one sup- 
plier will match that purchased 
from another; that fittings sup- 
plied by one company will fit 
flanges from a dozen others. As 
an example of the kind of sav- 
ings in seemingly small items 
that national standards make 
possible, our purchasing de- 
partment found that it could 
cut costs more than 6 percent 
by getting bolts with rolled 
rather than cut threads. Doing 
this presented no problem be- 
cause even if nuts are pur- 
chased from other suppliers 


for a Chemical Company 


they will fit bolts with either 
kind of threads. Along the same 
line, we’ve found that savings 
of 5 to 10 percent can some- 
times be made by purchasing 
bolts from one supplier and 
nuts from another. 

Valves are of such impor- 
tance to a chemical company 
that Diamond’s standards com- 
mittee has been working inten- 
sively to select the best types 
for our many applications. For- 
tunately, face-to-face dimen- 
sions of flanged valves have 
been standardized among the 
major valve producers so full 
attention can be given to other 
design factors in making a se- 
lection. 


Saved Money on Valves 


In many cases differences of 
opinion on the kind of valves 
that should be used can be 
settled by testing the valves 
with existing piping arrange- 
ments. There was one case in 
our company in which the 
same liquid product was han- 
dled in half a dozen of our 
plants in about as many dif- 
ferent kinds of valves as there 
were plant engineers. The price 
of the valves ranged from $12 
to $46 each, which means that 
a substantial amount of money 
was involved. It appears that 
all our plant people have now 
agreed on one valve that meets 
their requirements and is still 
in the low price range. 

Another interesting develop- 
ment concerning valves re- 
sulted from studying one ap- 
plication where thousands of 
a special homemade flanged 
valve had been used by our 
company for many years. Six 
or seven different commercial 
valves were tested without 
having to make _ expensive 
changes in piping because the 

(Please turn to page 278) 


From a speech, given at the Seventh National Conference on Standards 
in New York City, by David E. Pierce, Director of Manufacturing 
Control, Diamond Alkali Co., Cleveland, Ohio. 
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A change in market conditions can 
make a standard completely obso- 
lete. Periodic review is a must, 


igners working on a new pro- 
duct usually pick out a standard 
fastener from whatever catalogs 
are on hand or design one of their 
own. At any rate, they probably 
have not studied the hundred or 
o different kinds of fasteners that 
vere currently being stocked by 
their company. 
The fastener foul-up is so com- 
1 that Pheoll Mfg. Co., Chi- 
cago, has published a booklet on 
the subject, titled, “How Much 
Can You Save Through Fastener 
Standardization”, 
Another condition that exists 
many plants is the case where 
the off-standard diameter of a rod 
in an assembly is governed by the 
standard mating hole in a stamp- 
ng or bearing. Suppose, for ex- 
ample, a rod, after machining and 
threading has -to be finished 
und to .750, plus 0, minus .001. 
The designer specifies a stock size 
751 to .753 to allow for the 
finish-ground dimension which 
must fit in a hole measuring .750. 
By reducing the hole size, a rela- 
tively inexpensive operation, so 
that the rod could be turned or 
round from a standard .750 bar, 
t would be possible for the steel 
buyer to get delivery practically 
off the shelf. The difference in 
st in this case may not amount 
nuch, but there are other ad- 
inventories can be 
pared, no special mill order is 
needed, delivery will be faster. 
Any purchasing agent who’s a 
big steel buyer will probably find 
that it pays to have the engineer- 
ing department or perhaps his 
main steel supplier work up a 
listing of the various specifica- 
tions on size, quality, finish and 
temper the company uses. In most 
cases amazing consolidations can 
be made with a considerable re- 
duction in cost. 


. r+ cac: 
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Packaging is another area 
worth studying for standardiza- 
tion applications. Most companies 
do a good job on their outgoing 
packages, but few give much 
thought to what comes into the 
plant. If no one in the plant has 
the time or the knowledge to 
make a study of this kind, the 
buyer should feel free to call in 
his major container supplier and 
ask him to make the study. The 
only obligation the buyer has is 
to give the container vendor an 
opportunity to bid on any pac- 
kaging which other suppliers may 
adopt as a result of the study. 

The benefits that result from 
greater standardization of incom- 
ing packages are easier handling 
and storage, greater resale value 
and there may even be some way 
to use incoming containers in 
shipping your own product. 

Printing requirements is an- 
other area that’s ripe for a stand- 
ardization drive. Many purchas- 
ing agents don’t realize that fine 
papers come to the printer in 
three basic sizes: 17 x 22 in., 17 x 
28 in., and 19 x 24 in. As a result 
forms cost less when they are 
designed -in multiples of these 
stock sizes. The same situation 
exists in index board, poster 
board, news print and other forms 
of paper. 





Every time a PA sees a requisition 
he should ask himself: Is this non- 
standard absolutely necessary? 


Printers also have standard in- 
voices, receiving reports, packing 
lists and other forms which are 
usually adequate for the job but 
cost less since less composition is 
required. Using standard forms 
supplied by a printer doesn’t de- 
stroy a firm’s individuality—the 
argument that’s usually presented 
by those opposed to the idea of 
buying stock forms. The heading 
block and certain other portions 
of the form can be printed as de- 
sired. 

The purchasing agent should 

















Standardization of incoming pack- 
ages is an area that’s often over- 
looked, but it’s worth checking. 


also keep his eye on items like 
drills, taps, reamers, grinding 
wheels, hand tools, portable tools, 
boring tools, die sets, punches, 
and maintenance repair and oper- 
ating supplies, such as motors, 
pulleys, pipe fittings, electrical 
items, plumbing supplies. There’s 
also a lot that can be done to 
standardize jigs, fixtures and capi- 
tal equipment. 

In any company it’s the pur- 
chasing agent who’s in the best 
position to make a standardiza- 
tion program tick. Every time he 
sees a non-standard item speci- 
fied on a requisition he should 
automatically start checking to 
see whether a standard could 
be substituted. The PA who en- 
forces standardization may not 
become the most popular man in 
the plant but he’ll be cutting his 
company’s costs considerably. 

It isn’t an easy job and the 
purchasing agent probably can’t 
do it entirely on his own. He has 
to have the full support of the 
works manager or the plant su- 
perintendent. This means he has 
to sell the idea by pointing out 
the various ways the company 
will benefit from standardization. 

For example, the PA can ex- 
plain how the inventory of serv- 
ice parts can be cut by stand- 
ardizing certain hand tools. He 
can emphasize the benefits of buy- 
ing large quantities of one item 
instead of small amounts of many 
different kinds. He should insist 
that normally no_ requisition 
should specify a source except as 
a suggestion. He should make 
management know that he wants 
to do a purchasing job and not 
just be an order signer. 

In many companies, the respon- 
sibility for standardization has 
been clearly assigned to purchas- 
ing. This is where it belongs. 
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Ler US consider some of the 
specific and hazardous legal im- 
plications of standardization. In 
doing this, the language of Sec- 
tion 1 of the Sherman Act must 
first be examined. It states: 
Every contract, combination 
in the form of trust or other- 
wise, or conspiracy, in restraint 
of trade or commerce among the 
several States ... is hereby de- 
clared to be illegal. 

Note the words “contract, com- 
bination . . . conspiracy.” Each of 
these presupposes agreement or 
action by more than one person or 
company. The elements of one of 
these must be established before 
the Government can be successful 
in a Section 1 Sherman Act pro- 
ceeding. This leads into the great- 
est basic legal hazard in stand- 
ardization programs; namely, they 
involve group action. They are, in 
a sense, tailor made combinations. 
A number of competitors, some- 
times by express agreement, some- 
times by tacit understanding, un- 
dertake to act or perform in a 
certain manner. 

But merely establishing a “‘com- 
bination” of competitors does not 
mean there has been a violation of 
law. It must also be shown that 
the combination has done some- 
thing “in restraint of trade or com- 
merce.” 

There are, of course, many prac- 
tices that might restrain trade. But 
there are three in particular which 


are most frequently associated 
with .standardization programs. 
These are: 


(1) combinations to fix or stabi- 

lize prices, 

(2) combinations to limit or 

suppress production, 

(3) combinations to exclude 

third parties from access to 
a market. 

Where does standardization fit 
into a_ price-fixing program? 
Courts have indicated that a stand- 
ardized product facilitates agree- 
ments to fix prices; that the uni- 
formity which results from stand- 
ardization makes price-fixing sim- 
pler for competitors who have 
the urge to do so. One court said 
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IS 


STANDARDIZATION 


By Ephraim Jacobs, chiet 


ILLEGAL? 


Legislation and Clearance Section, Antitrust Division, Department of Justice 


specifically, “that it was easier to 
reach the goal of uniform prices 
on a standard product than on one 
which was not.” Another court has 
suggested, rightly or wrongly, 
that a standardized product cre- 
ates a tendency toward uniformity 
of price. 

It is important to remember 
that a conspiracy may be found 
from all the circumstances. Di- 
rect evidence of agreement is not 
necessarily required. So if there 
exist a number of uniform ele- 
ments such as a standard product, 
identical prices, price changes on 
or about the same day, similar 
methods of price publication and 
identical discounts, a court might 
very well find that this is all evi- 
dence of a combination or con- 
spiracy to fix prices. It will enjoin 
utilization of the standard pro- 
gram as part of the conspiracy. 

A second type of combination 
which courts have said violates 
the Sherman Act is a combination 
among competitors to limit or sup- 
press production. This makes it 
important that those who adopt a 
standard should not undertake by 
agreement, express or implied, to 
discontinue producing non-stand- 


ard competing products. It may be 
that before a court would find such 
an agreement illegal it would ex- 
amine all the facts and circum- 
stances surrounding the agree- 
ment, and would consider ulti- 
mate objectives. Nevertheless, an 
agreement to stop producing non- 
standard products is on its face so 
close to what the antitrust laws do 
not favor, that I believe it is the 
safest course just to avoid it. 

I should distinguish at this point 
between, on the one hand, agreed- 
upon or combined action to dis- 
continue production of a non- 
standard product, and on the other 
hand, individual or unilateral de- 
cision and action to discontinue a 
product. The antitrust laws, as- 
suming no other illegal factors are 
present, do not prevent the latter. 
Each participant in a standardiza- 
tion program should retain his 
right to complete independence of 
action insofar as other products 
are concerned, and he should re- 
serve the right to depart from the 
standard according to the dictates 
of his own judgment. This reten- 
tion of freedom of action will to 
some extent reduce the probability 
of a finding that there has been an 
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Ephraim Jacobs 


agreement or combination to cur- 
tail production. 

What about the mere agreement 
to adopt or accept a suggested 
standard? Can this alone ever lead 

» antitrust involvement? I think 
the answer is “yes”. It depends on 
the nature or the character of the 
standard adopted. The adoption of 
some standards might impose un- 
reasonable restrictions on the 
competitive vigor of the partici- 
pants, with resultant harm to con- 
sumers. Let me illustrate what I 
mean. I would assume there would 
be no harm to competition or to 
consumers to adopt a standard for 
the shape and size of flashlight 
batteries. Square batteries would 
not fit round flashlights. Conform- 
ing the shape and size of the bat- 
teries to the flashlights is obvious- 


ly necessary and beneficial. How- 
ever, the consequences would be 
entirely different, I believe, if the 
standard should set a maximum 


on the usage hours of the battery. 
This kind of standard would re- 
late to a very basic competitive 
element, and it would deter an 
attempt by competitors to excel 
with respect to this particular ele- 
ment. Thus, it would not only im- 
pair competitive vigor, but would 
also result in probable harm to the 
consumer, who might not get as 
good a battery as he would before 
the adoption of the standard. A 
few years ago, the Federal Trade 
Commission ruled on a case in- 
volving standards on pencils. It 
found, as one of the objectionable 
features of the program, that it 
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had been used to impose a limita- 
tion on the quality of pencils. Its 
use for this purpose was enjoined. 

Some standards programs have 
the necessary effect of excluding 
third parties, or at least of disad- 
vantaging third parties. Let us 
suppose that a standard adopts a 
product or describes a process that 
is dependent upon a patent or 
technical information not avail- 
able on equal terms to a segment 
of the industry; or that it requires 
the use of a raw material not 
readily available to this segment; 
or that it requires this segment to 
buy new machinery beyond its 
means, or to engage in expensive 
retooling. In this context, part of 
the industry might be excluded 
from enjoying the benefits that 
flow from being able to produce 
the standard product. More im- 
portant, some of the smaller com- 
panies might not even be able to 
continue in business. This, I think, 
emphasizes the necessity for hav- 
ing a very democratic standards 
program that takes into account 
the needs of, and the effects of the 
program on, all segments of the 


industry. 


Unfair Competition 


The Department of Justice has 
occasionally encountered a stand- 
ards program which appeared, 
purposefully, to exclude some 
members of an industry from ac- 
cess to a market. In one instance, 
the participating companies repre- 
sented about 60% of the industry, 
but held themselves out as repre- 
senting 85-90%. They then sub- 
mitted to users of their products, 
including Government agencies, 
certain product specifications for 
specific uses, and they undertook 
to obtain, and did obtain, accep- 
tance of these specifications by the 
users. They recommended only 
one product for a specific use even 
though other products would have 
been suitable. These recommended 
specifications actually described 
their own products, and not the 
products of their competitors. The 
competitors were given no notice 
of the specifications being submit- 
ted, and were placed at a severe 
competitive disadvantage. 

Might you, the purchaser or 
consumer or user of a standard 
product or process, become legally 
involved in an illegal program? 


It it possible. The answer might 
turn around the question of how 
actively you attempted to in- 
fluence the adoption of the pro- 
gram, or whether you participated 
in any stage of its development. 
To be held liable as a co-conspira- 
tor, the law does not require par- 
ticipation in all aspects of an illegal 
program. Participation in part, if 
it is in furtherance of the objec- 
tives of the conspiracy, is suffi- 
cient. 

Judging from a pamphlet I re- 
ceived from N.A.P.A. entitled 
“Standardization Manual,” I 
gather it is part of your function 
to influence suppliers to stand- 
ardize. There is a paragraph in the 
manual that discusses how you 
should encourage standardization. 
This paragraph, I am sorry to say, 
was apparently not drafted with 
the care and attention that was 
given to a previous pamphlet. In 
telling you how to influence sup- 
pliers to standardize, it urges you 
to bring to their attention the 
limitations and economic disad- 
vantages resulting from failure to 
standardize. The disadvaritages 
mentioned are that the absence of 
standardized parts (1) contributes 
to further diversification, (2) con- 
tributes to continued high costs, 
and (3) is an attractive invitation 
to competition: 

If I were you, I think I would 
tell national headquarters about 
that; maybe they will leave it out 
of the next printing. In any event, 
I would not encourage suppliers 
to standardize by telling them 
failure to do so will attract com- 
petition. 

Suppose by inadvertence, care- 
lessness or otherwise, you find 
yourself embroiled in a program 
that has illegal features or is part 
of a combination or conspiracy. 
Now what are the legal implica- 
tions? And by this I mean ulti- 
mate implications, i.e., will you go 
to jail or not? Well, most of the 
time it’s not quite that bad, but it 
can be very inconvenient. 

The Department of Justice 
might institute proceedings under 
the Sherman Act. These proceed- 
ings can be either criminal or civil, 
or both. If criminal, the object is 
to punish. Theoretically, if found 
guilty, you can be sent to jail by 
the judge for a period not to ex- 

(Please turn to page 284) 
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By Art Pearson 


Solution to Special 


Buying Problems 


Staff Assistant to Director of Materiel, Northrop Aircraft, Inc., Hawthorne, Calif. 


VenporR-VENDEE relation- 
ships are undergoing some radical 
changes in the aircraft and mis- 
sile fields. How drastic these 
changes may become was re- 
vealed recently during a vendor- 
vendee meeting at Northrop Air- 
craft, Inc., between vendors of 
electronic aircraft and missile 
components and the heads of the 
various Northrop departments. 
The results of these meetings are 
significant for other industries 
where technological advance is 
rapid. 

This was the sixth such vendor- 
vendee meeting held at Northrop 
during the past several months. 
Northrop’s Procurement Research 
Division is enthusiastic about the 
success of these meetings to date, 
and predicts even greater suc- 
cesses as the meetings continue 
in mutual effort to solve prob- 
lems. 

The overall problem implied is 
that vendor’s shelf items are sel- 
dom exactly suited to the require- 
ments of a high precision product 
such as a supersonic airplane or 
a guided missile or rocket. Ven- 
dor items must now be designed 
and built to specific vendee re- 
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quirements and specifications. 

Solution to this one big prob- 
lem seems to lie in closer co- 
operation between the vendor and 
vendee from the time bids are 
let until the product is delivered, 
tested, installed, in service, and 
all service feed-back data and 
suggestions incorporated in the 
product’s design. As part of the 
general solution, the following 
basic areas were covered in the 
discussions: 

Symposium bidding: The high- 
ly complex nature of many preci- 
sion items, coupled with specific 
operational requirements, makes 
it very difficult to prepare a bid 
package that covers every detail 
and requirement of the item in- 
volved. Furthermore, such a bid 
package may be subject to vary- 
ing interpretations. 

A meeting of the various ap- 
proved vendor representatives 
with the appropriate Northrop 
officials at the time the bid was 
let, and an open discussion of all 
problems involved, would act to 
clarify all questions. It would 
eliminate errors in interpretation, 
and give each vendor an equal 
chance to qualify his bid. 


Quality control: Once the speci- 
fications and requirements of an 
item are established, some meth- 
od must be employed to deter- 
mine whether the item meets the 
requirements. The sooner a re- 
ject is caught, the less costly it 
is. Increased quality control at 
the source was suggested as a 
solution to this problem. Under 
such a setup, the vendee would 
help establish quality control 
standards in the vendor’s plant 
and assist the vendor with quality 
control while a product was being 
manufactured. This would eli- 
minate costly rejects after the 
product was delivered. 

Divergencies in product quali- 
fication test data between that 
recorded by the vendor and that 
obtained by the vendee are quite 
common. Methods that would eli- 
minate these divergencies were 
discussed. Here again closer co- 
operation seemed the only solu- 
tion, with a complete understand- 
ing between the vendor and ven- 
dee as to how such test data must 
be obtained, the conditions im- 
posed, and proper interpretation 
of the test data by both parties. 
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Paul Brown, Northrop engineer, discusses vendor-vendee ‘product 
nprovement program to supplier representatives. Jim Willson, 
buying supervisor for electronics products, stands at left. 


dimensional requirements 
being specified by engineers 
» aircraft and missile fields 
recognized as a difficult 


rdle for many vendors. Some 


dimensions are in the 
shborhood of one second of 
re, which interpreted for the 
nan would mean the arc cov- 
| by the eye while viewing 
upper and.lower edge of a 

at a two-mile distance. Sur- 
flatnesses are now measured 
light fringes” instead of deci- 
inches, with a “light fringe” 


nese 


ng equal to 11.6 millionths of 


ch. Some surfaces on guided 
ile parts must be flat within 
half light fringe. Require- 
ts like these only accentuate 
fact that stock or shelf items 


not be used to fill a bid. The 


of producing an item to meet 
tolerances is high to begin 
and would be prohibitive 
he event many rejects were 
suntered, This is another good 


sument for the vendee assisting 
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solving quality control prob- 

; at the source. 

roduct reliability: It was 

lily agreed that there are 
y interpretations of reliability 

1 no established standards to 
s a guide. The fact that an 


n meets its qualification tests 


does not guarantee its reliability; 
nor is reliability necessarily guar- 
anteed by the fact that one item 
selected. from a lot successfully 
completes a specified number of 
operational cycles. 

To stress this fact, it was noted 
that currently it is costing the 
United States Air Force two dol- 
lars a year to maintain each dol- 
lar’s worth of electronic equip- 
ment. If an average component 


has a normal five-year life span, 
the overall maintenance will be 
ten times its original cost! 

The design, manufacture, and 
testing of such perfectly reliable 
components must be a unified ac- 
tivity that cannot be divided be- 
tween a vendor and a vendee. 
Only “heads together” coopera- 
tion produces desired results. 

It would be pointless to men- 
tion the numerous detail prob- 
lems discussed at the Northrop 
meeting. These problems would 
differ from day to day, and be- 
tween different companies. But 
the big problems are all-encom- 
passing, and their solution will 
undoubtedly establish a pattern 
for future purchasing techniques 
in conjunction with highly com- 
plex and costly items. This trend 
will undoubtedly spread from the 
aircraft and missile fields, and 
will grow in direct proportion to 
technological advances. 

If a single word was used to 
describe the activities that will 
motivate these new vendor-ven- 
dee relationships, it would have 
to be “liaison” .. . . complete and 
mutually beneficial liaison from 
the time the engineer begins the 
design thru the bidding and pro- 
curement until the item or prod- 
uct involved is in service and 
proved. Any lesser cooperation 
is bound to prove costly both in 
time and money, and in the case 
of military weapons, in national 
security. 


Vendor personnel observing ground support test equipment. 
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15 Case Studies 


of Successful Purchasing 


Well known purchasing executives give their own experiences as ex- 
amples of how purchasing can make profits with cost reduction tech- 


niques and improved buying methods. 


Look at Truck Fuel Cost 


M. C. Farrell, Mason- 
ite Corp., Laurel, Miss.; 
Cost saving changes 
often meet with resist- 
ance. This was the case 
when we converted our 
fork lift trucks and 
warehouse tractors 
from gasoline to liquid 
petroleum gas. Insur- 
ance underwriters were 
at first dubious about 
approving the LP gas 
for use inside our build- 
ings. There was a considerable problem finding a 
suitable storage area for the gas which would 
comply with regulations and still be convenient 
for the trucks. Individual drivers and our own 
safety department had to be convinced that the 
fuel was safe and presented no undue hazards. 
Objections gradually melted away and now, after 
more than 20 months experience with LP gas, 
we can report these results: 

1. Fuel savings alone are more than $10,000 
per year and consumption of motor oil has been 
cut 60-70%. 

2. A tractor that was formerly working on 
gasoline had to be overhauled as often as once 
every six months. Now, the life between over- 
hauls is up to at least 12-18 months. 

3. Noxious fumes which were once a source 
of grievance in the warehouse have been com- 
pletely eliminated. 


Save With Purchase Analysis 


Charles E. Colvin, 
Ethyl Corp., Baton 
Rouge, La: Until re- 
cently we always speci- 
fied chemical porcelain 
for piping muriatic acid. 
The porecelain itself is 
an excellent material 
for this service. But 
maintenance costs were 
high for two reasons: 
First, the cast iron trim 
and flanges on the 
values were attacked 
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through accidental acid exposure. Second, our 
people broke many of the fragile porcelain valve 
stems. Purchase analysis spotlighted the heavy 
consumption of the porcelain valves and we at- 
tempted to do something about it. We tried a 
number of different acid-proof valves. Finally we 
settled on a Buna-N hard rubber valve that will 
last twice as long as the porcelain valve. Though 
the new valves must be especially made for us, 
we save in three ways by using them: 

1. Original cost is lower. The custom-made rub- 
ber valves cost $38.64 each compared with $83.00 
for stock porcelain valves. 

2. Because the rubber valves last longer, we 
only had to buy about half as many of them. 

3. Maintenance replacement costs and opera- 
tions interruptions have been substantially re- 
duced by less frequent replacement of faulty 
valves. 

We calculate that our net purchase cost reduc- 
tion is over $12,000 per year on an item that 
formerly cost us $16,000 a year. Thus, it’s over 
76%. 


Profit from Your Mistakes 


George H. Cole, Ala- 
bama Power Co., Bir- 
mingham, Ala: You 
often learn only by 
making mistakes. I can 
recall one that was a 
whopper but which has 
probably paid the com- 
pany dividends many 
times over. Back in the 
early days of my assign- 
ment to a buyer’s desk, 
I got a requisition for a 
dozen iron castings with 
pattern number specification and previous order 
reference. I sent an inquiry to the previous sup- 
plier and then gave him the order. A short time 
later, I got a call from our station superintendent. 
He said, “I received a carload of iron castings 
I didn’t requisition.” The vendor had pulled the 
wrong order copy and had bid on the wrong cast- 
ings. I had copied the bidder’s quotation and 
ordered a few thousand pounds of useless cast- 
ings. We agreed with the vendor to share the cost 
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of the mistake on a 50-50 basis. The cost to our 
company was still several thousand dollars. Ordi- 
narily this would not be considered a very good 
purchase. But it paid off in this case. We have 
since been very careful in checking specifications 
and quotations. 


Cut the Cost of "Nuisance" Items 


E. W. Gray, Ford 
Motor Co., Louisville, 
Ky: We don’t issue a 
formal purchase order 
for items with a value 
of less than $15.00. 
When we receive the 
requisition, we _ select 
the source and advise 
him that he will not 
receive a_ confirming 
order. Instead, he is 
told to bill and ship 
against our purchase 
requisition number. We then process the requi- 
ition and forward it to our accounts payable 
section where it acts as an authority for payment. 
When we make small purchases from vendors 
ve contact infrequently, we use a slightly dif- 
ferent .procedure. In this case we pay cash for 
the purchase either when it is delivered or when 
we pick it up. The purchase requisition is the 
uthority for our cashier to give cash to our 
pickup man to pay for the purchase. In both of 
these small order procedures, we make out a 
special pick-up slip when we have our truck 
pick up the material at the vendor. The slip is 
delivered with the material to receiving and the 
purchase is forwarded to the requisitioner. 





Written Specs Cut Paperwork 


Harlan E. Cross, U.S. 
Pipe and Foundry Co., 
Birmingham, Ala: We 
use a combination req- 
uisition-purchase order 
which is first made up 
by the initiator of the 


requisition. Many of 
our orders for pipe 
joint accessories. re- 


quired lengthy specifi- 
cations that took up to 
a half-page of typing. 
This work couldn’t be 
done by the plant clerk because he didn’t have 
sufficient training. It had to be done by purchas- 
ing when it actually issued the order, and it was 
a slow and costly job. We licked the problem by 
making up a manual of standard specifications. 
Copies were sent to approved vendors and to our 
own plant personnel. Since each specification has a 
brief topical description of the material plus a 
U. S. Pipe specification number, the plant clerk 
needn't write out the entire specification. Every- 
one concerned can refer to his copy of the manual 
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for additional information. As a result, clerical 
savings of $10-12,000 have been made. In addi- 
tion, order processing is faster and errors in 
specifications have been all but eliminated. 


Mechanize Your Purchase Record System 


W. H. Harrison, Ten- 
nesSee Eastman Co., 
Kingsport, Tenn: We 
find that a punched card 
system for purchase 
records gives us more 
complete information at 
lower cost. With it, 
each buyer has com- 
plete, up-to-date re- 
cords at his fingertips. 
When a requisition for 
equipment or supplies 
is received, a_ type- 
writer card punch machine registers it and 
punches a card to indicate requisition number, 
date, material covered, date required and buyer. 
When the order is placed, another card is punched 
to show vendor, order date, material classifica- 
tion code, delivery promise, and vendor location 
code. All correspondence relating to delivery is 
routed through the card punch and information 
on shipping promises and date of follow-up is 
recorded. Cards are run through the IBM ma- 
chine and detailed reports are printed. As a re- 
sult, -both purchasing and all other interested de- 
partments can get up-to-date information on the 
status of each order. When an order is received, 
information on it is removed from the IBM rec- 
ords so our reports always show orders out- 
standing. 


Switch from Drums to Tank Cars 


Frank S. Kaufman, 
Atlanta Paper Co., At- 
lanta, Ga: We used to 
buy ethyl alcohol, ethyl 
acetate, acetone, toluol, 
etc. in drums. To cut 
cost, we _ investigated 
investment in storage 
tanks so we could buy 
at tank car prices. We 
found that a 10,000 gal- 
lon tank installation 
complete with pumps, 
metering devices, etc. 
costs about $4,500. With this investment, we are 
able to cut the cost of ethyl alcohol by 16¢ per 
gallon by buying tank car quantities. Our savings 
on this material alone currently run about $40,000 
per year. We’ve also been able to make sub- 
stantial savings on materials where our usage 
doesn’t justify full tank car purchases. We save 
on them by buying in compartment tank cars; 
each compartment holds 2,000 gallons. You can 
save by buying in compartment tank cars even 


PuRCHASING 

















if you don’t have a storage tank. A 2,000 gallon 
shipment fills less than forty 55-gallon drums. 
With a price saving of 2%-16¢ per gallon by 
buying in compartment tanks, it’s often economic 
to fill your own drums from the tank car. 


Carefully Control Surplus Stores 


L. C. Teague, Ten- 
nessee Coal & Iron Di- 
vision, United States 
Steel Corporation, Fair- 
field, Ala: If you watch 
your surplus stores and 
control them efficiently, 
you can eliminate the 
need for a lot of pur- 
chases. To cope with 
this problem, we made 
a complete survey and 
found many “private” 
stocks in maintenance 
shops and construction sheds. These stocks were 
returned to stores and ground rules were set up 
for defining and promptly reporting surplus. A 
surplus material card to show location, date of 
purchase, description, vendor, price, condition, 
and details for recording disposition was created. 
Three copies of the surplus card are made up; 
one goes to the central stores control section; 
the other two are kept by the storekeeper 

If surplus does not move within a reasonable 
time or it appears that we won't need it, it is 
first offered to our affiliates. Then, without ex- 
erting any pressure, we offer it for sale to the 
original supplier provided the surplus is in good 
condition. Thereafter, we offer it to any potential 
buyer. Substantial and profitable results have 
been obtained with this procedure. 





Save on Repeat Buys 
J. W. Glover, Rey- 


nolds Mining Corpora- 
tion, Bauxite, Ark: 
Requisitioning of re- 
pair parts for equip- 
ment used to be done 
in a haphazard manner. 
Foremen requisitioned 
whatever they thought 
might be needed. As a 
result, one item might 
be overstocked and an- 
other might be short. 
With 9000 items in in- 
ventory, balanced stocks are a must. We got 
them with our new system. We use a traveling 
requisition now. On it is placed description of 
the item along with an indication of the equip- 
ment it’s used on, maximum and minimum stock, 
and basic ordering information. Requisitions are 
filed numerically by the requisitioner and a cor- 





Adapted from talks at the 1956 N. A. P. A. District 
Seven Purchasing Conference in Louisville, Ky. 
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responding Kardex card is kept in stores for a 
working record. Purchasing is much easier with 
the permanent requisitions since they provide a 
permanent history of vendors, prices, etc. 


Don't Overlook Quantity Discounts 
Harold O. Hill, Al- 


ladin Industries Inc., 
Nashville, Tenn: Alert 
purchasing can make 
substantial savings by 
analysis of quantity dis- 
counts,packaging 
methods, and selection 
of proper transporta- 
tion and adequate ma- 
terial handling equip- 
ment. We were recent- 
ly able to save more 
than $10,000 per year 
by buying aluminum coil sheet (1) in quantities 
large enough to get the base price without a 
quantity extra and (2) by specifying that the 
material be shipped on 2500 lb. skids instead of 
1800 lb. skids. We had to buy some new material 
handling equipment to handle the heavier skids 
but the investment more than paid for itself. 
In another case, we were buying cold-rolled 
strips from two mills of the same company—one 
located in Indiana and the other in Ohio. This 
meant LTL shipments in most cases. Now we 
get all our requirements from the one mill. With 
careful sceduling, we’re able to combine several 
items and ship from one point in carload quanti- 
ties and thereby save more than $3000 per year. 





Save by Combining Requirements 


M. B. Eubanks, Rie- 
gel Textile Corp., Trion, 
Ga: We use over 200 
different types of cor- 
rugated in our plants 
in North and South 
Carolina, Georgia, and 
Alabama. Formerly 
each plant bought its 
own requirements. Now 
one man is responsible 
for container purchases 
for all plants. Complete 
specifications are writ- 
ten for each container and manufacturers are 
invited to bid on the combined business for all 
plants each quarter. The results: (1) Four buyers 
can spend 20 hours per month on other activi- 
ties; (2) Salesmen who used to call two or three 
times per month now need call only once or twice 
per quarter, thus saving both their own and the 
buyer’s time; (3) business is contracted by the 
quarter on a firm price basis and, since total 
quantities are greater, it is more attractive to 
suppliers; (4) we have made big savings by hav- 
ing suppliers quote on total volume. 

(Please turn to page 288) 









































Savings Through 


Purchasing— Traffic Cooperation 


How important savings and greater efficiency were obtained through the 
coordinated efforts of the purchasing and traffic departments at Eastman 
Kodak Company were detailed by Francis P. Ryan, assistant general 
traffic manager of that company at the recent Canadian Purchasing Con- 


ference. Three typical examples cited by Mr. Ryan follow. 
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Less-truckload 


Less-Carload Transportation 


Both traffic and transportation 
people say that small shipments 
travel very slowly, and that fast 
transportation service is just not 
obtainable. This is not, and should 
not be, the case. 

We have attempted to solve our 
small shipment problem by pro- 
viding “standard routing instruc- 
tions” for our vendors. Our first 
decision involves the careful se- 
lection of a freight carrier. Next, 
we provide complete routing in- 
formation on our purchase orders. 
We specify the routing as follows: 


Shipments weighing from 1 to 40 
pounds—Parcel Post 
Shipments weighing from 41 to 60 
pounds—Express 
Shipments weighing 61 pounds 
and over—truck, rail, 
or any other appropriate freight 
routing. 
Parcel Post maximum package 
weight—20 pounds. 
Do not insure parcel post or ex- 
press sold f.o.b. shipping point. 


We were frequently at a loss to 
determine the exact weight of a 
shipment as it was listed on our 
purchase order. By providing 
this rather lengthy routing in- 


struction, we covered all possibil- 
ities and no longer feared mis- 
routing by misjudging weight. 

We cooperate with purchasing 
on the policy that the traffic de- 
partment contacts the transporta- 
tion companies, and the buyers 
contact the vendors. In this in- 
stance, the purchasing depart- 
ment agreed that we could con- 
tact the vendors to provide the 
routing instructions. The result 
of this procedure allows us to ob- 
tain fast and reliable transporta- 
tion service on all of our ship- 
ments and, by our contacts so 
established with the traffic man- 
agers of the vendor companies, 
we find more and more oppor- 
tunities to select the best form of 
transport for our products. Our 
secret here was to convince the 
purchasing people that we could 
be of service to them. 

Purchase orders are no longer 
delayed in passing through our 
traffic section. The buyers are not 
pestered repeatedly with requests 
to determine the exact weight of 
shipments. Complete routing in- 
formation is available, and our 
traffic man no longer performs a 
routine traffic function as a rout- 
ing clerk but is allowed an op- 


Shipments Weighing 10,000 


In 1955, we began a campaign 
to learn more about all of our in- 
bound traffic, and this medium 
shipment problem presented it- 
self almost immediately. We 
began to compile records on a 
daily basis for all shipments 
weighing 10,000 pounds and over. 
The daily record was by product, 
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Pounds and Over 


by point of origin, and contained 
the freight classifcation descrip- 
tion, the rate, and the transit re- 
cord. These individual product 
records indicated immediately 
that there are many opportunities 
for us to buy in greater volume 
at lower transportation rates with- 
out disrupting inventory planning. 


portunity to exercise and develop 
more and more cooperative func- 
tions for the purchasing depart- 
ment. 


Pooling 


We have established, through 
traffic studies, the fact that we 
can purchase small shipments in 
sufficient quantity from a city or 
metropolitan area to fill a freight 
ear or trailer on a daily, semi- 
weekly, or weekly basis. 

The freight rate that applies on 
small shipments, for example, may 
be $2 per 100 pounds. By combin- 
ing many small shipments to 
make a 20,000-pound carload or 
truckload, the freight rate to ap- 
ply may average $1.20 per 100 
pounds. By pooling these ship- 
ments, you get better transit time 
at a much lower cost. Your trans- 
portation savings in this instance 
would amount to $160. Our aver- 
age savings by pooling approxi- 
mate 40 percent of the less-truck- 
load or _ less-carload higher 
charges. 

By scheduling the movement of 
these pool cars or pool trucks 
from our origin city, we provide 
buyers with a precise shipping 
schedule from a particular city. 
And we give them a definite de- 
livery day at destination. This 
scheduling of pool cars and trucks 
gives the buyers dependable serv- 
ice and tends to decrease the need 
for expedited, expensive trans- 
poration services. 


Carriers have established truck- 
load minimum weights and rates. 
On a 10,000-pound shipment, your 
traffic man will notice that he is 
billed for a 20,000- or 23,000- 
pound shipment. This billing 
method results from tariff rules 
which state that a less-truckload 
amount may not cost more than 
a truckload. If you do pay on the 
20,000-pound basis, however, it 
becomes obvious at once that you 
could also have shipped an addi- 
tional 10,000 pounds without a 
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cent added to freight charges. 

Along the same line, we are 
also to compare purchases made 
of the same product from different 
cities and to provide the buyers 
with rate information from more 
than one source of supply. By 
providing the rate information in 
this fashion, the buyers are able 
to compare real total cost of the 
product from each source and to 
arrive at a total unit cost that is 
nost beneficial to them and to 
sur company. 

The transit time on truckload 
or carload traffic is also easy to 
regulate. More rapid transit is 
always a desirable feature as far 


as purchasing is concerned and 
rapid and efficient transit at the 
lowest cost was the result of this 
plan. 

We have also found that where 
we can provide complete trans- 
portation information, the buyer, 
too, finds many advantages. In 
one instance where the combining 
of orders—or perhaps I should 
say the increasing of the order to 
obtain a truckload instead of a 
10,000-pound rate—gave us a re- 
duced transportation charge, the 
buyer was provided with the op- 
portunity to request a reduction 
in the product price. Traffic ob- 
tained a reduction of one cent per 


Truckload and 
Carload Traffic 


The recording of volume ship- 
ments by truck or rail offers 
many opportunities for rate ad- 
justments. Frequently, we find 
that rates differ between rail and 
motor service on volume traffic. 
The many factors must be con- 
sidered, including plant location, 
rail siding facilities, transit time, 
among others, determine the 
method of routing that will be 
most satisfactory. On volume traf- 
fic, however, we find an oppor- 
tunity for rate negotiations with 
the carriers. The fact that rates 
are a negotiable item is not al- 
ways clearly understood by non- 
traffic people. It is the job of the 
traffic manager to develop a com- 
plete picture of his transportation 
problem, to carefully analyze and 
interpret it, and to influence the 
total cost of the products by ad- 
justing freight rates that are not 
satisfactory as measured by traf- 
fic and transportation standards. 

3y reviewing the traffic records, 
we can determine the product 
type, volume, frequency of move- 
ment, and the applicable rates. 
These factors can be compared 
with other standard rates that 
apply on similar products, and 
new rates can be established. 
Carriers must be provided with 
all the necessary data to substan- 
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tiate a rate reduction request, and 
the obtaining and presenting of 
this data is the job of the traffic 
manager. 

By making all of our transport- 
ation facts known to the buyers 
and by learning from them the 
transportation terms of sale, we 
are able to negotiate rate adjust- 
ments on those products where we 
have a need to concentrate our 
effort. 

Purchasing—traffic cooperation 
is made much easier when pur- 
chasing 

1. Confers with the traffic man- 
ager as soon as possible when a 
purchase is to be made to give 
him time to provide traffic in- 
formation. This applies partic- 
ularly on volume shipments 
where rate negotiation might be 
necessary. It is difficult to adjust 
freight rates when the volume of 
traffic begins to move. It is less 
difficult to obtain favorable rates 
before the movement begins, be- 
cause the traffic offer to a carrier 
serves as an incentive to under- 
take the task of rate-making. 

2. Provides or makes available 
all the information the traffic man 
needs. 

3. Does not specify methods of 
shipment. Just specify delivery 
dates. A good traffic manager will 


pound ratewise, and the buyer 
obtained a reduction of three 
cents per pound buying in a 
larger lot. 

The traffic department repre- 
sentative visits with the buyer or 
buyer group to provide them with 
additional traffic data. We find 
that by offering these services 
frequently to the buyers they are 
better informed about our traffic 
problem. They can be of great 
assistance to us in scheduling 
carrier traffic, providing sufficient 
volume for individual carriers to 
interest them—the carriers—in 
providing good service to retain 
our account. 


see to it that your delivery sched- 
ule is met. 

4. Does not use expedited serv- 
ices without consulting _ traffic. 
The ordinary running schedule 
of the carriers may provide the 
service you need without the pay- 
ment of extra charges. 

5. On a multiple plant basis 
within the confines of a city or 
metropolitan area, buys with a 
centralized traffic control. Mate- 
rials destined for more than one 
plant may be readily combined in 
accordance with the programs or 
plans we have mentioned. These 
additional plants provide more 
tonnage and make the completion 
of the assembly planning more 
profitable. 

Purchasing — Traffic coopera- 
tion is made much easier when 
traffic 

1. Uses initiative to establish 
new and creative plans to assist 
the buyers in obtaining the trans- 
portation they require. 

2. Makes an effort to compare 
its operational plans with the 
plans of traffic departments in 
other companies to make certain 
they are not operating under old- 
fashioned or ancient systems of 
traffic control. 

3. Writes into its job assign- 
ment a definite cooperative plan 
or program that will allow them 
to offer concrete, specific, and 
helpful traffic information to pur- 
chasing. We cannot expect every 
member of a company to come to 
us, asking our help. 
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economic 
conditions 














Business sentiment continues bullish. Economists predict 


Gross National Product will be up about $12-16 billion 
next year. Purchasing agents don't disagree with their 
forecasts. 6% of the respondents to Purchasing's Opinion 
Poll (see p. 7/) think business will be better in 1957. 











Forecasts made last year that business would be up slight- 
ly in 1956 have been quite accurate. However, the best 
forecasters sometimes make mistakes. Weak spots develop 
in the economy and their effect is underestimated. There 
are several on the horizon right now that could sour the 
current rosy outlook. 














One potential weak spot is profits. They're going down 
even though sales are generally reaching new highs. The 
reason: steadily rising wage and material costs. Lower 
profits do more than just make unhappy stockholders. If 
businessmen don't have healthy profits, they won't expand. 
And plant expansion expenditures have been one of the 
major foundations of the current boom. 








So far, forecasts indicate no big drop-off in expansion. 
But some economists aren't sure where the money is going 
to come from. There's no sign of a let up in demand for 


higher wages to take the pressure off profit margins. 
Money is tight and loans are getting both more expensive 
and harder to get. Federal Reserve Board is faced with 
a dilemma. If it makes money easier, the result will 

be unchecked inflation. If it keeps money hard, it may 
cut back legitimate business expansion too much, 











Another possible weak spot is that expansion can be car- 





ried too far temporarily. Corporate investment spending 
for 1956 may hit $35 billion. This could be (though so 
far there's no indication that it actually is) more ca- 
pacity than the market can absorb. If it is, new invest- 
ment will drop off sharply. 








Fortunately, it's awfully hard to be bearish even if it's 
assumed that plant expansion will fall off. If it does, 
much of the slack will be taken up by housing. Current- 
ly, FHA and VA mortgage money is so short that it has 
hurt the industry. If business expansion slows down, it 
will again become readily available and provide the 
stimulus needed for continuing prosperity. 
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Dept. Stores Sales Index (Fed. Res.) .......... 1947-49—100 124 127 128 — 23 — 3.0 
Commercial Failures (Dun & Bradstreet) ..... no. 271 253 237 + 7.1 + 14.3 
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THE PULSE OF BUSINESS 


Mixed Price Trend 


Continues in Metals 


There’s no disagreement that the longer term outlook for commodity prices is continued 
inflation. The big questions are when and how much. Supply and demand conditions give 
the answers. In copper the honeymoon is over—temporarily at least. The current nominal 
price of 36¢ is shaky. Supplies are adequate and—in some cases—substitutes are available 
at lower cost. In the other commodities, the situation is less bullish from the buyer’s view- 
point. Another general steel price increase is probable. The Suez situation will undoubtedly 
influence oil prices. Labor cost inflation will no doubt have its effect on other commodities. 
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Sales, Inventories and New Orders 





Valve of Manufacturers’ Sales 1956 
Seasonally Adjusted 
(Millions of Dollars) May June July Sept.(p) 


All manufacturing industries 27,814 27,651 26,158 27,691 
ee io 13,754 13,850 12,627 13,730 
pa e-egan 2,472 2,533 1,224 2,413 
Fabricated metal 1,486 1,484 1,382 1,438 
Machinery . 3,935 3,923 4,032 3,941 
Transportation equipment 2,972 2.971 3,058 3,053 
Lumber and furniture 1.129 1.155 1.152 1.184 
716 693 689 667 
1,044 1,091 1,090 1,034 








Stone, clay and glass 
Other durable goods 


durable-goods industri 
een, ometlaoaa ig 14,060 13,801 13,531 13,961 
ge 
Satan 4,312 4,295 4,161 4,3% 
Textile 346 324 338 326 
Super 1,125 1,089 1,082 1,131 
Chemsice! 931 889 854 ove 
2,097 2,028 1,979 2,011 
Petroleum and coal 2'633 2'552 2'448 2'531 
Sener 464 450 459 ne 
Other nondurable goods 2,152 2,174 2,210 2,252 
Book Value of Manufacturers’ Inventories 
Seasonally Adjusted 


(Millions of Dollars) 


All manufacturing industries 48,566 49,080 49,238 49,535 
Durable-goods industries 

Primary metal 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay and glass 
Other durable goods 


28,123 28,174 28,179 28,178 
3,770 3,718 3,698 3,809 
2,920 2,907 2,885 2,893 
9,523 9,563 9,654 9,684 
6,830 6,755 6,730 6,639 
1,850 1,870 1,858 1,823 
1,036 1,061 1,067 1,049 
2,194 2,300 2,287 2,281 
~~ - ia, <.. 20,443 20,906 21,059 21,357 
Ssieaaen 4,467 4,587 4,634 4,698 
Textile 1,866 1,879 1,861 1,876 
Peper . 2,526 2,618 2,586 2,632 
See 1,144 1,181 1,225 1,255 
Chemical 
Petroleum and coal 3,479 3,512 3,540 3,618 
Rubber 2,828 2,953 3,041 3,065 
985 975 987 1,007 
3,148 3,201 3,185 3,206 
Manufacturers’ New Orders (Seasonally Adjusted) 
All Manufacturing Industries 28,803 27,883 26,998 29,099 
Durable goods industries 14,732 14,185 13,513 15,166 
Nondurable goods industries 14,071 13,698 13,485 13,933 


























p — preliminary r — revised n.a. — not available 
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NEW ORDER INDEX 


INDUSTRIAL SUPPLIES AND MACHINERY 
JULY 1948 = 100 
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Straws in the Trade Wind 


ALUMINUM SUPPLY EASES — The outlook for aluminum users is excellent. 
In fact, according to ALCOA President I. W. Wilson, productive 
capacity of his industry may be temporarily ahead of demand. 
As a result, the industry has intensified its sales efforts 
and is working on many new applications for the metal. By 
1958, Mr. Wilson predicts, total supply of aluminum will hit 
3 million tons annually. Consumption should hit this figure 
by 1960. 


CONSTRUCTION STILL UP — Latest F. W. Dodge figures show continuing 
upward trend in construction activity. Contract awards in 37 
eastern states total $21,1)7,72,000 so far this year. 
They're up 6% over 1955. Next year, they're expected to go 
up again. Total construction in 1957 is estimated at about 
$26, 783,000,000 -- up 7% over the estimate for 1956. With 
no fall off in construction activity, it seems unlikely that 
shortages of structural steel and other tight building ma- 
terials will ease in the near future. 


SUEZ SQUEEZE ON — The effects of the Middle-East situation are al- 
ready being felt in world markets. In Europe there are al- 
ready shortages; here we're experiencing higher prices. 
Bunker C oil is up 25¢ a barrell in New York and may go 
higher. Re-routing of crude rubber shipments across the 
Pacific through the Panama Canal, instead of westward through 
the Suez Canal, hasn't caused real shortages. But, psycho- 
logically, it may well be acting as a prop under prices. 


PRICE HIKES CONTINUE - Practically everyone expects higher prices. 
So far, they're not being "disappointed." Wholesale prices 
on the average are up 33% over their year-ago levels. Econ- 
omists predict they'll be up at least 3% in 1957. Purchasing 
agents expect higher prices too —- almost unanimously accord- 
ing to Purchasing's Opinion Survey. In fact, P. A.s seem to 
be spending their companies' money on the assumption that 
prices will continue their gentle upward trend. Inventories 
are up more than $5 billion in the last year. 


STEEL SETS RECORD - In October, steel mills produced 11,032,000 
tons and set a new record for monthly output. However, be—- 
cause of the strike, total steel production this year is still 
below its year-ago level. Heavy production in coming months 
will substantially ease the supply situation. The only type 
steel expected to continue tight is plate. 
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Purchasing’s Big Role 





In the Small Company 


5 Case Studies 





AS PART OF MANAGEMENT: 


Every member of the purchasing department par- 
ticipates in formulating company policy in a small 
company run on scientific management principles— 
Page 112 


THROUGH COST REDUCTION: 


A planned, vigorous campaign for cooperation with 
other departments earns purchasing respect and con- 
fidence, and leads the way to impressive savings — 


Page 116 


THROUGH COORDINATION WITH ENGINEERING: 


An engineering department learns it can depend on 
the practical knowledge and sound policies of its 
purchasing agent — Page 119 


BY SAVING BUYERS' TIME: 


Simplified system of handling local supply purchases 
gives a two-man buying staff time to give better at- 
tention to major items — Page 123 


BY PREPARING FOR EXPANSION: 


As a small company starts to grow bigger, purchas- 
ing makes an important contribution with analytical 
buying and good procedures — Page 125 








Purchasing Participates 


In Management 


Irs EASY to see why some 
small company executives take a 
baffled or scornful view of today’s 
trend toward scientific manage- 
ment in industry. They feel that 
concepts like “creative think- 
ing’, “participative management”, 
‘brain-storming”, and “communi- 
cations” are unreal when you're 
talking about a firm with only a 
few hundred employees. Strong, 
profit-conscious leadership—usu- 
ally by only one man—is their 
remedy for most business prob- 
lems. 


Management at Taco Heaters, 


Purchasing Agent Herbert Hummel 


Inc. thinks otherwise. And the 
company—which employs only 
250 people—has the results of a 
carefully planned management 
development program to dispute 
any scoffers. These are just a few 
of the things that have taken place 
at Taco since President John 
Hazen -White decided to run his 
business on modern management 
principles: 

Employees participate in for- 
mulating policy and procedure at 
every level in fact, not in theory; 

Executive duties have been re- 


(left) and Manager of Manu- 


facturing Hubert Essey at a regular Monday morning meeting. 
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aligned and broadened to use 
everyone’s full potential; 

Old employees know their re- 
sponsibilities and their authority; 
new employees are scientifically 
selected to fit in with the com- 
pany’s over-all management con- 
cept; 

And the objective of any man- 
agement program is being reached 
—Taco’s sales have been going up 
steadily for the past four years. 


Management Development and 
Purchasing 


Purchasing’s participation in 
the program is a good example of 
how a small department in a 
small company can play a big part 
in management affairs. 

When Mr. White began in 1952 
to re-arrange the Taco organiza- 
tion on the basis of what he had 
learned through American Man- 
agement Association courses and 
contacts with other executives, 
one of his first moves was in the 
area of production and purchas- 
ing. Hubert Essley, who headed 
up those activities was gradually 
given broader responsibilities, 
until he actually was performing 
the job of manager of manufac- 
turing. Then he was appointed to 
the post. An important part of his 
development is continuing attend- 
ance at AMA’s courses on man- 
agement. 

Mr. Essley, in turn, carried the 
development program over to his 
understudies, in purchasing’s case, 
Herbert Hummel. Mr. Hummel, 
who had worked for Mr. Essley 
in the purchasing department, is 
in the enviable position of report- 
ing directly to a man who pre- 
ceded him as head of the depart- 
ment. The mutual knowledge and 
understanding they have of buy- 
ing problems and policies, backed 
by the firm company policy of 
“participative management” gives 
purchasing an advantage that is 
unusual in smaller companies. 
This however is only the begin- 
ning of the Taco purchasing plan 
for Taco’s purchasing department 
comprises three people, Mr. Hum- 
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mel, Mr. Tomasso and Miss Mc- 
Phillips. 

John Tomasso, a Taco employee 
for 22 years, has the experience 
and knowledge of Taco products 
necessary to expertly run his 
function, which is mainly the sys- 
tematic inventory and purchase 
record keeping on the Kardex 
control, which is the heart of the 
Taco inventory control. Mr. Tom- 
asso handles the interviewing and 
buying from salesmen of all office 
supplies. His able work in this 
capacity has enabled Taco to re- 
duce their expenditures in this 
area very substantially. A good 
example of his ability is illus- 
trated as follows: Mr. Hummel 
was out of town visiting vendors 
for several days. During this pe- 
riod Mr. Tomasso as usual was 
handling the interviewing of all 
salesmen. A new carton supplier 
called who impressed John with 
his company’ qualifications in the 
design field. A product was given 
to the salesman to pack and 
through a cooperative program of 
discussing with the using depart- 
ment and testing various samples 
a new carton evolved which the 
company is now using with an- 
nual savings of $10,000—$15,000. 
The new carton is also easier to 
pack and increases storage capa- 
city by 33%. The important point 
here is that the entire project was 
Mr. Tomasso’s from start to fin- 
ish with Mr. Hummel participat- 
ing only on a discussion basis. 

Miss McPhillips is responsible 
for the typing of all purchase or- 
ders, filing, typing of letters and 
quotation requests and expedit- 
ing. In the latter field she main- 
tains a follow up system on all 
material purchase orders. A post 
card system is used for routine 
follow up but the bulk of her time 
in this area is spent in telephone 
and telegraph expediting. 


How Purchasing Participates 


Purchasing’s role in Taco man- 
agement is clearly spelled out in 
an organization manual. It is safe 
to assume that there are very few 
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How Well Is Purchasing 
Doing Its Job? 


Even the small company can set up performance standards 
for its purchasing department. At Taco Heaters, Inc., where 
purchasing issues less than 6,000 orders a year, the organiza- 
tion lists the following conditions as evidence that the depart- 
ment head’s performance is satisfactory: 


Regular discussions are held with supervisor and supervisor 
is informed of conditions in the purchasing section. 


Materials are planned, scheduled and committed in accord- 
ance with production requirements and production schedules 
can be accomplished without delay for lack of material. 


Location, and condition of warehoused material is known 
and action is taken to preserve it properly. 


Inventory is balanced by product. Raw material plus work 
in process inventory equals seven times turnover. 


Purchase orders carry schedules to keep material out of 
inventory until required. 


Year-end inventory is planned, set up, properly conducted 
on time and accurately completed. 


Two vendors are visited monthly. 


Vendor salesmen are interviewed promptly and feel Taco 
is a friendly customer. 


Value analysis results in verified savings of 5% of material 
purchases annually based upon usage. 


All people supervised have up-to-date lists of duties. 
Personnel problems are discussed with supervisor. 
Personnel are putting effort on most essential work. 


Purchase orders are expedited if delivery extends beyond 
specified date. 


Vendors are informed of quality wanted; quality control 
rejects are negotiated with vendor and returned promptly for 
replacement. 


Records are adequate and in good order. 
Scrap is disposed of to the company’s advantage. 
Completed staff work is practiced. 


Procedures for functions of purchasing are in writing and 
kept up to date. 


Relationships with other departments and personnel are 
harmonious, businesslike and effective. 
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Taco’s purchasing office. Mr. Hummel is on the telephone. Miss 
Margaret McPhillips and John Tomasso are in the foreground. 


nanuals outside the big com- 
panies that are so comprehensive 
and yet so brief and understand- 
able. 

In about a dozen typewritten 
sheets, the manual describes the 
functions, objectives, policies, job 
descriptions, organization, and re- 
lationships of the department. In 
addition, it lists reports to be 
made and standards of perform- 


ance. It outlines procedures for 


the company value analysis pro- 
gram and finally, provides a de- 
finition of terms used in the man- 
ual. 

Purchasing does more than fol- 
low a written set of “rules”, how- 
ever. Not a work week begins 
until Mr. Essley and Mr. Hum- 
mel sit down—promptly at 8 a.m. 
every Monday morning—to dis- 
cuss the problems and the pro- 
gress of the purchasing depart- 
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The monthly lead time report submitted to manufacturing by purchasing 


on 24 important items. 
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ment. These meetings, which gen- 
erally run for about an hour and 
a half, cover a wide range of top- 
ics. Most of the time may be taken 
up on two problems; at other 
times as many as a dozen subjects 
will be covered. But the objective 
is always the same: to assure full 
communication between the two 
men on all important develop- 
ments related to purchasing. As 
expressed in the manual, Mr. 
Hummel “will meet with his su- 
pervisor (Mr. Essley) on a reg- 
ular basis for the purposes of im- 
proving, clarifying, communicat- 
ing, coaching and counseling.” 

“You’d be surprised,” says Mr. 
Essley “how these weekly meet- 
ings cut down on the red tape, 
long winded conferences, point- 
less discussions and other prac- 
tices that actually cripple so many 
businesses. Herb keeps brief notes 
on everything we talk about at 
these meetings. He indicates what 
progress has been made, and what 
roadblocks exist. That way we 
know just what we should be 
talking about on that day, what’s 
coming up, and what we can file 
and forget.” 

Mr. Hummel provides Mr. Es- 
sley with the following reports at 
various times each month: ob- 
solete and surplus inventory; mo- 
tor analysis and commitment 
charts; tubing analysis and com- 
mitment charts; inventory report 
—availability compared to pro- 
duction schedules; lead time re- 
port; cash disbursement forecast; 
purchase commitment report; pro- 
gress charts on projects; value 
analysis chart. 


Contacts with Other 
Departments 


Personal contact and communi- 
cation is maintained in slightly 
different form with other Taco 
personnel. 

Once a month Mr. Hummel and 
the production planning super- 
visor meet for a thorough study 
of plans and materials. The aim of 
these meetings is to assure com- 
plete understanding “in depth” 
of material requirements and 
availability to meet production 
schedules. In a less formal way, 
purchasing also keeps in touch 
with the production foremen and 
encourages them to communicate 
material conditions. (Purchasing 
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buys material on the basis of 
monthly schedules issued by pro- 
duction control. These indicate 
firm requirements for one month, 
tentative requirements for the 
following month.) 

Purchasing plays an important 
part in Taco’s value analysis pro- 
gram—the goal of which is an an- 
nual cost reduction of 5%. It is 
represented on the value analysis 
committee, whose activities are 
outlined elsewhere in this article. 

In addition to maintaining these 
various contacts, Mr. Hummel is 
an active “pupil” in the communi- 
cation school that is part of Taco’s 
progressive management program. 
Classes are made up of repre- 
sentatives of various departments 
who play different roles. A typ- 
ical manufacturing problem is 
posed, for example, and role play- 
ers are put in the position of of- 
fering solutions or explanations. 
By putting themselves in “the 
other fellow’s shoes” they gain an 
appreciation of his attitudes and 
difficulties. 


Problems Understood 

“We've just come from one of 
our communications sessions” 
said Mr. Essley with good hum- 
ored enthusiasm during a recent 
interview. “We let one of the fore- 
men pose a problem that sounded 
embarrassing for the P. A.—the 
foreman was out of material. 
Then we switched roles and told 
the foreman he was the P. A., and 
vice versa. Result was both of 
them got a much better insight 
into the other fellow’s job than 
they would have by arguing and 
using any means to defend their 
own positions.” 

Mr. Essley feels that communi- 
cation with people outside the 
company is as important as with 
those inside. He has very definite 
ideas on vendor relationships, 
which are spelled out in the man- 
ual. Vendor selection and rela- 
tionships go beyond mere good 
feeling. “Selection of vendors” 
according to the manual, “shall 
be on the basis of satisfactory re- 
view through Dun & Bradstreet 
reports, competitive quotations, 
adequate quality and ability to 
deliver proper quantity as sched- 
uled. They should be the kind of 
people we can do business with 
on an agreeable, cooperative and 
mutually profitable basis.” The 
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Purchasing 
Agent Hummel 
(right) discusses 
porosity in a 
casting with 
George Hunt, 
sub-foreman in 
the circulator 
department. 


practical application of some of 
these ideas will be covered in an 
article on castings buying by Mr. 
Hummel, to appear in a future is- 
sue of PURCHASING. 

Scientific management may 
never become standard practice 
in small business. But it won’t 
be for lack of a successful ex- 
ample like Taco. Its management 
program has paid off in genuine 
enthusiasm on the part of its per- 
sonnel.—it doesn’t take a visitor 





to the purchasing department 
long to realize that—and a well- 
run profitable enterprise. 

Mr. White’s recent reflections 
on the success of his program 
should get respectful attention 
from all small business leaders: 
“Right now, small businesses can 
do well and flourish as they al- 
ways have. But management has 
first to be aware of the need for 
improving itself and willing to do 
something about it.” 





VALUE ANALYSIS THROUGH COMMUNICATION 


Value analysis at Taco is a team effort, with emphasis on the 
regular and free exchange of ideas between all interested 


parties. 


With a goal of annual cost reduction of 5% to shoot at, a 


value analysis committee meets regularly on the first Tuesday 
of each month. This is not a haphazard affair—the meeting 
time is always the same and each session goes on for four un- 
interrupted hours. On the committee are the assistant purchas- 
ing agent, the production foreman of the product to be ana- 
lyzed, an engineering representative, and the cost supervisor. 

Products to be analyzed by the group are selected according 
to value rating—material in the product, cost of the product 
and the annual sales estimate are chief factors. Highest rated 
products are analyzed first. Each product is analyzed—in ex- 
ploded form if necessary—and all individual parts in it are 
discussed. 

Every suggestion or idea is carefully analyzed—those con- 
sidered as practical are recorded and others are discarded. 
Recorded ideas requiring sales, engineering or financial con- 
sideration are routed to the proper function through engineer- 
ing by purchasing. Ideas requiring new tools, dies or patterns 
are submitted by purchasing to manager of manufacturing for 
approval. 

Purchasing keeps minutes of all meetings and sends copies 
to the manager of manufacturing and to members of the com- 
mittee. 
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| HE CHIEF PRODUCTS of 
Tokheim Corporation are gaso- 
line pumps. They are big and 
they are heavy, and there ap- 
peared to be little latitude in re- 
gard to a change in the method of 
shipping them. To deliver our 
pumps in the first class condition 
in which they came off the assem- 
bly lines it took strong, costly 
shipping cases, made of wood. 

Occasionally someone would 
note the cost of this item and 
wince as he pondered the expense 
of shipping and the short life of 
the shipping crate. Generally, 
however, it was one of those situ- 
ations that was passed up in 
favor of those that seemed easier 
to solve. 

In the purchasing department, 
it was not so easy to overlook the 
ease of the shipping crates. We 
had to buy the stuff to make them 
—the expensive precut plywood 
sides, tops and bottoms, nails, and 
other assorted components. And 
we were well aware of the labor 
costs of assembly in our plant. 
It may have been this constant 
exposure that set us to thinking. 


Testing an Idea 


When the purchasing depart- 
ment brought up the idea of a 
corrugated shipping package, the 
suggestion was met with a less 
than enthusiastic reception from 
representatives from sales, traffic 
and engineering. The objections 
ranged from the sales depart- 
ment’s concern for safe delivery 
of our products to the traffic de- 
partment’s vision of a whole new 
work force just to handle damage 
claims. 
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But there was one agency with 
which our own enthusiasm proved 
to be contagious. That, of course, 
was a company that made cor- 
rugated paper. A representative 
of the paper firm called and made 
a careful list of objectives and 
objections. The paper company’s 
stakes in the project were suffi- 
ciently high to insure a lot of 
cooperation. 

During the following year, the 
case of the corrugated shipping 
carton followed much the same 
progress experienced by many 
new ideas—design upon design, 
test after test, and numerous trial 
shipments, all accompanied by 
reams of cost figures. We wel- 
comed objections from any quar- 
ter, many of which were of in- 
valuable aid in arriving at a final 
solution. Once it was decided to 
give the project a whirl, detrac- 
tors and supporters alike put 
forth every effort to prove or dis- 
prove the practicality of the idea. 

At the end of a year, the cor- 
rugated shipping package had 
proved itself and was adopted. 
The final tally of cost reductions 
per pump showed a purchase cost 
saving of $1.59, a labor reduction 
of 66 cents, and a saving in freight 
costs of 75 cents, or a total of $3.00 
per pump. Computed on an an- 
nual basis, the savings came close 
to the six-figure mark. 


Scope of Purchasing 


Although it is a good example, 
the foregoing is not an isolated 
case either in our company or in 
business in general, of how buy- 
ers have gone beyond the popular 
conception of their duties. But it 


Cooperation Helps 


does give new meaning to the cur- 
rent definition of industrial pur- 
chasing as “the last frontier” of 
potential sources of profit. 

To accomplish these projects, 
which for some unknown reason 
have long been considered above 
and beyond the duties of a pur- 
chasing agent, a great many things 
are necessary. You have to have 
ideas in the first place. Then to 
get any consideration at all— 
favorable or not—you must have 
the confidence and respect of the 
people in many other departments 
of a company’s operations. Sadly 
enough, this attitude must be 
earned. It does not come easily, 
but it leads to cooperation. 

Since cooperation from many 
different sources in an organiza- 
tion is a vital ingredient in the 
success of any project you may 
sponsor, you had best make sure 
that it will be there when you 
need it. 

To insure cooperation from 
others, give cooperation. Throw 
yourself into the problems of 
others with a wholehearted sin- 
cerity, whether the matter ap- 
pears large or small in impor- 
tance. Encourage others to come 
to you for information on ma- 
terial and all its related aspects, 
obtain technical data for them, 
help them promptly when they 
are in trouble. If a supply or pro- 
duction item was not ordered in 
time, upset everything to get it 
for them without taking additional 
time to fix the blame. 

Make it a habit to report to 
your management periodically on 
material situations, what you have 
accomplished in purchasing (re- 
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Cut Product Cost 


gardless of how small the indi- 
vidual accomplishments may have 
been), and add a few brief com- 
ments on business in general. 
(Management probably is as well 
informed on this subject as you 
are, but they will be more com- 
fortable knowing you are _ in- 
formed!) Make these _ reports 
whether or not anyone has asked 
for them. You will soon enough 
find they are appreciated. 

While such reports can hardly 
be earth-shaking constantly, once 
in a while you will be able to 
provide a real eye-stopper like 
one of our recent ones. This pur- 
chasing department advised rede- 
signing castings—a project that 
would have cost $3,400 to begin 
with, and lowered the cost of 
pumps 39 cents apiece. The sug- 
gestion was not adopted as we 
presented it. Rather, further 
study was made, $17,600 was 
spent, and the cost of each subse- 
quent pump was lowered $2.14! In 
addition to this, there was a 
further saving in shipping costs 
when it was discovered that the 
weight of a pump had been re- 
duced three pounds. 

While purchasing hardly ex- 
pects credit for the ultimate re- 
sult of the original idea, we rea- 
sonably believe that we set the 
reaction in motion. It moved on 
to success only because the con- 
fidence we had earned led other 
agencies within our company to 
respect our opinions. 


Cooperation Gets Results 


The industrial purchasing agent 
and his associates must work with 
more departments and _ individ- 
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By J. Ray Laughlin, P.A. 


Tokheim Corporation, Fort Wayne, 


uals, both inside and outside the 
company, than any other agency 
in the firm. Our particular com- 
pany operates with four major 
groups, a vice president in charge 
of each: finance, sales, manufac- 
turing and engineering, and em- 
ployee and public relations. Pur- 
chasing works closely with each 
of these collectively and with 
their many component operations 
individually. 

Because we spend about half 
of the company’s gross income, 
finance is keenly interested in our 





Indiana 


operations and must be kept in- 
formed of the amount we expect 
to require. Along with this in- 
formation is a report on the 
status of our operations with the 
standard cost system which we 
employ. 

Since sales is our biggest “cus- 
tomer”, we have the opportunity 
of being of unlimited service to 
them by bringing to their atten- 
tion new products and new ideas 
that may add sales appeal to 
present products. By being of 
service to sales we have the op- 


Close cooperation with other departments is characteristic of Tok- 
heim’s purchasing. Here Mr. Laughlin and buyer E. J. Hazelett 
discuss the redesign of some castings with draftsman Ed Erb. 
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portunity to become a part of 
ales-production planning and 
nereby learn of long-range think- 
ng and planning for new prod- 
icts. Forewarned, we are able to 
» a better job when we become 
,ctively concerned with these new 
products. 
Certainly the operations of the 
irchasing department have a 
rofound effect on employee re- 
lations, if for no other reason than 
part played in maintaining 
smooth flow of production. A 
re important factor is the part 


purchasing plays in the over-all 
success of any business, which, 
needless to say, affects the wel- 
fare of everyone on the payroll. 

As remote as it may seem to 
many, the field of public relations 
is one that cannot be overlooked 
by a purchasing agent. His atti- 
tude with the public—suppliers 
and salesmen—goes far to brand 
his company with a good or bad 
reputation. 

However, it is in the remaining 
division, manufacturing and en- 
gineering, that the industrial pur- 


chasing agent is on home grounds. 
Here are the operations with 
which he works more than any 
others and it is here that he can 
contribute most to company prof- 
its. When purchasing, engineering 
and manufacturing work closely 
together, products result that are 
well-engineered, competitive in 
cost and produced on schedule. 


Profitable Purchasing 


Through this close cooperation 
with other departments and a 
genuine interest in their objec- 
tives, we have been able to learn 
enough of the over-all picture to 
make important cost reduction 
suggestions. These have become 
such an important part of our 
operations that we report monthly 
on the progress of pending cost 
reduction items, 14 of which are 
on the agenda at the present time. 
According to previous experience, 
we expect three or four of the 
suggestions either to be adopted 
or to serve as the basis for other 
ideas. We believe this to be a 
good average. 

You have an opportunity to 
make experts of your associates. 
This can be accomplished by al- 
lowing individual buyers suffi- 
cient “buying freedom” to become 
experts in their particular fields 
and to be recognized as such. 
Then when you are asked to aid 
in the development of new prod- 
ucts, you have a staff of real ex- 
perts on hand. Properly trained, 
your buyers in the meantime will 
also be constantly giving thought 
to cost reduction in present prod- 
ucts as well. 

As meaningless as the phrase 
may seem at first glance, the way 
to enhance your importance and 
the importance of your operations 
can be summed up in six words: 
Be a part of your company! 


< 


At the outset, many believed that a 
gasoline pump couldn’t be shipped 
in a carton, but this shipping room 
photo shows that it is being done, 
at a substantial saving. At left, 
time study supervisor Kenneth 
Strope, purchasing agent Laughlin, 
traffic manager Ralph Blue, and 
planning engineer Roy Fleck com- 
pare the trim new style package 
with the old wooden crate. Tok- 
heim’s policy is expressed in the 
sign displayed on the column—‘Can 
It Be Done Better?” 
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Ir IS OFTEN easier to develop 
purchasing-engineering coopera- 
tior in the large firm than it is 
in the small one. The volume of 
purchases alone, practically forces 
big company buyers into the role 
of specialists. Technical people, 
too busy with their own work to 
get involved in buying, then must 
depend on purchasing, and learn 
to get along with it. 

In many small companies, en- 
gineers are fewer and more ac- 
cessible to salesmen. And pur- 
chasing agents, buying a great 
number of items in relatively 
small amounts, don’t always have 
the chance to become buying spe- 
cialists on any one product. 

There are, of course, exceptions 
to these generalizations. One in- 
teresting example is the working 
relationship between purchasing 
and engineering at Hammel-Dahl, 
Inc., Providence, R.I., manufac- 
turers of automatic control equip- 
ment. H-D’s policies, the nature 
of its business, and the practical 
training and approach of its pur- 
chasing agent, Joseph Navas, 
combine to make the relationship 
a profitable one for all concerned. 

The company, started in 1940, 
caters to the chemical ‘and pe- 
troleum industries, and does work 
for the Atomic Energy Commis- 
sion. A lot of engineering goes 
into the design and production of 
its line of valves and automatic 
fluid controls. Of the seventy 
office employees of the company, 
six are engineers and twelve are 
draftsmen. Almost the entire sales 
force is made up of engineers. 
H-D makes a standard line of 
valves, stocks them, and then as- 
sembles them to order. Almost a 
third of its sales are special items, 
and there are many orders that 
fall somewhere between special 
and standard. Hammel-Dahl buys 
about $1.5 million worth of sup- 
plies and materials a year. 

The company management, in 
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Engineering 


Depends 


on Purchasing 


a move to strengthen its purchas- 
ing department, moved Mr. Navas 
from production expediting into 
purchasing ten years ago. Previ- 
ously he had been purchasing 
agent for a boat company in the 
Providence area, where, among 
other things, he learned blueprint 
reading. 

With this practical production 
and buying background for a 
foundation, Mr. Navas decided to 
build the purchasing department 
into a strong unit of the company 
team. His approach was, and is, 
realistic. “You have to run fast 
to keep up with these engineers,” 
he says. “But you can help them 
and they’ll help you if you have 
confidence in yourself and are 
willing to stick your neck out 
once in a while.” He stuck his 
neck out to the extent of learning 
all he could about the products he 
bought and their end uses, about 
suppliers and their capabilities, 
and particularly about all kinds 
of castings, which represent a 
heavy investment for Hammel- 
Dahl. 

“A lot of the trouble purchasing 
agents have is of their own mak- 


ing,” declares Mr. Navas. “If they 
would take the trouble to under- 
stand the other fellow’s problem, 
then do their best to help him, 
both sides would benefit. We 
wouldn’t hear much about fric- 
tion between purchasing and en- 
gineering then.” 

Among the important areas in 
which purchasing keeps its rela- 
tions with engineering—to use 
Mr. Navas’ description — “out- 
standing,” are: 

SPECIFICATIONS: Develop- 
ment and maintenance of specifi- 
cations has been centralized in 
the purchasing department. Since 
Hammel-Dahl is selling to cus- 
tomers in relatively young and 
expanding industries, many of 
them have written their own 
specifications. Mr. Navas works 
closely with his engineers in at- 
tempting to translate those specifi- 
cations into industry standards. 

To help accomplish this, he 
maintains an up-to-date library of 
all specifications of the American 
Society for Testing Materials 
(ASTM) and the American 
Standards Association (ASA) 
that relate to the types of prod- 
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VALUE ANALYSIS 





Part # 
Present manufacturing method: 


> Material description: 
oC ; Estimated annual usage: 
Preliminary data on value 
analysis projects initiated in Present cost: 
purchasing are detailed on Material and purchased labor - 
this form as a basis for Labor - 
further discussion with en- 
gineering and management. Overhead = 
Total Total annual cost 
Proposed changes (description): 
Cost of proposed part 
Material and purchased labor - 
Labor - 
Overhead - 
Total Total annual cost 
Pattern or tooling cost 
Estimated savings: First year - 
Estimated savings: Subsequent years - 
REMARKS: 
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Pattern record used in Hammel- 
Dahl purchasing department. 
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ucts made by Hammel-Dahl. Per- 
tinent American Petroleum Insti- 
tute (API) standards are also 
kept. The Instrument Society of 
America has begun to develop its 
own standards, and these, too, are 
being added to the H-D library 
when appropriate. 

All customers’ specifications are 
kept on file in the library, also. 
Purchasing makes a constant ef- 
fort to steer engineering into the 
use of standard specifications, and 
joins with engineering in urging 
customers to do the same. En- 
gineering understands the rea- 
sonableness of this approach and 
has cooperated with purchasing 
to the fullest extent. 

CATALOGS: Purchasing main- 
tains the complete catalog library 
for the whole company. This cen- 
tralizing of catalogs relieves en- 
gineers of the burden of trying 
to maintain their own libraries, 
keeps information current, and 
enables purchasing to give en- 
gineering better service on mar- 
ket data. 

All catalogs are filed alpha- 
betically, then cross-filed by com- 
modity. They are kept in Mr. 
Navas’ office and can be checked 
out by interested personnel, who 
have the responsibility for return- 
ing them to their proper places. 
Generally, however, engineers 
will request that purchasing dig 
out catalog information for them. 

“It’s only logical that we keep 

the file,” declares Mr. Navas. “In 
the first place, we are more fa- 
miliar with the sales and market 
approach and language used in 
the catalogs. In the second place, 
we can save the engineers a lot 
of time by going directly to that 
catalog or section of a catalog 
that interests him, since we have 
already separated the wheat from 
the chaff as far as publications 
go.” 
PRE - PURCHASING ’~ RE- 
SEARCH: Mr. Navas’ practical 
experience and knowledge are 
respected and their value recog- 
nized to the extent that he often 
sits in with engineering in the 
early design stages of a product. 
His particular specialty, devel- 
oped through years of study and 
buying, is castings. 

Hammel-Dahl uses a wide va- 
riety of castings in all kinds of 
metals and alloys. Familiarity 
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with supply sources, availability, 
foundry production capabilities, 
and the nature and use of the 
various castings, has enabled Mr. 
Navas to become the unofficial 
adviser to engineering on all cast- 
ing details. 

This specialized knowledge is 
not easy to come by. As Mr. Navas 
points out, “It’s a cinch to buy 
1,000 castings, but difficult to buy 
one. Our average casting order is 
about five pieces—and we have a 
lot of one-time jobs.” This means 
constant research among foun- 
dries, and careful cultivation of 
suppliers, since H-D has about 
2,000 pieces of pattern equipment, 
all designed by the company. Sup- 
pliers need training to use H-D 
patterns, and it is up to purchas- 
ing to see that the job is properly 
done. A mistake in the choice of 
vendor could be costly, since 


switching to a new supplier would 
involve the expense of reworking 
patterns. 

“Price is not the only factor in 
our castings buying” according to 
Mr. Navas. “We are more in- 
terested in getting good working 
relationships with reliable foun- 
dries. As a result, a good deal of 
pre-purchasing research is neces- 
sary. This shows up in the fact 
that 90% of my traveling time is 
spent in visiting foundries.” 

Pre - purchasing cooperation 
with engineering moves into an- 
other stage with the requisitioning 
of materials. Actually, purchas- 
ing acts as a material control de- 
partment, since all requisitioning 
is done in purchasing from bills 
of material. Purchasing tries to 
get these requisitions out as soon 
as possible to avoid long delays 
due to processing of jobs. Requi- 





Mr. Navas works closely both with engineering and the shop. Here he dis- 
cusses a machining problem with Howard C. Peterson, turret lathe operator. 
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General view of Hammel- 
Dahl’s purchasing depart- 
ment. 


tions are filled from stock on 

yme items, or are processed into 

irchase orders. 

Occasionally, purchasing will 
on its own judgment, based 
nformation from sales, before 
bill of material has actually 

been made up. In either case, pur- 
hasing’s material control func- 
entails close, cooperative 
vork with engineering. Where 
buying is done in advance, par- 
ularly, purchasing has to bal- 


199 


ance sales estimates against the 
possibility of engineering changes, 
to guard against over-buying and 
obsolescence. 


A Challenging Job 


Hammel-Dahl’s purchasing de- 
partment is small, as industrial 
purchasing departments go. But 
it buys 10,000 different items for 
a specialized, highly engineered 
business, and presents the pur- 
chasing agent with a challenging 






View of Hammel-Dahl shop, show- 
ing some of the company’s major 
products. 


job. Mr. Navas enjoys the chal- 
lenge, and he enjoys the kind of 
coordination it demands. He 
makes no claim to being an en- 
gineer. But he knows he has spe- 
cial skills to offer engineers, and 
that they will respect those skills. 
That is why he can repeat, “You 
have to have confidence in your- 
self and stick your neck out once 
in a while.” That’s plain talk and 
sound advice for the purchasing 
agent who wants to get ahead. 
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Getting Rid of 





Small Order Paperwork 


In MOST PURCHASING DE- 
PARTMENTS, 80 to 90% of the 
total number of purchase orders 
issued account for only about 
10% of total purchasing dollar 
volume. Most of the money is 
spent for a few important com- 
modities. Good purchasing prac- 
tice demands that a heavy per- 
centage of the buyers’ time be 
spent on these major items. Yet, 
in many cases, buyers aren’t able 
to give them the time they de- 
serve. They are bogged down 
processing hundreds of $5, $10, 
and $20 orders for the multitude 
of expense items needed to keep a 
manufacturing plant in operation. 


Typical Small Company 


The problem of finding time to 
do a better job is particularly 
acute in the smaller company. 
There is little correlation be- 
tween the size of the company and 
the variety of its requirements. 
Let’s suppose that a company em- 
ploying 2000 people buys 10,000 
different items. It doesn’t follow 
that the company employing only 
200 people buys only 1,000 items. 
Usually it has to purchase almost 
as many as its bigger counterpart; 
the chief difference is that its 
order quantities are much smaller. 
Yet, to keep its overhead in line, 
the smaller firm must operate 
with fewer buyers. The dollar- 
volume load per buyer may be 
roughly comparable, but the 
small order detail is increased 
and the problem of time is cor- 
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respondingly more critical. 
Like most companies of its size 
(it has 285 employees), Nelson 
Stud Welding of Lorain, Ohio, 
has a relatively small purchasing 
department. Two men—Purchas- 
ing Agent Howard P. Nalley and 
his assistant—do all the buying. 
The company makes various types 
of stud welding guns and also 
the studs that are used with the 
guns. Purchasing buys the pro- 
duction materials and compo- 
nents for the company’s products 
in addition to the normal com- 
plement of supply and mainte- 
nance items for the factory and 


office. 
Cuts Small Order Costs 


Except for its specialized prod- 
uct line, Nelson Stud Welding is 
a fairly typical small manufac- 
turer. With one exception, its 
purchasing operation is _ also 
fairly representative. The excep- 
tion is the way in which it handles 
small local orders for non-produc- 
tive materials. For such pur- 
chases, an effective short-cut has 
been set up in that the requisition 
doubles as a purchase order. 

Besides saving the buyer’s time, 
this procedure eliminates the cost 
of a 7-part snap-out purchase 
order form that would normally 
be used and, even more impor- 
tantly, it eliminates the whole 
operation of typing, distribution, 
and mailing. But although it’s a 
terrific time and money saver, 
Nelson’s small order system does- 
n’t compromise with the sound 


principles of conventional pur- 
chasing procedure. All commit- 
ments are still closely controlled, 
the records are complete, and all 
interested parties are kept in- 
formed. 

Just as with any conventional 
purchase, the first step in this 
small order procedure is the re- 
ceipt by purchasing of a 3-part 
requisition form. After he decides 
on a source of supply, the buyer 
writes the vendor’s name, terms 
of the order, etc., on the requisi- 
tion form before him, and also 
enters an order number accord- 
ing to a simple code that does a 
great deal more than merely iden- 
tify the order, as _ explained 
later. 

After this is done, in the con- 
ventional purchasing procedure 
the completed requisition would 
go to the typist so that a formal 
order could be made up. With 
the small order system, this step 
is eliminated. The filled-in copies 
of the requisition now serve as 
internal copies of the purchase 
order; the vendor gets a verbal 
order over the telephone. 


But Preserves Close Control 


The original copy of the com- 
pleted requisition becomes the 
purchasing department’s working 
copy. It is filed alphabetically by 
vendor’s name and in numerical 
sequence under each vendor. It 
stays in this open order file until 
the invoice and receiving report 
come in. After all three docu- 
ments are checked against each 
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other, they are stapled together 
and sent to the accounting de- 
partment, where the invoice is 
posted and paid. 

The second and third copies of 
the completed requisition go to 
the receiving department and to 
the requisitioner, so that they 
will know the material is on 
order and can identify it on ar- 
rival. Thus, the 3-part requisition 
is adequate to apprise all inter- 
ested departments of the place- 
ment of the order and prepare 
them for its subsequent receival 
and payment. 


By Registering Each Order 


To facilitate follow-up and pre- 
vent confusion, Mr. Nalley uses 
a unique order number and reg- 
istration system for small orders. 
He has an order book which is 
broken down into four main sec- 
tions—mill supplies, maintenance 
supplies, office supplies, and mis- 
cellaneous. When the order is 
placed, he records the name of 
the supplier and/or the person 
taking the order, the requisi- 
tioner’s name, and the date, in 
the appropriate commodity sec- 
tion. This information is kept in 
the book by order number. The 
order numbers themselves are 
assigned consecutively and writ- 
ten on the requisition for con- 
venience in reference. 

A system of letter prefixes on 
the order numbers helps identify 
the purchase. Obviously, it is nec- 
essary to distinguish between the 
company’s regular orders and the 
small orders where no purchase 
order form is used. This is done 
by using an “A” prefix for all 
conventional orders and “B” and 
“C” prefixes for small orders. 
The “B” prefix indicates a small 
order placed by Mr. Nalley him- 
self; the “C” indicates one placed 
by his assistant. 

A few vendors get a large num- 
ber of small orders from the com- 
pany. The buying and follow-up 
job is made easier by identifying 
each of these with a special small 
order number prefix. For ex- 
ample, orders going to the Kohl- 
myer Supply Company in Lorain 
get a “K” prefix if Mr. Nalley 
places the order. If his assistant 
places it, the prefix “KR” is used 
so that it is still possible to iden- 
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tify the buyer. When this spe- 
cial prefix is used to identify the 
vendor, a special sub-section is 
set up in the order book to re- 
cord all small orders going to 
that vendor. This further facili- 
tates follow-up. It is also neces- 
sary because of the order num- 
bering system which is apart from 
the normal sequence. For ex- 
ample, orders issued by Mr. Nal- 


ley to Kohlmyer Supply are 
numbered consecutively — K-1, 
K-2, etc. 


This system of numbering and 
registering orders is not as com- 
plicated as it sounds in a detailed 
explanation. Actually, it’s quite 
simple, according to Mr. Nalley, 
particularly since relatively few 
vendors are involved, and work- 
ing daily with the system gives it 
such familiarity that it is prac- 
tically automatic. 

Also, it can be a real time saver. 
If someone in the plant calls 
about an order, it’s easy to locate 
the eniry in the book from the 
order number. Often, of course, 
the buyer can know who the 
vendor is without even having to 
check the book, because the ven- 
dor is identified by order number 
prefix. Also, there is never any 


doubt as to who placed the order, 
because the prefix always identi- 
fies the buyer. 

The Nelson Stud Welding small 
order procedure is limited in use 
to orders of less than $100 value 
that are placed with suppliers in 
the Lorain and Cleveland areas, 
within the range of local tele- 
phone service. Naturally, it is also 
limited to dealings with vendors 
who will accept verbal orders, 
but vendor resistance on this 
point has not been a great prob- 
lem. In fact, most vendors who 
have tried it actually prefer this 
small order procedure. It cuts 
their paper-work too. 

Currently, the company is using 
this procedure for about one third 
of its volume of about 230 orders 
per month. Mr. Nalley hasn’t at- 
tempted any close estimate of the 
savings that have resulted from 
its use. Obviously there have 
been substantial savings, both di- 
rect and indirect. The direct sav- 
ing arises from reduced paper- 
work. The indirect saving is re- 
flected in the more efficient use 
Mr. Nalley and his assistant make 
of their time now that they are 
relieved of the burden of small 
order detail. 


PURCHASE 


a REQUISITION . 


REQUISITIONED 
BY 


PURCHASING DEPT: PLEASE ORDER FROM 
SUPPLIER: 


CONFIRMING 
PHONE ORDER TO 


QUANTITY 


PRICED BY TYPED BY 


ACCOUNT NO, 


REQUIRED 


DESCRIPTION 
PLEASE GIVE COMPLETE DES 


SHOWING BRAND NAME, SERIAL NUMBE 


APPROVED BY 





This is the 3-part purchase requisition form that does double duty 
as a purchase order for internal record and control purposes on 
small local orders placed with suppliers in the Lorain-Cleveland 
area. A coded order number entered in the blank space at bottom 
of form, center, is the key to identification, registration, and refer- 
ence with respect to the transaction. 
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Purchasing Helps 


Rapw COMPANY _ growth 
creates special problems for pur- 
chasing. Volume of purchases 
doesn’t grow in direct proportion 
to sales; it goes up even faster. 
This, of course, is because ex- 
panded facilities are necessary to 
handle the growing sales volume. 

Goshen Rubber Company, Go- 
shen, Ind., is a good example of 
a small company that is rapidly 
getting bigger. It has had con- 
tinuing success in finding new 
applications for its O-rings and 
other precision rubber products. 
As a result, employment has dou- 
bled in the past five years and 





C. N. Everingham 
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now exceeds 450 people. Sales 
are up to nearly $6 million. 

This growth has required a 
whole series of expansion pro- 
grams. Expenditures for new fa- 
cilities now probably exceed 
$500,000. One project is barely 
finished before another is started. 
Last year, the company moved 
into a new office building which, 
itself, was an addition to a new 
laboratory that was built in 1951. 
Construction is currently being 
completed on a two-story 80 x 140 
building. 

Purchasing has played an active 
role in every phase of these ex- 


A Small Company Grow 


pansion programs. It has gotten 
bids and awarded all key con- 
struction contracts. It has bought 
many of the important construc- 
tion materials directly, rather 
than indirectly through a con- 
tractor. In some cases consider- 
able savings were made by care- 
ful shopping of competing sources. 

Purchasing’s job isn’t done 
when the building itself is fin- 
ished. An empty building isn’t a 
productive asset. Furniture, fix- 
tures, and equipment are neces- 
sary, and must be purchased. 
When equipment purchased is 
more or less unique to a particu- 
lar department, Purchasing Agent 
Everingham naturally works 
closely with the interested de- 


® partment head. 


In many cases, however, he 
must rely mostly on his own 
judgment. A good example is 
office furniture. Every depart- 
ment uses it but it would be 
impractical to give every depart- 
ment head free rein in selecting 
furniture both for himself and 
the other members of his depart- 
ment. The factors of uniformity 
and cost must be considered. So 
someone must set a standard. 

At Goshen, this someone was, 
for all practical purposes, Mr. 
Everingham. He did not, however, 
try to jam his ideas down the 
throats of other executives. In- 
stead, he tried to consider their 
ideas and requirements. First he 
got literature from a number of 
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Basic Purchasing Forms different manufacturers. He 
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NO 69726 action. Then he reviewed the final 
PURCHASE REQUISITION choices with his boss, the com- 
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Goshen’s expansion programs 
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20.00 — have naturally taken a lot of Mr. 

Everingham’s time. Even though 

yo his staff consists of but three 

as \am \\ == ‘ people—an assistant and two girls 
AQ RESCRIPTION 





"ee | Sane SN —the extra work load of buying 
— \V SU for construction has been taken 
— , WK in stride. Routine purchases of 
\ i WK productive and _ non-productive 
“yg, materials continue to get the care- 
a ful attention and analysis they 
deserve. One reason for this is 
because, as Mr. Everingham puts 
it, “the purchasing department 
operates completely within itself.” 
Key to the system is good rec- 
ords. Mr. Everingham insists that: 
1. Every order be priced. There 
is then no misunderstanding with 
vendors about prices when they 
accept an order. 
2. Buy record cards be main- 
tained. Goshen uses a standard 
Kardex-type record card on 
which is recorded the complete 
purchase history of each item. 
3. A complete file be kept of each 
order. The follow-up copy of each 
order is filed in numerical order 
in a folder that is filed by vendor. 
Receipts and follow-up informa- 
tion are posted to this copy; re- 
ceiving reports, correspondence, 
quotes, etc. are stapled to it. When 
the order is finally closed, the 
follow-up copy and its attach- 
ments provide a complete history. 
With such good records, com- 
petitive buying is made easy. If 
ee Os 
the records are a good reminder. 
Also, good records make it easy 
£686 to follow price trends. Many of 
a the materials used in the rubber 
BCMARGE to PUR CH industry are subject to wide price 
3 DEBIT M fluctuations. A lot of money can 
oii EMO be saved by shrewd buying. Mr. 
Everingham, himself, watches 
price trends carefully. Normally, 
he buys 30-90 days ahead but if 
there’s opportunity for a real sav- 
ing, he will go out much further 
than this. Good records do more 
than just provide information on 
historical trends in prices. They’re 
basic to smooth functioning pro- 
cedures which, in turn, give the 
ourchasing agent time for analysis. 








oer gs  — 
= SAN 
\ OA SQ ur \ 
1 @ 


\¥ 
\Y 
NA 
\ SHIP TO 


Ny 


AW : KG 












AVA 


OATE ShippED AUTHORIZED 
— | 
ee QUANT Ty 


Oare 
sy 
WEIGHT 


126 PURCHASING 








bee 


ww ew YP eS 


—_— —- , 


= = aa ee ~ or we 


we oe Fe 


1 ww 


- @ 





Columbia-Sourhern P, rdwces 


Columba Sowrbern Plants aad Oc, 
i... 








YOURS... without charge! 


THIS 64 PAGE MANUAL 


Edited by Columbia-Southern’s® technical staff, this handbook on Soda 
Ash is the most comprehensive ever published. If you have not received 
your copy of this authoritative 64 page illustrated manual, you are 
invited to write today for your free copy. 

Write on company stationery to Columbia-Southern Chemical 


Corporation, One Gateway Center, Pittsburgh 22, Pennsylvania. 


DISTRICT OFFICES: Cincinnati « Charlotte 

Chicago « Cleveland « Boston * New York 

St. Louis ¢« Minneapolis « New Orleans 

Houston « Pittsburgh ¢ Philadelphia 
Dallas « San Francisco 

IN CANADA: Standard Chemical Limited 

and its Commercial Chemicals Division 


COLUMBIA-SOUTHERN 
CHEMICAL CORPORATION 


SUBSIDIARY OF PITTSBURGH PLATE GLASS COMPANY 
ONE GATEWAY CENTER: PITTSBURGH 22- PENNSYLVANIA 
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Export Purchasing 


{s the foreign market for American goods expands, pur- 


chasing for export assumes greater importance. Here is a 
review of some of the problems met in this specialized field 
which require different approaches from those used in 


domestic industrial buying. 


By James M. Berry 


Purchasing Agent, Vick Chemical Company, Greensboro, North Carolina 


wn 
l HE MARKET for American 
goods is constantly broadening, 
creating an export demand which 
well may become permanent and 
increase. As a result, purchasing 
for export assumes greater im- 
portance, and the peculiar prob- 
lems involved require (as for 
importing) specialized knowledge 
and handling not common with 
domestic industrial procurement. 
An understanding of the distin- 
guishing characteristics, hazards, 
and sources of information is es- 
sential, therefore, to the under- 
taking of export purchasing. 


Unusual Aspects 


Purchasing for export involves 
considerations for the buyer, 
which in domestic transactions 
usually are the responsibility of 
the seller. Such responsibilities 
include specification of unit of 
packing, weight and dimensional 
limitations, type and adequacy 
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of packing; scheduling and control 
of inland transportation; booking 
of ocean shipping; documentation 
and banking; marine insurance; 
and forwarding through port of 
exportation. Whether such fac- 
tors will be handled by the buyer, 
elsewhere in his own organization, 
or through outside agencies is a 
question which only can be de- 
cided on an individual basis. This 
depends on the circumstances in- 
volved; knowledge and experi- 
ence in export procedure, and the 
nature, volume, and continuity of 
the purchasing for export. 
Valuable information and as- 
sistance is available to the buyer 
from manufacturers or sellers 
familiar with or engaged reg- 
ularly in exporting. This factor 
becomes, therefore, an additional 
consideration in the selection of 
sources of supply for items being 
purchased for export. To the ex- 
tent purchases are made from 
sellers experienced in export pro- 


cedure, the complexities of han- 
dling can revert to the seller, as is 
common in domestic trade. It is 
necessary in every case, however, 
to reach a clear and complete 
agreement as to the respective 
responsibilities of buyer and sell- 
er—to a much greater extent 
than in domestic purchasing. 
There is no such universally un- 
derstood and accepted body of 
practice and law applicable to 
foreign trade. 

Codes of practice, however, 
adopted by various foreign trade 
groups, are available and can be 
incorporated in export contracts 
by mutual agreement. Two wide- 
ly used and very helpful foreign 
trade “codes” are “Revised Amer- 
ican Foreign Trade Definitions— 
1941” and “Uniform Customs and 
Practice for Commercial Docu- 
mentary Credits.” They are pub- 
lished in convenient pamphlet 
form and are available from many 
commercial banks, or direct from 
U.S. Foreign Trade Council in 
New York. Other publications on 
the subject by the International 
Chamber of Commerce can be 
obtained from its U.S. Council, 
also in New York. 

For loading and stowage aboard 
ship the size and nature of pack- 
ing of small articles, as well as of 
fungible commodities, must be 
given special consideration. The 
nature of handling and inland 
transportation upon discharge at 
overseas port also influences the 
packing. For example, bales or 
boxes to be carried by pack ani- 
mals should be of the proper size, 
shape, and weight for a balanced 
load of one on each side of the 
animal. The packing must be 
such, also, to withstand dock and 
shipside handling at both ends of 
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FIRST with the petroleum industry 


-. NIBROC TOWELS 


The paper towel that 


dries more hands in in- 
dustry and institutions 
than any other is now 
first in America’s great 
petroleum industry. 
1. Nibroc Towels are tailor-made to fit 
your hands. 


2. Come from cabinet flat and ready 
to use instantly. 


3. Available in various sizes—in either 
white or tan. 


4, Only with Nibroc—can you get the 


For More 


DECEMBER, 1956 


exclusive Tamp®, which slashes main- 
tenance costs, ends washroom mess, 
reduces fire hazard. Packs five times 
more waste in receptacle. 


5. Ask us to prove guaranteed savings 
with Nibroc “3-T Thrift Plan”—Towels, 
Tamp, Tissue. Lowest annual cost per 


employee. 


6. See Tamp in action! Ask your deal- 
er; he’s listed under Paper Towels in the 
Yellow Pages. Or write Dept. GN-12, 
Brown Co., 150 Causeway St., Boston 
14, Mass. 


NEW NIBROC TAMP... Pull out towel. Step 
on pedal. Drop towel in chute. TAMP does the rest. 
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the overseas voyage, discourage 
pilferage, and at the same time 
be of minimum bulk, since ocean 
freight rates are influenced by 
cubic measurement (space oc- 
cupied in stowage) as well as 
weight. 

Helpful suggestions covering 
packing for export shipment can 
be obtained from marine insur- 
ance agents or brokers, from 
various foreign trade associations, 
and from U.S. Government spec- 
ifications, listed in the following 
separate INDEXES and a DI- 
RECTORY to specifications and 
standards, available from the Su- 
perintendent of Documents, U.S. 
Government Printing Office, 
Washington 25, D.C., for the 
prices indicated, payable in ad- 
vance with order: 

Department of the Army (with 

supplemental gervice) $2.00 

Department of the Navy (with 

supplemental service) $2.00 

Department of the Navy, Spec- 

ifications Cancelled or Su- 
perseded since January l, 
1947, revised to August 30, 
1955 $ .45 
Department of the Air Force 
(with supplemental service) 
$2.00 

Federal Specifications (with 

supplemental service) $1.75 

U.S. Government Specifications 

Directory $ .25 

For those preferring not to 
handle the details of packing, 
there are experience commercial 
packing and crating services, 
listed extensively in the Classi- 
fied telephone directories of ma- 
jor port cities. Freight forwarders 
and ocean shipping agencies are 
readily available, also, and can 
be found in large numbers in the 
same telephone directories. Other 
sources of information and assist- 
ance to buyers for export are 
marine insurance agents or 
brokers and banks with foreign 
branches or correspondents. The 
foreign departments of many 
commercial banks are experi- 
enced in handling details of docu- 
mentation and shipping, financ- 
ing, collection, and exchange serv- 
ice, and can provide valuable in- 
formation on exchange and im- 
port restrictions of various for- 
eign countries. 

The Bureau of Foreign Com- 
merce offers a variety of con- 
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“I can’t give you the order, Mr. 
Hatch, but I certainly enjoyed your 
act.” 


sultative services through spe- 
cialists assigned to the Field Of- 
fices of the U.S. Department of 
Commerce, located in 33 major 
cities throughut the country, 
and by contacting directly the 
Bureau in Washington. 


U.S. Export Regulations 


All exports from the United 
States, its territories, and its pos- 
sessions are subject to export 
controls by the Government. In 
practice, however, the great bulk 
of exports take place under gen- 
eral licenses which may be used 
by anyone without application to 
or specific authority from the 
Government. The basic document 
covering export regulations is 
SCHEDULE B— STATISTICAL 
CLASSIFICATION OF FOR- 
EIGN AND DOMESTIC COM- 
MODITIES EXPORTED FROM 
THE UNITED STATES. Current 
Government listings of exports 
by type of commodity are based 
on this Classification. Specific ex- 
port controls are covered in the 
COMPREHENSIVE EXPORT 
SCHEDULE and supplementary 
CURRENT EXPORT BULLE- 
TINS. Since all references in the 
Export Schedule are in terms of 
Schedule B, it is desirable to have 
the latter available when refer- 
ring to the former. 

Special purchasing opportuni- 
ties exist, from time to time, be- 
cause of legislation designed to 
assist certain domestic industries 
and agricultural groups — or, 
frankly, to encourage exports. 
There often are governmental 


purchasing programs or direct 
subsidies on the export of various 
agricultural products in surplus 
supply. Restrictions and special 
taxes on imports of certain com- 
modities frequently result in the 
maintenance of domestic prices 
for such commodities at levels 
higher than those prevailing in 
other countries, which makes it 
advantageous either to purchase 
in the foreign country or origin, 
or from the country of origin for 
shipment to another foreign coun- 
try, (or an American importer) 
“ex-quota” at “world” prices for 
re-export from the United States. 

This procedure is not to be 
confused with trans-shipment 
through U.S. ports, or retention of 
imported materials at port of en- 
try, “in bond.” In this instance, 
no import duty has been paid, 
the materials never are cleared 
through the U.S. Customs, and, 
consequently, they have not “en- 
tered” the country officially— 
merely being impounded in 
“bonded” storage, supervised to 
insure against release into the 
country without compliance with 
Governmental regulations and 
payment of import duties. As the 
practice of holding imported 
commodities at U.S. ports “in 
bond” is quite common, it often 
is possible to purchase such ma- 
terials for export at prices below 
the domestic market by the equiv- 
alent of the import duty. 

The complexities and the fre- 
quency of changes in applicable 
regulations, only suggested here- 
in, makes it almost mandatory for 
the average exporter, and even 
many maintaining extensive ex- 
port departments, to utilize the 
services of foreign freight for- 
warders or commerical exporters. 
In addition to the classified tele- 
phone directories previously men- 
tioned, the names of competent 
freight forwarders operating in 
most major ports in the United 
States can be obtained from the 
New York Foreign Freight For- 
warders and Brokers Association, 
Inc., in New York. Good freight 
forwarders are staffed and 
equipped to comply with all ap- 
plicable export regulations and to 
take advantage of any subsidies 
or refunds available. They also 
should be able to furnish informa- 

(Please turn to page 132) 
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Fruehauf industrial trailers utilizing Yoloy “E” 
in their construction are: (above) three- 
compartment, 6300-gallon gasoline transport, and 
(right) 5000-gallon, 2-inch insulated hot asphalt 
hauler. 


providing stronger, higher payload transport trailers 


Keeping our millions of autos on the road—requires 
the most efficient and economical gasoline transports 
and asphalt haulers that today’s industrial trailer in- 
dustry can produce. Youngstown’s Yoloy “E” Steel 
plays a prominent part in this picture. 

In the two Fruehauf trailers (shown above) for trans- 
porting gasoline and asphalt, Yoloy “E” high strength 
low alloy steel is used to insure structural strength, 
decrease dead weight and increase payload capacity 
Trailer components such as side sheets, top ribs, baf- 








= 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices Youngstown, Ohio 


SHEETS - STRIP -.PLATES - STANDARD PIPE 
MECHANICAL TUBING - 
TIN PLATE - 


COLD FINISHED BARS 





- OIL COUNTRY TUBULAR GOODS - 


- HOT ROLLED BARS - 
ELECTROLYTIC TIN PLATE - BUACK PLATE 


fles, bulkheads, stiffeners, inner tanks and outer shells 
are all fabricated from Yoloy “E”. The corrosion re- 
sistance of Yoloy “E” gives Fruehauf equipment a 
much longer service life—which helps build customer 
profits and satisfaction. 

Yoloy is available in sheets, plates, strip, bars, shapes, 
cold-drawn bars and tubular products—including both 
seamless and continuous weld pipe. Your nearest 
Youngstown District Sales Office is ready to supply 
information and service engineering on the Yoloy 
Steels best fitted to meet your industrial requirements. 





Manufacturers of 
Carbon, Alloy and Yoloy Stecl 


District Sales Offices in Principal Cities 
- LINE PIPE 


CONDUIT AND EMT - 
WIRE - HOT ROLLED RODS - COKE 
- RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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Smoothing the way where. 
rough 


the going is 


JEWEL BRAND 


Abrasive Belts 


ir you grind... smooth... 
or polish.... 


metal, plastic, wood, rubber or leather products, there’s a 
JEWEL BRAND Abrasive Belt in the precise size and grit 
to meet your specific needs. All JEWEL BRAND Belts 
feature the unique velvet joint that runs smoother, lasts 
longer. Check and test the advantages of these cost-saving 
belts. Consult your Industrial Distributor or write direct to 
Abrasive Products Inc., 523 Pearl Street, South Braintree 
85, Massachusetts. 


"Smoothing 

the way 

where the going 
Is rough” 


Frequently AP salesmen 
are able to provide 
unusual service in supplying 


abrasives because their plant is 
neither too big to lose the 
personal touch nor 

too small to lack 

emergency capacity. 





Osawax 2) 
: 
% 


Yorosive Products Inc 





For More Information Circle No. 213 on Inquiry Card—Page 17 








Export Purchasing 
(Continued from page 130) 


tion in advance as to “in bond” 
or “ex-quota” opportunities, and 
can handle the requisite details 
covering such purchases. 


Foreign Legal Requirements 


Of recent years, particularly 
since the end of World War II, 
the majority of nations have im- 
posed restrictions on the foreign 
trade of their nationals, in other 
countries being generally more 
restrictive and more complicated 
than enumerated for the United 
States. Most often, foreign coun- 
tries have specifically limited the 
importation of merchandise from 
other countries, limited the avail- 
ability of funds to pay for it, or 
at the very least required import 
licenses and exchange permits to 
be secured. 

It is to be presumed, of course, 
that any purchase for export is 
the reflection of a need originat- 
ing in a foreign country, and the 
foreign agent, principal, or ulti- 
mate buyer or consignee in the 
foreign country should be able 
to furnish detailed information 
and instructions relating to the 
governmental controls and docu- 
mentation required for the par- 
ticular transaction contemplated. 
Import permits usually are re- 
quired, and while obtained by 
and in the name of the foreign 
agent or consignee, the Ameri- 
can buyer for export should be 
furnished a copy in order to be 
fully informed of all its terms. 
Import permits may be expected 
to include statement of the ex- 
change conversion authorized, 
commodity, amount, specifications, 
documentation, payment, and the 
time limit within which either 
shipment or arrival is valid. 

Careful attention must be paid 
to the terms of the import permit, 
because strict compliance is re- 
quired to avoid penalties, delays, 
and even revocation of the permit. 
One of the most frequent dif- 
ficulties encountered is the exact 
limitation on both quantity of the 
goods and the amount of currency 
available for payment, restricting 
within close limits in advance 
both price and quantity of the 


(Please turn to page 134) 
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Cleats reduce slipping 
on football fields, but- 






WALK and WORK SAFELY 


on low-cost A.W SUPER-DIAMOND 
ECONOMY ROLLED STEEL FLOOR PLATE 


Forty raised steel figures to the step are your assurance of foot 
safety. Secrets of SuPER-DIAMOND’s anti-slip protection for men 
and rolling equipment are the diamond design and alternate 
spacing of figures at right angles and correct distances for maxi- 
mum friction from any angle of approach. After years of usage, 
the diamond pattern still retains its safe, comfortable footing... 


still permits quick cleaning and draining. 


Made from tough steel floor plate, SuPER-DIAMOND can be 
fabricated with normal shop equipment. There are no matching 
problems. Use it structurally, as an overlay or as a complete 


flooring. 


No other floor plate can match A.W. SuPER-DIAMOND’s safety, 


durability and easy maintenance at so low a cost. 





ALAN WOOD STEEL COMPANY 


Censhohocken, Pa. 


Please send A.W. Super-D1amonp Booklet »4—+< 














City Zone State 


Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate—Plates—Sheets 
—Strip—(Alloy and Special Grades) 





a. STEEL FLOOR PLATE 
“The diamond in the rough . . . a gem of a flooring.” 








For plants where oil, 
water and grease raise 
special problems of slip- 
ping accidents, wesuggest 
a check on the special 
qualities of A.W. ALGrIP 
. .. the world’s only abra- 
sive rolled steel flooring. 
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Export Purchasing 
(Continued from page 132) 


purchase by the U.S. exporter. 
Fluctuating prices or overruns on 
made-to-order goods often neces- 
sitate withholding small portions 
of the purchase from shipment to 
the foreign country. The time 
limitation usually included in 
import permits often presents a 
problem, particularly if based on 
arrival date at destination port, 
and shipment is delayed afloat. 

The multitude of foreign ex- 
change and import regulations 
prevailing, differing widely from 
country to country, and with fre- 
quent modifications, make it al- 
most impossible for any one per- 
son to maintain complete know]l- 
edge of the legal requirements 
existing at any certain time, or 
applying to every commodity be- 
ing considered for export from 
the United States. 

In addition to (or instead of) the 
foreign agent or consignee of the 
goods, and the suggestions previ- 
ously included, there are several 
sources of information and simple 
rules available to assist the pur- 
chaser who is faced with these 
problems. 

Many large American banks 
make it their business to keep 
customers informed of the most 
important regulations involving 
trade with foreign countries. For 
example, the First National City 
Bank of New York publishes an- 
nually a summary of exchange 
and foreign trade regulations, 
which is kept up to date through- 
out the year by periodical cus- 
tomers’ confidential bulletins. 

A majority of the leading trad- 
ing nations also maintain con- 
sulates in many American cities, 
information services, government- 
al buying agencies, and other of- 
fices at most U.S. port cities and 
at some inland manufacturing 
and trading centers. It is the func- 
tion of such foreign governmental 
agencies to foster American trade 
with their respective countries. 
They can be located in telephone 
directories or through inquiry to 
the U.S. Department of State in 
Washington, or to any of the Field 
Offices of the U.S. Department of 
Commerce (or directly to the 
Bureau of Foreign Commerce of 
the Dept. in Washington). 
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? 
There’s a BOWER TAPERED ROLLER 
BEARING engineered to fit your product 
er. 
on 
es- 
ns 
to 
me 
in 
sa 
on 
rt, 
Types and sizes to 
2x- 
ns fita wide range 
om 
re- of tapered bearing 
al- 
and applications 
w- 
nts There’s no need to compromise with bearings! 
or Whatever your product, if it uses tapered 
ws roller bearings, call in a Bower engineer for 
expert help on selecting the exact type and 
the size you need. 
th 
4 Depending on your own particular needs, 
ral he'll make sure you get the exact size and 
ple type—selected from Bower's complete 
vail tapered line—engineered to assure maximum 
s 
performance in your application. 
iks ‘Most important of all, when you specify 
Poe Bower tapered roller bearings for your 
ing product, you get all the advantages of 
‘or advanced Spher-O-Honed design—less 
ity maintenance, longer life, smoother operation. | 
i Get the full facts on the complete Bower line. 
ns, 
gh- 
us- 
ad- 
on- 
ies, 
nt- 
of- 
ind 
ing 
ne- 
tal 
ide ; a 
es. 
yne 
to 
in 
eld 
of 
the ROLLER BEARINGS 
of 
BOWER ROLLER BEARING DIVISION ° FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 14, MICH. 
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One-Source Buying Simplifies Purchasing, 





Speeds Production 





Tested over the years by leading manu- 
facturers of electrical equipment, C-D-F 
Dilecto has been proved to have outstand- 
ing electrical and physical properties and 
1 uniformity of quality that can always be 
depended on. 


Dilecto is made in many grades and is 
available in the form of sheets, tubes, rods, 
and complete fabricated parts. Bases avail- 


able: glass mat, woven glass cloth, cotton 





C-D-F DILECTO LAMINATED PLASTICS. 


IN MANY GRADES FOR EVERY APPLICATION 


mat, cotton fabric, cellulose or asbestos 
paper, woven asbestos fabric, asbestos mat, 
woven nylon fabric. Resins include phe- 
nolic, melamine, silicone, polyester, epoxy, 
Tefion*. 


C-D-F gives fast service on raw stock or- 
ders, has complete machining and fabri- 
cating facilities. Call your C-D-F sales en- 
gineer for purchasing and technical help, 
or write C-D-F for new catalog D-55. 





C-D-F Celoron 


MOLDED PLASTICS 


combine high strength, 
durability 


If you buy gears, couplings, 
insulators, molded plastics of almost any 
type—get the facts on C-D-F Celoron, a 
molded-macerated and/or combination 
laminated material bonded with phenolic 
resins. Celoron is strong enough for auto- 
motive timing gears, versatile enough for 
the smallest molded insulating part or the 
electromechanical supports. Get 
Celoron samples by writing to C-D-F. 
Also ask for Bulletin DC-54. 





largest 





DIAMOND 


VULCANIZED FIBRE 


in any form, size 


Arc-resistant, arc-quenching, non-corrod- 
ing, and mechanically strong, Diamond 
Fibre’s high uniform quality is assured 
by America’s most experienced fibre 
makers. Available from C-D-F in sheets, 
rolls, strips, tubes, rods, formed and ma- 
chined specialties. Write for the new 
Diamond Fibre Catalog DVF-55. 











Complete Line of Plastics, Fibre, 

Mica Products 
The advantages of “one-source” buying 
were recently summarized for purchasing 
agents by Continental-Diamond Fibre, one 
of the country’s largest manufacturers and 
fabricators of electrical insulation and 
plastics products. No other supplier in its 
field, explains C-D-F, offers as wide and 
varied a range of products. One call to a 
nearby technically-qualified C-D-F sales 
engineer puts the purchasing agent in 
touch with a well-integrated, large com- 
pany with modern producing and fabri- 
cating plants. Low competitive prices and 
fast service are shown to be direct results 
of C-D-F’s post-war expansion and mod- 
ernization. 

Saving P.A.’s Interviewing Time 
A recent poll among purchasing agents in- 
dicates that buyers spend 20 to 50% of 
their time talking to salesmen. Shorter, 
fewer interviews with the man from C-D-F, 
each covering the ground of four or five 
separate sales calls, give the purchaser more 
time for improving his own job. And the 
electrical insulation and plastics buyer 
knows that the C-D-F sales engineer is 
thoroughly familiar with his problems, can 
give expert advice in the design stage and 
offer dependable quality-control service. 

Many New C-D-F Materials 
Among the new and specialized dielectric 
products made by C-D-F are flexible in- 
sulating tapes of Teflon*, mica combina- 
tions, silicone rubber, and _ silicone-var- 
nished fiber glass. Other new products are 
metal-clad laminates for printed circuits; 
post-forming grades of Dilecto laminated 
plastics (see elsewhere on this page for 
details); intricate molded parts; fire-resis- 
tant plastics; silicone, epoxy, and polyester 
glass-based laminates. 

One-Source Buying Cuts Costs 
Using C-D-F as a single large, reliable 
source of supply for all vulcanized fibre 
and laminated and molded plastics prod- 
ucts speeds the acquisition of technical in- 
formation, effects closer control of inven- 
tory, makes possible group buying of di- 
verse materials which, bought separately, 
might prove far more costly. One C-D-F 
salesman, replacing often as many as 
twenty salesmen, gives the purchasing 
agent simplified buying, improved products 
—at lower cost. 


BALTIMORE 14, MD. NOrthfield 5-0964 
3019 Oak Forest Drive 

BIRMINGHAM 1, ALA. 
American Life Building 

BOSTON SALES OFFICE Granite 2-2150 
1245 Hancock St., Quincy 69, Mass. 


3-6131 


BUFFALO 3, N.Y WAshington 3929 
Ellicott Square Building 

CHICAGO 11. II. DElaware 7-6266 
1201 Palmolive Building 


4 
CLEVELAND 14, OHIO 
550 Leader Building 


Cherry 1-5220 


DAYTON 2, OHIO Adams 4291 
221 Third National Building 
DENVER 2, COLO. AComa 2-2236 


Ernest & Cranmer Building 


42 


1J0 


DETROIT 35, MICH. 
201 Officenter Bidg. 
FT. WORTH 7, TEXAS 
3414 Camp Bowie 
HARTFORD SALES OFFICE 
Hartford-Jackson 9-0397 
15 Harding St., Wethersfield 9, Conn. 


BRoadway 3-0447 
Fannin 3339 


HOUSTON 4, TEXAS Capitol 5525 
3514 Crawford Street 

INDIANAPOLIS 5, IND. WaAinut 5-9803 
709 E. 38th Street 

KANSAS CITY 11, MO. Logan 6014 
406 W. 34th St., Room 11 

MILWAUKEE 2, WIS. BR 1-2980 


828 N. Broadway 
MINNEAPOLIS 2, MINN. 
610 Plymouth Bidg. 


Federal 3-3388 


NEW YORK 17 Murray Hill 6-0870 
290 Madison Avenue, Room 501 

OMAHA 3, NEBR. ATlantic 6548 
110 North 40th Street 

PHILADELPHIA DISTRICT SALES OFFICE 
Bridgeport, Pa. Broadway 5-0800 

PHOENIX, ARIZONA Alpine 8-7893 
P.O. Box 1587 


PITTSBURGH 21, PA, Churchill 1-0969 
309 Shields Bidg. 

RICHMOND 22, VA. Richmond 32210 
101 Oronoco Avenue 

ST. LOUIS 17, MO. Mission 5-2253 


2683 Big Bend Bivd. 
SPARTANBURG, S.C. 


Spartanburg 3-6397 
834 Hayne St. 


TULSA, OKLA. 
204 S. Cheyenne St. 
Pacific Coast Representative 
MARWOOD LIMITED 


SAN FRANCISCO 3, CAL. Hemlock 1-7893 
357 Ninth Street 


5-6189 


SEATTLE 4, WASH. Elliot 4747 
1714 First Avenue, South 

PORTLAND 4, ORE. Beacon 5123 
209 S.W. First Avenue 

LOS ANGELES 13, CAL. Mutual 3241 


320 East 3rd Street 
Canadian Representative 
DIAMOND STATE FIBRE CO. OF CANADA, LTD. 
46 Hollinger Rd., Toronto 13, Ontario, Can. 
EXPORT DEPARTMENT: BRIDGEPORT, Pa., U.S.A. 


PuRCHASING 














Cory 














"es 


uying 
hasing 
e, one 
rs and 
. and 
in its 
e and 
ltoa 
sales 
nt in 
com- 
fabri- 
Ss and 
results 
mod- 


ne 
nts in- 





% of 
1orter, 
>-D-F, 
or five 
"more 
id the 
buyer 
eer is 
is, can 
re and 
rice. 


lectric 
le in- 
nbina- 
1e-var- 
ts are 
rcuits; 
inated 
re for 
-reSiS- 
lyester 


s 
eliable 
| fibre 
prod- 
cal in- 
inven- 
of di- 
rately, 
C-D-F 
ny as 
hasing 
oducts 


[| 


5-6189 


| 1-7893 
jot 4747 
‘on 5123 
yal 3241 


DA, LTD. 
Can. 


a.,U.S.A. 


~ 
4 


MICABOND INSULATING COMPONENTS 
help you build a better motor 


C-D-F built-up or bonded mica products are 
being used to assure quality insulation in 
America’s best-selling motors and generators. 
Only the finest mica splittings are used in 
Micabond; thus Micabond parts have uniform 
high heat-resistance and dielectric strength. 





Forms of Micabond available: Sheets—Tub- 
ing—Flexible Tapes (with cotton, silk, paper, 
woven glass, and Mylar* backings)—Fabri- 


cated Parts in the form of Segments, “V” 
Rings, Slot Liners, Washers, Punchings of 
various shapes. 

Make C-D-F your dependable source for 


mica products, and assure yourself strictly- 
followed specifications, low costs, fast de- 
liveries. Call your C-D-F sales engineer or 
write for samples of Micabond materials. 





Micabond Catalog M-55 is also yours for the 
asking. 








Dependable printed circuits rely on 
C-D-F metal-clad dielectric materials 


Printed circuits etched from C-D-F Metal-Clad Dilecto 
Laminated Plastics are proving themselves in thousands of 
TV, radio, and communications equipment applications. Clad 
with copper foil and having superior heat-resistance, bond- 
ing strength and mechanical and electrical properties, Di- 
lecto printed circuit materials are based on epoxy, phenolic, 
and Teflon* laminated plastics. Low dielectric loss, oper- 
? ating temperatures up to 200°C. in certain grades are char- 
¢/ . acteristics of C-D-F Metal Clad Dilecto. High bond strength 
aah of foil to plastic makes punching and machining readily 
possible either before or after etching. Write for new 
Catalog D-55. 


Photos Courtesy of Photocircuits 
Corporation, Glen Cove, N.Y 


C-D-F plastics fabrication 
offers undivided 
responsibility for 
quality, delivery 


Many manufacturers using machined and fa- 
bricated plastics parts have learned the econ- 
omy of letting C-D-F do the fabrication for 
them—faster, more efficiently! By the time a 
manufacturer experiments, tests, and probably 
rejects much expensive raw material, C-D-F’s 
experience with all plastics work can complete 
and ship the order without waste and without 
delay. 
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C-D-F’s small-parts machining and inspection gets 
results like this. These automotive electrical insu- 
lators are mass-produced with uniform high quality 
at rock-bottom prices for the manufacturer. 


At C-D-F’s machine shops in Newark, Del., 
and Valparaiso, Ind., fabricating is done near 
the presses that produce the raw materials. 
No time is lost in handling materials; special 
production runs may be scheduled to coincide 
with machining operations; C-D-F’s “experi- 
ence bank” provides innumerable short cuts, 
little tricks that result in lower prices for the 
purchaser. 


Simplified Production, Storage 

Ultimate advantages to you in choosing C-D-F 
to machine and fabricate your plastics and 
fibre parts: Assurance of delivery to meet 
your production schedules; elimination of 
waste materials, shortages, rejects; uniform 
high quality of every fabricated part. These 
become C-D-F’s responsibility, not yours. 








C-D-F Flexible Insulating Tapes 
have high heat- -resistance, durability 


Pressure-sensitive, thermoplastic, and thermoset- 
ting insulating tapes for all types of electrical 
equipment uses are made by C-D-F from sili- 
cone varnish, silicone-rubber, Teflon*, and Mica- 
bond, with various supporting fillers and backing 
materials. High-heat electrical applications are 
served by these durable materials and by the wide 
range of backings in which the tapes are provided. 
Color Identification—C-D-F tapes of Teflon are 
made in the standard RETMA colors for easy 
wire identification in assembly and repair of 
electrical equipment. Call your C-D-F represen- 
tative, or write for test samples. 


Bow | 




















NEWARK 41, DELAWARE 
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NEW C-D-F SPIRAL TUBING 


Here’s a low-cost spirally-wound 
paper-plastic tubing available in 
18 grades for a wide range of uses. 
Round, square, rectangular shapes 
for use as coil forms, insulating 
tubes, paint rollers, shipping con- 
tainers, bushings. These are just 
a few of the many applications. 
Small sizes, thin walls are no 
problem. Write for 8-page Tech- 
nical Folder ST-53, which gives 
properties, sizes, tolerances. Or 
call your C-D-F representative. 








*duPont trademarks 


CONTINENTAL DIAMOND FIBRE 


CONTINENTAL-DIAMOND FIBRE DIVISION OF THE BUDD COMPANY, INC. 














... all key phases of SPECTOR'S 


FREIGHT TRANSPORTATION SERVICE 


Today’s purchasing agent knows the importance of efficient, engi- 
neered transportation in controlling the cost and flow of materials 
used in his plant. His increasing reliance upon motor transportation 
over the past decade attests to its many comparative advantages—its 
flexibility, its speed, its versatility, its economy. 


Serving more than 5000 industrial and commercial points in 37 states, 
Spector enables the progressive purchasing agent to broaden his list 
of sources, reduce over-all inventories and capital investment, coor- 
dinate his inbound materials with the distribution of plant output. 


Get the facts from your traffic manager or your nearest Spector rep- 
resentative. 


A U.S. Custom Bonded Common Carrier . 
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SP, ECTO FREIGHT SYSTEM, INC. 


General Offices: 3100 S. Wolcott Avenue, Chicago 8 
TERMINALS IN: 


Baltimore-Washington * Boston * Bridgeport * Chicago 
Decatur * Indianapolis * Milwaukee * Newark * New 
Britoin © New York * Peoria * Philadelphia * Providence 
St. Louvls * Springfield (Mass.) * Worcester 
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Acknowledgement 


In last month’s “Ideas” section 
of purchasing, there appeared an 
article “Get More Spring From 
Your Dollar.” Material for this 
article was developed in coopera- 
tion with the Hunter Spring Co., 
Lansdale, Pa. It is being used in 
a “Spring Buyers Guide” which 
is going to be published by Hun- 
ter in a few months. We regret 
that, through an oversight, Hun- 
ter’s assistance on this article was 
not acknowledged. 


Recording Gage Checks 
Stocks as Fed to Press 


A portable continuous record- 
ing gage solves problem of feed- 
ing strip stock of proper thick- 
ness to a punch press. Assuring 
uniformity of thickness will as- 
sure good stampings. The gage is 
mounted in a wheeled cabinet 
and is placed between a feed roll 
and a punch press so that the 
strip stock goes through the gage 
before it reaches the press. The 
gage can be moved from press to 
press as needed. By checking the 
stock continuously and observing 
the gage meter hand or the re- 
corder chart, the thickness trend 
of the stock can be followed. 
Federal Products Corp., 1144 
Eddy St., Providence 1, RI, 
makes the gage. 


Thrust Bearings 


Rollway Bearing Co., 541 Sey- 
mour St., Syracuse, N.Y., has de- 
veloped a line of thrust bearings 
for crane hooks, ranging in ca- 
pacity from 5 tons (with 156” 
shank diam) to 250 tons (with 
10”’shank). There are special de- 
sign features in both the roller 
bearing and the retainers. The 
rolling surface of each cylindrical 
roller is finish ground with a large 
radius for about one-quarter of 
its length along each end. This 
minimizes harmful effects of cor- 
ner loading of bearings and re- 
duces torque requirements by at 
least 25%. The retainer is par- 
ticularly effective under such ab- 
normal conditions as boundary 
lubrication and severe stresses. 
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This Apex ‘2-in-1" spring-loaded impact socket is used inter- 
changeably to run down %” and %” hex nuts on automobile 
engines. It eliminates constant changing of tools, helps step up 
production. As an additional feature, socket may be turned end 
for end to double working life. 





This Apex Spanner-type socket has four internal driving lugs to 
engage the four openings in the flange-type nut. It eliminates 
the customary external prongs that frequently break off and 
slow down assembly operations. Socket seats nuts quickly and 
easily in a difficult location inside an automatic washer. 




















The true cost of any tool will show up in pro- 
duction records, not just on the price tag. The 
amount of work a tool can do efficiently is far 
more important than the original tool cost. 

For example, each of these special Apex 
sockets was designed to solve an unusual fastening 
problem. For this reason alone, these tools have 
proved well worth their original price. In addi- 
tion, these tools have provided substantial savings 
in production time and expense—that’s why the 
true cost of Apex tools is always lower. 

When your production or maintenance work 
involves nut running or screwdriving, you can 
keep costs down with Apex tools. There are more 
than 7,500 stock types and sizes of Apex tools for 
every nut running or screwdriving job. And, if 
yours should be a special fastening problem, 
we'll work with you to develop a special tool 
exactly suited to your needs. 

Apex—the authority on fastening—offers crea- 
tive engineering and specialized manufacturing 
experience that will help solve your fastening 
problem. Our new Pocket Catalog is ready—may 
we send you a copy? 


Ye antwer le your fasieing problere 





THE APEX MACHINE & TOOL COMPANY 
1034 S. Patterson Blvd. * Dayton 2, Ohio 
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You Can Slosh Through 
Water — Even Acid 





\ silicone has been developed 
Dow Corning, Midland, Mich., 
treating leather and making 
oes liquid repellent without 
ogging the pores through which 
ther breathes. A worker wear- 
ng shoes, made of leather treated 
the product, trade-named 
Sylflex,’ can slosh through 
er, acid and alkaline solutions 
vithout liquid getting in. Because 
silicone does not block air, 
shoes made of this material 
not as hot as airtight over- 
In addition to its value in 
protecting workers’ feet against 


noes 
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corrosive liquids, the water repel- 
lent characteristics of Syflex make 
shoes last longer. 
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Pressed Steel Swivel 
Casters Absorb Side Thrust 





Pressed steel swivel casters are 
now in production with a ballrace 
of improved design, especially de- 
veloped not only to carry the load 
but also to absorb the side thrust 
on a fork truck. Except for one 
size (2” wheel diam) the casters, 
designated Series 50-A, have a 
steel sleeve that fits over the 
axle and is held rigid between 
fork members to add strength and 
prevent wear on the axle. The 
casters are available from Bond 
Foundry & Machine Co., Man- 
heim, Pa., with 2, 24, 3, 4, 5 and 
6-inch diameter wheels. 
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and cost-saving ideas 
AAMAS 


Nut Self-Locks Where 


Spring Tension Exists 





Elastic 
America has designed a flanged 


Stop Nut Corp. of 
hexagon self-locking nut for 
fastening applications involving 
spring tension, such as compres- 
sor mountings in refrigerators. 
The large built-in area of the nut 
eliminates the need of individual 
nuts and special washers. During 
shipment of a spring mounted 
unit, the nut can be turned down 
compressing the spring and mak- 
ing a solid mounting which can- 
not shift. Upon delivery of the 
mounted unit, the self-locking nut 
is backed off to the proper spring 
tension to float the unit. It will 
remain locked at any desired 
position on bolt. 
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G.E.’s new all transistor portable 

is always well received, because its 
package ‘‘sends”’ so well. Looks good, too. 
For package protection and eye appeal, 
take your problems to H&D. 


© HINDE & DAUCH 


SL / ~~ Subsidiary of West Virginia Pulp and Paper Company 


—/ 

\“- 

N 
wis AUTHORITY ON PACKAGING ¢ SANDUSKY, OHIO 
See {\ 43 FACTORIES ¢ 42 SALES OFFICES © 
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Motors... Value, LOS 








General Electric 74/55) CLAD motors 
stocked locally for “off-the-shelf” delivery 


Now, local ‘‘ off-the-shelf” delivery 
f General Electric Tri-Clad ‘55’ 
tors can save you hundreds 
lollars by reducing downtime, 
ring production losses and cut- 

s stand-by motor inventory. 
e From Maine to California 347 
G-E Motor Distributors say: ‘‘ Dial 
ME for Motors.” They can give 
his invitation to call them for 
‘‘ off-the-shelf” delivery be- 
they now have complete 
of Tri-Clad ‘55’ motors in 
re popular ratings, 5 to 20 
power. When you need an 
tor, pick up your telephone 
‘all your nearest G-E Motor 
Distributor. He can make imme- 
lelivery of most ratings in 24 

hours or less. 

through fast delivery 
local stocks are just one more 
S value you get when you 
Tri-Clad ‘55’—the motor 
triple-protected against 
ical, physical and operating 
Order from your local G-E 


& Savings 








When you need a motor, dial your nearest 
General Electric Motor Distributor. He can give 
you fast, ‘off-the-shelf’ delivery on most 
Tri-Clad ‘55’ motors right from his stock. 


Distributor’s stocks or nearest G-E 
Apparatus Sales Office. To find 
the name of your nearest G-E 
Motor Distributor, look in the 
classified section of your phone 
book. 

These motors, in 7% to 30 hp 
ratings, are manufactured by the 
Medium Induction Motor Depart- 
ment, General Electric Company, 
Schenectady, New York. 866-7 


Progress ls Our Most Important Product 


GENERAL 


@ Evectric 
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Wire Rope Strengthens 
Wood Pile Clusters 


+ =. 





Preformed wire rope, equipped 
with dual-locking wire rope end- 
ings, both products of American 
Cable Div., American Chain & 
Cable Co., Inc., Wilkes-Barre, Pa., 
can be used to strengthen wooden 
pile clusters of docks and as a 


result increase the dock’s load 
capacity. 
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Pistol Grip 4" Portable 
Electric Drill 





The Black & Decker Mfg. Co., 
Towson 4, Md., has a new light- 
weight %4” drill designed for jobs 
where continuous assembly line 
production is not required. It is 
particularly useful for installa- 
tion and maintenance men. The 
drill is motor-driven and equipped 
with anti-friction ball bearings 
that are grease-sealed for life. 
Weighing only 3% Ib, the tool is 
easy to handle for long periods 
and reduces operator fatigue. Its 
“nistol-grip” handle is designed 
for comfort. 
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Voltage Sensitive Non- 
Linear Resistor 





Sac) 


A Thyrite discharge varistor 
assembly is said by General Elec- 
tric’s metallurgical Dept., Detroit 
32, Mich., to represent the first 
commercial offering of a voltage- 
sensitive non-linear resistor of its 
type. It is designed for use in 
protecting motors, generators, lift- 
ing - magnets, magnetic chucks, 
solenoids, etc., against high in- 
ductive surges resulting from sud- 
den interruption of inductive cur- 
rents. It is claimed that when a 
discharge varistor assembly is 
connected across the circuit of a 
component to be protected, the 
watt loss is only 2% of that of an 
equivalent fixed resistor. 
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Spiral Nail Won’t 
Cut Wood Fibers 


The spiral nail utilizes the same 
principle as the wood screw with 
a superiority in holding power 
over straight shank nails. A re- 
cently developed process elimi- 
nates need for each nail to be 
threaded separately. By the new 
cost-reducing method of manu- 
facture, stock wire is pre-thread- 
ed, then cut, pointed and headed 
into nails. Not only does this 
manufacturing technique reduce 
costs of manufacture but it re- 
sults in the thread form going 
right on up to the base of the 
head, greatly increasing the hold- 
ing power. Another result is a 
slightly rounded crest on thread, 
so that, when driven home, nail 
does not cut the wood fibers. 
Manufacturer is Jones & Laughlin 
Corp., 3 Gateway Center, Pitts- 
burgh 30, Pa. 
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General Electric 7A/55CZAD motors 
give you improved design, faster delivery 


Built to handle the widest variety of 
applications, General Electric’s versa- 
tile new Tri-Clad ‘55’ motor gives you 
all the benefits of the latest improve- 
ments in design, materials and manu- 
facture, plus a new, fast delivery plan. 
That’s why, since its introduction, the 
Tri-Clad ‘55’ motor has been the choice 
of motor buyers for the toughest jobs 
in industry. 
@ The many PLUS values of the Tri-Clad 
‘55’ motor add up to a new high in 
motor design. Improved insulation and 
a more efficient cooling system assure 
longer motor life. New sonance features 
provide a quiet-operating motor. Pack- 
ing more power into a smaller frame 
size, the new motor reduces shipping 
and handling costs as much as 40%. 
A much better bearing design and new 
synthetic grease permit operation of the 
Tri-Clad ‘55’ motor up to 5 years or 
more without regreasing. 
@ Dial your local G-E Motor Distributor 
for “‘off-the-shelf’’ delivery of most Tri- 
Clad ‘55’ motors right from his stock. 
This new, fast delivery service helps 
keep your downtime at a minimum, 
reduces production losses, and enables 
you to cut standby motor inventory. 
For these, and many other dollar- 
saving PLUS values, specify Tri-Clad 
‘55’—the motor that is triple protected 
against electircal, physical and operat- 
ing damage. Order from your local G-E 
Distributor’s stock or your nearest G-E 
Apparatus Sales Office. Tri-Clad ‘55’ 








To meet industry's demand for top motor 
performance, General Electric Tri-Clad ‘55° 
motors pass an exhaustive series of tests and 
inspections before leaving Schenectady plant. 


motors in 714-30-hp ratings are manu- 
factured by the Medium Induction 
Motor Department, General Electric 


Company, Schenectady 5, New York. 
866-13 


Progress ts Our Most /mportant Product 


GENERAL G3 ELECTRIC 


WRITE FOR COMPLETE DETAILS 


1 

Medium Induction Motor Department 

General Electric Company 

Box 1064, Schenectady, New York | 

Please send me free bulletin on the ! 

Value PLUS features of Tri-Clad ‘55’ 
I 
| 
| 
I 
| 


motors. 
WwW 





Address 
City 
State 
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RIGGED FOR SAFE DIE HANDLING 


lo handle heavy, expensive die sets 
with complete safety, this manufac- 
turer uses eight Laughlin Eye Hoist 
Hooks—two on each corner. The wire 
rope is aw secured with genuine 
Crosby* Clips and Laughlin Thimbles 
protect the rope at the lifting points. 


LaucuLin Hooxs—drop forged and 

heat treated—take the risk out of this 

be yre precision designed and 

actured from special high quality 

stec «8 construction that results in max 

strength and uniformity with- 

ut excessive weight. Hooks are 

ailable to fit rope up to 114” with 
pacities up to 20 tons! 


t 


foucn Laucuiun THIMBLES, manu- 
factured from hot rolled steel bars, 
ist crushing forces. They’re offered 

es to fit all ropes from 14” to 214"! 


GenvuINE Crossy Cups provide max- 
um holding power for wire rope 
from 14" to 3” in diameter. In every 
plication where the safety of men 
aterials must depend upon — 
rope rigging, safety engineers speci 
Crosby ( lips! Look for the “Red U. 
Bolt”*—you'll see it in use every- 
where—in every industry! 





THE STRONGEST LINK 


Wherever a chain link is replaced or 
connections made, a potential safety 
hazard exists—unless genuine Laugh- 
lin “Missing Links’”* are used to do the 
job! This easily installed split link is 
essential whenever maximum safety is 
required. It’s as strong as BBB chain! 
Drop forged “Missing Links” are 
matched to a perfect fit under tons of 
pressure. Your Crosby-Laughlin Dis- 
tributor carries a complete range of 
sizes from %%”" to 174"! Insist on the 
genuine “Missing Link”. 


REGISTERED TRADEMARK 


Stocked and sold by leading distributors everywhere 


CROSBY -LAUGHLM Decocon 


American Hoist and Derrick Company 


FORT WAYNE 1, INDIANA 
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New Synthetic 


Textile Fiber 

Dow Chemical Co., Midland, 
Mich., has developed a new staple 
fiber which will be marketed 
under the trade name of “Zefran.” 
It is said to combine a wide 
range of the properties of other 
fibers, both man-made = and 
natural. It combines, for example, 
ease-of-care properties synthet- 
ic fibers with the versatile dye- 
ing characteristics of cotton. Ad- 
ditionally, are good initial white- 
ness, bleachability, resistance to 
wear, rot and chemicals, and di- 
mensional stability when exposed 
to elevated temperatures. The 
fiber is expected to find applica- 
tions in most classes of textile 
goods, including heavy industrial 
fabrics. 
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Pump Handles Any Paint, 
Any Solvent 





A new paint pump has been 
designed by the Alemite Div., 
Stewart-Warner Corp. 1826 
Diversey Pkwy., Chicago 14, IIL, 
for smoother and faster handling 
of all paints and solvents. It can 
be incorporated into any paint 
spraying system using any num- 
ber of colors or spray outlets. 

(Please turn to page 146) 
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A combination... for going places 
Laminated plastics ...a combination of properties for doing things 


Synthane laminated plastics work for industry in so many different 
ways because of their unusual combination of mechanical, electrical 
and chemical properties. Engineers in practically every major in- 
dustry have put Synthane’s many combination properties to work... 
providing unusual strength and toughness, high insulation resistance, 
low moisture absorption, good dimensional stability, and excellent 
resistance to corrosive acids, alkalies, salts and solvents in a variety 
of products. DIELECTRIC STRENGTH IMPACT STRENGTH 





Synthane Power Shovel Parts. Electrical 

; insulating ability and mechanical strength ore 
C—— 4 ) w the properties most needed in this application. 
i ' The Synthane grade selected is also weor 
= resistant, easily fabricated to precise dimen- 
sions, and can be laminated directly over 





ges cee 


HEAT RESISTANCE LIGHT WEIGHT 


A Synthane grade for you! Synthane offers 
ee over 30 individual grades in sheets, rods, SYNITHANE 
S 


metal cores for extra strength. 





rent tubes, moldings and completely fabricated 
al <1c$ parts. Send for free illustrated catalog today. 





SYNTHANE CORPORATION, 7 RIVER ROAD, OAKS, PA. 
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NSILVER BRAZING ALLOYS 


The remarkable ability of the low- 
temperature EASY-FLO and SIL-FOS si!ver 
brazing alloys to make permanently leak-tight, 
normally indestructible joints at surprisingly 
low cost—sums up the reasons why silver 
brazing is now so extensively used in the 
Refrigerating and Air Conditioning industries. 
As pioneers and leaders in silver brazing alloy 
research, development and production, and 
originators of the time-labor-cost-saving 
EASY-FLO and SIL-FOS silver alloys, 
Handy & Harman is The Place To Go for sil- 
ver brazing alloys and for technical and prac- 
tical assistance in selecting the right alloy and 
in applying it most effectively and profitably. 





x. % . 
nds on 
a condenser. SIL-FOS rings are positioned on ends of 


bends. Bends are then assembled on condenser tubes 
and gas-air brazed, 3 rows at a time — 40 joints — in 
less than a minute. 





Full cooperation always at your call 


Handy & Harman “Specially Qualified” Distributors cover 
the country. There’s one near you, backed by H&H field 
service engineers, ready to supply you with informative 
silver brazing literature and help you in every way to 
apply silver brazing to your metal joining work. 


Source of Supply and Authority on Silver Brazing Alloys 











BRIDGEPORT, CONN. 


7HANDY & HARMAN 2: 


CLEVELAND, OHIO 


General Offices: 82 Fulton St., New York 38, N.Y. OOM, 
TORONTO, CANADA 
DISTRIBUTORS IM PRINCIPAL CITIES MONTREAL, CANADA 
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(Continued from page 144) 


A special pump tube delivers 
paint at a rate of up to 3 gpm 
through three separate tubes for 
volume and smoother flow. The 
tube automatically adjusts for 
variation in drum height and can 
be easily cleaned by merely 
pumping solvents. By pumping 
directly from the original con- 
tainer, no transferring of material 
is necessary and no time is lost 
due to shut down. 
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Tubing Has 
Maximum Clarity 





Available in both transparent 
vinyl and translucent polyethy- 
lene forms, high quality, maxi- 
mum clarity tubing is available 
for laboratory and plant applica- 
tions. It handles a wide variety 
of chemicals and reagents and 
has excellent flexibility and non- 
toxicity. It may be steam steri- 
lized and is particularly suited 
for general laboratory usage, 
transmission of beverages for hu- 
man consumption or similar ap- 
plications. The tubing is available 
from the American Agile Corp., 
P.O. Box 168, Bedford, Ohio, in 
11 sizes from 1/8 ID x % OD to 
1ID x 1% OD. 
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How 


BRAINARD 
STRAPPING 


SERVICE 
reduced packaging costs by 90% 


RANSFORMER hangers form- 

erly crated for handling and 
shipment are now strapped into 
compact, easily handled units at a 
savings of up to 90% in costs of 
labor and materials. The savings 
followed a cooperative effort by 
Thiel Tool and Engineering 
Company, St. Louis, and a Brainard 
Strapping Expert. They’re typical 
of steel strapping techniques 
being adopted by hundreds of 
companies to lower costs, increase 
efficiency and reduce shipping 
losses. Let a Brainard Strapping 
Expert point the way to similar 
savings for your company. You’ll 
find him listed in your telephone 
directory. Or write direct to 
Brainard Steel. 








JACK N.GONZ, the 
Brainard Strapping Ex- 
pert in St. Louis, helped 
Thiel Tool devise this 
money-saving applica- 
tion for steel strapping. 


THE BRAINARD STEEL'DIVISION 
of the Sharon Steel Corporation 

STEEL DIVISION Dept. P-12, Griswold Street, Warren, Ohio 
SHARON. STEEL CORPORATION MAKERS OF QUALITY STEEL STRAPPING 


For More Information Circle No. 226 on Inquiry Card—Page 17 
DecemBer, 1956 147 





| ree 
huh 


agg oe 
reps 


JACKET MANUFACTURING CO. LENNOX INDUSTRIES INC. W. M. WELCH MFG. COMPANY at 


t pumps cost less to ship’’ **we just install them and forget them”’ “eliminated heavy mounting frames’’ 


5 MANUFACTURING COMPANY ANTHONY MACHINE & ENG. SERVICE THE TRANE COMPANY 
is up under roughest handling” *fonly motor versatile enough for us”’ **reduced product weight nearly 8 Ibs."" 


YouaMhead 
MOTOR 


UTHMAN MACHINERY COMPANY 
re compact, yet full-powered”’ 


TSON & CO.—SIOUX TOOLS MODINE MANUFACTURING COMPANY BARBER-COLMAN COMPANY 
ter, smaller—with power to spare”’ **dependable—in operation and delivery’’ **cut manufacturing costs 12%"" 












ibs.”” 


AUTO-NAILER COMPANY 
**All-angle mounting cuts design costs”’ 





BAR-BROOK MFG. COMPANY 
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no re-oiling’ feature rates high’’ 


G. C. BREIDERT COMPANY 
‘as quiet as it is dependable”’ 


SOUTH BEND LATHE COMPANY 
"top quality at competitive prices’’ 






LANCASTER PUMP & MFG. CO. 
**G-E motors help sell our pumps”’ 


he ae ! 


are, , 
i ee 
’ 





TEMCO, INC. 
"light weight cut shipping costs’’ 


16 More Companies Say... 


LESS COSTS, MORE SALES with 
General Electric fhp motors 





Yes—16 more manufacturers, like yourself, have re- 
ported on the cost-savings and sales-increases they’ve 
realized by incorporating General Electric ‘‘ Years- 
ahead” motors into their products. 

They are representative of the thousands of companies 
who have realized similar benefits—adequate proof that 
this General Electric fhp motor can save you money 
can make your product more saleable. 

And no wonder! The G-E “ Years-ahead”’ motor in- 
corporates a number of advanced design features to give 
you longer motor life, unsurpassed versatility, and a 


GENERAL @@) ELECTRIC 


lighter, smaller, more streamlined design to match your 
own modern product . . . for example—moisture resist- 
ant Mylar* polyester film insulation; dependable, 
all-angle sleeve bearings; doubled lubrication life; 
removable, rotatable cradle base; and many others. 


To find out how you can take greater advantage of 
these G-E motor benefits in your own product, contact 
your nearby General Electric Apparatus Sales Office, or 
write to General Electric Company, Section 702-30, 
Schenectady, N. Y. 


*Registered trade-mark of Du Pont Company. 


Why a V-Belt 


with CONCAVE SIDES | ji@uigs 
wears longer Cab Keeps Tractor 


Operators Comfortable 


NeW 





THE CONCAVE SIOE 
U.S.PAT.NO.18136986 


sy ' 
2ease 
sists 


ay oe 





Designed for heavy duty indus- 
trial tractors, an all-weather, low- 
cost cab provides maximum com- 
fort for the operator. The all-steel, 
12-gage body can be supplied to 
customers for mounting on their 
own tractors. A hot-water heater 
keeps operator warm during the 
coldest of weather. An electric 
windshield wiper and defroster 
system insure excellent visibility. 








It is easy to demonstrate to yourself why the The windshield is of one-piece, 
concave sides (Fig. 1) of the Gates belt greatly shatter-proof glass construction. 
lengthen belt life. The cab is produced by Mercury 

Simply bend a Gates belt and feel the sides. Mfg. Co., 4044 S. Halsted St., 
Notice how these precisely engineered concave sides Chicago 9, II. 
fill out on the bend and become straight. Thus a Gates Circle No. 47 on Inquiry Card—Page 17 
belt grips the sheave groove evenly (Fig. 1-A) and 
wear is distributed uniformly across each side of the . . 
belt. That means longer belt life; lower costs. Drill Press Has Six 


Make the same test with a straight-sided belt Spindle Adapters 
(Fig. 2) and see what happens. The sides bulge out aeesit TT 
on the bend (Fig. 2-A) concentrating the wear at 
points shown by arrows. 

To assure longer wear and keep belt costs down, 
specify the V-belt with Concave sides—Gates Vulco 
Rope... readily available from nearby distributor 
stocks. The Gates Rubber Company, Denver, Colo- 


rado— World’s Largest Maker of V-Belts. 





are Gates Engineering Offices and Distributor 
ks in all industrial centers of the United States and 
( ida, and in 70 other countries throughout the world. 





TPA 90 
aa 
A 15-inch drill press, available 


in a wide range of models, has 


a. . * 
Ket T LCO been designed to provide the same 
rugged performance of much 
ROPE heavier units. For versatility, the 


(Please turn to page 154) 
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OUTSTANDING | N OW * 


CHEMICAL PROPERTIES 








OUTSTANDING 
PHYSICAL PROPERTIES 


* 


VISTEX* with TEFLON ** 


Gasketing Material 


— 












Another first for American! The 
exceptional thermal and chemical 
properties of Teflon are combined 
with low, cold flow characteristics 
to give you a gasketing material 
never before available. 


DEFINITE 
ECONOMICAL ADVANTAGES 


— SALE LE LOL N BE” STEELS POI cee ee tee ae 


ee LES 
ee 


With thermal stability up to420F. 
Vistex with Teflon eliminates un- 
desirable lateral plastic flow with ex- 
cellent stability to corrosive gases, 
liquids and virtually all chemicals 
at low and high temperatures. 

Vistex with Tefion, with tensile 
strength of 5,000 psi, has very high 
tear value, will not ravel or fray, 
has very good cutting properties. 
Seals with minimum pressure on 
polished or irregular surfaces. 

American’s engineering and re- 
search staff is prepared to supply 
you with complete data and product 
recommendations. Write today on 
your company letterhead. 


*VISTEX—Reg. Trade-mark of American Feit C ny 
**TEFLON—Reg. Trade-mark of DU PONT for its Tetra- 
fluoroethylene resin. 


American felt 
Company 





MARK 


GENERAL OFFICES: 
SALES OFFICES: New York, Boston, Chicago, Detroit, Cleveland, Rochester, Philadelphia, St. Louis, Atlanta, Greenville, 74 GLENVILLE ROAD 
S. C., Dallas, San Francisco, Los Angeles, Portland, San Diego, Seattle, Montreal.—PLANTS: Glenville, Conn.; Franklin, ° 
Mass.; Newburgh, N. Y.; Detroit, Mich; Westerly, R. .—ENGINEERING AND RESEARCH LABORATORIES: Glenville, Conn. GLENVILLE, CONN. 
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SECOND OF SADE 2 Ce 


ow to get 
reliability 


Got the automation jitters?...worried about turning 


complex manufacturing operations over to an “electronic 


brain” ?... worried about what can happen when 
one component in the control system fails?... 


Reliability takes on a new and different meaning »§ 


as American industry becomes more and more 


automated. Here are a few thoughts on the importance 


ai 


(: 1) All of 


= / 


ae f if of reliability and how it can be controlled. 


a 


us are going to have to pay more atten- 
tion to “reliability.” 


We'll have to pay more attention to individual “devices” 
within a system. 


We'll have to guard ourselves carefully when we design 
the entire system. 


[he industrial pendulum is swinging more and more 
toward automatic controls, servo-mechanisms, computers, 
and automatic “watchers.” As it does, the reliability factor 
becomes more and more important. Let’s see why. For 


example, you probably have three radios at home. If one 
fails because a soldered joint comes apart, your home life 
is probably not disrupted to any alarming degree. But... 
consider the automatically controlled steel mill. One 


soldered joint failing, unless all controls are installed in 
duplicate (which is expensive) could tie up the entire pro- 
duction process for valuable minutes, if the maintenance 
crew has second sight. For hours, if automatic trouble- 
indicating and locating systems are not installed (and these 
are expensive, too). Last, but not least, lend a thought to 
the dependence of guided missiles and man-made satellites 
upon the reliability of electronic circuits and components. 
So...let’s start to examine “reliability.” Let’s begin by 
looking at this definition which is currently popular in 
the technical field: 


The reliability of a particular component or sys- 
tem of components is the probability that it will 
do what itis supposed to do under operating condi- 
tions for a specified operating time. 


Now ...this is a relatively well-accepted definition, and 
it offers the key to the problem of coping with failure con- 
trol. Take the word “probability” in this definition. Let’s 
discuss its. implication. 








Many of today’s systems, simple or complex, are a chain 
of components. So picture a system as a chain with its 
successive links. In the field of statistics the over-all reli- 
ability of the chain is the mathematical product of the 
reliabilities of the individual links... 


Overall Reliability, R,=r; x rz X 13.00Tn 


Now, let’s consider a system made up of 100 different 
components, each of which has a reliability of 99%. In 
applying the formula, multiplication of .99 by itself 100 
times gives an over-all reliability for the system of only 
36.5%. Two out of three systems you have put together 
will probably fail! 

’ Cannon becomes involved with this problem because 
our main business is making electric connectors. So, let’s 


look at the following chart that covers contact reliabilities 
and reliability of the assembly in which they are mounted. 


Assembly reliability dependent upon number of contacts 


SS eee ee ee eee ee 










Contact population 
percentage defective. 


Percentage of assemblies 
having one or more defective contacts. oil 
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This chart illustrates the reliability of four connectors 
having 15, 25, 37 and 50 contacts respectively. As an 
example, assume that the contacts have a contact popula- 
tion of 1% defective (1 in 100 defective... this percentage 
is considered a fairly high standard in most fields). On 
the 15-contact assembly, we find from our chart that 14% 
of the connector assemblies would have one or more defec- 
tive contacts! With 25 contacts, 22% would have one or 
more defective contacts. With 50 contacts, 4142%...is 
your hair starting to curl? Obviously, a 99% contact reli- 
ability standard for guided missile components is abso- 
lutely unacceptable. And, in between the simplest system 
and that of a guided missile, are hundreds of assemblies 
and systems whose reliability factors must be analyzed with 
utmost care. 


But all is not lost! There’s another side to the picture. 
With proper care, analysis, and control, our Cannon organ- 
ization has actually achieved, in special “missile quality” 
contacts, a known level of only 2.85 x 10-°% defective... 
only 1 part in 35,000! Naturally, we don’t achieve that with 
all our contacts ... but we do try to design and manufacture 
the utmost in reliability required for specific applications. 


We have pictured this chart to show the direction we 
must all take, whether we're talking about connectors, other 
components, or systems. It boils down to two steps... 


* The number (n) of components must be kept low 
... simplicity. 

* The level of component reliability must constantly 
be improved ... hard work for all of us. 


Now...if we refer to our reliability definition on the 
previous page we note the phrase “do what it is supposed 
to do.” So be sure you define these objectives for your 
component assembly, or system... failure to do so carefully 
can cause undue failure or the expenditure of unnecessary 
dollars for needless, excessively-reliable parts or design. 


Further on in the same definition, we note the words 
“operating conditions.” This brings up many new points 
for consideration. Here we are concerned with such things 
as temperature, pressure, humidity, corrosive atmosphere, 
stray electric and magnetic fields, low and high frequency 
noise, shock and vibration. Do your design standards need 
upgrading? Are your components designed and then tested 
to meet the operating conditions you specify...or are 
they designed to meet “average” conditions? Are you 
using adequate “safety factors”? 


In a simple component, manufacturers have always 
looked for, recognized, and corrected faults when they 
occurred. We use component quality control to achieve 
and maintain Cannon’s world famous product quality. But 
in complex systems such component quality control is not 
enough. Actually ... 


Reliability control over the system is needed. It should be 
all-encompassing. When you get right down to it, reliability 
is the product of procedures, equipment, and people...in 


the design, manufacture, testing, control of quality, trans- 
portation, and use of products or systems. 


Do you have a reliability control system? 


Here are a few of the steps that are needed to get a 
reliability control system operating : 
1. Determine Your Requirements. Specify the environ- 
ment, operating time, performance limits, and the percent 
of reliability required. Allow an adequate safety factor 
keeping in mind the end use of the finished product. 
2. Collect Reliability Data. Set up facilities for the con- 
tinuous accumulation of data on component or system 
failures and their causes. 


3. Establish quality control and test procedures which 
show high degree of correlation with end-use conditions. 
4. Analyze. Determine if reliability requirements are being 
met. Establish the most important causes of failure by 
analyzing the data you collect. 


5. Improve. Take action to eliminate the most important 
defects or causes of failure. Reduce the failure rate to the 
required level. 


6. Maintain Continuous Vigilance. You have empha- 
sized system design... you have used statistical analysis of 
failures...now exert continuous and critical control to be 
sure your “improvements” actually improve reliability. 
Examine new and unforeseen failure sources. Review and 
modify your requirements with changing conditions. 


* 


We at Cannon Electric are proud of our historical empha- 
sis on quality and reliability. Since 1915 we have adhered 
to a design philosophy embracing the highest quality and 
reliability in each and every Cannon Plug for the specific 
application for which it is to be used. /f we can’t design to 
that principle, we don’t make it! In manufacture, we are 
proud of our know-how in depth, proud of our fine quality 
control systems, proud of our personnel and proud of our 
reliability control group. 


Whenever you have an electric connector reliability 
problem...in design, engineering, production, or prototype 
phases...we would appreciate the opportunity of discuss- 
ing it with you. 


Cordially, 


Tad) COR President 


CANNON Ecectric CoMPANY 
3208 Humboldt St., Los Angeles 31, California 


@ ANTON PLES 


Eight plants around the seven seas! 
Please Refer to Dept. 501 
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Have you examined 


BOTH ways of buying 
Flexible Metal Hose? 


FOR “DO-IT-YOURSELF’’ 
CONNECTIONS 


Your requirements may be such that 


t is more economical to assemble your 
own flexible connections right in your 
plant. If so, your Flexonics distributor 
an supply mill lengths of Type RW-81 
hose in your most commonly used 
sizes, together with an assortment of 
Rex-Tite couplings. With these ‘‘mak- 
ngs’ any maintenance man can as- 
semble the required connections in 


minutes. 





FOR “‘TAILOR-MADE”’ 
CONNECTIONS 


Your local Flexonics distributor has the 


facilities for assembling a wide range 


of flexible connections, made to your 
order. Make him your primary source 
for every flexible connection require- 
ment. He handles the most complete 
line of flexible metal hose products 
available anywhere. He is part of a na- 
tionwide network designed to give you 
“right now’ service that can mean 
savings in time, trouble and dollars. 





Whether you want “‘tailor-made’”’ flexible connector assemblies or 
prefer to “‘do-it-yourself,’’ your Flexonics distributor can supply all 
your flexible metal hose requirements. He offers these advantages 
to make buying more economical for you— 

1. A complete selection from a single source. 

2. Fast, efficient service. 

3. Highest value standards. 

4. Backing by a reputable manufacturer. 

These advantages can work for you to make metal hose buying 
more efficient. Get the complete story on Flexon metal hose prod- 
ucts. Ask you local Flexonics distributor for Catalog 152—it should 
be in every hose buyer’s file. If you prefer, we will mail your copy 
together with the name of your Flexonics distributor. 


CHICAGO METAL HOSE 
DIVISION 





FLEXON 
QUALITY 


1316 S. THIRD AVENUE, MAYWOOD, ILLINOIS 





4 


FORMERLY CHICAGO METAL HOSE CORPORATION 
manufacturing Manufacturers of flexible metal hose and conduit, expansion 
ey perience joints, metallic bellows and assemblies of these components. 


in Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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(Continued from page 150) 


machine is equipped with six dif- 
ferent spindle adapters which fea- 
ture taper mounting for accuracy 
and are firmly locked on the spin- 
dle with a threaded collar. With 
these adapters, the machine, in 
addition to drilling holes (%” 
diam in cast iron, 3%” in steel), 
can perform dozens of specialized 
tasks — counterboring, tapping, 
surface grinding, routing, mortis- 
ing, etc. The manufacturer is 
Rockwell Mfg. Co., 400 N. Lexing- 
ton Ave., Pittsburgh 8, Pa. 
Circle No. 48 on Inquiry Card—Page 17 


Doesn’t Mind Being 
Fenced In 





A versatile, 1500-Ib capacity, 
high lift truck has been specially 
built by The Truck-Man Div., 
Knickerbocker Co., Jackson, 
Mich., for tight working areas and 
where low floor and elevator load 
limits are in force. Highly maneu- 
verable, the truck pivots 360°, 
stacks in 103 inch aisles. Main- 
tenance costs are reduced by 
such features as simple construc- 
tion, all-day operation on 1% gal- 
lons of gasoline, brake change in 
10 minutes, etc. It is powered by 
a turret-mounted Wisconsin air- 
cooled engine and has six pneu- 
matic and cushioned tired wheels. 
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The Engineer from 


Be 





\ \" 
... guarantees you 24-hour service 


on all 17 types of self-tapping screws 


Having trouble getting deliveries? 
Talk to the Engineer from Continental 


ontinental offers you the largest inventory 
& of tapping screws in the country. And this 
is backed by the most complete line of tapping 
screws. Only Continental makes all 17 types of 
thread-forming and thread-cutting screws. It is 
part of their 2,118,000 screw styles and sizes 
available for 24-hour delivery. 

This vast inventory, combined with Conti- 
nental’s top position in the design and produc- 
tion of special fasteners, guarantees you faster 
service and a top-quality product. 

It will pay you to discuss your needs with 
Continental. Their design engineers and pro- 
duction specialists offer you the benefits of 
over 50 years experience and know-how. 


Continental Screw Co. ... 








Only Continental Engineers 
Are Required To Have This Training 


Each engineer at Continental is required to undergo thorough 
experience producing ground thread taps and gages, with their 
exacting screw thread dimensions, This special training is 
passed on to you—at no extra cost, 











—K son crnicl on Coplertnitcl, 


Manufacturers of Holtite Fastenings 
New Bedford, Massachusetts, U.S.A. 
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STAINLESS STEEL 


Yy’’ O.D. TO 


PRESSURE PRESSURE =—s_ 


a ar 
PRESSURE PRESSURE 












HEAT EXCHANGER, CON- 
DENSER AND EVAPORATOR 
—Full Range of Sizes 


PIPING—Complete 


Range of SANITARY—O.D. and I.D. 
Schedules. 40, 10 and 5 Sizes 


Polished—For Dairy and Food 
Processing 


HEAT RESISTANT—Special 
Analyses 309, 309S, 310, 330 50° Coils 


World’s Largest Producer of 


SPECIALTY WELDED TUBING 


Offers Your Most Complete 
Source of Supply 


You can find a tube to fit any requirement in 
Republic’s full quality line of welded steel tubing. 


Manufactured at the Steel and Tubes Division, 
Republic Tubing is welded by the ELECTRUNITE 
Process . . . a Continuous Electric Weld method 
that unites the wall under pressure without the 
addition of foreign or extra metal. Among other 
advantages this process assures uniformity of wall 
thickness, strength, ductility, concentricity, diam- 
eter and physical and mechanical properties. 


Republic, the pioneer in this improved welding 
technique, is proud of its many “firsts” in the in- 
dustry. In addition to introducing ELECTRUNITE® 
Boiler Tubes to the trade more than 25 years ago 
—plus Electrical Metallic Tubing and Dekoron®- 
Coated E. M.T. to the electrical industry, Republic 


was the first to provide a non-destructive elec- 
tronic production method of testing tubing used 
for critical pressure applications, known to the 
trade as FARROWTEST®. 


With plants in four locations, we are able to 
service you promptly with these complete ranges 
of analyses of carbon and stainless steels for 
mechanical, structural and pressure uses. A wide 
selection of sizes for every tube is also available. 
(See captions.) 


Next time you need tubing or electrical race- 
ways, whatever the application, call your nearest 
Steel and Tube Representative. Or contact us 
direct. We’ve solved a lot of problems in 50 years, 
and we’ll be happy to tackle yours. To get descrip- 
tive literature, mail coupon at right. 


REPUBLIC 


Woldi Witla’ Range of Standard Stabs 
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TUSBAN@ AND PIPE 


40” O.D. 


| PRESSURE PRESSURE 





| AIRCRAFT—Exhaust Stacks, 
Hydraulic Lines and Duct Tubing 


SPECIAL BRIGHT AN- 
NEALED—Up to 4”0.D.—Spe- 
cial Shiny Surface 


CARBON 


MECHANICAL 


MECHANICAL 


HOT ROLLED—%” thru 5” 
0.D.—16 Ga. and Heavier 


COLD ROLLED — \%” O.D. 
thru 5” 0.D.—22 Ga. to 10 Ga. 


AIR HEATER MECHANICAL 


AIR PRE-HEATER—Full 
Range of Sizes 


HYDRAULIC CYLINDER—Up 
to 3%” 1.D. x .187” Wall— 
Special Smooth Finish 


MECHANICAL 


FULL FINISHED—Annealed 
and Tested for Ali Mechanical 
Uses — All 300 Series Analyses 


Gree Tus 


¥%’’ O.D. THROUGH 5’ O.D. 


MECHANICAL 


STRUCTURAL—Squares, Rec- 
tangles and Special Shapes with- 
in periphery of 1” thru 16” 


PRESSURE 


HYDRAULIC LINE—%” O.D. 
and Larger 


MECHANICAL j 








ORNAMENTAL—Type 302 — 
Not Annealed — Not Pressure 
Tested 


PRESSURE 


HEAT EXCHANGER AND 
CONDENSER—To A.S.T.M.— 
A-214—To Customer's Special 
Specifications 


REFRIGERATION 


REFRIGERATION — Complete 
Size Range 


MECHANICAL 





STAINLESS CLAD — Double 
Wall — Outside Stainiess — In- 
side Carbon 


NG 


PRESSURE 


BOILER TUBES—To A.S.T.M. 
A-178 and Government Speci- 
fications 


MECHANICAL 


FABRICATION—All Types of 
Fabrication Available 


ELECTRICAL RACEWAYS 


E.M.T. %’° THROUGH 2’’— RIGID STEEL CONDUIT 12” THROUGH 6” 





E.M.T. — %” thru 2” — Inch- 
Marked® & Guide-Lined, Inside 
Knurled in Popular Sizes 


RIGID STEEL CONDUIT— 
ENAMELITE® — 14” thru 6” 


STEEL 


ant Stack Producla 





RIGID STEEL CONDUIT — 
GALVITE® — 14” thru 6” 


r--------oeeeee 





DEKORON®-COATED E.M.T. 
A Plastic Armored Electrical 


Raceway—'4” thru 2” 


DEKORON-COATED RIGID 
STEEL CONDUIT — Plastic 
Armored Conduit—'4” thru 6” 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
Dept. C-2370 
259 East 131st Street, Cleveland 8, Ohio 
Please send me information on: 
DC Stainless Steel Tubing and Pipe — Type 
0 Carbon Steel Tubing — Type—_____ 
Electrical Raceways — (1 Electrical Metallic Tubing 


D Rigid Steel Conduit 
0 Dekoron-Coated E. M.T. 











Name. Title 
Company 

Address 

City Zone State 
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FOR EVERY SYSTEM 
APPLICATION 


CONTROL MOTOR | | 
TYPE R 110 


SaN0.H 


KEARFOTT offers the systems manufacturer the 
omplete line of precision made components 
le anywhere. Quantity production 

es quick deliveries and reasonable prices. 


SYNCHROS—Transmitters, Control Transformers, 
ers, Repeaters, and Differentials in 
| Sizes 8, 11 and 15. High Accuracy and 


nmental resistance. 


SERVO MOTORS —High torque, low inertia Servo 
rs, Inertial and Viscous damped Servo 
s, in Bu Ord Sizes 8, 11, 15, 18 and 23. 


TACHOMETER GENERATORS—Available as 
ng generators, rate generators and 
grators. They feature high output to null 
and extremely linear outputs. Temperature 


zation may be provided. 


GYROS— Directional, floated rate integrating, 
ertical, and spring restrained rate gyros for 
rne navigation, stabilization or fire 
applications. 


tins giving physical 
technical data of the 
is Kearfott Products 
be sent on request. The 
urfott organization is 
able to assist in the 
opment and 
ufacture of other 
s10n Components you 
require 


KEARFOTT COMPANY, INC., LITTLE FALLS, N. J. 


Soles ond Engineering Offices: 1378 Moin Avenve, Clifton, N. J. 
\idwest Office: 188 W. Randolph Street, Chicago, Ill. South Central Office: 6115 Denton Drive, Dallos, Texas 
West Coast Office: 253 N. Vinedo Avenue, Posodena, Calif. 
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Ultra Thin Metal 
Holds Close Tolerances 


The Allied Products Div., 
Hamilton Watch Co., Lancaster, 
Pa., is furnishing ultra thin metal 
strip in widths up to 4” and in 
thicknesses from .015” down to 
.00012”, with thickness guaran- 
teed uniform to a tolerance of 
.00005”. The cold-rolled, ultra- 
thin, precision gage strip is pro- 
duced in a wide range of metals, 
from very hard high-temperature 
resistant alloys to soft light 
metals. The company will roll the 
ultra thin strip either from metal 
furnished by the customer or will 
produce the metal for it to the 
customer’s specification. 
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Safety Belt For 
Industrial Vehicles 


Three models of safety belts 
designed for industrial transpor- 
tation fleets are easily installed. 
One model is designed for the 
driver’s seat only; one has in- 


(Please turn to page 160) 
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Meet three synthetic detergent experts 


You're looking at a Philadelphia installa 
tion of The Atlantic Refining Company 
(expert #1). 

Ultrawet, an important ingredient of 
synthetic detergents, is the product being 
processed in this modern plant designed and 
built by The H.K. Ferguson Co. (expert #2 

Helping to prevent contamination of the 
product due to corrosion are long-lasting, 
red-wheeled valves made by Aloyco (expert 
#3). Made of corrosion-resistant Aloyco 20, 


rate and globe valves used here handle 

98% concentration of sulfuric acid at up 
to 180° F. 

Whatever your process, whichever corro- 
sives you need to keep in line, it pays to 
check first with Aloyco. As the world’s larg 
est manufacturer of corrosion-resistant 
valves exclusively, we’re most likely to have 
the valve you need. Write Alloy Steel Prod- 
ucts Company, Inc., 1301 West Elizabeth 
\ve., Linden, New Jersey. 6.3 


Longer lasting 


ALoycd 


s 

’ N 

'N e® 
COrrosivet * 


Subsidiary of Walworth Company 












PURCHASING AGENTS! 


RCA OFFERS 3 NEW AIDS TO 
ELECTRON-TUBE PROCUREMENT 


> 














































... if your company works with electronic equipment, 
you need these three new booklets. They give valu- 
able information on hundreds of the types of tubes 
that RCA manufactures for use in industrial elec- 
tronics and lab equipment. 


RCA Power and Gas Tubes (PG-101B)—24-page booklet contains 
descriptions, terminal connections, technical information on 178 RCA 
vacuum power tubes, rectifier tubes, thyratrons, ignitrons, magnetrons, 
and vacuum-gauge tubes. The most up-to-date booklet of its kind in 
the industry. 


Receiving-Type Tubes for INDUSTRY and Communications (RIT-104) 
—new, 20-page booklet contains up-to-the-minute technical information 
on 130 RCA receiving-type tubes especially suited to industrial elec- 
tronics. Includes technical data, socket-connection- diagrams, and 
descriptions on RCA Special Reds, Premium, computer, pencil, glow- 
discharge, small thyratrons, low-microphonic, and other tube types. 


RCA Photosensitive Devices and Cathode-ray Tubes (CRPD-105) 
=a new 24-page booklet, just released; contains descriptions and 
technical details on gas, vacuum, and multiplier phototubes; camera 
tubes; monoscopes; flying-spot cathode-ray tubes; view-finder, monitor, 
projection, and transcriber kinescopes; oscillograph and storage tubes 
- 107 different types essential to industrial electronics and laboratory 
equipment. © 

Your RCA Tube Distributor—conveniently located—offers you the finest, fastest 
service on all your electron-tube requirements. Write on your company letter- 


head to RCA, Commercial Engineering, Section 1-36-T, Harrison, N. J., fora 
copy of PG-101B, CRPD-105, and RIT-104. 


SEND FOR THESE BOOKLETS TODAY! 


TUBES FOR INDUSTRY 


® RADIO CORPORATION OF AMERICA 








RCA ELECTRON TUBES...LONG-LASTING, DEPENDABLE... AVAIL« 
ABLE THROUGH YOUR AUTHORIZED RCA TUBE DISTRIBUTOR 
For More Information Circle No. 236 on Inquiry Card—Page 17 
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(Continued from page 158) 


dividual belts for driver and one 
front seat passenger; the third 
has individual belts for driver 
and two front seat passengers. 
The maker, Ansul Chemical Co., 
Marinette, Wis., has developed a 
unique method of anchoring the 
belt to the vehicle’s frame. Its 
harness assembly provides metal 
to metal contact for all movement. 
There is no danger of metal fit- 
tings weakening and wearing the 
belt webbing. Only three holes 
need be drilled in the frame to 
install two belts. 
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Wire Connector 
Splices Without Tools 





Minnesota Mining & Mfg. Co., 
Dept. D6-274, St. Paul, Minn., 
states that its electrical wire con- 
nector makes solderless, ready- 
insulated splices in one step with- 
out tools. Called the “Scotchlok 
brand Type R connector, it con- 
sists of a cone shaped coil spring 
within a steel shell to prevent 
crushing in crowded junction 
boxes. The vinyl insulated jacket, 
molded over the unit, features a 
triangular cross-section for a bet- 
ter grip during application. In 
use, the connector is screwed on 
the ends of wires to be spliced. 
The cone-shaped spring construc- 
tion provides threads to grip wires 
firmly under constant tension. 
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To Meet the Needs of Automation... é 


SKILLED CRAFTSMEN in new plant average 
nearly a decade of gear experience. General 
Electric gears, cut and finished with care, give 


longer, more rugged service, 


At General Electric’s NEW Gear Motor and Transmission Components Department .. . 


3618 man-years of manufacturing know-how 
assure fast service on low-speed drives 


To meet the increased demand for low- 
speed drives, General Electric’s new de- 
centralized Gear Motor and Transmission 
Components Department will be devoted 
solely to the design and manufacture of 
mechanical power transmissions. 


eSpecialized Attention—Highly trained 
and experienced gear-motor engineers and 
skilled craftsmen with over 3600 man- 
years of experience are available to help 
solve your low-speed drive problems. 
They are ready to give you fast, depend- 
able G-E service on standards, on specials, 
and on new gear-motor products. 


CONTINUOUS TESTING provides data for quality control, new designs and 
developments. Here, an involute measuring instrument records wear, un- 
der simulated tortuous conditions, to nearest ten-thousandths of an inch. 


Complete Line Available—General Elec- 
tric offers a complete line of gear-motors— 
induction, synchronous, wound rotor, d-c 
gear-motors—in all types and enclosures, 
from 1/100 to 200 hp. The new depart- 
ment will also give you rapid service on 
special needs such as adjustable speed, 
braking, special mounting or special 
insulation. 


eFast Service—The expanded gear-motor 
facilities allow quantity production and 
shorter manufacturing cycles. Machine 
tools in the new factory are designed for 
high volume precision work and are 


% 


readily adaptable for the production of 
specials built to your specifications. 


@For More Information—Write for bulle- 
tin GEA-6027, Section 851-2, Schenec- 
tady, N. Y., or contact your G-E Appa- 
ratus Sales Office or gear-motor supplier. 
Gear Motor and Transmission Compo- 
nents Department, General Electric Co., 
Paterson, N. J. 


Progress /s Our Most Important Prodvet 


GENERAL @ ELECTRIC 


QUANTITY PRODUCTION of complete line of G-E gear-motors from 
1/100 to 200 hp, in all types and enclosures, assures prompt customer 
service. Specify General Electric for all your low-speed drive needs. 


Sie 


. 
- 
; 








Your Metal Cleaning Dollar 
Is LOTS BIGGER... 
—— 





When 
/ It Buys 


*PERM-A-CLOR 


(trichlorethylene) 


When you buy Detrex Perm-A-Clor . . .the 
premium grade trichlorethylene solvent 
... your metal cleaning dollar is bigger— 
goes further because Perm-A-Clor: 





1 assures less maintenance cost 

2 is easier to control 

3 is much easier to check 

4 eliminates blind spots in your de- 
greasing operation 

5 is more highly stabilized, thus lasts 
longer 


You get al] these benefits . . . plus skilled 
engineering service . . . for the same price 
7% as ordinary solvent when you buy Detrex 
» » Perm-A-Clor. The result is better cleaning 




















IMPANY___ 
ADDRESS 
ITY , ZONE STATE 
cart Dept. A-912 
¢--2 CHEMICAL INDUSTRIES, INC. 





BOX 501, DETROIT 32, MICHIGAN 
DEGREASERS e« DEGREASING SOLVENTS e« WASHERS « ALKALI 
AND EMULSION CLEANERS ° PHOSPHATE COATING PROCESSES 
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Push-Pull Tapper Can 
Be Reversed Instantly 





Supreme Brand Chucks, 2222 
S. Calumet Ave., Chicago 16, IIL, 
has in production an_instant- 
reversing speed reduction push- 
pull tapper which can be attached 
to any portable drill. The speed 
reduction of 7:1 in the driving 
direction provides more than ade 
quate power to tap in all ma- 
terials. Instant-reversing makes it 
possible to reverse the tap with- 
out stopping the drill motor en- 
abling the operator to move the 
tap into and out of the hole at 
will. It also gives the user extra 
“feel” while he works as the 
housing of the unit is held in by 
the fingertips and any unusual 
strain is felt instantly. All taps 
up to 5/16” can be used. 
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Abrasive With 46% Better 


Performance 


Norton Co., Worcester 6, Mass., 
is producing a new abrasive by a 
special electric furnace process. 
Known as 44 Alundum, it is a 
non-premium product which, 
during two years of field testing, 
has proved itself more economical 
in many grinding operations. 

(Please turn to page 166) 
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“STOCK ANSWER” 
to many a design problem 


ALLEN 
DOWEL 
PINS 


ALLEN DOWEL PINS are being profitably employed 
in a thousand and one ingenious ways beyond their 
conventional applications in tool and die work — as 
economical roller bearings, as axles, precision plugs, 
hinges and wrist pins to name a few. 


If you have an application that will utilize the 
great strength, accuracy and fine finish of Allen 
Dowel Pins, you can save substantially on the cost 
of your product — because you can secure them at 
favorable prices right from your Allen Distributor’s 
stock. 


SPECIFICATIONS 
to Allen’s Engineering Department for further tech- e Made from Allenoy heat treated steel. Surface hardness 


Check the quick facts at the right and write directly 


62-64, Rockwell C scale; core hardness 52-54. Case depth 
.010” to .020” depending on size. 

® Single shear strength 160,000 to 180,000 p.s.i. 

e Surfaces precision ground to + .0001” with micro-inch 
finish of 6 RMS max. 

e Sizes: Diameters, %” to 1”. Lengths, %” to 6”. 

* Two standard oversizes — .0002 for press fits between 


mating parts, or .001 for repair work, or holes machined 
oversize. 


nical information. 


@ 


ALLEN 
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RELAX!... 


let American 


Most product designers love their jobs. They like 
to blend their backgrounds of mathematics and 
mechanics and other specialties to solve a compli- 
cated design problem. 

It’s the detail work that causes exasperation. 
Like designing springs. 
Naturally, the designer must set down the con- 
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when you have a spring problem 


Steel & Wire worry for you 


ditions of use. He knows how much stiffness he 
wants, what fastening system is desirable, the 
limits of spring travel, corrosion conditions and the 
like. Now, the plot thickens. Can such a spring be 
produced, in quantity, at a reasonable price? 

It is a rare designer who has concerned himself 
with these practical spring production problems. 


For this reason, American Steel & Wire maintains 
a staff of spring engineers to relieve you of this de- 
tail. They may be able to suggest a minor design 
change, or a different grade of steel, or a different 
finish that will give you a better spring than you 
contemplated at a decided savings in cost. 

Just call your AS&W salesman. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS- TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN QUALITY SPRINGS 








UNITED STATES STEEL 











Need HOSE in a HURRY? 


Suction @ Water @ Steam 
Air @ Multi-Purpose 


Discharge @ Pile Driver 
Wherever your job is—whenever you 


need hose—there’s a Continental 
Warehouse nearby stocked to give 
you any kind of hose you want— 
when and where you want it. 

There’s no need to wait for distant 
shipments—no need to stop the job 


no need to lose profits. 
iny time you need hose call Con- 
tinental. You'll like the fast service 
and dependable quality you get from 
these warehouses: 
ATLANTA 5, Ge. 
477 Eighth $t., N.E. 


BALTIMORE 18, Md. 
15 East 21st St. 


BOSTON (Alls. 34), Mass. 
12 Frenklin $t. 


CHICAGO 10, lil. 
10 West Hubbard St. 


CINCINNATI 2, Ohio 
49 Central Ave. 


CLEVELAND 15, Ohie 
2731 Prespect Ave. 


DETROIT 27, Mich. 
13801 Schoolcraft Ave. 


INDIANAPOLIS 4, Ind. 
309 North Capitol Ave. 


MEMPHIS 3, Tenn. 
266 Madison Ave. 


NEW YORK 7, N. Y. 
81 Murray St. 


PHILADELPHIA 6, Pa. 
311 North Randolph St. 


ST. LOUIS 8, Mo. 
4018 Olive St. 


SYRACUSE 3, N. Y. 
739 Montgomery St. 


CONTINENTAL RUBBER WORKS - 


1983 LIBERTY ST 





Continental Road Hose—a high pressure 
water hose for rough use in road work. 
Top grade rubber tube is reinforced with 
frictioned duck wrapping thoroly bond- 
ed to tube and cover. Red Rubber cover 
resists abrasion, gouging—protects car- 
cass. Sizes 1%" thru 4’. Ask for catalog 
of HOSE and PROTECTIVE CLOTHING. 


HOSE t-&- 
CONTINENTAL 


* PENNSYLVANIA 


* ERIE 6 
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BEARINGS-BUSHINGS 
WEARING PARTS 


Guarantee Superior Service 


or Money Back! 
SEND PRINTS 


— -  clualebel ebaue) else haleball- bate Met-Ra- 
ues tole sabest-batet-hatedal--bate 
Guotations. No obligations 


Send for free 
Sha-sa-habba: 


service data 


A 


‘Bearing Specialists Since 1919’’ 
1319 Oberlin Avenue Lorain, Ohio, U.S.A. 
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LICATIONS AND 
OF INDUSTRIAL 
FELT" 


*made to S.A. 
and Federal Govt. 
Specifications 





SEND FOR 
YOUR FREE 
COPY 
TODAY! 


CONTINENTAL 
FELT 

fills hundreds 
of jobs 





daily 


Ask for booklet 
P12 


| CONTINENTALE’ T COMPANY. inc.is0s 


22-26 WEST 15th STREET NEW YORK 11, N. Y. 
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(Continued from page 162) 


Compared with competitive abra- 
sives, it has greater toughness, 
higher inherent strength, finer 
crystal structure and greater 
sharpness. One manufacturer re- 
ports that he has repeatedly in- 
creased by 46% his overall per- 
formance as a result of using 44 
Alundum wheels in roughing 
operations on steel balls. 
Cricle No. 54 on Inquiry Card—Page 17 


Screwdriver For 


Hard-To-Get-At-Work 





adjustable and positive 
gun-type screwdriver, 
made by Black & Decker Mfg. 
Co., Towson 4, Md., is designed 
with a pistol-grip trigger switch 
feature. This enables the operator 
to hold the tool comfortably like a 
gun, facilitating work on equip- 
ment that requires screwdriving 
in awkward positions. The unit, 
“No. 10 Scrugun,” contains a 
clutch that keeps the screwdriv- 
ing mechanism disengaged until 
the operator applies pressure. 
Thereafter the tool keeps driving 
until the operator releases his 
pressure. It allows operator full 
control of torque when driving 
screws in different materials. 
Circle No. 55 on Inquiry Card—Page 17 
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Measure 


There’s something majestic about a bridge. We often view it 
in its entirety... without appreciating the many components 
that contribute toward its strength as a unit. 


Yet — even in such a huge structure... controlled measure 
is important. 





Precision and balance of parts are carefully engineered for 
stress and strain. Each part must fit in ratio, as accurately as 
the intricate pieces of a delicate instrument. 


Bath cylindrical plug or thread, ring or reversible type 
gages, guarantee controlled measure of component parts on 
the inspection line. 





Made for dependable service and long wear-life... Bath 
gages are your best buy for reliable check of threaded and 
plain parts. 


JOHN Batn & CO. Inc. 


32 Grafton’ St.,. Worcester, Mass. 


CYLINDRICAL AND THREAD GAGES e@ GROUND THREAD TAPS 
INTERNAL MICROMETERS 







™ When you buy Bath Gages’. o™% 


you buy controlled measure! 
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HOT 
ROLLED 
BARS 


COLD 
FINISHED 
BARS 


PLATES 
o 


TRUCTURALS 





COLD ROLLED 
SHEETS AND — 
STRIP 


STAINLESS SPEED 
ae a STEELS 
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Vial you Ja Whrelowe 
nat steel powiee 


Your J & L Steel Warehouse 

is as near as your telephone and is ready 

to serve you with complete and diversified stocks, 
complete processing facilities and prompt delivery. 
Convert costly storage space 
into profitable production space... 


make your J & L warehouse 


ei wh your Department Store of Steel. 


The Department Store of Steel 


JONES & LAUGHLIN STEEL WAREHOUSE DiviISsION 


JONES & LAUGHLIN STEEL CORPORATION 


DIVISTON OFFICES INDIANAPOLIS 7, INDIANA 


CHICAGO - CINCINNATI - CLEVELAND - DETROIT - HAMMOND - INDIANAPOLIS - LANCASTER 
LOUISVILLE - MEMPHIS - NASHVILLE - NEW ORLEANS - NEW YORK - PITTSBURGH 





MODEL 409 
RECORDING OSCILLOGRAPH 


FOR VIBRATION, TEMPERATURE, STRESS, STRAIN ANALYSIS 


Century Model 409 Oscillo- 
jyraph was designed for operation 
der the most adverse conditions 
ind more especially, where space 


weight considerations are 
nited. 


New 


products 





Braided Tapes for Wire 
Harnessings, Windings 


Oscillograph is one of the 
nallest and most compact units 
vailable on the present market, 

it incorporates many features ; 

id in larger oscillographs, such ~" Model 409 with 
s trace identification, trace view- 100 ft. Capacity Magazine 
continuously variable paper 
speeds and others. The Model 409 = This makes it especially desirable 





Oscillograph has been tested and for uses such as missile launching, 
proven to record faithfully during parachute seat ejection, fighter air- In a line of lacing tapes for 
accelerations in excess of 20 g's. craft and torpedo studies. 


wire harnessings and windings, 
Write for Bulletin CGC-303 and CGC-301 produced by Bentley, Harris Mfg. 
Co., Conshohocken, Pa., duPont 
Teflon is coated directly on glass 
Century Electronics & Instruments, Inc. fibers before braiding. A rough 
texture is achieved which im- 
proves knottability of the tape 
while eliminating abrasive action 
of the glass. The tape is appli- 
For More Information Circle No. 246 on Inquiry.Card—Page 17 cable in a temperature range of 
—100° F to 500 F. Standard tapes 
are available in natural color 
(off white) in .048”, .062”, .090” 
and .22” widths, in 250 and 500 
naa yard spools and a Universal 
HALLOWEE. wound %4 lb tube. 
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SOLID STEEL 
COLLARS 


Hex Nut Fastens Non- 
Parallel Surfaces 


Size-marked for 
quick identification in 43 stock sizes 


And these precision-machined solid steel collars 
stay put because they are held in place 
on the shaft by the famous UNBRAKO Self- 
Locking Socket Set Screw. Authorized indus- 
trial distributors carry complete stocks in 





sizes from \%” to 3” inclusive. Write for A line of counterbored, self- 
Bulletin 868. STANDARD PRESSED STEEL Co., aligning, hexagon locknuts has 
Jenkintown 31, Pa. been designed by Elastic Stop Nut 

STANDARD PRESSED STEEL CO. Corp. of America, Union, N.J., for 


fastening applications involving 

non-parallel surfaces. The nuts 

offer significant cost and weight 
(Please turn to page 174) 


HALLOWELL POWER TRANSMISSION DIVISION 





JENKINTOWN PENNSYLVANIA 
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He burns the midnight oil for you! 


Your local Heller Industrial Supply Dis- He can deliver, when you want it, 
tributor is many things . . . counselor and any type file from his own stock. 
consultant, file expert, business man and He maintains much larger stocks of 
friend. files, handles, accessories, hammers 

He studies and knows his products and and tools than _— economically ome, 
applies that knowledge to your operations He has practical solutions to every 

. is “on call” whenever and wherever you filing problem and he makes your 
need help or service. problems his. 


He literally “burns the midnight 
oil” for you. 
That’s why the Heller File Distributor is 
He keeps you informed of new file so important to you. Call him for all your file, 
developments and applications. hammer and tool needs. 


He knows the right type and size file 
for specific needs, 


HELLER iTOOL CO. NEWCOMERSTOWN, OHIO 


SUBSIDIARY OF SIMONDS SAW AND STEEL COMPANY 


HAMMERS AND TOOLS 
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More production for your tooling dollar is the reason... 


WHY IT PAYS TO SPEND 
FOR CARBOLOY EXTRA- 


If you rely on “Equivalent Grade” Charts to save a few tooling pennies, 








these facts on carbide costs may save you thousands of production dollars 


O-CALLED “Equivalent Grade” Charts hide the 
fact that no two carbide grades will produce 
the same results. Because they classify carbides by 
broad areas of application, the Charts ignore 
important differences in production ability. 
Thus, they mislead buyers into believing they can 
safely purchase the cheapest grade listed for a job. 
But actual tool-comparison tests have proved 
conclusively that the production abilities of carbides 
do vary tremendously. Moreover .. . these tests 
show that the pennies saved by buying on low 
initial cost often lead to thousands of wasted dollars 
. in lost production, lower machine efficiency, 
non-productive man-hours. 
The case history at left is one of hundreds demon- 
strating why cost per finished piece — not initial 
cost —is the only reliable guide to buying carbides. 


Results of an actual comparison test 


According to the “Equivalent Grade” Charts, any 
one of several carbide grades could handle the job 
of machining these rolls. The manufacturer tried 
Grade “X” first — because it cost 10% less, initially, 
than Carboloy* Extra-Performance Grade 370. 

Grade “X,” however, machined only two rolls 
per day. Grade 370 increased production to 8 or 9 
pieces per day (Graph No. 1). 
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TESTS ON STAINLESS STEEL VANED ROLLS by a New 
Hampshire pulp and paper-processing equipment manu- 
facturer demonstrate how the “Equivalent Grade” Charts 
hide tremendous differences in carbides’ production abil- 
ities. With Grade “X,” production per tool was limited 
to two pieces per grind. Machine speed had to be held 
down to protect the carbide. 

Switching to Grade 370 brought the manufacturer 8 to 9 5 
pieces per grind. Machine speeds were doubled; 14 
hours a day in labor were saved. Result: savings of more 
than $100 a week, in addition to lower downtime, 
grinding, and inventory costs. 
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AVERAGE CUTS PER GRIND 



































Grade "'X"" Grade 370 


Graph No. 1—Production Ability Comparisons 
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A FEW CENTS MORE 
PERFORMANCE CARBIDES 











When the real cost of the tools was calculated, 
the manufacturer found the initial saving with 
Grade “X” was actually making him lose more 
than $100 a week. Here’s why: 

The real cost of Grade “X” was $3.18 per piece 
machined (2 pieces from a $6.37 tool). The real 
cost of Grade 370 is just $.82 (average of 844 pieces 
from a $7.01 tool). On the weekly production of 
42-43 rolls, the saving totals $100.30! 
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Grade ‘'X"’ Grade 370 


Graph No. 2—Real Cost Comparisons 


Yet even this eye-opening figure does not tell the 
whole story. The Grade 370 tool operated at twice 
the speed of Grade “X.” It helped save the manu- 
facturer 14 hours a day in labor. It provided twice 
the tool life. It eliminated a special finishing tool. 


When these facts were translated into dollars and 
cents, the manufacturer found that downtime costs 
were reduced, because the tool remained on the 
job longer. Grinding costs were reduced, because 
the tool required less maintenance. Inventory costs 
were reduced, because a few tools did the work 
of many. 

When added up, these amounted to a considerable 
saving — yet nothing in the “Equivalent Grade” 


Charts could have forecast it. These are savings 
which lbuying on the basis of initial cost always 
obscures. These are savings which more than justify 
spending a few cents more for carbides with extra 
production ability. 


Carboloy Extra-Performance Carbides 
available for all steel-cutting jobs 


Heavy-Duty Grade 370, used in the test above, is 
one of three Carboloy Extra-Performance Carbides. 
Together with Medium-Duty Grade 350 and Fin- 
ishing Grade 330, these grades cover the entire 
steel-outting range from roughing to finishing. 

Extra-Performance Grades 330, 350, and 370 cost 
more, initially, because they are made by a unique 
and more costly process. But their performance so 
far exceeds conventional carbides that there are 
actually no “equivalent” grades for any of them. 
They cannot be fitted into the arbitrarily selected 
cubbyholes on the “Equivalent Grade” Charts now 
in common use. 


These Extra-Performance Grades easily expose 
the fallacy of the “Equivalent Grade” Charts, 
because they are so superior to other steel-cutting 
grades. But even when attempting to classify con- 
ventional grades, the Charts exhibit the same 
fatal flaw. 

Because there is no way of knowing in advance 
how any grade will perform on the job, we make 
this suggestion: Always run your own comparison 
tests before you specify a grade. When the results 
are in, you will find that one grade will bring your 
plant significant savings in tool costs, machining 
and labor expense. 


We think you will find that grade will be one of 
the Carboloy Extra-Performance Carbides. But 
whatever it is, specify it by name. Do not settle for 
an “equivalent” grade. 


If you would like a more detailed discussion of 
the whole problem of Initial Costs vs. Real Costs, 
and the fallacies of the so-called “Equivalent 
Grade” Charts, write today for a sales engineer to 
call on you. Send your request to: Metallurgical 
Products Department of General Electric Company, 
11143 E. 8 Mile Street, Detroit 32, Michigan. 


CARBOLOY 


CEMENT E SB 


CARBIODES 


*CARBOLOY IS A TRADEMARK OF GENERAL ELECTRIC COMPANY 
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SALES MGR., THE CINCINNATI GEAR co. 





| pass ourselves off as the Heinz 
r Industry by naming at least 57 
irieties of gears that we manu- 
t to be more concise, the gears 
can be listed in eleven basic 
pur, helical, rack, worm, herring- 


spiral bevel, internal, sprocket, 
Coniflex* (*Reg. U.S. Pat. 
is still a pretty impressive list, 


nd covers just about all types in 
iand for industrial use. Of course 
many variations within these basic 
such as a hypoid gear, which 

1 spiral bevel gear. 


1e who has always thought that 
st gears,” it will pay you to find 
t advantages each of these types 
For instance, a straight bevel 
t perform adequately in an appli- 
ideally calls for a Zerol gear; 
ints such as this can make the 
between adequate and superior 
your product. Your Cincinnati 
sentative can cite advantages for 
t gear types, and perhaps give 
leas for applications in your 
you may have overlooked. And 
right’ gear has been chosen for 
tion, we can produce it for you 
the right &ind of gear, but with 
quality and service to assure 
ng another of our many satisfied 
r customers. 


THE CINCINNATI GEAR CO. 


CINCINNATI 27, OHIO 
"Gears—Good Gears Only” 
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new 


products 





(Continued from page 170) 


savings and reduce production 
time by eliminating machining, 
milling, individual selection of 
tapered shims or other prepara- 
tion of forgings to obtain the re- 
quired parallel bolting surfaces. 
They have a base with a convex 
seat which mates with an alloy 
steel concave seat washer. It tilts 
8° in any direction from center- 
line to compensate for angular 
misalignment of fastening sur- 
faces. 
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Nickel Brazing Alloys 
For High Temperatures 





es ee 


A series of four high-nickel 
content brazing alloys has been 
developed for high-temperature 
and corrosion-resistant services. 
The alloys are particularly use- 
ful for brazing austenitic stain- 
less steel and high-nickel heat- 
resistant and precipitation-hard- 
ening alloys. They will braze 
both carbon steel and non-ferrous 
metals having melting points 
above 1850 F. These brazing al- 
loys have nickel contents rang- 
ing from 72.5% to 93.25%; silicon 
between 3.50% and 5.00% and 
boron between 1.90% and 3.50%. 
Their designation as Handy Hi- 
Temp 72, 82, 91 and 93 are based 
on their approximate nickel con- 
tent, according to the maker, 
Handy & Harman, 82 Fulton St., 
New York 38, N.Y. 
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When the 


reputation 


of vour product 


depends on 
critical 

stampings 

like this... 






revolutionary 
new one-control 
Delta Mixing Faucet 


For the critical stamping 
in this new modern product, 
the manufacturer* turned 
to us. 

Hundreds of other 
companies... from coast 
to coast .. . also depend on 
us in this way. 

This may suggest that we 
will merit such confidence 
from you, too. 


A brochure is yours for the asking! 


*Delta Division 
Masco Screw Products Co. 
Dearborn, Mich. 








DETROIT STAMPING 
COMPANY 


Established 1915 
408 Midland Ave., Detroit 3, Mich. 


Americas Leading Job Semping Manufircturer” 


hook toDopoit! 
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“5 years ago Cities Service solved al 


py, 


lubrication problems and we've never had another 


A report from Banner Spring & 4 Slide Co., Van Dyke, Michigan 


These Were The Problems 5 Years Ago: Banner Spring 
& 4 Slide Company, maker of small parts for the auto- 
mobile, electrical and refrigeration industries, was 
having trouble. Ways, bearings, and drive shafts on 4 
Slide machines were getting insufficient film strength 
from lubricants and constantly burning out. Likewise, 
compressors were also running hot, and there was com- 
plete puzzlement over what type of lubricant to use 
for Banner’s high-speed sewing machines. 

Banner decided to call in a Cities Service Lubrica- 
tion Engineer. A thorough survey followed, with the 
man from Cities Service carefully examining each 
machine and its particular operating conditions. 

This completed, he made his recommendations — 
Trojan H-2 Multi Purpose Grease for the 4 Slide ma- 
chines, Pacemaker No. | Oil for the compressors, and 
Pacemaker 00 Oil for the high-speed sewing machines. 

Banner followed these recommendations to the let- 
ter. Result: Not one lubrication problem in the past 
five years — despite the fact that machinery runs 24 
hours a day! 

If you're faced with a lubrication problem — or if 
you’re just not sure if your present lubricant is best for 
the job — talk with the man from Cities Service. Or 
write: Cities Service Oil Company, Sixty Wall Tower, 
New York 5, N. Y. 





N ‘a - 
SOME BANNER PRODUCTS: The firm makes all 
kinds of round wire forms, wire springs, metal clips and 
flat springs. Use for such products ranges from auto 
fender support rods to “burlap listings”—the wire frames 
sewn into burlap which back up automobile upholstery. 


CITIES 


QUALITY PETR¢ crs 
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the NEW 


‘ SOLFRUNT’ 


(SOLID FRONT CONSTRUCTION) 





the gauge with 
BUILT-IN SAFETY! 


There’s safety with the new USG Solfrunt Gauge . . . behind 
the face is a solid metal wall! In the event of a Bourdon tube 
rupture, pressure is released through the large rubber blowout 
back. The case is of aluminum. 

Like USG’s Supergauge . . . with proper application . . . the 
Solfrunt is built to last a lifetime. 


ARC-LOC MOVEMENT—Rugged beyond compare . . . broad 
generated gear faces, deep stainless steel bushings. Calibration 
adjustments from rear by merely removing blowout back. 


SEGMENT—Stainless steel, with nylon-faced gear section. 
Nylon-to-metal bond stabilizes the nylon against expansion 
ind contraction ... maintains accurate pitch diameter .. . 
assures proper mesh with stainless steel pinion under severe 
temperature and moisture conditions. 


LEGEND ON DIAL—gives complete description of socket, Bour- 
don tube, and movement material for ready identification. 
MICROMETER ADJUSTABLE SELF-LOCKING POINTER — permits 
accurate repositioning of pointer. 

Solfrunt Gauges available in 414’, 6’ and 81.4” sizes. For 
complete information on case styles, materials of construction 
ind connections, write for Publication 1819. 


LR 


UNITED | STATES GAUGE 
ap GJ Division of American Machine and Metals, Inc. 
Sellersville, Pa. 


4 


Home of the SUPERGAUGE 
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Customer-Assembled 
Hydraulic Power Unit 





The Rosaen Co., 1756 E. Nine 
Mile Rd., Hazel Park, Mich., is 
marketing a hydraulic power unit 
that the customer assembles him- 
self to effect substantial cost sav- 
ings. The completed unit delivers 
up to 12 gpm and up to 1000 psi 
of hydraulic pressure. It handles 
a multiple of jobs in any shop. It 
can power presses, brakes, rivet- 
ers and convert non-powered and 
mechanically driven equipment to 
smooth hydraulic power. It has a 
2 hp electric motor, gear-type 
pump, relief valve and a 10-gal 
reservoir. 
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Floor Treatment 
Eliminates Paint Failures 


According to Colonial Refining 
& Chemical Co., NBC Bldg., 
Cleveland 4, Ohio, 80% of floor 
paint failures, where paint peels 
from cement or concrete, are due 
to either cleaning or etching the 
surface improperly. To overcome 
this problem, the company has 
developed a floor preparation 
which will etch and clean the 
floor—all in a single application. 
The product, called “Sure-Etch,” 
is simply brushed over area to be 
painted. An immediate bubbling 
process begins which in 30 sec- 
onds opens the floor pores. After 
rinsing and drying, the floor is 
ready for painting. 
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HARPER...a better source for STAINLESS 
and at no added cost 


Here are the reasons why stainless bolts, nuts, screws, 
washers and rivets by Harper will mean longer life, 
improved appearance to the equipment you make. 

e Stronger in tensile 

e Higher in yield strength 

e Higher in nickel content 

e More corrosion resistant 

e Engineered to highest standards 


You get all these Harper advantages at no added cost. 
Whether your order is large or small, it will be filled 
immediately from stock or promptly from the mill. 

Your Harper distributor has a wide range of highest 
quality stainless steel fastenings in stock. Call him 
today or write us for Catalog 26. 

Branch Offices in Principal Cities 
THE H. M. HARPER COMPANY 
8222 Lehigh Avenue, Morton Grove, III. 


Specialists in all corrosion-resistant fastenings 


Bolts e¢ Nuts ¢ Screws @¢ Rivets ¢ Washers 


of Brass @ Bronze « Monel « Aluminum e Stainless 
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ial paper clamps for rapid 
ling of standard paper forms 
are now available as optional 
equipment in place of the paper 
mn all Underwood 150 stand- 
odel typewriters, it was an- 
ed by Underwood Corpora- 
New York. When paper 
s are used they eliminate 
cessity for raising the paper 
hold the paper after it is 
round the platen. The paper 
i directly under the paper 
The “fingers” take hold 
the paper as soon as it gets 
the cylinder, and hold the 
firmly in place to the last 

ng line. 
rcle No 


tion 
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“electric brain” which 
ds up Offset duplicating of 
ess systems and short runs 
liminating operator control 
the machine was announced 
recently by DITTO, Incorporated, 
Chicago. The automation unit can 
be programmed “to Remember” 
correct combination of ink, 
isture, and copies for a par- 

> system or run. After that, 


spe¢ 


equipment 





any number of identical form sets 
or copies can be duplicated at the 
touch of a button. The economy of 
automation results from the elimi- 
nation of time and error that pre- 
viously was involved in short-run 
and systems work, where from 
one to 15 or 25 copies are pro- 
duced from a mat. The unit is 
mounted on the base of the ma- 
chine. It does not interfere with 
manual control of the duplicator, 
which can be used at any time. 
Circle No. 62 on Inquiry Card—Page 17 





A new microfilm reader, which 
also makes large prints simply by 
direct projection of the film image 
onto photocopying paper, is an- 
nounced by the Filmsort Division 
of Dexter Folder Co., Pearl River, 
New York. Known as the Exami- 
ner, the new unit will be the larg- 
est of the desk-top models in the 
Filmsort line of readers and print- 
ers. By use of interchanging lens- 
es, the unit will provide magnifi- 
cations of 15x and 20x in one 
group, and 24x, 30x and 42x mag- 
nifications in the other. 
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A new, fully automatic electric 
collator that will collate 24,000 
sheets per hour is now available. 
Manufactured by the Collmatic 
Corporation, Wayne, New Jersey, 
the machine gathers, jogs, counts, 
staples and stacks in a series of 
completely automatic operations. 
An electronic double-sheet detec- 
tor, which stops the machine in 
event of a misfeed, is available as 
optional equipment. 
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An automatic letter-writer and 
office printing machine that can 
reproduce individually personal- 
ized letters up to 6 colors in a sin- 
gle operation to include the actual 
letterhead, name and address of 
addressee, message and signature, 
is now available through Effi- 
ciency Machines Corporation, 
Garden City, New York. Marginal 
notes, postscripts or underlinings 
emphasizing specific points in the 
letter are also printed at the same 
time by this new machine. It also 
can be used independently as a 
printer with or without address 
plates. 
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oe 


The new up-to-date edition of this 
methods manual, which has been used 
by thousands of purchasing officials to 
develop more efficient, less costly meth- 
ods, is now ready. It includes new case 
histories on the latest time-saving meth- 
ods used by purchasing departments in 
leading companies. For example, one 
company reports in detail how im- 

proved follow-up control of its purchase 


This Modern Manual Shows Latest Methods 
For Saving Time And Money In Overall 





Purchasing Operations!|| 





GET YOUR 


FREE copy 
| WITHOUT DELAY! 






orders resulted in “an estimated office 
time saving of 80%!” 

You simply can’t afford to miss the 
valuable time and money-saving ideas 
in this new fully illustrated booklet. It 
demonstrates the record-keeping sys- 
tems which relieve you of the burden 
of routine details .. . free you to meet 
the broader responsibilities of today’s 
purchasing work. 





Write Remington Rand, Room 2248, 315 Fourth 
Avenue, New York 10. Just ask for booklet X1202. 


Remington. Ftand 


DIVISION OF SPERRY RAND CORPORATION 







— i 
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Check Your Office Staff's 


One of the most important phases of the purchasing executive's job is 
sometimes the most neglected. Effective management of office help in 
purchasing is vital to the success of the department. 


By Ernest W. Fair 


7 
k OR close control regular checks 


should be made on each member 
of the office staff. These check-ups 
should include a number of im- 


portant points if top efficiency is 
to be obtained from every em- 
ployee. When a rating system is 
based on a single factor, such as 
dollar sales alone, we too often 
earry individuals lacking in other 
values which could increase the 
sales figures even more. 
Management uses various meth- 
ods in appraising the value of 
staff members. Here is a compila- 


tion of the better points from each 
which offers the purchasing exec- 
utive a handy chart for testing 


the real efficiency of every work- 
er in his office. 

Transactions per hour — Tests 
always demonstrate how much 
more efficient employees can be- 
come in handling their work. This 
same efficiency should be a regu- 
lar part of any office worker’s 
make-up. The girl who can handle 
four or five assignments more per 
hour than the one on the next 
desk is a valuable member of the 
office staff. 

Average hourly earnings—The 
ability to put out the assigned 


work means that each worker is- 


producing more profit per dollar 


180 


of salary. Earnings tied in with 
work production always give a 
truer picture of the abilities of 
any given office worker no matter 
what his or her job may be. 

Appearance—Pride in one’s job 
induces good appearance. Good 
appearance impresses every cus- 
tomer who comes into the office; 
a bad impression creates an un- 
profitable business atmosphere in 
any office. The exceptionally well 
groomed office worker is always 
a definite asset to any office. Ad- 
herence to office standards should 
be considered in rating any work- 
er on this point. 

Accuracy—The office worker 
who makes the fewest mistakes is 
naturally the type we wish on our 
payroll. Mistakes cost money not 
only in wasted supplies but in 
time consumed in doing them 
over. In some instances a mistake 
made by one office worker may 
call for a “do-over” job involving 
many other members of the staff. 
The girl who does everything con- 
nected with her job well is one 
deserving a good rating on any 
check of efficiency of our office 
staff. 

Legibility of Records and Notes 
—Every experienced P.A. knows 
the value of men and women who 


make it a point to write clearly 
and distinctly. The individual who 
is careless is the one who creates 
extra work to be done in the 
office, who slows down the effi- 
ciency of others who must take 
extra time to decipher the poorly 
written notes and who keeps all 
office records in a constant state 
of confusion. 

Office Manner—Excellent rat- 
ing should be given to any worker 
who all through the busy day is 
able to be pleasant, sincere and 
courteous. Courtesy, sincerity and 
interest win friends for the firm 
among customers and visitors to 
the office. 

Adaptability—The office work- 
er who can be depended upon to 
step in and fill in vacancies at 
another post has exceptional value 
in any office. Routine work need 
not then be interrupted through 
sickness or other causes. Some 
people have this ability. Some 
have the required background. 
Any rating of one’s staff should 
very definitely take this factor 
into account. 

Vendor Understanding—Excel- 
lent ratings go the office worker 
who makes a sincere effort to un- 
derstand the likes and dislikes of 
all of the people with whom she 
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Performance 


comes in contact and who makes 
it a point to treat each vendor 
as of great importance to the firm. 
She also has the ability to readily 
adapt herself to any type. 

Attitude in the Office—Top 
rating belongs to the individual 
who never has to be corrected on 
matters of office policy, who 
makes it part of her job to know 
every phase of that policy as it 
pertains to her job, and the man- 
ner they exercise in their rela- 
tions with other workers in the 
office. 

Co-operation with Executives— 
Whoever understands why rules 
are set and why executives have 
to enforce them and follows them 
without argument or resentment 
gets high score on this line. 

Knowledge of Company Prod- 
uct or Services—Some office 
workers learn only what they 
have to learn to hold their jobs. 
Others are constantly seeking 
more information about every- 
thing connected with the firm. The 
degree of rating for each group 
is obvious. The more any office 
worker knows about the com- 
pany’s product or services the 

better she can do her job and 

the greater her value. 

Knowledge of Office Methods— 
The better understanding of all 
office methods the worker has, the 
more efficient she can be at her 
job. The degree to which she ad- 
justs herself in acquiring such 
knowledge and in uisng it on her 
job should determine how she is 
to be rated here. 

Efficiency in Working with 
Others—The modern office con- 
sists of one big group working 
together and nearly always work- 
ing in concert on single problems. 
The good office worker displays 
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TOTALS; Excell 
llent Good 


top efficiency in fitting into that 
requirement. Her ability to fit 
into the routine of each such as- 
signment adds or subtracts from 
her value on this point. 

Supply and Equipment Han- 
dling — The stenographer who 
handles her typewriter and other 
office equipment efficiently has 
more value than merely in 
her ability to do a good job. She 
helps to prolong the life of that 
equipment and keep down repair 
and maintenance costs. Similar 
consideration should be given to 
the way in which the office work- 


OFFICE STAFF RATING CHART 


TES MANAGER COMMENT 







RATING 
Good 









Excellent 





Poor 



































v bove i 
Average above ratings 








er treats and handles supplies in- 
volved with his or her work. 
Good workers keep supply costs 
down; inefficient ones _ waste 
enough to make this a serious cost 
factor. 

Popularity with other members 
of the staff as well as with 
people coming to the office reg- 
ularly on business should also 
receive consideration. The popu- 
lar individual, in almost every 
case, is always able to handle each 
assignment more efficiently and 
obtain maximum _ co-operation 
from others. 
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\ high-speed “envelope stuffer” 
an be set up in minutes and 

ated by the average office 
rker was recently introduced 
Pitney-Bowes, Inc., Stamford, 
Connecticut. The Model 3100 Mail 
Inserting Machine and optional 
stage meter opens the flaps and 

ts of envelopes, inserts into 

, as many as four automati- 
collated or nested enclos- 

and closes, seals and counts 


the mailing pieces. Then, by 
means of a power-driven con- 
veyor belt, it stacks them in a 
large-capacity stacker. Automatic 
signals prevent misfeeds and in- 
sure “perfect contents” for each 
envelope, and a detector prevents 
jams, faulty inserting and the 
mutilation of enclosures. It can 
accommodate a wide range of 
material sizes, including enve- 
lopes from 6 by 3% inches up to 
12 by 6 inches. 
Circle No. 66 on Inquiry Card—Page 17 





Tru-Tip Writing Instrument 
Corporation, Whitestone, New 
York, announced the invention 
and marketing of a new kind of 
writing instrument, the self-feed- 
ing pencil. Tru-Tip uses regular 
solid thin lead which automati- 
cally feeds just the proper amount 
of solid lead during writing, and 
does not require hand adjustment 
to write. 
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Write for Sample Book 
iddress Dept. PN 


BYRON WESTON COMPANY 
DALTON, MASSACHUSETTS 
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Telectro Industries Corp. an- 
nounces the introduction of a new 
Model 732 Photographic Print 
Dryer, suitable for drying either 
matte or glossy prints. A com- 
pletely self-contained unit capa- 
ble of quickly and continuously 
drying various weights and types 
of photographic prints, all con- 
trols are in easy-to-reach loca- 
tions. Drying temperature is 
maintained and thermostatically 
controlled at 230°F. Model 732 
Dryer can handle 250 8x10 prints 
per hour. 
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WRITTEN JUST ONCE 


Now-—turn out all the paperwork 
you need to fill, ship and bill an 
order from just one writing this 
new Ozalid Direct Copy way. 


You save costly, repetitious hand- 
copying and retyping . . . end 
proofreading . . . eliminate copy 
errors . . . get shipments and bills 
out sooner . . . improve customer 
service. 


















Ozalid ends needless duplication 
of paperwork throughout your 
business. In every operation— 
purchasing, accounting, produc- 
tion—Ozalid replaces costly writ- 
ing and typing with speedy, in- 
expensive Direct Copying. 

Ozalid makes copies of anything 
written, printed, typed or drawn 
on any paper that transmits light, 


OZALID" 


at the lowest cost per copy of 


any similar process. Actually, you 
pay less than a penny for a letter- 
size sheet of sensitized Ozalid 
paper. 


For the full story, call your local 
Ozalid representative today. His 
number's in the phone book, or 
send coupon below for more in- 
formation. 


DIRECT [COPYLSYSTEMS 


A Division of General Aniline & Film Corporation. In Canada: Hughes Owens Company, Ltd., Montreal 


LS LTS TT 


Name 


OO Order-Invoicing 
0 Production Control 


Ozalid, Dept. L-12, Johnson City, N. Y. 


Please send more information on how Ozalid Direct 
Copying can help us with our: 


O Purchasing 


C1] Accounting 
O Receiving C] Engineering 





Position 





Firm 





Address 





City 


State 
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association 


NEWS 


Seventh District 


MA 


Features Unique Program 


b [TER THAN EVER. That’s 

purchasing agents of the 

Southeast described this year’s 

\. Seventh District Pur- 

Conference. Host As- 

n was Louisville and the 

ss were held in the well- 

Brown Hotel in that city. 

unfortunate thing about 

ference was that one of 

1 who had done a great 

make it a success was 

because of illness. Ship- 

Viedalist T. A. Corcoran had 

et recovered from a rather 
operation. 

rogram at the conference 

both innovations and 

ted techniques for pur- 

education. First event of 

eting was the ever popular 

Birds” dinner which was 

Sunday evening, October 

following morning, pur- 

agents started on the 

business of the conference. 

introductions and the in- 

District Seven Vice 

ent Thor Laugesen dis- 

“The P. A. as Others See 

According to Mr, Lauge- 

ese are the qualities that 

look for in the purchasing 

(1) knowledge of the job; 

.dministrative ability; (3) an 

ical approach; (4) cour- 

(5) company loyalty; (6) 





“Models” for Sam H. Watson’s talk on standardization were J. E. Dilger, 
Walter Harding, W. M. Gruber, J. W. Kilroy, and Frank B. McGrath. 


a stable personality; (7) desire 
for expanding knowledge either 
academically or through practical 
training; and (8) a public rela- 
tion attitude coupled with a com- 
pletely ethical approach to pro- 
curement. 


Something New 


A real innovation in purchas- 
ing programs came next. George 
L. Wilson, Jefferson County Com- 
mission, Birmingham, Ala., was 
moderator of the “Here’s How” 
panel. He introduced fifteen Dis- 





trict 7 purchasing agents who 
each took exactly three minutes 
to describe “A Good Buy I Have 
Made.” There probably wasn’t a 
purchasing agent present who 
didn’t get at least one good idea 
from this session. And the session 
didn’t get too long and drawn out. 
A “miracle of the electrical age” 
took care of that. When a speaker 
was getting close to his three- 
minute limit, a light flashed on. 
When he exceeded it, a buzzer 
sounded! 

The Monday morning session 
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LEAP but not before you look 


at Gould’s “extra-value” features: 


More Aggressive Research Program 


More Application Engineering Help 


More and Better Battery Performance 


You'll agree, the leap to Gould smooths out 
all battery problems. Be sure to specify Gould. 
Gould-National Batteries, Inc., Trenton 7, N.J. 


ould 


BATTERIES 
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Gould 
Industrial 
Truck Battery 
— America’s Finest 


Always Use Gould-Notionol Automobile ond Truck Batteries 





©1956 Gould-National Batteries, Inc. 
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association 


news 





led with a talk (following 
ing ovation) by N.A.P.A. 
nt H. Stafford Kellam. 
the talk was “Growing 
Purchasing Responsibili- 
Kellam said the road to 
malization in purchasing 
and hard and “can be 

1 only through a program 
disciplined study.” He 
for a broad program of 
and self development 
evels within N.A.P.A. and 
ized that any such pro- 
nust necessarily entail “a 
of leisure time” on the 
each individual in pur- 


Monday afternoon session 
need with a review of 
District activities by 

» Bosworth. Then, Ex-Pur- 
Agent Donald J. Gray, 
currently vice president 
general of the 


manager 





TRICT-NAPA 







y 
ANTS CHAMPIONS 
4S? TT EMALOERS 
i. i ccrrece 
w Sehlesomger Seed Cams 








; Schlesinger announces “Round 
f the “Here’s How” panel. 


Corp. in Laurel, Miss., 
A.s “What Management 

From Purchasing.” Among 

things, Mr. Gray said that 

igement wants purchasing 
that are “independent and 
ertive.” 

‘opriately, the next talk, by 
Krech, director of pur- 
£ the J. M. Huber Cor- 
1, was entitled “What Pur- 

Needs From Manage- 

Mr. Krech said that pur- 

s agents are a key factor 


N. A. P. A. President H. Stafford 
Kellam talked about “Growing With 
Purchasing Responsibilities.” 


in maintaining a prosperous 
economy. According to Mr. 
Krech, purchasing needs three 
things from management. They 
are information, responsibility 
with authority, and adequate and 
well paid personnel. 


Value Analysis in Action 


The Monday session concluded 
with a dramatic and practical 
demonstration of value analysis 
by General Electric value analy- 
sis, purchasing, and engineering 
personnel. Moderator was Svein 
Hvamb, product evaluation con- 
sultant for G. E. Mr. Hvamb was 
assisted by Burr Stanton, design 
engineer in G. E.’s Room Air 
Conditioner Department; H. C. 
Franszen, value analyst in the 
company’s Range & Water Heater 
Dept.; G. W. Schroeder, engineer- 
ing manager in Range & Water 
Heater; D. S. Cushing, produc- 
tion engineer, Dishwasher & Dis- 





As part of his presentation, “Value 
Analysis in Action,” Svein Hvamb 
pointed out the relationship between 
value, performance, and cost. 


posal Dept.; A. G. Hoyt, buyer, 
Home Laundry Dept.; and Fred 
Schnoor, value analyst, Television 
Receiver Dept. 


The Conference Highlight 


The Monday evening festivities 
got off to a good start at a re- 
ception where purchasing agents 
had a chance to relax and indulge 
in good fellowship. Then came the 
annual banquet in the ballroom, 
presided over by Hoyt B. Prit- 
chett of Brown & Williamson 
Tobacco Corp. All in all it was a 
pleasant and enjoyable evening 
where everyone had a chance to 
renew old acquaintainces and to 
make new ones. 

The following morning, the 
audience again was confronted 
with something new. The inno- 
vator this time was Sam H. Wat- 
son, manager of standards. R. C. 
A. Division, Radio Corporation of 


(Please turn to page 190) 





Opposite points of view were expressed by D. J. Gray (right) and E. M. 
Krech (left). Mr. Gray’s topic: “What Management Needs from Purchasing.” 
Mr. Krech’s: “What Purchasing Needs from Management.” 
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Partial view of a 
conventional 
round hole broach. 
Roughing, semi- 
finishing and 
finishing teeth are 
shown. 


Surface broach with adjustable 
and replaceable carbide tipped 
tool bits. 


After all, the price paid for a broach may be only the 
beginning of broaching expense. To the original cost of 
the broach must be added the cost of work delays, 
scrapped parts, and time-consuming adjustments. 


However, if the broach is free cutting, holds the required 
tolerances and finishes, with the maximum pieces per 
tool, your original cost may be your only cost. 


Because Continental effectively combines quality mate- 
rials, skilled craftsmanship, and engineering experience, 
it is a fact: “the best broaches cost less,” 





Here’s Why Continental Quality Broaches 
Actually Cost Less Than Ordinary Broaches 




















Carbide tipped 
slab broaches. 






This solid carbide finish- 
ing shell fits on an arbor 
of a conventional round 
broach. 


ontinental 


TOOL WORKS 
Division of 
Ex-Cell-O Corporation 
Detroit 32, Michigan 








































ESSUORIOL 
Haus 






Sir Stephen Tallents, known 
the Father of Public Relations in 
United Kingdom, looking over 
plays at the “Minibition.” With 
wre Arthur Elliott of Precision 
Rubbers Ltd. and Secretary J. R. 
of POA. 





German purchasing officers 
ttending the conference were H. 
Ovelgonne and H. Goddertz with 
Mayor Harry Storry of Scarborough 
ind the Mayoress. 





Highlights of British 


Purchasing Conference 


Percy T. Apple- 
by, John Harper 
& Company 
Ltd., one of 
POA’s_ founder 
members, deliv- 
ering the sev- 
enth annual 
Swinbank lec- 
ture, at the con- 
cluding session 
of the confer- 
ence, Mr. Apple- 
by is the 1956 
recipient of the 
Leonard Swin- 
bank Medal. 


Retiring POA 
President Hor- 
ace W. King, 
Bowater - Ebu- 
rite, Ltd., pre- 
sents the badge 
of office to his 
successor, Rob- 
ert J. Mitchell, 
Morgan Crucible 
Co. Ltd... who 
will lead the as- 
sociation in its 
silver annivers- 
ary year, 





O VER one hundred leading British manufacturers 


were represented at the National Conference 
and Minibition of the Purchasing Officers Asso- 
ciation recently held in Scarborough, England. 
The program of the four-day conference included 
most of the outstanding purchasing executives in 
England, as well as visitors from various associa- 
tions on the Continent. Stuart F. Heinritz, editor, 
PURCHASING Magazine was the principal speaker 
on the opening day of the conference. 
















Roebling’s finest! 
Royal Blue’s extra strength 
vastly increases...even doubles... 


wire rope service life 





John A. Roebling’s Sons Corporation, Trenton 2, N. J., Subsidiary of The Colorado Fuel and Iron Corporation srancHes: ATLANTA, 934 AVON AVE. + BOSTON, 
SI GLEEPER ST. + CHICAGO, $525 W. ROOSEVELT RO. + CINCINNATI, 2340 GLENDALE-MILFORD RO., EVENOALE + CLEVELAND, 13225 LtAKEwWOOO HEIGHTS 
Btivo. + CENVER, 4801 JACKSON GT.+ DETROIT, 91S FISHER BLOG.+ HOUSTON, 6216 NAVIGATION BLVD. « LOS ANGELES, $340 £€. HARBOR ST. « NEW YORK, 


19 RECTOR ST. + QOESSA, TEXAS, 1920 E. 2ND ST. + PHILADELPHIA, 230 VINE ST. « PITTSBURGH, 1723 HENRY W. OLIVER BLOG. + SAN 
FRANCISCO, 1740 17TH ST. + SEATTLE, 900 IST AVE. S.+ TULSA, 321 N. CHEYENNE ST. + EXPORT GALES OFFICE, 19 RECTOR ST., NEW YORK 6. (FJ 
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MOVING TIP FOR PURCHASING AGENTS: 


Mayflower’s Expert Attention 


Helps Keep Your Men On The Job 


® Moving long-distance without their husbands on hand to super- 
vise could be a great ordeal to many wives. But when you employ 
Mayflower to handle their moves, you can assure them that May- 
flower will take over the full responsibility. That’s because Mayflower 
nen are so well trained, so thoroughly experienced, and so com- 
pletely equipped. Nothing is left to chance. That’s why you can send 
your men on ahead to their new jobs without delay, and without 
causing family hardship. So, call your local Mayflower agent when- 
ever you have personnel to move! 


AERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS 


Mayliowerg 


NATION-WIDE 


FURNITURE MOVERS 





Cmertieal fou lang-dedlinee moving. sewitl 
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(Continued from page 186) 


America. He illustrated his talk, 
“The Purchasing Viewpoint on 
Standards,” with five “models”— 
all of them volunteers from the 
Louisville Association. The “mod- 
els” proved how standardized 
men’s attire was when they 
stripped down to undershirts and 
shorts before a laughing audience. 
The shorts were uniform; two 
favored “T” shirts; the other three 
preferred standard undershirts. 
Mr. Watson did this to illustrate 
a serious point—namely that “we 
are not exploiting existing stand- 
ards to their full potential.” He 
urged each purchasing agent 
present to set a standardization 
goal of at least $25,000 saving for 
his company in the next year. 

Mr. Watson was followed by 
another of the unique “Here’s 
How” panels. Fifteen purchasing 
agents each took three minutes 
to describe “A Purchasing Pro- 
cedure I Have Simplified.” As 
with the first panel, there were 
few present that didn’t get at least 
one good idea from this session. 

Harold Berry, manager of pur- 
chases and stores of the Chicago, 
Rock Island & Pacific Railroad, 
and chairman of the N.A.P.A. 
Non-Ferrous Metals Committee 
then gave “A Quick Look at Non- 
Ferrous Metals.” Mr. Berry urged 
P. A.s to “put the metals and 
materials that you buy to the 
value analysis test.” He then re- 
ported on the price and supply 
situation for a number of key 
non-ferrous metals. 

The last, but most certainly not 
the least, speaker on the con- 
ference was N.A.P.A. Executive 
Secretary-Treasurer George Re- 
nard. As is his usual custom, Mr. 
Renard spoke “From One P. A. 
to Another.” Purchasing agents 
both enjoyed and benefitted from 
Mr. Renard’s key analysis of the 
current business and economic 
scene. 
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Great news about your general purpose grinding 


You get the profit-boosting “TOUCH of GOLD” from Norton general 
purpose wheels—as you do from the Norton wheels on your production jobs 


Remember this about your general 
purpose bench and floor stand grinding, 
and mounted wheel operations . 
Norton ‘builds wheels in every abrasive- 
and-bond combination you~need. In partic- 
ular, 44 aALUNDUM* abrasive is the new, 
revolutionary Norton development that’s 
tops among all non-premium priced alu- 
minum oxide abrasives. Tough, versatile 
**44” wheels solve plenty of grinding 
problems for new users — with out- 
standing performance for less money. 


So Easy For You To Get 


Your Norton Distributor, one of over 
315 in the United States alone, is your 
contact with the largest, most efficient 
service and supply system in the entire 
abrasive field. He'll give you fast de- 
liveries on the wheels you want, plus de- 
tails on how Norton wheels bring the 
product-improving, profit-boosting 
**Touch of Gold” to every one of your 
general purpose grinding jobs. 
*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 


Ready For You — And Full Of Facts and Prices 


This latest Norton wheel catalog 
brings you plenty of information and 
recommendations on the types of 
wheels that will give you best results 
in your particular grinding jobs. List 


prices are there, too — and also in- . 


cluded is a brand new supplement 
covering discount net prices for the 
complete line. Get it now from your 
Norton Distributor. Or write to the 
nearest district office of Norton 
Company, Worcester 6, Mass. Dis- 
tributors in all industrial areas, listed 
under “Grinding Wheels” in your 


W-1754 


phone book, yellow pages. Behr- 
Manning Company, Troy, N. Y., 
division of Norton Company. Export: 
Norton Behr-Manning Overseas In- 
corporated, Worcester 6, Mass. 











ABRASIVES 


NORTON PRODUCTS: Abrasives * Grinding Wheels * Grinding Machines « Refractories 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones + Behr-cat Tapes 





For More Information Circle No. 263 on Inquiry Card—Page 17 


DecemBer, 1956 


191 





association 
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V1 


BERS of the sixteen associa- 
ittending the Sixth District 
ence in Columbus, Ohio 

were treated to highly 
ting and informative ses- 


| at the Deshler-Hilton Ho- 
conference started with a 
district council meeting, 
ed by dinner in the “Yel- 
ym. 
1 spot of the Friday morn- 
sion was the topic selected 
M. Kennedy, Jr., vice presi- 
purchases and traffic, West- 
ise Electric Corporation. 
ed “Building a Purchasing 
rtment of the Future,” Mr. 
edy’s talk envisioned a pur- 
ng department in 1970 and 
ited that it would be more 
nes than men. This would 
essary, he felt, because of 
ider scope of duties that 
| be entrusted to purchasing. 
sur S. Flemming, director, 
of Defense Mobilization, 
ht the good news that many 
trategic materials current- 
ig stockpiled are reaching 
int where it will no longer 
essary for the government 
in the market. He expressed 
pinion that if all went well 
taps even nickel might be 
off the list in the not too 
t tuture. 


Sixth District Conference 


G. Howard Ahl, from NAPA headquarters, (left) stands with 
John Stalder, general conference chairman and Robert L. 
Hunter, reception committee chairman. 


A. M. Kennedy, Jr., vice presi- 
dent, purchases and traffic, West- 
inghouse Electric Corp. 


undidates for vice president of the Sixth District: 
eft to right) Lyle Treadway, Federal Glass Com- 
pany, Columbus; Paul Young, Timken Roller Bear- 


Dr. Arthur S. Fleming, director, 
Office of Defense Mobilization, 
came directly to the conference 
from a morning meeting of the 
National Security Council with a 
timely message. 


A AAEM SOI 





ng Company, Canton; and R. W. Wiskochil, Owens- 


F, O. Goodnight, Hardware & Supply Company, 
Illinois Technical Center, Toledo. 


Akron, spoke before the Distributors Buyers Group. 




















ASSOCIATED SPRING CORPORATION 


BRISTOL. COMBE TICUT| 








ALSO MAKERS OF SPRINGS — WIRE FORMS SMALL STAMPINGS | 
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A iIGHLY varied program, rang- 
‘conomic forecasts to 
of the legal pitfalls 

purchasing 

fare given to 
New York 
Jersey and Canada 
ttended the Third Annual 
Eight NAPA Conference, 
4-25, in Syracuse. 
the many highlights of 
thly run conference was 
y of purchasing agents 
ternational Business Ma- 
ho described in detail 
is phases of IBM’s pur- 
yperations (“Imaginative 
Methods,” see PuRCHAS- 

1956, p. 71). 

IBM’s economic 
quantity program was 

by J. L. Callahan, as- 
uurchasing agent at the 
Endicott, N.Y., plant; 

C Greene, administrative as- 

» the director of purchas- 
BM World Headquarters, 
York, went into the various 
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it’s the 
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Eighth District Conference 
Highly Diversified 


Honored at Eighth District banquet, retiring NAPA Executive Secretary 









George Renard (right), receives trophy from Wilson Wight, Bausch & 


Lomb Optical Co. 


reports that are prepared to help 
buyers; expediting was covered 
by B. A. Easton, purchasing agent, 
Typewriter Div., IBM Kingston 
plant; and the company’s training 
program for purchasing personnel 
was discussed by R. D. Venner, 
purchasing agent, MA-2 Project, 
Military Products Div., IBM 
Oswego plant. 





Before the Renard banquet, J. S. Rutherford (left), district purchasing 
agent, Aluminum Co. of America, and E. W. Noble (right), director of 
purchases, Moore Business Forms, chat with dinner speaker Fred Snyder. 


The opening morning session of 
the conference stressed analysis 
of the general economic outlook. 
Dr. Alfred Haake, author, lec- 
turer and consultant to General 
Motors delivered the keynote 
address, stressing the dangers of 
giving government too much 
power. He was followed by econo- 

(Please turn to page 196) 





, 





C. F. Ogden reports on NAPA 
Business Survey findings. At right 
is Clyde Womer. 
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John Riggs (left), Maintenance Supervisor, Kentile, Inc., Brooklyn, N. Y., first protected gear drives 
with Gulf lubricants ‘way back in February 1947. Today, he tells Michael Mitchell of Gulf that 
neither unit has ever been mechanically serviced—and they have run continuously since 1947 on 
the original Gulf lubricants! 


“Our gears have run for 74,000 hours 
...on the original Gulf lubricants!” 


says John Riggs, Maintenance Supervisor of Kentile, Inc. 


Three shifts a day, six days a week, since Febru- 


ary, 1947! To Kentile, Inc., Brooklyn, N.Y., that’s GULF OIL CORPORATION 


the equivalent of 27 years of ordinary service. GULF REFINING COMPANY 
1822 Gulf Building 


And that’s how their gear drives have operated— Pittsburgh 30, Pa. 


protected by Gulf quality lubricants. 

These drives transmit power for calendering 
asphalt tile. Their multiple herringbone gears 
have been lubricated by the same Gulf E. P. 
Lubricant 115 for the past ten years—nor do they 
see any need for changing today. 

Your Gulf Sales Engineer will be glad to help 


you cut costs, too. He’s at your nearest Gulf office. 


THE FINEST PETROLEUM PRODUCTS FOR ALL YOUR NEEDS 
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Most costs can be reduced! association 
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- (Continued from page 194) 

5 mist Charles Roos, chairman of 
i the board, Econometric Institute 
' New York, who predicted a 5 per- 
‘ cent increase in wholesale prices 
é during the next 5 years. 

A Chester Ogden, manager of 
t purchases, Detroit Edison Co., 
4 NAPA past president, and cur- 
‘ rent chairman of the NAPA Busi- 
' ness Survey Committee, reported 
j on the October business outlook 
: Be as seen by purchasing agents and 
\ also explained why the NAPA 
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$1.00 PER UNIT SAVED: This motor mount was originally com- business survey is of value to 
prised of two separate parts—sheet steel and wire guard. To ; . : : 

simelity , canseniaty one redu ce unit cost, the manufacturer came PA’s. An indication of the ac- 
to Titchener. Result: ¢ new Titchener-manufactured motor : 
mount, fight, is a single welded-wire assembly. Strip steel is curacy of the NAPA economic 


eliminat and only one assembly step is necessary. 


reports was given by Mr. Ogden 
when he pointed out that in De- 
Take advantage of Titchenerideas =| <em>«,_ 154, purchasing agents 
were very optimistic about the 

Costly products and parts for all types of industry are constantly being business outlook for 1955 in the 
replaced by Titchener simplified components . . . with equal or im- face of many highly pessimistic 
proved reliability of performance . . . af significant cost reductions. predictions by professional econo- 
= ~ mists. The fact that 55 did turn 

We welcome the opportunity to discuss your problems out to be e hansiee pee ie 0 tel 
with you personally. nite tribute to farsightedness of 
purchasing agents making up the 


Visit us . . . inspect our cost-cutting facilities for volume production NAPA Business Survey Com- 


at first hand. Our business is to help you make your product more com- asin 
petitive in price and performance. If you find F 


A few of the many firms it impossible to come to Titchener personally, Other featured speakers heard 


which have recently bene- , , during the conference were: N. J. 
fitted fom. ctrip, te «Write us about your problem. Send prints or 


Titchener: samples. You'll receive a complete cost analysis Gibbins, Motor Wheel Corp., Lar 1- 
° Surface Combustion plus cost-cutting suggestions. Production quota- sing, Mich., who stressed the — 

Corporation tions included. A full size portance of the purchasing agent’s 
e 1.B.M. Corporation 


o feaeivenn Suuiiee — > sample can be made at your role in public relations; Joseph 





Company a request. Your information re- G. Smith, vice president in charge 
e General Electric WIRE 


Comparty Goops mains confidential. of procurement, Pittsburgh Steel 
Shsediiantene Co., who talked on the legal 
aspects of purchasing, and Eph- 
raim Jacobs, chief of the legis- 
oH ttchener &.Co. lation and clearance section, Anti- 
= trust Div., Department of Justice, 
50 Clinton St., Binghamton, N. Y. who covered the legal implica- 

— tb teense a tions of standardization. 
EH. Titchener & Co. Among the special events held 
50 Clinton $t., Binghamton, N. Y. during the conference was a ban- 
Please forward my copy of the free “HOW” booklet quet honoring George Renard, 
showing how wire redesign by Titchener cuts costs. retiring executive secretary of 
NAPA. In addition there was a 
president’s luncheon featuring a 
talk by NAPA head H. S. Kellam. 
In presenting a picture of the 
coupon City purchasing agent of the future, 


SS a ss ee (Please turn to page 198) 
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. new booklet; 
“How Wire Construction 
Reduces Costs” 
brand new § study. 
Before’ and ‘‘After’’ 
llustrations of 36 prod- 
“ts, with specific de- 
is on how Titchener 
suggestions enable man- 
ufocturers to cut costs 
nd improve their prod- 
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He’s reaching for... 


the BEST 
ELECTRICAL 
TAPE... 


ACCURATE TAPE 


FRICTION, RUBBER SPLICING, ACCURATE MANUFACTURING COMPANY 


and PLASTIC TAPES Gartield, New Jersey 
LARGEST EXCLUSIVE MANUFACTURER OF ELECTRICAL TAPE 





Single-filter 
Dust Respirator 
No. 80 


Approved 
Dust Respirator 
No. 94 


Approved 
Supplied-Air 
Respirator 
No. 600 


Light-duty 
Respirator 
No. 81 


} 
i 


_ Dust Respirator 


Bureau 
of Mines 
Approved — 


ENTIRELY NEW 


Organic 
Vapor Respirator 


© Here is an entirely new Dual Cartridge 
Respirator which carries Bureau of Mines approval. 
It is designed for use in organic vapors or acid 
gases. Twin 85 cc cartridges reduce breathing 
resistance to a minimum. 

Rebreathing of exhaled air is prevented by 
positive-acting inhale and exhale check valves. 
Cartridges are easily replaced by removing screw- 
type caps. Valves and headbands are quickly 
replaced without tools. 

A newly designed facepiece, with special 
attention to nasal contours, provides a snug, leak- 
proof fit with moderate headband tension. Dual 

headbands permit proper balance and 
adjustment for perfect seal along all 
facial contours. 


Contact your nearest CESCO Distributor 
today for full information and prices on 
the complete line of respirators to meet 


Approved P P : 
"ne every type of industrial requirement. 
No. 96 with 

high filtration 

and low 
breathing 
resistance 


Write for complete Catalog 


CHICAGO EYE SHIELD COMPANY 
2315 Warren Boulevard, Chicago 12, Illinois 


OFFICES IN: Atlanta, Baton Rouge, Birmingham, Boston, Buffalo, Cincinnati, 
Cleveland, Columbus, Dallas, Denver, Detroit, Houston, Kansas City, 
Knoxville, Little Rock, Los Angeles, Louisville, Mexico City, D.F., 
Milwaukee, Montreal, Orange, Peoria, Philadelphia, Pittsburgh, 
Salt Lake City, San Mateo, Spokane, St. Louis, St. Paul, Toledo, Tulsa 
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Mr. Kellam said that in 10 years, 
10 percent of the products the 
PA buys will be items that don’t 
even exist today. He also stated 
that by 1966 the volume of pur- 
chases will be up 50 percent from 
current levels but that the num- 
ber of people in purchasing will 
increase only 15-20 percent. 


Distributors Buyers At 
Sixth District Conference 


The Distributors Buyers Group 
of the NAPA held their first 
Sixth District Meeting in Colum- 
bus, Ohio in conjunction with the 
Conference held at the same time. 

Under the chairmanship of H. 
L. Weatherly, Penn General Sup- 
ply Company, Pittsburgh the 
meeting consisted of a panel dis- 
cussion followed by an _ open 
forum. The panel members in 
addition to Mr. Weatherly were, 
Fred O. Goodnight, Hardware 
Supply Company, Akron; Frank 
Brown, Pittsburgh Gage & Sup- 
ply Company, Pittsburgh; and 
Myron J. Pasz, Shields Rubber 
Company, Pittsburgh. 


T. O. English, sixth district vice 
president and G. Howard Ahl, as- 
sistant secretary-treasurer, NAPA 
discuss an important point at the 
recent conference in Columbus, 
Ohio. 
For More Information Circle No. 269 
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~ What 
are your 
Gicnis 
castable 
problems 


Castables 
Baw Kaocrete-32 
Special High Temperature S 


Baw Kaocast 


High Temperature, 
To 3000 F 


B&W Kaocrete-A 


General Purpose Use—To 


Baw Kaocrete-B 


For Ease of Plastering in 
Use—To 2300 F 


Baw Kaocrete-D 
For Extra Strength and Abra 
To 2500 F 


emt 





ee este. 






ot Prod 


ervice—Tl0 3200 F 


General Purpose Use— 


2700 F 


General Purpose 


sion Resistance-—— 


* High Temperatures? 

a Abrasion and Erosion? 

Tl (ole -Nitole aa 

© O 
verhead Applications ? 


¢ Insulating Properties 
Required? 


R 
BaRW make 

: a wide ’ 
Oia ge islel: 


el-laleliba-leMa-sinelate 
r 
ory castable 


Wh > 
hatever your prc 
felae)eli-ti) 
‘ you will find 





helpful rel 
fohie MNT ale ot , 
11 B&W Bulleti 
siUliicsalele 4 35 


Send f 
Gg tor you , 
your copy today. 


Ramm 


ucts and Uses 


Baw Kromecast 
-base Castable for Resistance to Attack 


Chrome 
Reactive Products— 
12 


of Slag and Other 
To 3100 F 


Baw Hydrochrome 
Castable for 
d Other Reactive 


Resistance to Attack 


Chrome-base 
Products— 


of Slag an 
To 2800 F 


Insulating Concrete-Mixes 


B&W Kaolite-20 ° Kaolite-20-Gun 
Baw Kaolite-22 * Kaolite-22-Gun 


For Castable Convenienc 
Effect 


e Plus Insulating 


10-11 





flame 
hardened 





Philadelphia 
GEARS 


world standard 
of excellence 


The teeth of larger gears can be 
economically and_ effectively 
Flame Hardened to increase sur- 
face durability and service life— 
while allowing cores to remain 
ductile for greater shock and im- 
pact resistance, and minimizing 
the possibility of distortion. 

In Flame Hardening, the teeth 
are locally heated and quenched 

confining the processing to a 
small portion of the gear at 
one time. 

Phillie Gear’s modern facilities 
permit Flame Hardening of 
all types of gears, including 
Herringbones — up to 150” 
diameter. 

Send for new 76-page Gear 
Book, which explains Flame 
Hardening, as well as every other 
method of producing the finest 
gears of all types, sizes and 
materials...Please use your 
Business Letterhead when re- 
questing a copy 


phillie gear® 


PHILADELPHIA GEAR WORKS, INC. 
ERIE AVE. & G STREET, PHILADELPHIA 34, PENNA. 


Offices in all Principal Cities 
INDUSTRIAL GEARS & SPEED REDUCERS 
LIMITORQUE VALVE CONTROLS 
FLUID MIXERS « FLEXIBLE COUPLINGS 


Virginia Gear & Machine Corp, @ Lynchburg, Va, 
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District One Conference 


Breaks All Records 


The 10th Pacific-Intermountain 
Purchasing Agents Conference set 
new records and a goal for future 
conferences to strive toward. Held 
at the Hotel St. Francis in San 
Francisco on Friday and Satur- 
day, September 21 and 22, regis- 
tration was 300, with purchasing 
agents in attendance from as far 
away as Hawaii and Texas. 

With the Purchasing Agents 
Association of Northern Cali- 
fornia as hosts, the co-sponsors of 
the conference were the purchas- 
ing agents associations of Arizona, 
Los Angeles and Utah. 

O. B. Sundberg, Hewlett-Pack- 
ard Company, Palo Alto, was the 
general conference chairman. Co- 
chairmen, representing the three 
other associations who co-spon- 
sored the conference were: John 
Owens, Reynolds Metals Com- 
pany, Phoenix; Frank Henry, 
Arden Farms, Los Angeles; and 
J. Merrill Bushnell, Pacific States 
Cast Iron Pipe Company, Provo, 
Utah. 

M. C. Staley, purchasing agent 
and traffic manager, A. M. Castle 
& Company, Seattle, vice-presi- 
dent of District No. 1, was the 
first speaker. In his talk, entitled, 
“Which One Are You,” Mr. Sta- 
ley developed a comparison be- 
tween two types of members, 
those who make no attempt to 
receive value for the dues their 
companies pay, and the members 
who are always alert to the edu- 
cational and profit-making ideas 
that participation in national and 
local association affairs makes 


possible. 
The keynote speeker, H. L. 
Weber, purchasing consultant, 


Palo Alto, former general pur- 
chasing agent for Fibreboard 
Products, Inc. gave those present 
something to think about as he 
discussed “A Forward Look at 
Purchasing.” 


A. W. Zelomek, president and 
economic counselor of the Inter- 
national Statistical Bureau, Inc., 
New York was the feature speak- 
er at the luncheon and chose 
“The 20th Century Economic 
Man” as his topic. In explaining 
his choice of a topic, Mr. Zelomek 
said that he decided to talk about 
the twentieth century economic 
man because the American con- 
sumer is the substance of which 
the national economy is built, and 
is the most important thing in it. 

“IT must make the point that it 
is not so much the consumer who 
depends on industry for his in- 
come, as it is industry which de- 
pends on the consumer for a high 
level of activity and for a marked 
rate of growth and expansion,” 
he said. 

“The public demands an oppor- 
tunity for further improvement, 
and I have no doubt that business 
will provide it. The high level of 
expenditure on new plant and 
equipment in 1956 is merely a 
current indication of the impact 
on business of expanding con- 
sumption, and of the determina- 
tion of business to satisfy these 
demands with new and better 
products, and to absorb the rising 
level of wages through increases 
in efficiency,” Mr. Zelomek con- 
tinued. 

In his economic forecast, Mr. 
Zelomek said, “From the long- 
term viewpoint, therefore, I be- 
lieve we can expect a further ex- 
pansion in the economy at the 
historical rate, which has ranged 
between 2.5% and 3.5% annually, 
compounded. 

“On a short-term basis, how- 
ever, there are other considera- 
tions. We now have the tightest 
credit situation, and the highest 
rate of interest, that we have ex- 
perienced in several decades, in 
fact, since the bank holidays of 
1933. This is bound to have some 
effect on the business trend in 
1957, particularly later in the 
year. 

“With respect to the domestic 
business outlook, therefore, I 
would say that we should all 
maintain our long-term optimism, 
but that we are justified in hav- 
ing some doubts, and in being 
somewhat more cautious, with 
respect to the period’ following 

(Please turn to page 202) 
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it’s CRUCIBLE 


for the widest assortment 
of cold rolled specialty steels 


Crucible has the largest assortment of cold rolled specialty steels 
you'll find anywhere. And delivery is dependable—in the 
size, grade, gauge, or analysis you want. 


What’s more, Crucible’s steelmaking experience—its improved 
mill facilities— combine to bring you cold rolled steels of optimum 
uniformity... finer finish . . . better edges . . . flatter strip. 


No need to shop around—call Crucible for carbon spring steel, 

alloy strip steel, or any ferrous analysis that can be cold rolled. For 
more information, write now for your copy of the 32-page booklet, 
“Cold Rolled Specialty Steels”. Crucible Steel Company of America, 
The Oliver Building, Mellon Square, Pittsburgh 22, Pa. 


first name in special purpose steels 


Crucibie Steel Company of America 
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QUALITY TUBING 


Made from chipboard, kraft or other kinds of paper to suit 
your particular requirements. 


Chipboard tubing for thread protectors, sleeves for finished 
parts .. . cores for wax paper, aluminum foil, toilet tissue, 
ribbon, tape, etc. 


High grade kraft, fish paper, etc., for component parts of 
insulators, spacers, coil forms, condensers, resistors, and other 
electrical parts. 


For added protection, our tubing may be lined or impreg- 
nated. For identification, tubing may be printed, or colored 
wraps applied, as you desire. 


Whatever your needs, write our nearest plant for samples of 
quality tubing which will meet close tolerances on all dimen- 
sions. Prompt service assured. 


Why pay more? For good quality . . . call CLEVELAND! 
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(Continued from page 200) 
spring 1957.” 

The Friday afternoon program 
consisted of taiks by W. C. 
Bryant, manager, Materials Serv- 
ice Department, General Electric 
Company, New York; F. J. Close, 
manager of market development, 
Aluminum Company of America, 
Pittsburgh; and R. A. Sandberg, 
public relations manager, Kaiser 
Aluminum and Chemical Cor- 
poration, Oakland, California. 

“Self-Education for the Job 
Ahead,” was the topic chosen by 
Mr. Bryant, while Mr. Close 
spoke on, “Aluminum—A Prod- 
uct of Imagination,” and Mr. 
Sandberg’s talk was entitled 
“Public Relations Is Everybody’s 
Business.” 

The Saturday morning sessions 
were devoted to workshops. In 
all there were thirteen workshops 
with the following topics: avia- 
tion, steel, chemicals, banking-in- 
surance, food buyers, jobbers- 
distributors, contract negotiations, 
government buyers, petroleum 
industry buyers, electronics, non- 
ferrous, containers and_stand- 
ardization. 

The feature of the luncheon 
was a talk by George A. Renard, 
executive secretary-treasurer of 
the National Association of Pur- 
chasing Agents. Giving one of his 
famous talks, “From One P.A. to 
Another,” George Renard took 
his audience through a once-over- 
lightly review of N.A.P.A. prog- 
ress since 1928, presented his 
views of economic conditions as 





he sees them, and discussed the 
growing stature of the purchasing 
function. 

The afternoon program of the 
second and last day was given 
over to talks by W. T. Reynolds, 
director of purchases and stores, 
Los Angeles, whose topic was 
“Satisfactory and Successful 
Sources of Supply,” and C. War- ! 
ner McVicar, director of pur- j 


PLANTS — 
AND NEW YORK CITY 
SALES OFFICES: pores o. - 


CLEVELAND 


DETROM COMPANY 


CHICAGO 


“ene 201 BARBERTON AVE., CLEVELAND 2, OHIO 


LOS ANGELES 


PLYMOUTH, WIS. ¢ ALL-FIBRE CANS e COMBINATION METAL 
JAMESBURG, N. J. AND PAPER CANS « SPIRALLY WOUND 
OGDENSBURG, N.Y. TUBES AND CORES FOR ALL PURPOSES 


CLEVELAND CONTAINER CANADA, LTD. 
Sales Office: 
MONTREAL 


ABRASIVE 
DIVISION Plants & Sales Offices: 


CLEVELAND TORONTO AND PRESCOTT, ONT. 
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A core of high conductivity oxygen-free copper, metallurgi- 
cally bonded to a sheathing of “A” Nickel —that’s Alloy’s 
Nickel-Clad Copper Wire. Widely used in aircraft industry 
for spark plug electrodes and bunched instrument wiring, 


this bimetal wire offers the design engineer a versatile tool 
for many other electrical and heat-transfer applications. 


Nickel-Clad Copper Wire can be obtained in almost any 
variation of copper core and nickel sheathing. Two grades— 
27% Nickel and 64% Nickel are in general use today. 
Additional combinations will be made to your specifications. 

Other clad-metal wires are also available, including 
Inconel-Clad Copper and Inconel-Clad Nickel. 

For complete engineering and ap- 
plication data on our Nickel-Clad 
Copper Wire, send today for Technical 
Bulletin T-3. 





ALLOY METAL WIRE DIVISION 










H. K. PORTER COMPANY, 
Prospect Park, 


INC. 
Pennsylvania 


G PORTHR COMPANY, ext, 


For More Information Circle No. 274 on Inquiry Card—Page 17 





association 


NEWS - 
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chases and traffic, Rockwell Man- 
ufacturing Company, Pittsburgh, 
whose talk was entitled, “Why 
Purchasing and Management 
Need a Purchasing Manual.” 

Next year’s Pacific-Intermoun- 
tain Purchasing Agents Confer- 
ence is to be held in Phoenix, 
Arizona, September 27 and 28, 
1957. 


Chattanooga Association 
Sees Film on Automation 


The first monthly dinner meet- 
ing of the Purchasing Agents As- 
sociation of Chattanooga was held 
at the Hotel Patten. Newly 
elected President Tully Sanders 
presided at the meeting. 

All committees made reports 
which added to the effectiveness 
of the meeting. A short talk was 
made by Marshall Adams of the 
General Electric Company on 
the subject “Automation,” which 
preceded his presentation of a 
G. E. film on the same subject. 
This was a timely and interesting 
subject as all are faced with the 
problem of automation today and 
probably will be more so in the 
months and years ahead. 


Tri-State PAs Hear 
Trucking Expert 


The regular monthly meeting 
of the Tri-State Purchasing Agents 
Association was held in the club- 
room of the Kanawha Airport, 
Charleston, West Virginia. 

G. H. Trumbo, program chair- 
man introduced Emmett J. Bush, 
managing director of the West 
Virginia Motor Truck Associa- 
tion, who spoke on the subject, 
“Truck Service Can Save Money.” 

The membership in attendance 
thoroughly enjoyed the talk by 
Mr. Bush, which was followed by 
a lively question and answer pe- 
riod. 
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ROEBLING INVESTS IN YOUR FUTURE 








MAIN PICTURE: Endview of taping machine New, improved paper taping machines bring you 


showing caterpillar pull out far superior “paper and lead” cables 
INSET AT UPPER RIGHT: Controlled tension 


take-up SHOWN ABOVE is one of the most modern paper taping machines in production 
INSET, ABOVE: Taping heads controlled ten- today... applying tape to Roebling Paper Insulated Cables with an accuracy 
sion 


that brings new measures of insulating efficiency. 
Outstanding features of these machines are: 

* Caterpillar pull-out which prevents distortion of paper tapes; 

* Improved gearing and “squirrel cage” machine design which eliminates back- 
lash and insures uniformity in taping; 

* Controlled tension take-up which can be varied to suit the individual needs 
of each cable; 

* Controlled tension pay-off, coordinated with caterpillar pull-out; 

* Taping heads with automatic tension control. 
The installation of this machine is just one part of a modernization program 


designed to give you paper insulated lead covered cables of outstanding depend- 
ability and service economy. 








Let us consult with you on your individual cable problems. Our engineering 
and metallurgical staffs are always available. 





ROEBLING ELECTRICAL WIRES AND CABLES ARE AVAILABLE 
WITH EITHER COPPER OR ALUMINUM CONDUCTORS 











y i he 








Ee LiRni cs 


Subsidiary of The Colorado Fuel and Iron Corporation 
JOHN A. ROEBLING’S SONS CORPORATION, TRENTON 2, N. J. srancues: ATLANTA, 934 AVONAVE. « BOSTON, 11-15 STILLING ST. + CHICAGO, 5525 


W,. ROOSEVELT RO. © CINCINNATI, 2340 GLENDALE-MILFORD RD., EVENDALE +¢ CLEVELAND, 13225 LAKEWOOD HEIGHTS BLVD. «+ DENVER, 48601 
JACKSON ST. *¢ DETROIT, 915 FISHER BLOG. « HOUSTON, 6216 NAVIGATION BLVD. « LOS ANGELES, 5340 €. HARGOR ST. + NEW YORK, 19 RECTOR ST. 
COESSA, TEXAS, 1920 E. 2NO0 ST. + PHILADELPHIA, 230 VINE ST. + PITTSBURGH, 1723 HENRY W. OLIVER BLOG.* SAN FRANCISCO, 1740 17TH ST. 

SEATTLE, 9OO ISTAVE. S. ¢ TULSA, 321 N. CHEYENNE ST. © EXPORT SALES OFFICE, 19 RECTOR ST.,NEW YORK 6, N. ¥. (FJ 
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The next time you order prime surface copper tube you 
can boost assembly line efficiency by specifying Wolverine 
long length coils. 


Extra-long coils reduce stock chasing to a minimum, free 
valuable floor space for other duties, cut job make-ready 
time and help eliminate scrap. 

* * * 


_This is only one way in which Wolverine can contribute 

c Oo ag Vv = By f Ee fw c E to your manufacturing efficiency. In addition to plain 
copper tube, you can increase heat transfer performance 

with Wolverine Trufin®—the integral finned condenser tube. 

In You can draw from Wolverine’s complete fabrication 

facilities, its packaging program (designed to meet cus- 


tomer production line needs) and, of course, its Field 
Engineering Service—a staff of technicians ready at all 


Cc oO ced - & ay times to help solve tubing problems. 


At Wolverine this type of customer service is known as 
Tubemanship. It is based on years of metalworking ex- 
perience, constant research, rigid quality control and 
sound engineering. For complete information about any 
of Wolverine’s many products and services just pick from 
the booklets listed on the coupon below. Circle the one 
you need. 


Please send me the 


following book or books: 
Commercial Tube Book 
Trufin Catalog [_] Tubemanship Book 


Condenser Tube Catalog [(] Fabricated Parts Book 

















Spun End Book [_] Refrigeration Catalog 
NAME____ 
COMPANY 
TREET 
ITY ZONE STATE 
Wolverine Trufin available in Canada through the Unifin Tube Company, London, Ontario 


CALUMET @ HECLA. INC 


dias leeeebubee PLANTS IN 
VERINE TUBE DIVISION in ® WOLVERINE TUBE DETROIT, MICH., and DECATUR, ALA. 
GC 








REST INDUSTRIES DIVISION 


MBER COMPANY Division of Calumet & Hecia, inc. SALES OFFICES 
ROA LIMITED 1427 CENTRAL AVENUE, DETROIT 9, MICH. IN PRINCIPAL CITIES 
PMENT COMPANY LIMITED | Manufacturers of Quality-Controlied Tubing and Extruded Aluminum Shapes EXPORT DEPT., 13 E. 40TH ST., NEW YORK 16, N. Y. 
5594 
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Oil-Tite* Control Station 
~ «+1 to 16 units 





Standard Duty 


Available in one, two 
and three unit stations. 


Heavy Duty 


Comes in a choice of from 
one to seven unit stations. 











_ Special Service. 
Units for mining, steel . 
mills, extra. heavy duty. . 


Pendent Type 


In standord, heavy duty 
and Oil-Tite enclosures. 





Get delivery now on complete 





Westinghouse pushbutton line 


The most complete selection of pushbutton units in 
the industry—for standard or heavy duty, oiltight, 
pendent-type, and corrosion-resistant applications— 
now available for immediate shipment. 

Standardized and interchangeable component parts 
quickly give you the right pushbutton for every appli- 
cation. Even the latest additions to the Westinghouse 
pushbutton line such as the new and unique Push-to- 
Test indicating light, which permits an immediate 
check for burned-out bulbs, are always available right 
*Trade Mark 


you can BE SURE...t€ its 


Westinghouse 


“off the shelf’. Immediate delivery also available on 
a choice of enclosures for surface, flush or pendent 
mounting—for indoor, outdoor, water and dust-tight, 
oil-immersed or corrosion-resistant applications. 


Order Westinghouse pushbuttons today—get ’em 
tomorrow (ort sooner), right off the shelf. Call the 
control sales engineer at your nearest Westinghouse 
office, or write Westinghouse Electric Corporation, 
P. O. Box 868, Pittsburgh 30, Pa., and ask for des- 
criptive bulletin 15-000. J-30191-A 
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‘S WRONG? 


The spring buyer did not nail down the specifications. 
Spring suppliers are interpreting the specs differently. 

Supplier A, quoting $62.15, noted that several speci- 
fied tolerances were beyond machine capabilities and 
could only be obtained by using special, costly meth- 
ods. Believing that the spring was “over specified,” 
he quoted to “common sense” tolerances, not to the 
questionable tolerances specified. 

Supplier B, quoting $74.30, noted the too-tight toler- 
ances and also recognized that, in packaging, tangling 
would present a costly assembly problem. Without 
taking explicit exception, he decided to quote to more 
realistic tolerances and also decided to include the 
cost of special packaging. 

Supplier C, quoting $139.40, quoted exactly to specs, 
figured on using special methods and specialized in- 
spection to meet specs, and special packaging to avoid 
tangling. He offered several engineering suggestions 
for cost reduction which, if accepted, would have 
made him competitive with Supplier B. 

Which is the best bid? This depends on whether or 
not thetolerances specified were necessary and complete. 

When purchasing springs, here are some good rules 
to follow: (1) specify tolerances realistically; (2) in- 
clude all pertinent information; (3) insist on conform- 
ance to specifications (a supplier’s Quality Report is 
a good way to check this); and encourage your spring 
supplier to offer suggested changes to the specs in 
the interests of economy. By doing so, quotations like 
these and “‘quality headaches” can be avoided. 

Write for information on spring buying. 


HUNTER SPRING COMPANY 
15 Spring Avenue, Lansdale, Pennsylvania 
(near Philadelphia) 


SPRINGS * STAMPINGS * TEST APPARATUS 
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Milwaukee PAs Told That 
Purchasing is Profit 
Making Activity 


At the annual Boss’ night of the 
Milwaukee Association of Pur- 
chasing Agents recently, Wm. H. 
Stapleton, general purchasing 
agent of the Inland Steel Com- 
pany at Indiana Harbor, Michigan 
addressed the group. 

A fine representation of presi- 
dents and other executives of 
member firms attended the meet- 
ing. 

Mr. Stapleton, in his talk said 
that the purchasing profession 
was being recognized more and 
more in management circles. This 
was logical, he stated, as slightly 
more than 50% of a firm’s ex- 
penditures are for raw materials, 
and that each $4.00 saved in a 
purchasing transaction was rep- 
resented by $2.40 in the net prof- 
it at the end of the year. Pur- 
chasing, therefore, is not a service 
but definitely a profit making ac- 
tivity of the company. 

He emphasized the need for 
analytical buying and a purchas- 
ing research program, stating 
that most times the buyers were 
too busy in routine procedures 
and did not have time to engage 
in such programs. 

At Inland Steel Company a 
purchasing research program has 
been in progress for the last one 
and one-half years and has paid 
off handsomely. 

Speaking about Inland Steel 
Company’s proposed expansion 
program, he cited the present 
tremendous operations at Indi- 
ana Harbor, and that next year 
their capacity would be increased 
to 6,100,000 tons, or sales of $160,- 
000,000. 

To carry on these expansion 
programs he stated, it isnecessary 
that firms attract new capital by 
their high earnings, and purchas- 
ing in a large degree helps make 
these high earnings possible. 
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@ SAVES .10125 ON EACH 
BUSHING — Deburring and 
finishing threaded spark plug 
bushings like the one shown 
at the left; formerly’cost 
$104.20 per thousand when 
CP & W used speed lathes, 
portable power tools and other 
hand methods. 
After installing two ALMCO 
DB-200 Supersheen units, 
showed a cost cut of 97%. This equipment turns 
(00 bushings in 45 minutes, releases grinders and 
ers to other duties. Cost reports showed: 








$104.20 cost per thousand with power tools. 
2.95 cost per thousand with 2 ALMCO barrels. 


101.25 Savings per thousand pieces. 


S 








ear CP & W will process 24,000 spark plug bush- 
th a total savings of $2,430 on this one part alone. 


PRACTICALLY ELIMINATES REJECTS — Before installing con- 

i-type barrel finishing, parts inspectors returned for 

an average of 125 bushings out of every 1,000 

). With Almco Supersheen equipment and proc- 

these parts are now finished to a degree of uniformity 
virtually free of rejects. 


ALMCO 


DIVISION OF QUEEN STOVE WORKS, INC. 
1612 Marshall Street Albert Lea, Minnesota 


rh 


es and Engineering Offices in Chicago, Detroit, Los Angeles, 
Newark, New Haven, Philadelphia and London, England 


For More Information Circle 


AT CANADIAN PRATT AND WHITNEY AIRCRAFT... 


ALNCO 


barrel finishing 


SAVES 97% 


on deburring 
and finishing of 
spark plug 
bushings 


CUTS DEBURRING AND FINISHING COSTS $2,430 
— Threaded spark plug bushings used in famous 
Pratt & Whitney aircraft engines will be deburred 
and finished for $2,430 less this year with Almco 
equipment and processes. Maurice Harrison, Super- 
visor of Process Planning, shows the small part 
on which this savings will be made. 


DESIGNED FOR MANY METAL FINISHING OPERATIONS — In 
addition to deburring and finishing, ALMCO equipment 
and processes are used for descaling, degreasing, grinding, 
burnishing, work-hardening, rust-inhibiting, polishing, etc. 

ALMCO has facilities throughout the United States for 
running sample parts. Write us on your letterhead for 
the address of an Almco sample processing laboratory or 
branch office in your area. Your sample, with your specifi- 
cations, will be handled promptly. You'll get a complete 
report on where you can save deburring and finishing 
costs, how you can improve product quality and appear- 
ance, and what method and unit is best for your operation. 
Or, if you prefer, ask an Almco sales engineer to call you. 







SEND FOR FREE 
52-PAGE BOOK 


Full of facts and processes on 
barrel finishing. Includes detailed 
cost chart on finishing of typical 
parts. Send for your copy today. 


Two Model DB-200 Almco machines, usi 
sive chips and compounds, deburr an 
bushings in 45 minutes at Canadian Pratt and Whitney. 


og bonded abra- 
polish 1,000 spark plug 


rd 
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Sometimes you have to be careful how yous 
For instance awhile back one of our go 
us in to help him lick a) | 
it all right and naturally he wasevéry of 
But the excitement Started when he whe 
“Nothing”, we saidg “Lamson & Sessi sink g Service is Free!” 
Well, that_wasto6 much for him—and seam see what happened. 
_Try, “EA” & * Ess (What's us) the Text time you need 
help.on a fasichotproblem. But remember that the service is free. 
We don'Pwant to have to revive you, too! 





e SS 


ENE ANNO) ESRS SSO ISA 


1971 West 85th Street - Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 
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Metals Outlook Highlights 
New England Conference 


No easing is expected in the 
of stainless steel in the 
near future. PA’s without rated 
orders will still have to go hat in 


nn] 
supply 


hand whenever they want to place 
an order for the scarce metal. 
Outlook for aluminum and cop- 
per, however, is considerably bet- 
ter—plentiful supply and relative- 
ly stable prices. 


That’s what the more than 300 
purchasing agents attending the 
recent Ninth District New Eng- 
land Purchasing Conference in 
Hartford, Conn., were told by 
three top metalworking execu- 
tives 

Presenting the outlook for 
stainless and_ special steels, 
William B. Pierce, vice president 
in charge of sales, Allegheny-Lud- 
lum Steel Corporation, said the 
steel companies could make as 
much stainless as was needed if 
they could only get the nickel. 

Mr. Pierce said there just isn’t 
enough nickel available to take 
care of the government’s stock- 
pile program, increased demand 
for stainless and other special 
steel by the aircraft industry, and 
mounting civilian needs. He 
pointed out that for the stainless 
buyer with a rated order there 
was no problem; that steel sales- 
men would go all out to line up 
this kind of customer. Reason for 
this is that when a steel company 
is filling a rated order it has little 
difficulty getting the nickel it 
needs at 64.5¢. However, when a 
steel company tries to fill an un- 
rated order, there’s a real scram- 
ble and the price level is around 
$2 per lb 

The steel company spokesman 
predicted the stainless shortage 


would continue throughout ’57, 
barring a sudden cutback in gov- 
ernment stockpiling, _ aircraft 


needs, or an unexpected drop in 
civilian demand. The purchasing 
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agent can also figure that he’ll 
have to pay more for what he 
does get. He said the steel com- 
panies won’t be able to absorb the 
cost of the built-in wage increases 
provided for under the current 
3-year labor agreement. 

For the long term, however, 
Mr. Pierce gave purchasing 
agents some hope, by pointing to 
plans for increased nickel output 
and the possibility that the gov- 
ernment may revise its stockpil- 
ing program and make more 
nickel available to industry. 

Sizing up the copper outlook, 
William A. Amelung, manager of 
warehouses, Chase Brass & Cop- 
per Co., predicted that copper 
would not, for the near term any- 
way, be the bad actor it has been 
during the last two years. He said 
copper supply has been ahead of 
demand since late 55 and “the 
long term production outlook is 
that there will be more than 
enough to meet consumer needs.” 
On prices, Mr. Amelung believes 
copper will now remain fairly 
stable around the 35¢ level. Cop- 
per buyers can help stabilize 
prices, he said, by moderating 
their purchasing habits—not all 
coming into the market with 
heavy demand at the same time 
and then sitting back living off 
inventory for prolonged periods. 

Another highlight of the New 
England meeting was the forceful 
talk given by E. F. Andrews, di- 
rector of purchases, Pitman 
Moore Co., and past president of 
NAPA. Mr. Andrew’s topic was 
“Education in Purchasing” in 
which he traced the accomplish- 
ments of the NAPA education 
program over recent years, stat- 
ing that the program had been 
successful in establishing pur- 
chasing as an important manage- 
ment function in building up the 
prestige of the PA, and in alerting 
management to the fact that pur- 
chasing is a profit making func- 
tion. 

Mr. Andrews, at the end of his 
talk, touched on the kind of re- 
sponsibilities purchasing agents 
will have to face in the near fu- 
ture. He said management will 
expect purchasing agents to show 
proof that they are reducing costs. 
This means that the PA will have 
to be able to give figures on the 
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REYNOLDS DISTRIBUTORS 


ALABAMA 

Southern States Iron Roofing Co., Birmingham 

ARIZONA 

Comstock Steel Co., Phoenix 

CALIFORNIA 

Braico Metals, Inc., *Los Angeles 

Clingan & Fortier, Inc., Fresno, *Los abee 
Sacramento, San Francisco and Vernon 

Perry Kilsby, Inc., (Tubing & Pipe) *Los Angeles 

Pioneer Aluminum Supply Co., Angeles 

Turner Metal Supply Co., (Wire, Rod, Bar) 
*Huatington Park 

COLORADO 

M. L. Foss, Inc., *Denver 

CONNECTICUT 

Americar Steel & Aluminum Corp., *Hartford 

Peter A. Frasse & Co., Hartford 

Joseph T. Ryerson & Son, Inc., bys ee 

Scovill Mfg. Co., (Wire, Rod, Bar) *Waterbury 

FLORIDA 

Southern States Iron Roofing Co., Jacksonville, Miami 

GEORGIA 

Southern States Iron Roofing Co., *Atlanta and 
Savannah 

ILLINOIS 

Aluminum Distributors, Inc., *Chicago 

J. G. Braun Co., (Architectural only) *Chicago 

Joseph T. Ryerson & Son, inc., *Chi 

Scovill Mfg. Co., (Wire, Rod, Bar) Chicago 

Benjamin Wolff & Co., *Chicago 

INDIANA 

W. J. Holliday & Co., *indianapolis 

Kasle Steel Corporation, Elkhart 

United States Aluminum Co., (Architectural only) 
*South Bend 

KANSAS 

Industrial Metals, Inc., Wichita 

KENTUCKY 

Cobb Sales Co., (Wire, Rod, Bar) *Lovisville 

Southern States Iron Roofing Co., Louisville 

MARYLAND 

Clendenin Bros., Inc., *Baltimore 

MASSACHUSETTS 

Congdon and Carpenter Co., Fall River, Mass. 

Jos. T. Ryerson & Son., Inc., Boston 

MICHIGAN 

Kasle Steel Corporation, *Detroit and Grand Rapids 

McDonnell Bros., Inc., (Architectural only) *Detroit 

Meier Brass & Aluminum Co., *Detroit 

Mt. Morris Bidg. Products, Inc., Mt. Morris 

MINNESOTA 

MacArthur Co., (Architectural only), *St. Paul 

Vincent Brass & Aluminum Co., *Minneapolis 

MISSOURI 

Industrial Metals, Inc., *Kansas City and St. Louis 

NEW JERSEY 

Edgcomb Steel and Aluminum Corp., *Hillside 

Peter A. Frasse & Co., Lyndhurst 

Mapes & Sprow!l Steel Co., *Union 

Ray Miller, inc., (Tubing & Pipe) *Newark 

Joseph T. Ryerson & Son, Inc., Jersey City 

NEW YORK 

J. G. Braun Co., (Architectural only) New York 

Edgcomb Steel and Aluminum Corp., Hillside, N. J. 

Peter A. Frasse & Co., Buffalo, *New York, Rochester 
Syracuse 

Mapes & Sprow! Steel Co., Union, N. J. 

Ontario Metal Supply, Inc., (Wire, Rod, Bar) 
*Rochester 

Joseph T. Ryerson & Son, Inc., Jersey City, N.J. 

NORTH CAROLINA 

Southern States Iron Roofing Co., Raleigh 

OHIO 

Kasle Steel Corporation, Cleveland 

Mutual Manufacturing & Supply Co., *Cincinnati 

Vorys Brothers, Inc., *Columbus 

OREGON 

Clinton & Fortier, Inc., Portland 

PENNSYLVANIA 

Athos Steel Service Co., *Philadelphia 

Bethlehem Aluminum, Inc. (Architectural only), 
*Bethlehem 

Peter A. Frasse & Co., Philadelphia 

Merchant & Evans Co., *Philadelphia 

Penna. Industrial Supplies Co., Inc., *Pittsburgh 

RHODE ISLAND 

The Congdon & Carpenter Co., *Providence 

SOUTH CAROLINA 

Southern States Iron Roofing Co., Columbia 

TENNESSEE 

Southern — Iron Roofing Co., Memphis and 
Nashville 

TEXAS 

Allied Metals Inc., *Houston 

Moncrief-Lenoir Mfg. Co., Dallas, Harli " 
*Houston, Lubbock, San Antonio and Temple 

Vinson Steel and Aluminum Co., *Dallas and Houston 

UTAH 

Salt Lake Hardware Co., *Salt Lake City 

VIRGINIA 

Southern States Iron Roofing Co., Richmond 

WASHINGTON 

Clingan & Fortier, Inc., Seattle 

WISCONSIN 

Joseph T. Ryerson & Sons, Inc., Milwaukee 

Wisconsin Bridge & Iron Co., (Architectural only), 
*Milwaukee 

Benjamin Wolff & Co., Milwaukee 

TERRITORY HAWAII 

American Factors, Lid., *Honcluly 

*indicates main office 


Look Under “‘Aluminum” in Your 
Classified Telephone Directory 
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“Our 


Reynolds Distributor 


supplies fast service 
te PCE LIE A LAIR 


Whbbaathahb ha Mt. 


stocks’ 


Call your nearest Reynolds 
Distributor, listed in the adjoining 
column, for his stock list and 
assistance on your problems. 


“‘We find it smart business’, says Feather 
Mark Products Company, “to take advan- 
tage ef our Reynolds distributor services. 
We depend upon him for complete sizes of 
the screw machine stock we need. For us it 
means the elimination of costly inventories, 
excessive bookkeeping, lost storage space 

The Finest Products and capital tie-up. 
Made with Aluminum ‘“‘What’s more, our production planning 
' problems are minimized because we can 
are made with utilize the distributor warehouse as our own’”’, 


= Reynolds Distributors also supply technical 
REYN 0 LDS GES ALUMINUM advice on production problems and alumi- 
num data. Call or write your Reynolds 

: ; Distributor for copies of new brochures, 
“Reynolds Aluminum Screw Machine Stock’’ 

and “Aluminum Machining Data, Feeds 

and Speeds”. Reynolds Metals Company, 

P.O. Box 1800-DK, Louisville 1, Kentucky. 


See Reynolds new program, “‘CIRCUS BOY"’, Sundays on NBC-TV 
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- Forthe Right ling Chain << 








For Any Job! 


Guaranteed for a Full Year 


No matter what your requirements are for 
Sling Chains, you're sure to find what you 
need in Campbell's complete line—Cam- 
Alloy, High Test Steel, or Wrought Iron. 
And with each Sling Chain you'll enjoy the 
nt protection of Campbell's “Guarantee and 
H) Certificate of Test.” 
| Every Campbell Sling (including attach- 
ments) is proof-tested at the factory to a 
load in excess of the working load limit 
and carefully inspected, link-by-link, be- 
fore shipment. , 
An identification ring is attached 
to the master coupling of each 
Sling Chain with grade, type, 
reach and register number in- 
dicated. 





Get complete information on the 


wide variety of Campbell Sling Chains. Bae 


Write for your copy of the new Campbell Ss 
Sling Chain Catalog. It con- Gas 
tains specifications, working 
load limits, and helpful sug- 
gestions for use in ordering 
Campbell Sling Chains. 


CAMPBELL 
CHAIN 


CAMPBELL CHAIN 
Company 


YORK, PA. 
West Burlington, lowa + Portland, Oregon * Sacramento, Calif. 
Maker of the famous Lug-Reinforced Tire Chains 


ent nee Rt i Bi coca. soa ‘ ed 
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cost of carrying inventory—in- 
formation that less than 10 per- 
cent of today’s purchasing agents 
would be able to supply. They 
will also have to work out some 
method of determining how much 
it costs to operate their depart- 
ments on a per order or per unit 
basis. Mr. Andrews said he 
wouldn’t be surprised if manage- 
ment, in attempting to measure 
the efficiency of the purchasing 
department, put it on a percent 
of return on investment basis. 
Overall, he saw the purchasing 
agent’s job widening in scope and 
developing into a broad admin- 
istrative material - management 
function. 

Other featured speakers at the 
New England conference includ- 
ed E. Philip Kron, Asst. Director 
of Purchasing, Eastman Kodak 
Co., who presented case histories 
showing how standardization re- 
duces costs and George Renard, 
executive secretary of NAPA, 
who analyzed current economic 
trends, predicting a possible tem- 
porary slowing of the business 
boom by next spring. Dr. Fred- 
erick M. Senf, Director of Com- 
munity and Employee Relations, 
Fafnir Bearing Co., outlined the 
basic factors that make people 
the way they are in his talk on 
“Sources of Human Behavior.” 
Richard Johnson, training co- 
ordinator for the Port of New 
York Authority, gave an interest- 
ing demonstration of brainstorm- 
ing and other techniques for 
stimulating ideas from a group. 





FOR FURTHER 
INFORMATION ON 
PRODUCTS IN THIS ISSUE 
USE INQUIRY CARD—PAGE 17 
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There is @ 
difference 
in Bushings 


CHAMFERED 


And here’s what it means to you... 


Recent tests in drilling 16,300 holes prove beyond doubt there’s a difference in 
the wearing quality of bushings. Ex-Cell-O Bushings lasted twice as long as all 
other bushings in the test. 

There’s a difference, too, in accuracy and uniformity of hardness—brought 
about by automatic control of furnace temperature, time in the furnace, and 
quenching technique. 

These differences make Ex-Cell-O the leader: (1) High chrome, high carbon 
oil-hardening bearing steel is used for long wear. (2) This steel is uniformly heat 
treated to 62-64 Rockwell “‘C’’. (3) Bushings are precision ground on inside and 
outside diameters, and under the head for perfect seating. (4) Besides measuring 
up to A. S. A. standards, bushings must meet Ex-Cell-O’s own standards for 
precision. 

Large inventories in Detroit, Los Angeles, New York, Lima, Ohio and London, 
Canada, keep your inventory down. You get “‘same day” shipment. 

Write for an Ex-Cell-O catalog today. 


EX: CELL 0 


CORPORATION 
DETROIT 32, MICHIGAN 





EX-CELL-O 
FOR 
PRECISION 


MANUFACTURERS OF PRECISION MACHINE TOOLS © GRINDING SPINDLES * CUTTING TOOLS * RAILROAD PINS AND 
BUSHINGS e  ODRILLJIG BUSHINGS © AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS * DAIRY EQUIPMENT 









56-56 





F Protect NEW Product Investments 
with Component Quality that Pays 
| Dividends! 


Ri 
i : 
pani! 


SSS is ” 








BALL BEARING UNITS 


Every SEALMASTER Ball Bearing Unit contains an exclusive com- 
bination of engineering features essential to smooth machinery 
performance and long bearing life. These features are important to 

u whether it be in equipment you build or operate. 

These features include: a locking pin and perimeter dimple which 
prevents rotation of the outer race and assures positive lubrication; 
) ball retainer that eliminates ball wear and keeps grease confined; a 
zone hardened inner race for positive race to shaft locking and a 

ibyrinth seal that keeps dust and dirt out and lubricant sealed in for 

ng bearing life. Insist on SEALMASTER quality—it will pay divi- 
lends for years to come. 





Your coy of Bulletin 
454 containing full in- 
formation on SEAL- 
MASTER'S exclusive 
combination of fea- 
tures is yours on re- 
quest. 





ASTER BEARINGS a DIV. OF STEPHENS-ADAMSON MFG. CO., 51 RIDGEWAY AVE., AURORA, ILL. 
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Wisconsin Governor 
Speaks To Joint Meeting 
of Milwaukee PA’s and 

Salesmen 





More than 600 members of the 
Milwaukee Association of Pur- 
chasing Agents and the Sales Ex- 
ecutives’ Club of Milwaukee held 
a joint meeting recently at the 
Milwaukee Athletic Club. 

Instead of getting into the usual 
hassle regarding the shortcomings 
of purchasing agents and sales- 
men, the meeting was devoted to 
a current subject, “Industrial De- 
velopment in Wisconsin.” 

Speaker of the evening was 
the Honorable Walter J. Kohler, 
governor of Wisconsin. Governor 
Kohler stated that the subject 
was of utmost concern to every- 
one in the state, individuals and 
firms, salesmen and purchasing 
agents. The primary objective is 
to make Wisconsin more attrac- 
tive to industrial payrolls. The 
governor’s committee on indus- 
trial development is meeting with 
community groups throughout 
the state to obtain study material 
for the necessary action. 

Both the Milwaukee Associa- 
tion of Purchasing Agents and 
the Sales Executives’ Club who 
have recently instituted indus- 
trial development committees 
were invited to work with the 
governor’s committee to strength- 
en this program. 
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why experiment? change over to 


BORROUGHS 
OPEN SHELF FILING 


and you have the best value! 





TO oe I eRe. 





Are you thinking about changing over to open shelf filing? If 
so, you have discovered that open shelf filing saves you up to 
Ya on space and cuts filing costs up to 50%. In fact, you get 
double the filing space for about 42 the cost of conventional 
filing equipment. But before you buy any type of unit, be sure 
to investigate the merits of the Borroughs unit. Sliding file sup- 
ports, unique file guides, folders that do not extend beyond 
uprights, and easily adjustable sliding shelves that require no 
tools, are a few of the many features of Borroughs open shelf 
filing units. You have a choice of 5 colors—fall tan, brown, 
spring green, dark green, and gray. 








Units available in 72” and 84” heights—12” and 


Sliding file supports File guides 24” depths—outside width 36’—single or double 
Not attached to shelves or Have tabs located in 2 posi- face — 934" shelves adjustable on “A” centers with- 
backs, but slide with perfect tions. Guides hook over back out bolting — uprights and panels 12” deep. 


ease along shelves. Hold files of shelves and between shelves 
upright before shelves are and back of unit. 


filled. see your dealer 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK aliip KALAMAZOO, MICHIGAN 
q@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 
Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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100 basic materials grades! 


SIMPLIFY PURCHASING / 100% usable fabricated parts! 


From one reliable source! 
























NATIONAL OFFERS THE WIDEST LINE of basic en- 
gineering materials in the industry —over 100 grades of 
Vulcanized Fibre, PHENOLITE® Laminated Plastic and 
Nylon. This broad line permits National to make un- 
biased recommendations; you get a material with the 
precise combination of properties for your specific 
application. 







NATIONAL GIVES EXPERT ENGINEERING COUNSEL 
in designing fabricated parts and applying the 
National material that will contribute most to your 
specific project. This assures you that your project is 
commercially sound and can be handled economically. 


NATIONAL HAS THE MEN AND MACHINES to fabri- 
cate almost any part you design. From National you 
get 100% usable parts—to your precise specifications. 
An intimate knowledge of these basic engineering 
materials permits National to fabricate more efficiently, 
more economically, with better results. 











More and more manufacturers are recognizing the economies of 
buying completely fabricated parts or components from National. 
A new booklet, ‘“‘Decision for Profit,’”’ tells how parts and com- 
ponents fabricated of National Vulcanized Fibre, PHENOLITE 
Laminated Plastic and National Nylon can cut unit costs, speed 

OMPONENTS and simplify production, reduce inventories. Send for your copy— 
ag ; for PROFIT no obligation of course. 









ats A 
gcisio 






ated PA 


(eric 
FAB GEMENT Dd 


— MANA 





Send for your free copy of "Decision for Profit." Address Dept. B-12. 


NATIONAL 


VULCANIZED FIBRE Co. 


WILMINGTON 99, DELAWARE 
In Canada: National Fibre Company of Canada, Ltd., Toronto 3, Ontario 
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reater flexibility for control equipment 
enclosures is provided by self-retaining “J” 
type SPEED Nuts at 30% less production cost 


STEEL JAWS THAT NEVER RELAX 
fasten a fastener in place 


Alligator jaws have nothing on Tinnerman “U” 
and “J” type fasteners in gripping power. These 
fasteners press easily into locked-on position 
over panel edge or center panel locations. Yet 
they provide positive self-retention, ending the 
need for welding, staking or other secondary 
fastening devices. They are ideally suited for 
blind assembly or hard-to-reach locations. 
When combined with the familiar Tinnerman 
SpeEpD Nut, this unique fastening principle pro- 
vides a one-piece, self-locking, self-retaining 
fastener that is fast and easy to apply. The “U” 


TINNERMAN 


or “J” feature can be combined with wire and 
tube retainers, latches, catches and a host of 
other fastening requirements to save time, 
material and production costs. 


Find out about these and more than 8,000 
other types of SPEED Nut brand fasteners now 
serving industry all around the world. They can 
make important savings for you, can also simplify 
your assemblies. See your Tinnerman represent- 
ative soon or write to us. Tinnerman Products, 
Inc., Box 6688, Dept. 12, Cleveland 1, Ohio. 


FASTEST THING IN FASTENINGS~ 


type Speep Nuts. 


frame are reduced 66% by Tinnerman “U” 


7 


Speep Nuts. 
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Assembly costs on this sheet- metal skylight Gas range assembly costs are reduced 25% to 
50% by using Tinnerman “U” and “J” type 
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G-E FS-400 
Watch Dog* 
STARTERS 





10st two-or-three-lamp fluorescent fix- 
tures the life of the lead lamp is shortened 
by ltage surges occurring before the 
lamp cathodes are adequately preheated. 
The new G-E FS-400 starter has a special 
glow-lamp switch which assures proper 
preheat of these lead-circuit lamps. 


1 result, this premature burnout of 
lead lamps is prevented. Maintenance 
costs are reduced and group relamping 
programs are made even more practical. 


This new FS-400 starter, in addition, 
offers all the other advantages of G-E 
Watch Dog starters. It automatically cuts 
failing lamps out of operation, protecting 
ballasts and fixture wiring and eliminat- 
ing lamp blinking. During relamping, it 
eliminates the usual “waiting” period and 
speeds up the relamping job. And, one 
Watch Dog starter will outlast up to ten 
ordinary starters! Wiring Device Depart- 
ment, General Electric Company, 
Providence 7, R. I. 

“Registered Trade-mark of General Electric Co. 


GENERAL @® ELECTRIC 
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Dayton Group Tours 
GM’s Kettering Plant 


The Dayton Purchasing Agents 
Association is continuing its 
series of planned factory visita- 
tions and recently toured the 
Delco Products Division, General 
Motors Corporation, Kettering 
Plant. 

During the tour, the hosts ex- 
plained the many ultra-modern 
machines reflecting the latest in 
automation and technology used 
throughout this new plant. 

Dinner was followed by an ad- 
dress by F. J. O'Donnell, director 
of purchases for Delco Products 
and a long time active member 
of the Dayton Association. Mr. 
O’Donnell spoke on the subject 
“Purchasing.” 

The attendance at the first two 
meetings of the year are a tribute 
to the diligence and hard work of 
Harold Rice, Production Control 
Units, Inc. 


British Columbia PAs 
Hear Talk on Principles 
of Investment 


The recent monthly meeting of 
the Purchasing Agents Associa- 
tion of British Columbia was held 
in the Hotel Vancouver. The 
guest speaker was George Hey- 
wood, investment manager of 
James Richardson & Son, Ltd., 
who gave a very interesting and 
informative talk on investments, 
stocks and bonds. 

Mr. Heywood said that inves- 
tors must look to the future, but 
when investing, should use the 
principle, “Never put all your 
eggs in one basket,” and it should 
be tailored to one’s own objective 
and position. 

In concluding his speech, Mr. 
Heywood remarked that invest- 
ment today provides a great chal- 
lenge to us all, by investing in 

(Please turn to page 222) 


New “‘Series 333°’ Drills 
for Drilling Cast Iron! 





Special 
Carbide Ti ] 





CARBIDE DRILLS 


Whatever your carbide drill requirements may be... 
whether solid carbide or carbide tipped . . . it always 
pays to make sure you use an “ACE”. Their “ground- 
from-the-solid”, highly polished flutes have keener, 
stronger cutting edges. And that means finer ac- 
curacy, longer tool life, and lower drilling costs for you! 


Call your local Ace Drill Distributor today! 





NEW CATALOG covers the entire line of Ace 
“Ground-from-the-Solid” High Speed Steel and 
Carbide Drills, Reamers, Drill Blanks and 
Special Drills. Send for it today! 


ACE DRILL 


ADRIAN, MICHIGAN 




















ORIGINATORS OF *‘GROUND-F ROM-THE-SOLID™ DRILLS 
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Cold Heading Auto Headlamp Screws 
at The E. W. FERRY Screw Products, Inc. 


KEYSTONE WIRE 


gives better performance... 








longer life 


In their modern Cleveland, Ohio, plant, The E. W. 
Ferry Screw Products, Inc., make a multitude of 
precision fasteners. One interesting example is the 
auto lamp screw illustrated which contains a deep 
Phillips recess in the head. A considerable amount 
of material must be made to “flow.” Keystone 
“XL” Cold Heading Wire successfully filled this 
extreme forming application. The E. W. Ferry 
Screw Products, Inc., report that Keystone “XL” 
Wire gives much better performance on all diffi- 
cult upsetting operations, with longer die life, 
minimum cracking and rejects. 


KEYSTONE 


WIRE FOR INDUS TRY 





The flawabildiy characteristics of Keystone 
“XL” Wire has made it possible to successfully 
produce many fasteners by the modern, low-cost 
cold heading process. A Keystone Wire Specialist 
will gladly discuss your problems with you. 


Keystone Steel & Wire Company, Peoria 7, Illinois 


EE SE emer MS, ET ee 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Illinois 


Mail coupon for free booklet— 
COLD HEADING FACTS! Discusses methods, technical 
facts, wire requirements and other data. 


Nome Title 








Street. 
City. State 








[ 
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You get LONGER life from 


loose leaf equipment 
made better by (o4, 26> 


Established 1900 7 
Users tell us they get more “mileage” from 
our equipment. That’s why our customers stay 
sold year after year—the reason why you 
should change to Cesco. 


Save! Write for discounts! 
It will pay you to check on savings 
possible through our quantity dis- 
counts. Circle catalogs you want 
on coupon below. 








Multi-Rite Pegboard and Section 
Strip Accounting Systems A 
Post and Sundry Binders 

P-ong Birders 

Transfer Binders 

Ring Binders 

Visible Record Equipment and 


Catalog and Advertising Covers | 
° Business Forms, Stock Forms 
Write Once or Custom printed 
a Systems Payroll Records 


Binders for Marginal Punching .. 


4 
lattach to your letterhead. | 
Circle catalogs wanted. | 
IAB CDEFGII KL! 
IThe C. E. SHEPPARD CO., 


1 44-11 21st St., Long Island City 1, N. Y. | 
L 


seer: For More Information Circle No. 292 on Inquiry Card—Page 17 
“FResearcn quenches our thirst 





for knowledge 


. but not our thirst for water. Lab men work 
with basic facts. One fact we're certain of—no 
cooler is more dependable than Halsey Taylor.” 


That's the big advantage of using Halsey 
Taylor Coolers (as well as fountains). You 
can depend upon their performance. 
They're built for rugged service, in models 
to suit your needs .... health-safe, too! 


The Halsey W. Taylor Co., Warren, O. 








Cooler Shown: Stainless Steel 
Cabinet and Top 
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our country for the future. 

Members and guests who at- 
tended the educational meeting 
were given a rare opportunity of 
learning what can be done to con- 
trol unwanted weeds and brush. 

Eric Hughes of the Provincial 
Department of Agriculture traced 
chemical control from the year 
1880 when salt and sulphuric acid 
were first used, to the present 
day with its multiplicity of control 
chemicals. 

A series of colored slides was 
shown illustrating the results the 
British. Columbia Electric Rail- 
way Company had obtained us- 
ing various chemicals. 


Georgia Association 


Sees Film on Oil 


Andrew Re, district manager of 
the Arkansas Fuel Oil Corpora- 
tion, was guest speaker at the re- 
cent monthly meeting of the Pur- 
chasing Agents Association of 
Georgia. Mr. Re showed an in- 
teresting film on the development 
of the oil industry. This film, 
which started with the struggle of 
Colonel Drake to convince other 
people that his endeavors were 
not foolish, showed vividly what 
oil means in these days and times. 

Despite the fact that a large 
contingent of members attended 
the Louisville Conference and had 
just returned a day previously, 
the meeting was attended by a 
goodly number of members and 
guests. 

The first speakers panel of the 
association, consisting of Presi- 
dent Ernest Brewer, Vice Presi- 
dent James T. McDonald and 
member C. L. Newton performed 
very well on their first appear- 
ance before the Printing Industry 
of Atlanta, an association of mas- 
ter printers. 
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still the 
All-American First 


Master Gearmotors have given more mil- 
lions of hours of satisfactory service in 
the field than all other makes combined. 





CONTINUOUS LIFE TESTING 
MAINTAINS 
CUSTOMER SATISFACTION 


For five years without stopping, these 
two 326 frame single reduction gear- 
motors were run continuously 24 hours 
a day at full load, one as an induction 
generator, the other as a gearmotor. 
When shut down and inspected, Master’s 


conservative design showed gear wear of 
How can we help YOU? less than .001”, 


THE MASTER ELECTRIC COMPANY « Dayton 1, Ohio 











lf your product is metal ... 
CrysCoat. first, 
then paint it 


... permanently! 


[he Oakite CrysCoat Process puts a dense, smooth phos- 
phate surface on metal, perfect for holding paint and ward- 
ing off corrosion. When you paint a CrysCoated product, 
you paint it for keeps — with a lasting lustre protected 
against rust, flaking, chipping ... protected even against 
the creep of rust under a deep scratch! 


And as a bonus, you get more uniform coverage per gallon 
of paint. Your product looks better, lasts longer. 


[here’s an Oakite CrysCoat Process for every need: 
e zinc phosphate coatings in tanks* 
e iron phosphate coatings in spray machines* 
e zinc phosphate coatings in tanks 


e iron phosphate coatings in spray machines 


Ask your nearby Oakite Technical Service Representative 
for a demonstration right in your own shop. Or write for 
free illustrated CrysCoat booklet to Oakite Products, Inc., 
54 Rector Street, New York 6, N. Y. 


*Meets U.S. Gov’t Specs. MIL-C-490A, Grade 1 


OAKITE 
ae d 





Export Division Cable Address: Oakite 


Technical Service Representatives in Principal Cities of U. S. and Canada 
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Chicago Association 
Scholarship Won 
By Girl Student 





Congratulating Miss Beller are 
Seymour Ellison (left), chairman 
of the special education commit- 
tee of the Chicago Association 
and Richard Berry, deputy pur- 
chasing agent for the city of Chi- 
cago. 


For the first time a girl has 
been awarded a scholarship in 
purchasing at Illinois Institute of 
Technology, Chicago. 

She is Norma Beller, a 1956 
graduate of Senn High School, 
Chicago. Miss Beller who en- 
rolled at Illinois Tech this fall, 
says she has “always been in- 
terested in business.” 

The scholarship, worth $2,480, 
was established at Illinois Tech 
by the Purchasing Agents As- 
sociation of Chicago. It provides 
full tuition for a four-year course 
of study leading to a bachelor of 
science degree in business and 
economics with a purchasing op- 
tion. 

The grant to Miss Beller is 
part of an educational program 
developed at Illinois Tech in co- 
operation with the Chicago af- 
filiate of the National Association 
of Purchasing Agents. Since 1953 
IIT has had a unique manage- 
ment curriculum for the profes- 
sional education of purchasing 
executives. 
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CONTOUR— 
TREN 


welded stainless pipe 
that’s smoother, stronger 


New Contour-Trentweld outperforms any other 
pipe, welded or not. Heres why: Contour- 
Welding is an entirely unique method of pro- 
ducing pipe and tubing. It puts gravity to 
work to pull down the molten weld metal 
until it exactly conforms to the contour of the 
pipe. Result: A smooth pipe or tube free of 
undercut or bead. 

What's more, the Contour-Weld process 
starts with uniformly rolled stainless strip, 
which insures constant wall thickness through- 
out the pipe. 

But the only way you can fully appreciate the 
advantages of new Contour-Trentweld is to try it. 
We think youll agree, it can’t be beat by any 
other pipe, welded or not. 


Why Trent’s Exclusive Contour-Welding Process Means Smoother Welds... 


Normally, in producing welded pipe, the weld is made at the top. But gravity 
plays a nasty trick. It tugs at the fluid metal in the weld zone, pulling it down 
toward the middle of the pipe. The result, particularly in the heavier gages, 
is a perceptible bulge where it hurts the most — right on the I.D. surface. If 
you try to get rid of the bulge — at fair cost —the metal is undercut — and 
corrosion and erosion start there. 








But Trent put a stop to that — simply by going into partnership with gravity. 
With their exclusive Contour-Welding process, they weld at the bottom — and 
gravity works for them. For then, the bulge is in the opposite direction — 
blending in perfectly with the contour of the pipe itself. 









ONTOUR Stainless and High Alloy 
CO ENTWELD Welded Tubing 


i 





TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of Crucible Steel Company of America) 
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NUMBER 120 HI-SPEED FURNACE 


That's the kind of quick heating action 

| get with this compact, powerful 
furnace. It’s economical to operate, 
too. Fast heat-up saves time and gas. 
High-temperature insulated firebox, 
5” by 73%” by 13%”, gives even 
hardening of high speed and carbon 
steel dies, tools and small parts. 
lemperature easily regulated. G.E. 
motor and Johnson Blower included. 
120,000 BTUs per hour. 


Pedestal style, F.O.B. Factory....8167.00 
No. 120 also available in bench style. 
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If it burns gas () look to Johnson 
Since 1901 


: Wire Fence—since 1883 


America’s First 
Why a PAGE Fence 
is the RIGHT Fence 
for YOU eee 


You can choose from — 
—8 Fence Styles 
—8 Fence Heights 
—4 Fabric Metals 
—2 Types Metal Posts 
—Top Rail or Top Wire 
—Single or Double 
Extension Arms 
—6 Gate Styles, 
Many Widths 


Vrite today for free Johnson Catalog 
Johnson Gas Appliance Company 


603 E Avenue NW, Cedar Rapids, lowa 
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ing standards by a reliable, long- 
experienced firm permanently lo- 
cated in your vicinity, knowing 
local conditions affecting fence, 
and having lasting interest in every 
fence it installs. For illustrated 
PAGE information and name of near- 
est firm... 


e Your protective PAGE FENCE can 
be comprised of units that best 
meet your individual needs or pref- 
erences. All are quality-controlled 
by PAGE from raw metal to finished 
units ready for assembling. Your 
PAGE FENCE will be planned and 
expertly erected to meet engineer- 


Whrile tc PAGE FENCE ASSOCIATION «+ Monessen, Pa., Atlanta, 
Bridgeport, Chicago, Denver, Detroit, Houston, Los Angeles, New 
York, Philadelphia, San Francisco, or consult Sweet's Industrial 
Construction File for list of Page Fence Association members. 
PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 
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news 


Baltimore Exhibit 
Is Huge Success 


The Purchasing Agents Asso- 
ciation of Baltimore sponsored its 
Annual Manufacturers’ Products 
Exhibit under the direction of 
David A. Koerin, committee 
chairman, and his associates. 

The exhibition was opened of- 
ficially by Governor Theodore R. 
McKeldin of Maryland and the 
president of the Baltimore Asso- 
ciation, Richard L. Yeagle. 

More than 4500 visitors attended 
the show and viewed the booths 
and products on display. Prizes 
were awarded for the most at- 
tractive booth and for the most 
informative booth. 

At the regular meeting which 
was held in conjunction with the 
exhibit, a survey was made con- 
cerning the estimated total buy- 
ing power represented. The re- 
sults showed that those in attend- 
ance were spending $782,000,000 
every year for their various com- 
panies. 


Buffalo Meeting Discusses 
Salesmen vs Purchasing 
Agents 


A panel discussion consisting 
of three salesmen and three pur- 
chasing agents was held at a re- 
cent meeting of the Purchasing 
Agents Association of Buffalo. 

Roy Berg, the moderator, kept 
the discussion on the relations of 
salesmen and purchasing agents 
moving at a lively and interesting 
pace. The three main subjects dis- 
cussed were: a) frequency of 
sales calls, b) the persistent seller 
of non-required merchandise, c) 
timing of calls. 

The panel discussion ended 
with a short question and answer 
period with the general member- 
ship participating. The salesmen 
were represented by: Charles 

Please turn to page 230) 
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TOOL LIFE INCREASED 400% 


CLEVELAND Carbide Tipped Adjustable Reamer 
sets new high record! 


The specifications on this job call for reaming a 4%” hole to a tolerance 
of .001” and a surface finish of less than 50 R.M.S. (micro-finish). 
CLEVELAND Carbide Tipped Adjustable Reamers are meeting these re- 
quirements day after day...month after month... and reaming five times 
as many holes per grind as the conventional high speed reamers formerly used. 


} Whenever you have a difficult reaming problem, a CLEVELAND 


. a ; ——- . — Request your copy of this descriptive 
Service Representative can help you. Contact our nearest Stockroom, or... q y PY P 

. P) booklet on CLEVELAND Carbide 
Tipped and Solid Carbide Cutting Tools 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


tHECLEVELAND twist peru co. 


1242 East 49th Street ° Cleveland 14, Ohte. 


Stockrooms: New York 7 « «Donat ¢ idee’ S Naneed See eaete est 
EP. eke set fenton. W. 8 Eight 
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Now his headaches are over—he’s found out at last 


That RAILWAY EXPRESS is dependably fast! 


Sad Sam used to suffer from pains in his pate 


From hitting the ceiling when shipments were late 





Whether you're sending or receiving, N 

whether your shipment is big or small, Qr i 
whether you're shipping here or overseas 

—always specify Railway Express. You'll find 


it makes the big difference in speed, economy, 








and safe, sure delivery. And now you can make fast, 








economical shipments via Railway Express Agency's oe 


new international air and surface connections. * Se 





It's the complete rail-air shipping service, Sx 


° . e 
free enterprise at its best. eee Sate 9 swift, sure 


Railway Express International Service now includes affiliations with: SEABOARD & WESTERN (and connecting carriers)... TACA... TAN 
... BRAZILIAN INTERNATIONAL AIRLINES also SCHENKER & CO. and the AMERICAN EXPRESS COMPANY foreign connections. 
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RESISTANCE AT ROOM TEMPERATURE—OHMS 









INickel—plateca 


copper... 


for high conductivity at 
elevated temperatures 


Syivania’s Nickel-plated copper wire 
combines the conductivity of copper 
with the corrosion-resistant properties 
of nickel for applications involving 
temperatures ranging from 350° Fah- 
renheit to 700° Fahrenheit. 


Equal lengths of Nickel-plated copper 
and three other wires were heated in air 
at 800° Fahrenheit for an extended 
period to determine the effect of heat 
on conductivity. 


¥ SYLVANIA 






SPECIAL 
WIRE 


METAL 
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Nickel-plated copper, more than any 
of the other wires except for pure 
nickel, holds its original low resistance. 
It’s this feature which, in many cases, 
has made Nickel-plated copper more 
desirable than costlier wires used where 
conductivity must remain constant un- 
der high temperature environment. 


Nickel-plated copper wire can be 
supplied in a full range of diameters 
from .250” to .005”. 





EFFECT OF HIGH TEMPERATURE 
ON .010” DIAMETER WIRE 





ELECTRONIC 
COMPONENTS 


Sylvania is the only major 
wire supplier with complete 
facilities for plating and 
cladding wire. This makes it 
possible to provide you with 
an experienced, objective 
recommendation as to whether 
a plated or a clad wire is best 
suited for your application. 


In addition, Sylvania’s Parts 
Division offers you complete 
4-way service including custom 
molded plastic parts, small 
metal parts ranging from wire 
forms to deep drawn parts, 
and special electronic com- 
ponents. Write for the “‘Port- 
folio of 4-way Service” and 
the new technical bulletin on 
Nickel-Plated Copper Wire. 


PARTS DIVISION 


Sylvania Electric Products Inc., Parts Division, Warren, Pennsylvania 
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These 2“ pip Manufacturers 
Use Forest City Foundries 
Gray Iron Castings 


association 


News 





(Continued from page 226) 


Estabrook, Brace-Mueller-Hunt- 
ley, Inc.; Russell Buddington, 
Buffalo Envelope Company; and 
Henry Vidal, Westinghouse Cor- 
poration. 

The purchasing agents views 
were presented by: Henry Wod- 
tke, Doner-Hanna Coke Corpora- 
tion; E. W. Noble, Moore Busi- 
ness Forms, Inc.; Edgar Oben- 
chain, National Gypsum Com- 
pany. 


Washington Holds 
Regular Meeting 


The regular monthly meeting 
of the Purchasing Agents Asso- 
ciation of Washington was held 
in the Olympic Hotel Bowl. 

Mr. Wanser, program chairman, 
announced that the program for 
the meeting had been arranged 
by the Women’s Group and in- 
troduced Lenore Wartes who was 
the chairman for the project. 
Miss Wartes, in turn, introduced 
the Northwest Hi-Flyers, a fe- 
male quartet who put on a per- 
formance of close harmony. 

Mr. Robert Donham, junior 
varsity basketball coach of the 





This partial list of users of Forest City Foundries castings in- University of Washington spoke 
cludes many “blue chip” producers in their particular fields. on the problems facing the Uni- 
These leading manufacturers rely upon Forest City for quality, versity because of the two year 
prompt delivery and “know-how” to fulfill their casting re- probation imposed by the Coast 
quirements. Conference. Mr. Donham dis- 
Our two modern production foundries are ready to meet your cussed the various plans open to 
casting needs, too. the University under which they 


An experienced engineering sales organization, quality control can operate under this probation 
staff and service department are at your command. and then gave a psc ae of the 
prospects for the University’ and 
the other schools in the coming 
basketball race. 


Forest City Foundries PLEASE USE 


INQUIRY CARD 
PAGE 17 


We would welcome serving you. 
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Mr. Purchasing Man: 


\\ 
need 20 Engineer, 


When 
You 





If you do, Allis-Chalmers is ready to work 
with you, your engineering staff and/or 
your consultants. We think two heads are 
better than one; may we supply the sec- 
ond one? 

Get Complete Information. Call your 
nearby A-C office or distributor, or write 
Allis-Chalmers, General Products Division, 
Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS 


Other Helps 
Available 
from 


Allis-Chalmers 


SUUNNUNVAAUANDUNGUNAONEUOAANOUNOOU ADOC AE UETDEDAATOOTAEEU EDTA TOOT EET 





Price Books 
Is your A-C book up to date? Let us 
check it for you. 


Inventory Controi 


There may be locally maintained 
stocks that can cut your stock. 


Standardization 
A-C engineers can help cut the num- 
ber of sizes used. 


Certified Service Factory Parts 


Factory-approved methods are 
available in all industrial centers. 


A-4826 
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Frank E. Whyte has been ap- 
ed director of Purchases of 
Pantex Manufacturing Cor- 

m, Pawtucket, R. I. Mr. 
e was formerly manager of 





Frank E. Whyte 


asing for the Carborundum 

( pany and its domestic and 
. subsidiaries. He has also 

the director of purchases for 
nnsylvania Rubber Company 
nd assistant to the procurement 
wer and administrative as- 
tant for Trans-World Airlines. 
began his purchasing career 
buyer for the Firestone Tire 
| Rubber Company. Mr. Whyte 
is a graduate of the University of 
Missouri and the Graduate School 
f Business of Harvard Univer- 


H 


Colonel James E. Baker has 


e0p|¢ —— 
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been designated chief, purchasing 
division of the new single mana- 
ger Military Clothing and Textile 
Supply Agency, Philadelphia 
Quartermaster Depot, U.S. Army. 


G. J. Tozzini has joined the 
Minerals and Solid Fuels Division 
of the general purchasing depart- 
ment of Union Carbide and Car- 
bon Corporation, New York, as a 
purchasing agent. 


The appointment of Leo E. 
Vogel as purchasing agent has 
been announced by Miniature 





Leo E. Vogel 


Precision Bearings, Inc., Keene, 
N. H. Associated with the com- 
pany for five years, Mr. Vogel has 
been assistant to the president 
for the past year. 





International Packings Cor- 
poration, Bristol, N. H., has ap- 
pointed George H. Favorite pur- 
chasing agent. Mr. Favorite was 
formerly buyer for the Crosley & 





George H. Favorite 


Bendix Home Appliance Division 
of the Avco Manufacturing Cor- 
poration, Nashville, Tenn. For 
nine years before joining Avco, 
he was purchasing agent for the 
Nashville Bridge Company. Mr. 
Favorite is a past president of the 
Nashville Purchasing Agents As- 
sociation and served as co-chair- 
man of the standards committee 
for the Seventh District of the 
N. A. P. A. 


Martin Plesinger has been pro- 
moted to purchasing agent for 
Peter A. Frasse & Co., Inc., New 
York. 
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Look what paper 


is doing now: 


* Atomic research engineers 
needed a very special filter paper 
made of glass fibers. Riegel research 
solved the problem. Recently ve 
were the first mill to make paper of 
nylon commercially. You may not 
need glass or nylon paper, but for 
any unusual paper, think of Riegel 
for research or for production. 


* Touched with chocolate stars: 
Weston Biscuit Company’s Choco- 
late Chip cookies are kept fresh 
and appetizing by an inner liner of 





Riegel’s Waxed Amber Glassine. 
Riegel also makes many of the 
glassine-polyethylene-foil laminates 
you see so frequently nowadays. 


* Interlacing New York City’s un- 
derground are more than 5000 miles 
of big high voltage electrical cable. 
Almost every mile of this cable is 
insulated by paper...a specially 





purified, flexible, durable paper that 
is wound layer on layer around the 
copper conductors and encased in 
lead sheathing. It’s only one of 600 
different grades of Riegel paper. 


* Have you a problem that may be 
solved by a better paper? Just write 
to Riegel Paper Corporation, P.O. 
Box 250, New York 16, N. Y. 
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TECHNICAL PAPERS 

FOR INDUSTRY 
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Look what paper 


is doing now: 


* That “plastic” cafeteria tray you 
use is probably made mostly of 
paper. It’s a strong-fiber, highly 
technical paper impregnated with 
thermosetting resins, laminated and 
formed under heat and pressure. 
Saturating paper is just one of 600 
different grades now made by Riegel. 


* Pre-weighed doses of chemicals: 
Rapidase-Z*, an enzyme powder 
used in textile processing, is now 
packaged in ready-to-use, pre- 
measured pouches instead of heavy 





drums. It saves weighing time, spill- 
age, and storage costs. The enzyme is 
protected by Pouchpak*, a laminated 
glassine, poly-coated and printed by 
Riegel. An idea here for you? 

* Those neat pleats in a lady’s skirt 
start with a Riegel paper made from 
white manila rope. Two identical 
paper patterns are creased by hand, 


ss28} 
fa 
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the cloth is folded between them, 
and a steam press finishes the job. 
The paper patterns last for months. 
* Have you a problem that may 
be solved by a better paper? Just 
write to Riegel Paper Corporation, 
P.O. Box 250, Grand Central Sta., 
New York 16. *T.M. 
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Look what paper 
is doing now: 


* Vacuum cleaner sales have sky- 
rocketed nearly 50% in two years. 
Much of the credit goes to the throw- 
away paper dust-bag. Riegel helped 
pioneer a special paper now used by 
many of the leading brands. Its por- 
osity is carefully controlled to pass 
large volumes of air, yet stop small 
particles of dust. 


* So many good things in their 
flavor, Nestle’s bouillon cubes are 
double-wrapped in a highly protec- 


tive paper... glassine laminated to 
foil, lacquer-coated and printed. It’s 
typical of the complicated papers 
that are easy to find at Riegel. 


* Rust-prevention is a common 
problem for Riegel technologists. 
For razor blades we came up with 
that familiar stiff band of paper, 
specially treated to eliminate corro- 
sive salts and sulphur. For packag- 
ing delicate watch springs, we made 





a moisture-proof, grease-proof, anti- 
tarnish, glassine-polyethylene lami- 
nate. If you need anti-tarnish or any 
special paper, write to Riegel Paper 
Corporation, P.O. Box 250, New 
York 16, N. Y. 
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WILLSON 


New Style WFH 

Handsome safety spectacle with new 
lens shape in frames with demi-amber 
overlay on upper half of crystal butyrate. 





eee FOR SAFETY SPECTACLES 


that combine the protection your 
workers need with the style and 
comfort they want. 





Exclusive Contour-Spec® 
Patented hinged bridge makes this spec- 
tacle the most comfortable to wear. Pro- 
vides full closure around eye cavity. 





»ee FOR CUP GOGGLES 


that provide the utmost in eye pro- 
tection. The complete range of 
Willson goggle styles meets every 
eye protection need. 





Convenient Kover-Mor® 


This roomy style CC70 goggle is roomy 
enough to go over almost any style of 
personal glasses. Rigid top bar makes 
them easy to put on and take off with 
one hand. 





»->e- FOR RESPIRATORS 
AND GAS MASKS 


for almost any respiratory hazard. 
The Willson line carries more 
Bureau of Mines approvals than 
any other. 





Interchangeable Series 800 
This is the first truly interchangeable 
respirator. It requires no additional parts 
or accessories to make use of 4 different 
cartridges and 4 different filters or com- 
binations of both. 





»»e FOR HARD HATS AND CAPS 


In either lightweight Fiberglas, in 5 colors, or 
fabric reinforced Phenolic Resin, the strongest 
hat shell made. Choice of four suspensions to 
suit your individual requirements. 





Super-Tough Phenolic 

This toughest of all safety hats is reinforced 
with ten individual die-cut pieces of sturdy duck 
and molded under pressure to withstand re- 
peated drop-ball tests without fracture ! 


WILLSON 


221 Washington Street » Reading, Pennsylvania 
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RAY-O-VAC COMPANY 
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people 





John Breiter has been named 
director of purchases for Eastern 
Rolling Mills, Inc., New York. 
Mr. Breiter comes to his new posi- 





John Breiter 


tion from Eastern’s sales depart- 
ment, where he had covered New 
Jersey and Connecticut indus- 
trial areas for the past four years. 
He is a member of N.A.P.A. 


Changes in titles of five pur- 
chasing department officers have 
been announced by the Northern 
Pacific Railway, St. Paul, Minn. 
W. K. Smallridge, system head of 
the department in St. Paul with 
the title of purchasing agent, has 
been appointed director of pur- 
chases. G. M. Carr, assistant pur- 
chasing agent, St. Paul, and H. C. 
Crowder, Brainerd, Minn., have 
been named purchasing agents in 
St. Paul. L. S. Myers assistant 
purchasing agent, Seattle is now 
purchasing agent there. W. C. 
Nelson, formerly assistant to the 
purchasing agent, St. Paul, has 
been made assistant to the direc- 
tor of purchases. 


L. J. Keyes has been promoted 
to director of purchases for Day- 
ton Rubber Company, Dayton, 
Ohio. He succeeds Clarence D. 
Bucher, who has retired after 
fourteen years with the company. 
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with BRIDGEPORT ALUMINUM EXTRUSIONS!... 


in lightweight partitions for 
Ford’s New Central Office Building 


The Detroit Partition Company and U.S. 
Plywood Corporation used Bridgeport ex- 
trusions in fabricating these Weldwood 
movable partitions which are quickly 
erected, require little maintenance and 
add clean, smart looks to the interior of 
the new Ford building. 


These extrusions are typical of the wide 
variety of aluminum shapes which Bridge- 
port produces for many different uses that 
include aircraft, trucks and trailers, struc- 
tural applications, and an almost unlimited 
number of other product uses. Because of 
their uniform, high quality and close tol- 
erances, Bridgeport extrusions are easily 


For the vou 


fabricated, offer unlimited design possibil- 
ities and produce lasting, attractive finishes. 


With the integrated capacity of a large 
producer, plus the flexibility of a small one, 
Bridgeport can furnish standard or tailor- 
made shapes in many extrudable alloys 
to meet your exact requirements. If you 
aren’t using extrusions now, we'll be happy 
to show you how their many advantages 
can be used in the design and manufacture 
of your product. 


Call our nearest sales office today for 
prompt service on your aluminum extru- 
sions and helpful design and engineering 
advice on their application. 


nowesd 


»@- BRIDGEPORT , ALUMINUM 


EXTRUSIONS, DIE AND HAND FORGINGS 
Bridgeport Brass Company, Aluminum Division, Bridgeport 2, Connecticut * Offices in Principal Cities 





Lightweight aluminum partitions are 
quickly erected, provide light and privacy 
— easily moved for office flexibility. 
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1/3 Pt. Oil Capacity 







Bearing-inch 
Model Rating 
30-40-2S = 
THE MOST 412s 3 
30-41-2S 32 
30-41-3S 32 


COMPLETE 
LINE 

OF AEROSOL 
BEARING 
LUBRICATORS 






1 Qt. Oil Capacity 
Bearing-inch 7@a9 
Model Rating 
$3406-2S 32 
$3406-6S 200 
$3406-8S 300 


Or 


2 Qt. Oil Capacity a 
Bearing-inch 

Model Rating 

$3408-2S 32 t 

$3408-6$ 200 

$3408-8S 300 





= 
we 





1% Gal. Oit Capacity 
Bearing-inch | 
Model Rating 
X3400-2S 32 
X3400-6S 200 
X3400-8S 300 


“ One Lubricator Per Machine — 
A lubricator for every size job, 
a t 1000 bearing inches and less. 
Visual Oil Feed — Indicates 
3 proper operation of lubricator. 


4/2 Gal. Oil Capacity 
Bearing-inch 


Lower Bearing Temperatures 
— Dissipates heat better, faster. 


Big Savings in Equipment — No 
pumps, or large reservoirs, fewer 
oil seals, less maintenance. Mani- 
folding reduces equipment needs. 


Oil Always Fresh, Clean — No 
recirculation of contaminated 
lubricant. 





sal. Oil Capacity Better Lubrication— Automatic 
Bearing-inch continuous application of air- 
Model Rating borne oil fog. 
JAH-16 300 
33AF-16 1000 


C. A. NORGREN CO. 


3414 So. Elati St., Englewood, Colorado 





Call your nearby Norgren Representative 
listed in your telephone book—or WRITE 
FOR NEW CATALOG. 


| Pioneer and Leader in Oit-Fog Lubrication Since 1930 
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William S. Hegyi has been pro- 
moted to vice president in: charge 
of purchasing for Olympic Radio 





William S. Hegyi 


& Television, New York. Mr. 
Hegyi has been director of pur- 
chasing for Olympic prior to his 
appointment as vice president and 
member of the executive board. 


The appointment of James W. 
Morton as senior buyer of the 
Axle Division has been an- 
nounced by the Eaton Manufac- 
turing Company, Cleveland, Ohio. 
Prior to joining the company’s 
purchasing department as a staff 
member, Mr. Morton had been 
affiliated with Westinghouse Elec- 
tric Corporation in Sharon, Pa., 
and Lima, Ohio. 


Edward A. Troxel has been 
named purchasing agent for Elec- 
tro Dynamic Division of General 
Dynamics Corporation, Bayonne, 
N. J. Mr. Troxel succeeds Rodney 
F. Plimpton, who has been made 
administrative assistant to the 
division general manager. 


Wettlaufer Engineering Cor- 
poration, Birmingham, Michigan, 
has appointed H. H. Penny pur- 
chasing agent. Mr. Penny has 
been purchasing agent of Federal 
Motor Truck Company for thirty 
seven years. 


PURCHASING 





Behr-cat Tapes serve business everywhere ! 


Enjoy the benefits of 
aia quick-seal packa gin 9 


Quick-sealing BEHR-CAT TAPES save time and money 
on all packaging operations. They save time 
because they’re pressure-sensitive and require no 
wetting. They save money because minimum strips do 
the job. Try BEHR-CAT TAPE on your packaging 
and your’re in for a treat. 

we J 
Taping tdebensh beriee ceclds Senatier seeping, Free 24-page Tape Brochure gives you com- 
Tape No, 151 comes in 4 colors. plete information on the many time-saving, 
——— top quality BEHR-CAT TAPES. Write for 
at your copy to Behr-Manning Co., 
Troy, N. Y., Dept. P-12. 


In Canada: Behr-Manning (Canada) Ltd., Brantford. 
For Export: Norton Behr-Manning Overseas inc., New Rochelle, N. Y., U.S.A. 


o division of 
Automatic sealing of containers is fast and : NORTON COMPANY 
trouble-free with Sealer Tape No. 186. 


\ BEHR-MANNING CO, 
[NORTON] 


ABRASIVES 
BEHR.MANNING PRODUCTS: Coated Abrasives + Sharpening Stones - Bebr-cat Tepes 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Grinding Machines + Refractories 
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For each additional operation that can be 
scheduled on P&A multiple station machines, 
chances are your costs will decrease in proportion. 
Whether you need component metal parts of 

brass, copper, steel, aluminum, Monel, 

Stainless or zinc, P&A has the fabricating 


facilities to do the job. 


Call on us for 


PROGRESSIVE DIE WORK 
BLANKING & COINING 
COLD HEADING 
DRAWING & STAMPING 





}iume @ A\TWOOD ris NEW brocre 


is yours for the 


king. Find out 
MANUFACTURING COMPANY sis ineen 
you production 

Thomaston, Conn. headaches. 
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NEW...“M” Frame Molded Case Circuit Breakers 
are fully designed for 800 ampere applications 





For applications which formerly required 
larger and more expensive equipment, you 
can now use the new I-T-E “M” frame 
molded case circuit breaker without sacri- 
fice of quality. It offers optional pressure 
connectors for double or triple cable con- 
nections per phase contained within the 
circuit breaker case. Exclusive 3” pole cen- 
ter design dimensions permit easy accessi- 
bility for front cable or rear bus and stud 
connections. And the ‘‘M” frame breaker 
is ideally suited for use in panelboards, 
power panels, switchboards, motor controls, 
bus duct plugs, and individual enclosures. 

Available with interchangeable trip units 
providing continuous 600, 700 or 800 amp 
ratings in 2- or 3-pole construction for 250 
volt d-c and 600 volt a-c service. Interrupting 
ratings (NEMA test procedure): 600 v a-c, 
25,000 amp; 480 v a-c, 35,000 amp; 240 v 
a-c, 50,000 amp; 250 v d-c, 20,000 amp. 
For more information, write I-T-E Circuit 
Breaker Company, 19th & Hamilton Sts., 
Philadelphia 30, Pa. 


_ — 
, F J Fn 
4a a 





Triple cable connectors accommodate three 300-400 
mcm cables per phase, 


Optional double cable connectors accommodate two 
400-500 mcm or 600-700 mcm cables per phase. 





I-T-E CIRCUIT BREAKER COMPANY .- Small Air Circuit Breaker Division 
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WISH | HAD ORDERED 
FROM GARRETT 


They never let you down on deliver- 
ies when you have to keep produc- 

n going full speed. 

You get what you order when you 
... from Garrett. No waiting 
for late shipments. You can’t beat 
Garrett service. No worries about 
Garrett . . . quality. Every Garrett 
washer, hose clamp, stamping or as- 

embly is right up to the peak of 

iality. High quality is assured by 
Garrett's “statistical quality control” 


order it 


in 


Next time no more headaches for 
me. I'll order from Garrett. Why don't 
you do the same when you need... 


LOCK WASHERS 

FLAT WASHERS 

HOSE CLAMPS 
STAMPINGS 


Manufactured by 


GEORGE K. GARRETT CO., Inc. 
Philadelphia 34, Pa. 


OF PHILADELPHIA 
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purchasing 
people 


Robert W. Snowdon 


Robert W. Snowdon has been 
appointed special assistant to the 
vice president in charge of pur- 
chases and traffic for Heppenstall 
Company with headquarters in 
Pittsburgh. Mr. Snowdon started 
with the company in 1936. He was 
named manager of the plant at 
New Brighton, Pa., in 1950, and 
assistant to the general manager 
of operations in 1954. Prior to his 
new assignment, he served as as- 
sistant manager of ring sales. 


The appointment of Charles E. 
Janes as assistant purchasing 
agent of the Heater Division has 
been announced by the Eaton 
Manufacturing Company, Cleve- 
land, Ohio. Formerly senior buyer 
at Eaton’s Axle Division, Mr. 
Janes came to the company last 
year from Thompson Products, 
Inc. where he was senior produc- 
tion buyer at the Hydraulic Pump 
Division. Prior to that time he 
was associated with the Fisher 
Body Division of the General Mo- 
tors Corporation. 


The Herman Pneumatic Ma- 
chine Company, Pittsburgh, Pa., 
has announced the appointment 
of L. C. Cairns as purchasing 
agent. Mr. Cairns has been with 
the company for a number of 
years. 





rael 1-01 - Walel 


BRIEFS 





TEFLON AND KEL-F INCREASE 
RANGE OF VANTON PUMPS 


The recent addition of a Kel-F liner 
and now a Teflon or Kel-F housing 
to existing materials of the Vanton 
pump has increased greatly their 
range of corrosive service. 
Designed without shaft seals or 
stuffing boxes, the pump furnished 
with these new materials has excel- 
lent resistance to most corrosives 
at temperatures up to 300°F. 
Details on request. 


s 


QUALITY STAINLESS STEEL 
CASTINGS REQUIRE AKH* 


*Advanced Know-How of tech- 
nique makes the difference in cast- 
ing stainless steel defibering blades 
for a paper and pulp machinery 
manufacturer. 

For the full story of how Cooper 
Alloy Shellcasting knowledge may 
mean higher quality castings for 
you, write for Bulletin AKH#5. 


i 


PLUG COCKS WITH V2B 
CUT GALLING 


Cooper Alloy’s V2B keys used in 
their stainless steel plug cocks have 
cut down the problem of galling to 
a very great extent. The September 
issue of Newscast tells how this 
helped a tank car manufacturer 
out of an expensive problem. 


s 


-a-7-) 1 a: ew 4 





For More Information Circle No, 312 
on Inquiry Card—Page 17 


PuRCHASING 








1er 
ng 
on 
eir 


in 
ive 
er 
his 
rer 


312 








ye dinna want to 
turn yer bock on this... 


ADAHEARTH 





DAHEA 


PLASTIC CHROME OFF 
PHILADELPHIA, PA. 


250 LBs. NET 


~ 





MINE IS "CAUSE | BE COUNTIN’ MA SAVINS AFTER USIN’ ADAHEARTH... 
a superior longer lasting refractory for forming monolithic hearths. ADAHEARTH.. .a chemically 


neutral, chrome base refractory with a plastic consistency ... has unusually strong air-set; resists 
spalling, molten metal, and abrasion; has low porosity, high density, absolute homogeneity of 
structure... ADAHEARTH requires fewer man-hours to install... insures cleaner forgings and 
a faster-working furnace. 

Write for further literature... Yellow Pages of ‘phone directory have your nearest ‘“‘ADAMANT” 
Distributors. 


Due to new formulation of 


ADAHEARTH, we now guar- 
antee storage of this product 
for one year. 





otfield 


FOUNDED 1907 REFRACTORIES 
ADAMANT and other ADA products 








Swanson and clymer sts. 
Philadelphia 47, penna. 
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Family Portrait of 


RATT & WHITNEY 


Solid Carbide 
Cutting Tools 

































but here’s what 
the camera DIDN’T catch 


it couldn’t possibly picture all the many types and sizes of 
cutting tools in the very complete P&W Solid Carbide line 
that would take a whole family photograph album. And 
the photograph doesn’t show the years of cutting tool know- 
how, experience and carbide research that goes into every 
P&W Carbide Tool (even though it is easy to see how this 
extra quality will save money on your production lines). Out 
f camera range, too, was one of the most important features 
f all—the way P&W Engineering Service makes sure that 
every P&W Carbide Tool you buy is exactly right for your 
pecific job requirements. If one picture’s worth a thousand 
words, we believe that one sample of the way P&W Carbide 
Tools perform on the job is worth a thousand pictures... so 
ask a P&W Cutting Tool Representative to show you. 


PRATT & WHITNEY COMPANY 


INCORPORATED 
19 Charter Oak Boulevard, West Hartford 1, Connecticut 
Direct Factory Representatives in Principal Cities 
HINE TOOLS e GAGES e CUTTING TOOLS 





purchasing 
people 


James F. Corcoran has been 
promoted to purchasing agent for 
the Dollinger Corporation, Roch- 
ester, N. Y. Mr. Corcoran, who 





James F. Corcoran 


joined the company as traffic 
manager in 1949, succeeds Frank 
J. Wilson, a vice president, who 
has retired after twenty-five years 
with Dollinger Corporation. 


John H. Glass, Jr. has been 
named purchasing agent for the 
welding department of Westing- 
house Electric Corporation, Buf- 
falo, N. Y. A graduate of St. Law- 
rence University and the Harvard 
Business School, Mr. Glass has 
been with the purchasing depart- 
ment of the Westinghouse air con- 
ditioning division since 1954. 


James Orehoskey has been pro- 
moted to purchasing agent for the 
Narda Manufacturing Corpora- 
tion, a subsidiary of The Narda 
Corporation, Mineola, N. Y. He 
joined Narda in 1954 where his 
responsibilities have included pro- 
duction control, supervision of 
manufacturing schedules, pur- 
chasing of electronic components 
and establishing subcontractors 
for plating and painting to com- 
pany specifications. 
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FLEXLOC MICROSIZE locknuts meet designers’ needs for tiny precision nuts that retain strength and holding 


7 ° -—+—_— BEFO! 





¥ — 
} i 
Bae 
lp G —— | 


power in the smallest assemblies—servomechanisms, electronic and electrical equipment, all miniature devices. 


New FLEXLOC Microsize Locknuts 


Now available in Alloy Steel, Stainless Steel, Brass 
and Aluminum for lighter, more compact designs 





SIZE 


Across Flats 





| MAX. 


MIN. 


Shoulder Height | Across | Height 


| MAX. — 


| Corners | 
insite ae 
MIN. | MIN. | —.003 





0-80 NF-38| .111 
1-64NC-3B| .127 
1-72 NF-3B| .127 
2-56NC-3B| .158 
2-64 NF-3B| .158 
3-48 NC-3B| .190 
3-56 NF-3B| .190 
4-40 NC-3B] .190 


4-48 NF-3B| .190 








.107 
123 
,122 
153 
133 
.183 
.183 
.183 


.183 


| 047 
| 0635 
| 0635 
| 068 
068 
071 
071 
072 


| .072 


| 042 | .123 | 073 


0585 | .141 


.063 


.090 


0585 | .141 | .090 


.105 


N 
Oo 


063 | .176 | .105 
| 066 | .210 | 120 
| 066 | .210 | 120 
067 | .210 | .120 


.067 .210 .120 














SPECIFICATIONS: Available in brass (plain or cadmium plated) and 
aluminum (plain or chemically treated), for temperatures to 250°F; 


alloy steel, 18-8 stainless, for temperatures to 550°F. 


DECEMBER, 1956 


New FLeExLoc Microsize locknuts are smaller 
and lighter than regular FLEXLocs of the same 
nominal diameter. Wrenches of smaller size 
are used to install them. Mating joints or 
flanges can be designed smaller—with no loss 
in strength or convenience of assembly. 

Microsize FLExLocs have all the advantages of larger 
FLExLocs. One-piece, all-metal construction—nothing to put 
together, come apart, lose or forget. Use them as lock or stop 
nuts—they stay put anywhere on a threaded member as soon 
as the locking threads are fully engaged. Uniform locking 
torques insure accurate preloading. There are no nonmetallic 
inserts to pop out or deteriorate. Moisture, dryness, oil won’t 
affect these Microsize FLExLocs. Just screw them on. They 
lock and stay locked. Vibration won’t shake them loose. 

For complete information on Microsize FLEXLOCs, con- 
sult your authorized SPS distributor. Or write STANDARD 
PRESSED STEEL Co., Jenkintown 31, Pa. 


STANDARD PRESSED STEEL CO. 


FLEXLOC LOCKNUT DIVISION 











JENKINTOWN PENNSYLVANIA 
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When requisitions for supplies 
and services start to pile up... 
find what you need fast 

in ie Yellow Pages 

of telephone directories! 


fi at Nass 
Find 

| Suppliers Fast 
| In The 


AMERICA’S 
| Yellow Pages BUYING GUIDE 
>< FOR OVER 60 YEARS! 
\ 


= 


—— 
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purchasing 


people 


Alvan Markle III has been ap- 
pointed manager of purchasing 
for the can division of Crown 
Cork & Seal Company, Ine. Mr. 





Alvan Markle III 


Markle will be responsible for 
division procurement and the sale 
of scrap and surpluses. His office 
will be located at the can division 
headquarters in Philadelphia. 
Previously he had been purchas- 
ing agent of the company’s Phila- 
delphia plant +1. He has been 
associated with the company since 
May, 1954. Mr. Markle is a gradu- 
ate of Yale University. 


Harold H. Frair, purchasing 
agent of the Glens Falls Insur- 
ance Company, will retire in 
January after more than thirty 
six years of service in that posi- 
tion. Mr. Frair has been active in 
company affairs as well as those 
of the Purchasing Agents Asso- 
ciation of Eastern New York and 
various civic, social and religious 
groups of his community. He 
served as secretary and vice presi- 
dent of the Eastern New York 
Association prior to his election 
as president of that group in 1947- 
48. His leadership was further 
recognized by his election as a 
director of the National Associa- 
tion of Purchasing Agents for the 
1948-49 and 1955-56 terms. 
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TURNER IS A LONG-TIME USER OF 


ANACONDA BRASS ROD AND TUBE— 
GIVES 10 REASONS WHY— 


Blow torches built by The Turner Brass Works, Sycamore, IIl., have a 
: reputation for dependable operation and long life. Since 1871, brass 
has been used consistently in their construction and has built a quality 
reputation for Turner. Turner prefers Anaconda Brass as a quality 
metal and looks to The American Brass Company as a quality source 
of supply. 






























5673 
These are the reasons given: 
Qa) Brass is the quality material needed for the service. 


Brass is easily machined at high speed, with less tool breakage — 
manufacturing costs are 15% lower than with other metals. 


(3) Close tolerances are easily held with brass. 


@) Threading holds well — yet accessories are easily screwed on 
and off. 


ee (5) Brass takes a good finish — polishing is easy and economical. 
| 

TU pe Od Ee (6) Clean, polished brass products have proven high sales appeal. 
. LP} at (7) Brass stands up under alternate heating and cooling. 


Brass resists corrosion — the torches are used on land and sea, 
throughout the world. 


(9) Brass gives superior wear on valve seats. 
Brass has high public acceptance as a quality material. 


Turner liquefied petroleum torch No. LP-555, with disposable fuel tank. Be- 
low are accessories of brass—holder for soldering tip and a heavy-duty burner. 





The American Brass Company, Waterbury 20, Conn. 
In Canada: Anaconda American Brass Ltd., New Toronto, Ont. 


GER = os tt “| ® 


COPPER: BRASS > BRONZE 
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Custom Rolling For Service 


» rapidly changing econom- 
- modern production have 
sed a major metals concern to 
t some basic changes in its 
tion. Eastern Rolling Mills, 
which has been a factor in 
York, New Jersey and New 
and metals activity for sev- 
lecades as Eastern Brass and 
ver, has found a new function 
tself as a metal supplier. 
t function is: to close a gap 
ntly existing between the 
commercial mill and the 
Herbert Barchoff, 
setic young president of 
ern, realized a few years ago 
1 new element was entering 
supply situation, one which 


user. 


One of two annealing furnaces at Eastern Rolling 
Mills. This one has a “controlled atmosphere.” 
Vetal annealed by this process is scale-free and 


needs no pickling. 


Flexibility 


was causing an interruption in 
the smooth flow of metals from 
mill to customer. 

High volume mill production 
creates many difficulties which 
the average manufacturer cannot 
cope with today. These are not 
limited to his production needs. 
Top-heavy inventory accumula- 
tion, regarded by many manufac- 
turers as a necessary evil in a 
period of uncertain price and 
supply, is another. A third is de- 
livery time. Unprecedented de- 
mands on the large mills have 
forced manufacturers to invest in 
inventory three to four months 
ahead of production require- 
ments. Not only is their money 


tied up, but they are unprotected 
against sudden shifts in demand. 

A sales technique which could 
meet these requirements in large 
part began to take shape. The re- 
sult was a half-million-dollar ex- 
pansion program for Eastern, in 
line with a concept new to the 
industry —a “custom re-rolling 
mill.” Eastern’s operation is now 
orientated to meet the specific 
needs of each job, with only one 
element remaining the same as 
that of the larger mills. It is doing 
it at mill price, offering the econo- 
mies of a mill source against a 
wide range of services. 

Relations with a local firm 


(Please turn to page 248) 


Four-high rolling mill with electronic controls at 
Eastern Rolling Mills permits reductions with 
tolerances as little as plus or minus .0005” in spe- 
cial instances. 











ee (9h 
g-B PUNCHES OPERATE 
















BALL BEARING 
cola 


INTERCHANGEABLE > 
PUNCH i, 


WORK PIECE 





AIl/R-B retginers are equipped with No other manufacturer of punches and die buttons can offer 
spNagsleGded locking balls which en- you the amount of successful application experience and 


gage the recessed portion of R-B the scope of knowledge that is available from the R-B 


engineering staff for: 
punches and die buttons. With a 9 8 


i twist, R-B st - 
ME PU neo tHe, BS Moneord * Cutting Your Production Costs 


ized punches and die buttons are 
* Reducing Die Designing Time 
locked in their retainers ... they are 


: * Increasing Productivity of Presses 
also instantly removed. R-B punches . , 





* Supplying Answers to Piercing Problems 





and die buttons are always accurately 









aligned—no additional keying is * Saving Die Construction Time 







required. * Complete Standardization of Press Tooling 





1D) a For Additional Information or Engineering Service, Write to: 


4) nicuarp BROTHERS PUNCH DIVISION 


ic ALLIED PRODUCTS CORPORATION 
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ACE® 


Controlled-property 
compounds meet 
your needs for: 


MECHANICAL, 


ELECTRICAL, 


CHEMICAL 
APPLICATIONS 











CoE to think of it, we’re a little amazed 
ourselves at the way Ace engineers can 
blend the mechanical, electrical and chemi- 
cal properties of different rubber and plastic 
materials. Their aim is always to find the 
one best material for each of your jobs... 
never overdesigned . . . with production 
economy a must. Result: hundreds of tailor- 
made rubber, plastic, and rubber-plastic 
alloys to choose from . . . plus many unusual 
materials like Ace-Tex pyrobitumens. Ask 
us for anything from rough-ground rods to 
finished molded assemblies. Our facilities 
for molding, extruding, fabricating, and lin- 
ing are among the world’s largest. 


Always check your ACE 
design engineer’s Handbook 
when selecting materials 
for today’s production and 
tomorrow’s plans. If you 
haven't a copy, write 
today! It’s Free. 


-_ 
f 





ACE rubber and plastic products 





© AMERICAN HARD RUBBER COMPANY 
& 93 wortH STREET - NEW YORK 13, N. Y. 
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(Continued from page 246) 
which manufactures stamped 
metal parts out of aluminum pro- 
vides a “case history” of the serv- 
ices which the custom mill con- 
cept has to offer. 

The firm orders four or five dif- 
ferent gauges and three or four 
different widths in each, making 
a total of about 20 different metal 
items which have to be controlled 
and inventoried. Working with a 
regular mill source, the purchas- 
ing agent found it necessary to 
keep from 6 to 8 weeks of inven- 
tory on each item. In addition, he 
often had to anticipate sales by 
ordering larger quantities than 
he would normally require. 

New facilities under Eastern’s 
expansion program include an 
annealing oven which more than 
doubles Eastern’s annealing out- 
put, and a two-high rolling mill 
which joins three others at the 
Bronx plant. Eastern’s four-high 
mill was completely modernized 
over the past year in anticipation 
of the new program. 

The new equipment has been 
geared to maintain a level of tol- 
erance specifications considerably 
less than one half of ASTM stand- 
ards in rolling, slitting, etc. 

Eastern can now produce at a 
40 million pound annual capacity 
on a two-shift basis. Plans have 
been completed for additional ex- 
pansion projects which will in- 
crease Eastern’s facilities by an- 
other fifty percent. Other facili- 
ties include a battery of slitters, 
flattening, round-edging, design 
rolling, cut-to-length machinery, 
and shears. 

Eastern executives are con- 
fident that they have brought 
into being a much-needed service 
for metal fabricators. Its long- 
range success, Barchoff believes, 
“will depend on our continuing 
awareness that each account is 
unique, with its own problems of 
metals selection, inventory, pro- 
duction needs, and sales de- 
mands.” 
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There is a Standard Oil office in 
every major marketing area in fif- 
teen Midwest and Rocky Movntain 
states. Experienced representa- 
tives are located in each of these 
offices to help you with the pur- 
chase of NH;, Aqua Ammonia and 
Nitrogen Solutions. 


Perhaps one of these men is al- 
ready calling on your plant provid- 
ing technical service on Standard 
Oil petroleum products. He knows 
your methods of ordering and 
warehousing and your delivery re- 
quirements. He will handle your 
orders for Ammonia and Nitrogen 
Solutions and give you the kind of 
service on these products that you 
have become accustomed to receiv- 
ing from Standard. 


A smooth flowing procedure for 
handling your orders is already in 
operation. It functions as smoothly 
as the handling of orders for pe- 
troleum products. Teletype and di- 
rect telephone facilities between 
Standard’s division offices, head- 
quarters, and plant speed ship- 
ments. Traffic representatives at 
Standard Oil division offices keep 
track of tank cars and tank trucks. 
They can let you know promptly 
the location of your shipments. 


For more information about Ni- 
trogen Products ask your Standard 
representative. Call the nearby 
Standard Oil office or write 
Standard Oil Company, 910 South 
Michigan Ave., Chicago 80, Illinois. 
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STANDARD OIL COMPANY | STANDARD 





(Indiana) 
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just one call 
...that’s all! 


Socket Screw Products 


One call does it all... because 
ur Blue Devil Distributor has a 
»ymplete line of socket screw 
ducts. His large stock plus that of 
ie Devil’s factory and warehouse 
cks means all your regular and 
ergency needs can be 
ckly filled. Why not 
| him today? 


Socket Set 
Screws 


Socket Cap 
Screws 


— 


E Flat Head Cap Screws 


Socket Shoulder Screws 


“Saf-Lok’’ Socket Screws 


“‘Led-Lok’’ Socket Cap Screws 





Socket Pipe Plugs 


-TUAL CROSS-SECTION DIAGRAM 


ming of Blue Devil Socket head 
ins® impaired fiber continuity. 











shows how 










Cacety Cocker Sere w Company 


6502 North Avondale Avenue ¢ Chicago 31, Illinois 
Warehouses at: Los Angeles + San Francisco « Detroit - New Haven, Conn. 


Sachet Screws Exclusively! 
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The Trane Company, La Crosse, 
Wis. has announced plans to 
double its present research and 
testing facilities and to build two 
new manufacturing plants. Both 
plants in Scranton, Pa., one to 
produce brazed aluminum special 
heat transfer units and the other 
to manufacture low horse-power 
air conditioning compressors are 
scheduled for operation by mid- 
1957. 





A new plant at Wapakoneta, 
Ohio, is under construction for 
Superior Tube Company, Norris- 
town, Pa. It will more than triple 
the floor space of the company’s 
present leased facilities and is ex- 
pected to increase production by 
30 percent. The 63,000 square foot 
completely air conditioned plant 
and office building is scheduled 
for completion this month. 


The Aro Equipment Corpora- 
tion, Bryan, Ohio, has announced 
a new expansion program, which 
will result in increased manufac- 
turing capacity and production 
volume. Total cost of new facili- 
ties and equipment will be an 
estimated $2,500,000. A substan- 
tial proportion will be for ma- 
chine tools and other new equip- 
ment. The factory and offices at 
Bryan will be enlarged by 60,000 
square feet over the next five 
years. The first step will be the 
expansion of the East End plant 
in Bryan, which will have almost 
complete facilities for the produc- 
tion and assembly of liquid oxy- 
gen converters and components. 
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Precious Jewel Ww 
of Industry’s Future od 


\ ¥ a 
’ J 
“Black Diamonds” are America’s most valuable \ 
resource for today and tomorrow! Only 
Bituminous coal can fully meet industry’s needs a a 
for more electrical energy and more plant-power. ae 
Convenient reserves of B&O Bituminous “ 
oa 
offer an unlimited supply of coals for every my 


purpose, at low-cost. Ask our man! 


LET OUR COAL TRAFFIC REPRESENTATIVES 
suggest a B&O Bituminous for your needs. 


COAL TRAFFIC DEPARTMENT B&O RAILROAD 
Baltimore 1, Md. LExington 9-0400 


BALTIMORE & OHIO RAILROAD 


Bituminous Coals For Every Purpose 
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ALUMINUM AND MANGANESE BRONZES - 


IMPROVE YOUR PRODUCT 

AND CUT COST. °. by letting Shenango han- 
dle all your annular, symmetrical or tubular part 
needs. They're centrifugally cast for pressure-dense 
grain, greater strength, better elongation and free- 
dom from porosity, sand inclusions and blow holes. 
Machining is easy too, with less waste. Whether 
your plans call for tiny bushings or huge rolls, 
ferrous or non-ferrous, rough or finished, check 
with Shenango . . . and see how you stand to gain. 
Write: Centrifugally Cast Products Division, The 
Shenango Furnace Company, Dover, Ohio. 


COPPER, TIN, LEAD, ZINC BRONZES - 


CENTRIFUGAL 


CASTINGS 


MONEL METAL 
NI-RESIST - 


MEEHANITE 
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Two new distribution centers 
more than doubling the ware- 
housing and sales office facilities 
established in California five 
years ago, have been opened by 
Sylvania Electric Products, Inc., 
Warren, Pa. The new Los Angeles 
building at 6505 East Gayhart 
Street, will house two service 
laboratories for research and de- 
velopment work in two fields, 
electronics in the radio and tele- 
vision field and special lamp prod- 
ucts for motion picture and de- 
fense industries. The second new 
facility at Burlingame, California, 
will service northern California 
and adjacent western states. Each 
distribution center will stock all 
of the company’s products except 
television sets. 


A second plant in Skokie, 
Illinois, has been opened by Rol- 
led Steel Corporation. The new 
plant more than doubles the com- 
pany’s facilities to market a 
variety of sheet steel products, in- 
cluding galvanized, hot rolled and 
cold rolled sheets. 


American Hoist and Derrick 
Company, St. Paul, Minnesota, 
has announced the expansion of 
its operation to the west coast. A 
totally owned new corporation, 
American Hoist Pacific Company, 
has been formed with head- 
quarters in Seattle, Washington. 
The new firm will primarily pro- 
duce special custom-engineered 
heavy materials handling equip- 
ment that is not normally offered 
by the company. 
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Easy stacking 
ICC approved 














Continental has the tops in pouring spouts 


STEEL SHIPPING DRUM (above) has 4-finger handle securely welded to top, 
which is offset for easy stacking. Electric lap-weld side seam. Bottom 
and head ‘compound-lined and double seamed, giving a 5-thickness 
chime of tremendous strength. Straight sides, or beaded top and bottom. 
5- and 6-gallon capacity. 24- or 26-gauge steel. Solid colors, or your 


own lithographed design. 


DOME TOP UTILITY CAN (right)—our famous Handican®—is especially 
designed for re-use on the farm, at the lake, in the shop and at home. 
Welded side seams. Compound-lined, double seamed top and bottom. 
Ribbed top for strength, tinplated nozzle, pouring spout and caps. Pro- 
tective coating of baked aluminum enamel. Welded-on bail handle with 
hand-fitting wood grip. 24, 5 gallon and 40-lb. sizes. Plain or litho- 


graphed. 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 





It’s wise to put all your 
container orders in one basket 


You save time and money when 
you use Continental “one-stop” 
tailor-made package service 


Why spread yourself thin writing numerous pur- 
chase orders when a word to Continental will 
take care of all your steel container needs! Only 
one man to deal with—a Continental expert who 
knows the needs of the petroleum industry back- 
ward and forward. Save warehouse space, reduce 
inventory, conserve working capital by ordering 
mixed cars—which can include tight head pails, 
pour pails, utility cans, grease pails. By getting 
all your lithographed items from Continental, 
you are assured of uniform color and quality 
throughout—a true package family that works for 
you all the way. 
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The leader has lengthened its lead! 


From the day it was announced, ably these are the three greatest 
the Marsh Mastergauge took the _ stridesin gauge development since 
lead in the pressure gauge field. the creation of the Marsh ‘“Re- 
You are probably well aware of _ calibrator.”’ 
this . . . but do you realize that Yes, the three basic gauge com- 
we have constantly given it plus ponents have been brought to a 
qualities to still further lengthen remarkable stage of perfection in 
its lead? the Mastergauge. Certainly, for 
Lookattherecentdevelopments every critical service there is no 
presented opposite. Unquestion- gauge to compare with it! 


Mastergauge is standard bearer for the world’s broadest line of gauges 
and dial thermometers, each the best of their kind in the applications 
for which they are recommended. Ask for data covering your specific needs. 


MARSH INSTRUMENT C0. Sales Affiliate of Jas. P. Marsh Corporation Dept. G, Skokie, Ill. 
Marsh Instrument & Valve Co. (Canada) Ltd., 8407 103rd St., Edmonton, Alberta 


ONLY MARSH THE STANDA 
HAS THE fie 
“RECALIBRATOR” OF ACCU 













_—A better tube con- 
struction — 


The Mastergauge always had the 
most effective joining of the 
bourdon tube to the socket... 
but...one-piece construction is 
always better! Welding these 
dissimilar parts posed a tough 
problem... but we finally solved 
it by a new process—the “Cono- 
weld” process—exclusively ours. 
The photo of an actual section 
shows the perfect fusion. Socket, 
tube—even the end-piece—are 
fused into one leak-tight unit. 





2 —A better movement— 


To convert the action of the 
bourdon tube into accurate pres- 
sure indication, the gauge move- 
ment must be rugged, practically 
frictionless, highly resistant to 
corrosion. A self-lubricating effect 
is achieved in the Mastergauge 
movement by using alternate 
stainless steel and monel—gears 
stainless, bushings ‘“K’ monel, 
and so on. A distinguishing fea- 
ture is the “coined” sector gear. 
Note broad face of gear which 
results from this coined extrusion. 

















3 _A better case— 


Another development that has 
increased Mastergauge leader- 
ship is the new copper-clad, 
wrought steel case. The case has 
the strength of steel and the re- 
sistance to corrosion of copper. 
It is four times as strong as a 
cast iron case and one-third 
lighter. Final finish is a hand- 
some corrosion resistant black 
enamel. Every case is fitted with 
Marsh safety blow-out plug —a 
typical advancement. 





all 
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16 wv 5 wat OFF 


ON THESE VERSATILE ENGINEERING MATERIALS: 


PROPERTY AND APPLICATION DATA 


“ZYTEL,” “ALATHON,” “TEFLON,” “LUCITE.’’ 





ABRASION-RESISTAN¥-One of six parts of “Zytel” 
used in the complicated and fast-running 
Mergenthaler Linotype machines is this as- 
sembler star. Utilized at points where abra- 
sion resistance, impact strength and resiliency 
are required, these parts not only increase 
operating efficiency but also reduce downtime. 


wighs! tpl adaia | 


eT aeeeTane 


GOOD DIELECTRIC PROPERTIES— Conduit fittings 
of “Zytel” save the U.S. Navy about $31,000 
per aircraft carrier. Fittings of “Zytel” form 
watertight seals, provide good dielectric prop- 
erties, easy installation, lightness in weight and 
require no painting or welding. (Molded by 
Danielson Mfg. Company, Danielson, Conn.) 


These properties of ZYTEL® nylon resin can 
help you reduce costs—increase productivity 


NA 








LITTLE OR NO LuBRICATION™ Little or no lubri- 
cation is required in conveyor chains of 
“Zytel.” Chains operate more quietly, have 
longer life. Initial cost is lower than many 
conventional flat-top chains. Its light weight 
reduces power requirements. (Manufactured 
by Chain Belt Company, Milwaukee 1, Wis.) 





SOLVENT- AND CHEMICAL-RESISTANT_The fuel re- 
sistance of “Zytel” makes these Type-U clamps 
particularly valuable in aircraft and automo- 
tive wiring. They eliminate tying wire bundles; 
cut costs by speeding application and reducing 
tool requirements. (Manufactured by Dakota 
Plastics Company, Compton, California.) 


ECAUSE of its unique combination of properties, 
“Zytel” nylon resin can do a better job for you in a 
variety of industrial applications. It can be molded into 
light, tough, resilient mechanical parts—gears, cams and 
lubrication. 
“Zytel,” 


bushings, requiring no 
strength and heat resistance of 


NEED MORE 
INFORMATION? 


Clip the coupon for additional 
data on the properties and 
applications of this Du Pont 
engineering material. 


*“Zytel” is the registered trademark of 
(Inc.) 


E. 1. du Pont de Nemours & Co. 


E. 


READILY MOLDED INTO COMPLEX SHAPES—“Zytel” 


simplifies production, lowers costs and in- 
creases serviceability of shower head. “Zytel” 
resists hard-water minerals, and assures years 
of trouble-free service. (Shower head by Ny- 
lon-Maid, Inc., Glendora, Cal. Parts by Rain- 
bow Plastics, El Monte, California.) 


” 


made of “Zytel 
The mechanical 


coupled with good for your own use. 


insulating characteristics, 
electrical applications. “Zytel” features good form sta- 
bility and resistance to most solvents and chemicals. Parts 
can be drilled, sawed, 
punched. It will pay you to investigate Du Pont “Zytel” 


HEAT-RESISTANF-250°F. temperatures do not 
affect these precision-machined fastenings of 
“Zytel.”” The fastenings are lightweight, du- 
rable and may be colored for coding. (Manu- 
factured by Anti-Corrosive Metal Products 
Co., Inc., Castleton-on-Hudson, N. Y. Sup- 
plied by Polymer Corporation, Reading, Pa.) 


give outstanding results in 


threaded or 


I. du Pont de Nemours & Co. (Inc.), Polychemicals Department, 


Room 3712 Du Pont Building, Wilmington 98, Delaware. 
In Canada: Du Pont Company of Canada Limited, P.O. Box 660, Montreal, Quebec. 


I 


Name____— 
Company 
Street 


Type of Business 


Please send me more information on Du Pont “Zytel’’* nylon resin. 


am interested in evaluating this material for- 


5. EEE 














City & State 

















ALLOY “‘SUPERRENCHES’® 


Over 30 patterns in 386 sizes 
from 4” to 3%” openings. 


POWER IMPACT SOCKETS 


me For all power and impact 


nches. Seven square drives 
to 1%”. Hex and square 


openings %,” to 34”. 


OA 


= HOOKS AND EYE BOLTS | 


f-tested Hoist Hooks, 

hank and eye patterns, 1/2 to 

Ton capacities. Eye Bolts, 

plain and shoulder patterns, 
blank or threaded. 


CARBON WRENCHES 
Over 30 patterns in 581 sizes 


with openings from ,” to 
7%". 


TOOL HOLDERS AND 
SET-UP ACCESSORIES 
A complete range of tool 
holders, lathe dogs, cutters, 
T-slot bolts and nuts, wedges, 
washers and strap clamps. 


PIPE TONGS AND VISES 
Tongs — 4 Ang —% to 18” 
pipe capacities 
Vises — 2 styles —¥% to 8” 
pipe capacities. 


a ney yr gh 


Biv %, 1” Square 
ves. * asunes from ,” to 


DROP-FORGED C CLAMPS 
General and heavy service, 
Deep throat standard and spat- 
ter-resisting, Tool makers’, 
and Machinists’. 


PLUS Thumb nuts and 
screws, machine handles, rod 
ends, flange jacks, screw 
drivers, pliers, soft-face and 
ball pein hammers, punches, 
chisels, pullers, feeler 
gauges, body and fender 
tools, masonry bits, screw 
extractors, auger bits. 


"THE BROADEST LINE OF ITS KIND” 


WILLIAM 


INDUSTRIAL TOOLS 
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E.I. DuPont de Nemours and 
Company, Inc., Wilmington, Del., 
will build a plant to produce 
“orlon” acrylic staple and tow ad- 
joining its acetate yarn manufac- 
turing unit at Waynesboro, Va. 
Plans have also been announced 
for the building of a new nylon 
plant at the site of the company’s 
rayon plant in Richmond. Work 
on the new facilities will begin 
late this year. 





Purchase of a site for a new 
corrugated box factory at Meri- 
den, Conn., has been announced 
by The Hinde & Dauch Paper 
Company, Sandusky, Ohio. Plans 
are being drawn, and construc- 
tion of the 87,000 square-foot 
plant is scheduled to start in De- 
cember or January, with comple- 
tion in mid-1957. 


The Construction Materials Di- 
vision of General Electric, 
Bridgeport, Conn., has opened a 
new Great Lakes District regional 
warehouse and sales office in 
Cleveland, Ohio. Located at 4520 
West 160 Street, the new building 
has an area of approximately 
18,000 sq. ft. The warehouse will 
service the area including all of 
Ohio, Michigan, Kentucky, and 
West Virginia and the trading 
areas of Buffalo and Rochester, 
N. Y. 


SKF Industries, Inc., Philadel- 
phia, Pa., has announced the re- 
moval of its southeastern regional 
sales offices and warehouse to 
new and larger quarters at 1052 
W. Peachtree Street, N. W., At- 
lanta. 
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Colf- locking factonore 


E@outes. Ft nuts Rollpins 





CLINCH NUT 


MINIATURE 
HEX NUT 


GANG 
CHANNEL NUTS 


Every major aircraft now being assembled relies on the 
vibration-proof holding power of ELASTIC STOP nuts. | 
Only ESNA manufactures a complete line of all types 
and sizes of self-locking nuts. 








DeEcemMBER, 1956 


SPLINE NUT 












ES 


HIGH TENSILE NUT 





dia. from 1/16” to 1/2” 





1200° F. HIGH-TEMP. NUT 


Rollpins are slotted, tubular steel, pressed-fit pins 
with chamfered ends. They drive easily into holes 
drilled to normal tolerances, compressing as driven. 





Extra assembly steps like hole reaming or peening 


TWO LUG FLOATER 
UP TO 550°F 


are eliminated. Rollpins lock in place, yet are read- 
ily removed with a punch and may be reused. 

Cut assembly costs by using Rollpins as set 
screws, positioning dowels, clevis or hinge pins. 
Specify them in place of straight, serrated, tapered 
or cotter type pins. 





‘ELASTIC STOP NUT CORPORATION poy hy 
TRADEMARK 


OF AMERICA 





























5 

l 

Elastic Stop Nut Corporation of America | 

Dept. N34-1215, 2330 Vauxhall Road, Union, N. J. | 

Please send me the following free fastening information: 

() Elastic Stop Nut Bulletin [) Here is a drawing of our 

] Rollpin Bulletin product. What fastener would | 

(] AN-ESNA Conversion Chart you euggent 

Name _Title | 

Firm eee tS a iia | 

Street A ed 

City. Zone___State. | 

| 

S/n on ee ny en in us sn des igs atin eatin ets eects ees ith enn tian emp eats als ta J 
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ge Shortest Route to 


OT OTRO Tike mimure 
PRATT & WHITNEY 






























shortest route... 


because Pratt & Whitney 
manufactures complete lines of 
conventional hand gages. You can 
select — from just one source — 

all the types and models you need 
to establish efficient quality control 
methods in your plant. A few of 
the many available are shown here. 





































+ 


ROLL THREAD SNAP G 
Adjustable Limtt Snap & 





surest route... 


because into every Pratt & Whitney 
Gage is built an unmatched quality 
and accuracy that insures higher 
standards of precision maintained 
with complete dependability. 





start off now 


on the right foot — write now for 
descriptive literature on the P&W 
Gage types you need. And if 

you want expert help in selecting 
the best gages for your 

specific requirements, call in a 
Pratt & Whitney Gage Specialist 
... there’s one conveniently located 
in your area. 


PRATT & WHITNEY COMPANY 


INCORPORATED 


i9 Charter Oak Boulevard, West Hartford 1, Connecticut 
Branch Offices and Stocks in Principal Cities 


MACHINE TOOLS e GAGES e CUTTING TOOLS 








Telesieny 


The entire interests of National 
Research Corporation in Vacuum 
Metals Corporation have been ac- 
quired by Crucible Steel Com- 
pany of America, Pittsburgh, Pa. 
The Syracuse corporation now be- 
comes a wholly-owned Crucible 
subsidiary. Vacuum Metals Cor- 
poration was originally organized 
by National Research in 1946, and 
since 1954, when Crucible pur- 
chased a 50 percent interest, has 
operated as a jointly-owned com- 
pany. 





The American Brass Company, 
a subsidiary of the Anaconda 
Company, Cleveland, Ohio, has 
moved to its new location at 2200 
West 117 Street and Carbon Road. 
The new facility has 30,000 square 
feet of floor space, is crane 
covered throughout, and is equip- 
ped with the latest materials- 
handling machines. 


The American Pulley Company, 
Philadelphia, Pa. has purchased 
the Materials Handling Division 
of the Market Forge Company, 
Everett, Mass. The company will 
manufacture its newly acquired 
materials handling line in its re- 
cently expanded plant in Phila- 
delphia. 


Plans for the construction of a 
modern $1.5 million plant for the 
formulation and packaging of 
automotive anti-freeze at Maple- 
ton, Ill. have been announced by 
Olin Mathieson Chemical Corpo- 
ration, Baltimore, Md. 
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In United States Rubber Company’s special wire and cable 
testing laboratory, scientific devices record how cables react 
under abnormally high voltage. 

In this test, 6 samples of 5 KV unshielded U. S. Grizzly 
Power Cables were pitted against 26 other 5 KV samples 
made by 9 leading competitors. Lengths were bent into 
U-shapes, roughly 8 times the cable’s over-all diameter. 
They were then placed upright on a grounded metal plate 
with bottom of “U” resting on plate. Then a conductor-to- 
plate potential of 40,000 volts was applied. The test was 
allowed to run until all cables failed, with elapsed time to 
failure carefully checked for each. The accompanying chart 
shows dramatically the overwhelming superiority of U. S. 
Grizzly Power Cable. 

U. S. Grizzly Power Cables are obtainable at your “U.S.” 
branch, distributor, or write us at Rockefeller Center, New 
York 20, N. Y. 








Electrical Wire & Cable Department 


GRIZZLY® POWER CABLES 





Under High Ozone 
resulting from excessive 
voltage outlast 9 other 
leading brands tested! 


Unretouched photograph 


Attack 








Manufacturer 


“U.S! 
A 


zrTaoanr modo B® 


No. of 


Elapsed time to failure—in hrs. 
samples tested Lowest value Highest value 
2941 6030 
0 3 
0 92 
0 6 
12.5 144 
300 490 
30 46 
of 2509 
0 0 
25 25 


~~ NO NH WOW WN UW ND O&O 
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to save Building and 
Maintenance Dollars 








Industry 





Worthington Corporation, Har- 
rison, N. J., has acquired the 
Royal Jet, Incorporated plant in 
Alhambra, Calif. The facility 
will be operated as the Western 
Air Conditioning Division of 


Continental® Chain Link Fence Worthington. 
can serve you profitably... 


Low Cost Storage Space ~Chain Link fence can do the work of expensive 
manent Dignified Protection brick and mortar and save on building costs... 


Ettco Tool & Machine Co., Inc. 
is the new name for the Brooklyn, 


Reduces Number of Watchmen by enclosing storage areas, protecting supplies, N. Y. manufacturer of Ettco- 

etna Gietetenesen reducing insurance rates. In enema) Chain Emrick drilling and _ tapping 
Seenenta heated ink Fence you get stronger, longer lasting fence, . : 

Restate endl . ra with more features, and lowest maintenance. equipment. , Ettco now builds . 

po PLANNED PROTECTION tells the whole story. complete line of machines for 


Write for a copy today. small hole drilling and tapping, 





The ote both standard and special, as well 

ence made i 

c CONTINENTAL | « és 2s: too! and attachment 
KONIK® . Gnas 
STEEL STEEL CORPORATION: KOKomo, INDIANA | lines. Plant facilities have been 

— PRODUCERS OF Manufacturer's Wire in many sizes, shapes, tempers doubled in the past year. 
S copper, nickel and chromium and finishes, including Galvanized, KOKOTE, Flame-Sealed, Cop- 
her tensile strength and increased pered, Tinned, Annealed, Liquor Finished, Bright, and Special Wire. 
tance Also coated Stee! Sheets, Nails, and other products. 
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Posen = OE tal Can Company, Inc. and Robert 

>» Gair Company, Inc., New York, 

have approved the merger of Gair 

into Continental. The merger will 
become effective immediately. 








Kaiser Aluminum & Chemical 


Rate Your Trucks \ Corporation, Oakland, Calif., has 
announced the asquisition of the 
For QDC* In 12 Seconds! 


Hokin Aluminum Company ex- 
Yes No 


trusion plant at Dolton, Illinois. 
. The plant is located on a 100-acre 

Do they start and roll easily? ee / 
t ] d- 

ineuseiit, mete CO) O site on the Calumet River, provi 
i y Do they withstand years of abuse? ([) (1) 


ing room for future expansion. 
Are they designed for YOUR job? ams 


Production facilities are housed in 
a 350,000 square foot building and 
Just one “no” in this check chart for *Qual- 
ity Design and Construction means you’re 


include five extrusion presses. 
not getting the economies offered by Nut- 
a) ting trucks. Dependability, minimum main- 
i tenance and ease of operation are always the 
result of QDC. And QDC is the result of 65 
—, ri years experience in the manufacture of floor 


wait ®D trucks! 
% jJiuling TRUCK & CASTER 
COMPANY 


1271 Division Street, Foribault, Minnesot ; / 
— ti y Lansco Die Casting Company, 


Export Sales Rep.: Scheel International, —_/ El Monte, Calif., has been pur- 

oe N. Lincoin <teentaredl 18,0. 4 desiail ake wholly earings paw ee | 

iary by New Plastic Corporation, 

Los Angeles, Calif. The parent 

company manufactures NUPLA 

surface protective hammers and 
es s s oe plastic wall tile. 
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The General Bearing Co., Inc., 
Mineola, N. Y., has planned to 
expand its facilities for the manu- 
facture of commercial ball bear- 
ings and related items. 
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Chicks in Cheaters ? 


7ou could put rose-colored glasses on __ Vianol stabilizes and supplements vital 
chicks to make their food look more vitamins needed by chicks to combat 


appetizing so they would eat more and —_ encephalomalacia—a fatal chick disease. 
fatten faster. But smart poultry feed Ye ¢ 
merchants have a better way to make The development of Vianol antioxidant 


chicks eat. for poultry and livestock feed is another 

They add Vianol antioxidant to the way Shell Chemical serves 
feed, protecting the “natural” flavor by _ the agricultural needs of 
checking rancidity. More important, the nation. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 











TMERE’S MORE HERE 
THAN MEETS THE EYE... suppliers 





Acoustica Associates, Inc., Glen- 
wood Landing, L. I, New York 
has announced the appointment of 
Paul M. Platzman as vice presi- 
dent, sales and manufacturing. 


The Bristol Company, Water- 
bury, Conn. recently opened a 
new western sales office in Den- 
ver, Colorado. R. G. Tower, now 
manager of the company’s Chi- 
shows above the surface. cago office is manager of the new 


a an iceberg or ina J. K. Smit Diamond Tool only a fraction 


— listrict office. 
Everyone knows of the unseen portion of an arctic iceberg. a 


Many do not realize the unseen factors that lie beneath the 
surface of a J. K. Smit Diamond Tool. 


Our constant research to find still better methods of manu- 
facturing Diamond Tools, the unquestioned integrity of our 
company since 1888, the manufacturing skills that have been 
learned and passed on through all those years, and quality 
control of manufacture for tool duplication. 


All these hidden assets count much toward maintaining our 
position as a leader in the industry today. 


When your next job specifies a diamond tool for any purpose 
contact J. K. Smit. Our field representatives are trained and 
qualified to assist you with any standard or special application. 


Roger Byrnes 
Adamas Carbide Corp., Kenil- 


Be K. SMIT & SONS, INC. worth, New Jersey announced 


HOME OFFICE AND PLANT the appointment of Roger Byrnes 
MURRAY HILL NEW JERSEY as midwestern district manager. 


pad Mr. Byrnes’ office is to be located 





Additional plant fi) 7 nsterdom and T to, Canada in Chicago. 
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This Team Picks ‘“‘T-P’’ 


to Cut Tool Room Costs 


Specify these Taft-Peirce Tool Room Specialties 


(Top row, left to right) Angle irons, large stocks of several styles and 
sizes; V-Blocks, cast iron and steel for milling, planing, grinding and 
inspection; Box Parallels, sides parallel to within .00025” in 6”, square 
to within .0005” in 6”. (middie row) Cast iron surface plate with uni- 
versal square and cylindrical square; Duplex bench block; Sine angle 
plate; 5” and 10” Sine Blocks. (lower row) Taper test fixture; Granite 
surface plate with 5” Sine Bar; and Comparator-Square with Cylindrical 
Squares. 


THE TAFT-PEIRCE MANUFACTURING CO. 


Purchasing . . . Production . . . Inspection — each 

rely on Taft-Peirce Tool Room Specialties to do 

an important job for their company. Better con- 

struction, more attention to details like heat- 

treating mean much longer life, greater true value. 

T-P precision craftsmanship in grinding, assem- 
bly, and inspection assures unfailing 
accuracy on every set-up...a better 
part, or final product. And basic con- 
struction is so sound that many of these 
products are reground after extensive 
use for even longer life-value. 


Remember, to get that 
extra cost-trimming value . . . 
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METAL & THERM™MIT 


a good source 
to know... 


for 


Ponta Meo 


Headquarters 
Ultrox Cera- 
Opacifiers 
spe cial Met- 
M&T is also 
world’s larg- 
producer of 
Chemicals and Materials. 


e | : 
M&T pro- 
s all the ne- 
Murex 
Welding 
pOmes . ss 

in d D C 

r supplies 
Inert-Arc 
Equipment . . . popular Welding 
Accessories .. . Thermit and Equip- 
ent... and for inspection, the new 
el-Ray gamma ray Radiographic 

uipment, 





for 





ities: 





for io 
“ jnishing 
/ 
NICHROME 
M&T trade- 
k...a rec 
nized mark of 
lity in cop- 
right nickel 
chromium 
g processes and plating sup- 
. in chromate finishes, and 
rganic coatings. 
/ 


Stocks are warehoused in 
key locations coast to coast. 
Technical aid is always 
available. 


METAL & THERMIT 


CORPORATION . 


SENERAL OFFICES: RAHWAY, NEW JERSEY 








suppliers 





Macwhyte Company, Kenosha, 
Wisconsin has announced that ef- 
fective immediately, Russell J. 
Whyte has been appointed field 
sales manager for the company. 


R. F. Knobloch has been ap- 
pointed mid-western belting sales 
engineer for the conveyor and 
elevator belting department of 
United States Rubber Co. His 
headquarters will be in Chicago. 





H. A. Besocke 


H. A. Besocke is manager of 
the newly opened sales branch 
office in Moline, Illinois of the 
De Laval Steam Turbine Com- 
pany, Trenton, New Jersey. 


Richard C. Lawton has been 
named New England representa- 
tive for the Bearing Division of 
McGill Manufacturing Co., Inc., 
Valparaiso, Indiana. 


C. F. Boyer is the new special 
assistant to W. R. Staples, man- 
ager of sales for the Alloy Tube 
Division of The Carpenter Steel 
Company, Union, New Jersey. 


C. J. Burke is sales manager 
of the newly-created industrial 
gas turbine department at the 
Lester, Pa., plant of Westinghcuse 
Electric Corporation, Pittsburgh. 





M. E. Dorman 


The appointment of M. E. Dor- 
man as manager of dealer and 
accessory sales for the Die Sup- 
ply Division of E. W. Bliss Com- 
pany, Cleveland, Ohio has been 
announced. 


Aluminum Company of Amer- 
ica, Pittsburgh, Pa., recently an- 
nounced that Nottingham Steel 
and Aluminum Company has 
been appointed a distributor of 
Alcoa mill products in Cleveland 
and other major Ohio industrial 
areas. 


The Dallas, Texas, branch office 
of the Baker-Raulang Company, 
Cleveland, Ohio has been moved 
to 1703 Levee Street. M. S. Stev- 
enson has been named manager 
of the Dallas branch. 





Joseph G. Van Nest 


Appointment of Joseph G. Van 
Nest to the newly created posi- 
tion of Vice President in charge 
of organization for Purolator 
Products, Inc. Rahway, New Jer- 
sey was announced recently. 


PuRCHASING 





Three new zone sales super- 
visors and three area salesmen 
have been named to the tire divi- 
sion of the Dayton Rubber Co., 
Dayton. Stuart G. Smith, Jr. has 
been placed in charge of tire sales 
in the Cincinnati area; L. C. 
“Larry” Johns in the Lincoln, 
Neb., territory, and Edward Bren- 
ner in the Chicago zone. John E. 
Deger has been assigned to work 
out of the Columbus headquarters 
and Frank M. Bomenblit and 
Gabriel J. Console, Philadelphia. 


A reorganization of field and 
home office sales forces was an- 
nounced by North & Judd Mfg. 
Co., New Britain, Conn. Howard 
C. Noble, former resident man- 
ager of the Chicago office, has 
been promoted to assistant to the 
merchandising manager in the 
home office. Alex Parda, former 





H. C. Noble 


Alex Parda 


resident manager of Detroit oper- 
ations, has been promoted to 
resident manager of the Chicago 
office. Earl H. Tuttle, formerly a 
salesman in the New England- 
New York area, has been pro- 
moted to resident manager of the 
Detroit office, and Robert Peter- 
son was advanced to resident 
manager of the St. Louis office. 
The New York and Chicago of- 
fices have been expanded with 
the addition of Terry Crawford 
in New York and the transfer of 
John H. Butler from New Britain 
to Chicago. 


Jack Ellmaker has been ap- 
pointed manager of Resale Divi- 
sion, Sprout, Waldron & Co., Inc., 
Muncy, Pa. 


METAL & THERMIT 


a dependable source 
for special 





Buyers of chemicals and other products derived 
from tin, antimony, and zirconium have learned 
to depend on one reliable source—Metal & Thermit, whose 
nationwide warehouse and sales facilities assure them 
prompt delivery and dependable service. 


Make Metal & Thermit your one source for: 


TIN CHEMICALS — Metal & Thermit is the world’s 
principal supplier of inorganic and organic tin chemicals. 


ANTIMONY CHEMICALS -— Metal & Thermit is a 
leading producer of high quality antimony chemicals in- 
cluding antimony oxide, sodium antimonate and potas- 
sium pyroantimonate. 


ZIRCONIUM PRODUCTS — ULTROX® zirconium 
opacifiers for ceramic glazes and other M &T zirconium 
products are of unvarying quality. 


CHROMIUM, FERRO-TITANIUM, NICKEL- 
TITANIUM — of carefully controlled analysis. 


When you need any of these special chemicals and 
metals, it will pay you to give us a call. 


Tie STIN CHEMICALS 





CERAMIC MATERIALS 
OREAMIC COATINGS 
WELBING SUPPLIES 

RADIGERAPHIC EQUIPMENT 
PLATING MATERIALS 
METALS & ALLOYS 
BEAVY MELTING SCear 


Fest Nome in Tin Chemicals 
METAL « THERMIT 


CORPORATION 
GENERAL OFFICES: RAHWAY, NEW JERSEY 


Douglas F. Woolley, Jr., has 
been promoted to sales engineer 
of Corrosion Engineering Depart- 
ment, Pennsylvania Salt Manu- 
facturing Co., Philadelphia, Pa. 
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MORE SKILL in 
EVERY HAND 
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“Cc CLAMP 
Model GS 
Medium Duty 


BILLINGS TOOLS 


SEE THIS ‘''C’’ CLAMP? 
Bes E it's a Billings it’s drop-forged 
s strength — strength). 
T'S si y designed — parts are 
eng n correct mechanical ratio 
(me tronger clamp — danger of 
springing is minimized). 
NOTI > rib design (means full 
stren yet less weight). 
LONG tapped hole in head, longer 
screw sans more holding power — 
holdi 
_ CORRECT handle length (means better 
hand leverage). 
VARIETY? Four patterns, 32 (thirty- 
two) to choose from — Heavy, 
Medium, Light duty. Extra deep throats 
for body builders — Cadmium plated 
styles for welders. 
Quolity 
Tools & Forgings 
Since 
1869 





WRENCHES | 
& SHOP TOOLS 


BUY "EM FROM YOUR DISTRIBUTOR 
THE BILINGS & SPENCER CO. 


5. 4)2@) 10 ee) S INE 
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FOR FACT 


SAMPLES! 





Riegel Paper Corporation, New 
York, has named W. J. Garrity 
manager of board sales for the 
new board mill now under con- 
struction at the site of the com- 
pany’s pulp mill at Acme, North 
Carolina. Mr. Garrity will assume 
his new duties in addition to his 
present position as manager of 
merchant sales. He will continue 
to be located in the firm’s New 
York office. 


The Aro Equipment Corpora- 
tion, Bryan, Ohio, has promoted 
Gene R. Voigt to sales manager 
of the Air Tool Division. Mr. 
Voigt will have charge of all do- 
mestic and export sales of air 
tools, hoists and air equipment 
accessories. 














UNIT MACHINING COST CUT 17% 
ON THIS GRAY IRON CASTING 


ote 
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thanks to 


FERROCARBO’ - 


everywhere report similar experi 


in fa n 6O/ machining tests in 
I castings Of gray ifpn 
ERROCARB« averaged 


vachinability per tool t 


aine pod ot lod OE 1000) 00°48 Oe A: 
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FERROCAI 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 32, Niagara Falls, N.Y. 94-52 


CARBORUNDUM* 
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Hans HANSON 
Die Room Supervisor 
40 years 






THOMAS J. WALKER 
Controller & Secretary 
21 years 





GUSTAV NYSELIUS 









President 
43 years : 
LEWIS HELD 
Vice President 
— but when 21 years 
we "VE made VINCENT SARACCO 


Eng. Asst. to V. P. 
15 years 


mistakes at Mt. Vernon, 
at’s the customer 
who benefits 












GEORGE NEWBERG 
Tool Room Supervisor 

If there lives a man who has never made a 32 years 
mistake—it’s because he has never had the courage 
to try anything new. 

The 6 men pictured here are the men to 
whom you entrust your work when you hire Mt. Vernon 
to do it. The total of their experience in 
die casting adds up to 172 years. 

Each of them is exceedingly human—and 
each of them would be the first to admit that he 
has made some mistakes. But in doing so, 
he has learned better ways of giving you ever finer 
die casting, at ever lower cost to you. 

It is these men’s perpetual discontent with 
doing things the accepted way, the “good-enough” way, 
that has gained for Mt. Vernon the enviable 
name that we have today. It is because they have 
made some mistakes—and because you have 
profited by them—that the firm which in 1905 
started in a modest 2 story building (inset) 


has grown into this complete and completely modern M T . Vv E ad ~ he Sal 


die casting plant occupying 200,000 square feet. DIE CASTING CORP. 


: @) STAMFORD CON WEeeet) C UT 
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HOW CHACE 
THERMOSTATIC 
BIMETAL ACTUATES 
THE 


A Product of Jomes P. Marth 
Corporetion 
Skokie, tii. 


BOILER 
GAUGE 


This neat Type 23 DS Q T boiler gauge is a product of 
James P, Marsh Corporation, manufacturers of tem- 
/ perature indicating devices for industry and the home. 
The Ther-Alti-Meter shows altitude and steam pressure 

and boiler temperature, all on one compact dial. The 
temperature gauge is actuated by an element made of 
dependable Chace Thermostatic Bimetal for accuracy 


and many years of continuous performance. 


iC oN 5 ee 
A Here’s how it works: The helical coil element of Chace 

4 Thermostatic Bimetal (A) is welded to a knurled brass 
= plug (B) which is a press fit in the immersion tube. The* 
Ss A free end (C) fits into the slotted end of the shaft (D) 

= | which is geared to the temperature indicator hand. The 
bending action of the bimetal in the coil causes the 

B upper end to turn counter-clockwise as the temperature 


rises, thru rotating the shaft. The element is geared so 
that it rotates the indicator 180° between the range of 
60° and 320° F. 


Remember Chace when you design for temperature actuation of indi- 
cation, or for protection of valuable equipment. Dependable. Chace 
Thermostatic Bimetal is available in 28 types, in strip, coil or comy 
fabricated and assembled elements made to your specification. Write for 
new 44-page booklet, “Successful Applications of Chace Thermostatic 
Bimetal,’’ containing interesting uses of bimetal and nol pages of 
engineering data. 








a oe co. 


Thermostatic Bimelal 


1635 BEARD AVE., DETROIT 9, MICH. 
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Ralph R. Ryan 


Ralph R. Ryan has been named 
sales representative of the De- 
troit district of the Tubular Prod- 
ucts Division, The Babcock & 
Wilcox Company, Beaver Falls, 
Pa. 


Clark Bros. Bolt Co., Milidale, 
Conn., has announced that Fred 
C. Brown, sales representative, 
has added Massachusetts to the 
territory he covers. His area also 
includes New York, Pennsylvania 
and New Jersey. 


Century Electric Company, St. 
Louis, has announced the appoint- 
ment of J. P. Hoffberger as dis- 
trict manager of the Hartford, 
Connecticut office. 





W. J. Klein’ W. L. Voegeli 


W. J. Klein was appointed vice 
president and director of sales, 
and W. L. Voegeli appointed gen- 
eral sales manager, tractor group, 
Allis-Chalmers Mfg. Co., Milwau- 
kee, Wisconsin. 
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Specify ‘“OSBORN”’ 
.--you know it’s good 





UALITY is no accident. It is the result of combining the best 
in design, materials and workmanship into a product. 

For more than 63 years, Osborn has furnished Industry with the 
very finest brushing tools . . . a complete line of top-quality main- 
tenance, paint and power brushes for every job. 

Many of our customers have told us “We want to buy quality 
automatically—so we specify OSBORN”. This can be your key to 
saving valuable purchasing time, and getting top value out of every 
dollar spent. For complete information, write today for Osborn 
Catalog 210-B. The Osborn Manufacturing Company, 5401 Hamilton 
Avenue, Cleveland 14, Ohio. 


Osho Brus 


O SBORN BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES 
BRUSHING MACHINES * FOUNDRY MOLDING MACHINES 
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COMPLETE LINE SAVES TIME. There's no need 
to shop around for single items when you can 
buy all your paint, power and maintenance 
brushes from Osborn. 




















“Have Conveying 
ra Problems? 


on 


DUST, FUMES, FINES 
ACME Has the Answers 
t with. 
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DUST HOSE 


FOR CONVEYING ... 


Dust 
Grindings 
Lint 
Fumes 
Grain 
Powder 
Fines 





4 





































































Act today. 


Acme Dust Collector and Discharge Write for 
Hose is built to meet operating condi- 
tions of all kinds .. . and to stand-up Data Sheets 
fo severe service with minimum mainte- 
nance and replacement costs. It pro- 
vides maximum flexibility and full 1.D. 
even around tight bends. 





if you have a conveying problem — 
send us your drawings and specifi- 
cations. Our technical men will tell you 
» a hurry what Acme can do to solve 
your problems. No obligation at all to 
find out how to get the most for your 
money with top performance. 






the 









RUBBER MFG. CO. 


608 Lever Street Trenton, N. J. 
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Closing Suez Canal 
Would Not Affect 


Rubber Supply 
There will not be a shortage 
of rubber in the United States 
or the rest of the world if ship- 
ping through the Suez Canal is 
interrupted, John L. Collyer, 
chairman of the B. F. Goodrich 
Company, stated recently. 

He pointed out that “less than 
30 per cent of our new rubber 
supply comes from the Far East 
through the Suez Canal. Sixty- 
one per cent of the new rubber 
being used in this country today 
is man-made, compared to 58.5 
per cent in 1955. 

“In the unlikely event that the 
canal is closed, or if conditions 
for using it become unacceptable 
to ship operators, natural rubber 
can be shipped to America and 
the rest of the world by other 
routes,” Mr. Collyer said. 

These remarks were made by 
Mr. Collyer before hostilities 
broke out in the Middle East. 


Don’t Scrap that 
Welding Ignitron 

Purchasing agents can now get 
salvage credit for used ignitron 
welding tubes under a new plan 
developed by Westinghouse’s 
electronic tube division, Elmira, 
N.Y. Salvage credit value will be 
given for used tubes in the follow- 
ing sizes: 5551, S551A, 5552, 
9552A, 5553, 5553B, when accom- 
panied by an order for a new 
tube of the same size and for 
equal quantities. 

With the exception of rebuilt 
tubes, salvage credit will be given 
by Westinghouse for ignitrons 
produced by any manufacturer. 
However, no credit will be given 
for tubes with dented cylinders, 
bent or broken water connections, 
holes burned through the cylin- 
der, or damaged anode headers 
or cables. 
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“Bolt’’ problems...two kinds 


LIGHTNING BOLT flashes from angry 
A skies. What happens to electrical 
service? Nothing. This is one kind of 
“bolt” problem the electrical industry 
has learned to cope with. 

But how about the mechanical kind 
of bolt used to connect electrical lines 
and equipment? They have to be strong 
and flawless, these fasteners... and com- 
pletely reliable...to maintain service 
under all conditions. 

There’s a good answer now to that 
too: Silicon bronze fasteners... strong- 
est of all highly conductive fasteners. 
RB&W was first to work this material 
successfully into standard fasteners. 


RB&W—A MAJOR SUPPLIER TO INDUSTRY 
A leader in its field for over 111 years, 
RB&W turns out the finest quality 
standard fasteners for the electrical as 
for virtually all major manufacturing 
industries. Modern facilities, new tech- 
niques, long experience ...all combine 
to make RB&W fasteners truly the 
“strong point of any assembly.” 


CALL IN THE RB&W “FASTENER MAN” 
Impressive savings can be realized on 
fastener costs by proper application. It 
might pay you well to < 
have the RB&W “Fastener —@#*-e 
Man” take a good look at reper | 
your requirements. Man 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa.; 
Rock Falls, Ill., Los Angeles, Calif, Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwaukee; New Orleans; Denver. 
Distributors from coast to coast. 


RBswW FASTENERS - 57/019 Pout of any assembly 








Your Air Freight Line to Everywhere 













VANCOUVER B.C. 






SEATT 


ae 


PORTLAND 


, — 
ae POKAN 
— 
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LOS ANGELES 
SAN DIEGON 


Whether you ship to one of the 80 cities AIR LINES 


on the Main Line Airway —the only air- 
line route linking the East, the great 
Midwest, all the Pacific Coast and 
Hawaii—or to any other point in the 
nation or the world, ship United! 


Examples of United’s low Air Freight rates 
per 100 pounds* 


CHICAGO to CLEVELAND .. . . $4.78 

United’s Reserved Air Freight (space NEW YORK to DETROIT . . . . . $5.90 
cleared and held for your shipment on DENVER to OMAHA . . . . . . $6.42 
any United flight), frequent schedules, SEATTLE toLOS ANGELES . . . . $9.80 
single airbill and door-to-door delivery PHILADELPHIA to PORTLAND . . . $24.15 
service all help to speed your shipment SAN FRANCISCO to BOSTON . . . $27.00 


and simplify your shipping. 


*These are the rates for many commodities. They are 


Whenever vou shi wherever vou often lower for larger shipments. Rates shown are 
; y P, ¢ for information only, are subject to change, and do 
ship, call United first! not include the 3% federal tax on domestic shipments. 


For service, information, or free Air Freight booklet, call the nearest United Air Lines Representative 
or write Cargo Sales Division, United Air Lines, 36 South Wabash Avenue, Chicago 3, Illinois. 


SHIP FAST...SHIP SURE...SHIP UNITED 
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STAINLESS 
SHEET 


Type 430 Bright Finish 


up to 48" WIDE 


BRIGHTER THAN EVER!—MicroRold stainless 
steel Type 430 in the NEW Bright Finish is now 
immediately available in sheets up to 48” wide 
offering new usefulness and economy in stainless 
fabrication. Produced with the same micro-accuracy 
of gauge for which MicroRold 36” is well known, 
Type 430 Bright up to 48” wide gives greater 
latitude in applications for quality stainless steel. 











MicroRold 430 is also available in the regu- 
lar commercial finishes and MicroRold stain- 


less in other grades are now produced up to A Y as lh i i gs | on ™ | ee 4 


48” wide. Complete details sent on request. 


7 
Corporation 


WOODLAND AVENUE WASHINGTON, PA 
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Perkins Precision Gears 
Chédemr-Cat 


for STANLEY 





STANLEY SAFETY SAW | 


STANLEY HAMMER 


FOR YOUR GEAR REQUIREMENTS 


Check with Perkine! 


STANLEY ELECTRIC TOOLS is a typical PERKINS customer. These Stanley power 
tools are famous for their quality and durability. For the vital drive elements 
Stanley comes to PERKINS. We specialize in cutting precision gears to customers’ 


specifications . . . gears of all types, gears of all sizes. 


Here is a partial list of what Perkins makes: bevel gears, ratchets, sprockets, 
ground thread worms, spiral gears, helical gears, spur gears with shaved or 


ground teeth, in all materials, metallic and non-metallic. 


PERKINS MACHINE & GEAR CO. 


107 CIRCUIT AVE., WEST SPRINGFIELD, MASS. 
For More Information Circle No. 348 on Inquiry Card—Page 17 








Contributory Infringement 
(Continued from page 87) 


contributory infringement. One of 
these machines, the court pointed 
out, would last for several years 
but the knives wore out and had 
to be replaced at least every 60 
or 90 days. 

In holding that replacement of 
these knives was within the rights 
of the owner of the machine and 
did not interfere with the rights 
of the patentee, the Supreme 
Court said: 

“Repairing partial injuries, 
whether they occur from accident 
or from wear and tear, is only 
refitting the machine for use. And 
it is no more than that, though it 
shall be a replacement of an es- 
sential part of a combination. It 
is the use of the whole which a 
purchaser buys when the patentee 
sells to him the machine, and 
when he repairs the damages that 
may be done to it, it is no more 
than the exercise of that right of 
care which everyone may use to 
give duration to that which he 
owns or has a right to use as a 
whole.” 


Action Must Be Deliberate 


This means that incidental re- 
pair of patented articles does not 
violate the rights of the patentee, 
and no one who makes such re- 
pairs can be found guilty of con- 
tributory infringement. Further, 
the manufacturer or seller of arti- 
cles that are unrelated to the 
patented machine of which such 
parts may be later made a part, 
is equally free of this ban. 

A few years before the enact- 
ment of the present patent law, 
an Illinois patentee of a refrigera- 
tion expa.sion valve charged a 
manufacturer with contributory 
infringement in the production 
and sale of an expansion valve 
that had been used by others, 
without the manufacturer’s 
knowledge, in the assembling of 
a combination infringing this 
patent. In its decision the Federal 
court said: 

“Before one can be held for 
contributory infringement he 
must knowingly have done some 
act without which the infringe- 
ment would not have occurred; 


(Please turn to page 278) 
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“b lues” of 
3 7“bonus values” o 
Leland’s submersible motor! 
f 
l , ; 
4 Now both motor and pump can be installed right in your gasoline 
1 storage tank! Even with high octane gasolines, the new Leland explo- 
) sion-proof motor eliminates vapor-lock...uses the gasoline itself for 
lubrication and cooling. This completely new % hp, 230v AC ther- 
f mally protected motor measures only 3% inches in diameter . . . fits into 
‘ existing tanks. It’s fully U.L. Approved for Class I, Group D service. 
d Simple and rugged, built for long-life economy, this new Leland 
. submersible pump motor has these 7 big advantages over other motors: 
e ‘ i 
1. Completely self-contained unit includes outer shell necessary for 
: gasoline passage — makes expensive extras unnecessary. 
’ 
t 2. Extruded aluminum outer shell becomes main structural member— 
y ribbed design provides much needed rigidity. 
d 3. ‘ic”chrome-steel shaft extension provides greater strength—prevents 
it mechanical distortion. 
5- : Be ss oe 
it : 4. Increased annular area allows 10% greater gasoline flow—minimizes 
. trouble-making back pressure and turbulence. 
1e 5. Suction stub mounts without adaptor castings — reduces expense 
d required with other motors. 
at ; 6. Plastic-impregnated windings surpass wet-design insulation require- 
re ments — remain trouble-free for extra-long service life. 
? 7. Leland’s integrated motor design permits complete removal of pump 
ms or stub without disassembling motor. 
a In addition ...a remote-control box is supplied with each Leland 
q submersible pump motor. Includes thermal overload protector, line 
control and starting relays, starting and running capacitors. 

30 years ago Leland developed the first gasoline curb pump motor 
= to receive U.L. Approval — today, Leland gasoline pump motors out- 
jot sell all others combined. So there’s good reason why, for explosion- 
ois proof motors of any kind, your best bet is Leland. If you would like 
- ~~ more information, and/or a copy of a new brochure on the submersible 
- motor, write, wire or phone us —TODAY! 
er, 
ti- 
he 
ich THE LELAND ELECTRIC COMPANY 
rt, ; LELAND Dayton 1, Ohio 

MOTOR 

t : Division of AMERICAN MACHINE & FOUNDRY COMPANY 
iCt- neat 
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blu) SOUTHWEST FABRICATING & WELDING CO., INC. M & H VALVE & FITTINGS CO. 4B} WALWORTH COMPANY OF CANADA, LTD. 






Nalworth saddle-type wedge gate valves are manufactured in eleven different 
»mbinations of designs and materials, seven of which are illustrated above. 


Flanged Ends — Screwed Ends 


Saddle type wedge gate valves are easy to take 
apart and are particularly suitable for lines 
requiring frequent cleaning. Walworth Saddle- 
Type Wedge Gate Valves are available in a vari- 
ety of designs including OS & Y; Inside Screw | 
Rising Stem, and Sliding Stem Quick Opening | 
types—in Bronze-Mounted, All-Iron, and Ni- | 7 
Resist. All types are designed to permit repacking 
under pressure in either the open or closed position. 


FOR COMPLETE INFORMATION, See your local Walworth 
Distributor or write on business stationery for illustrated circular. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


WALWORTH 


60 East 42nd Street, New York 17, New York 





‘ Pir ween 0 ae et 


[aren pear eh 








SUBSIDIARIES: Q{JJD ALLOY STEEL PRODUCTS CO. CniRguels CONOFLOW CORPORATION @ GROVE VALVE & REGULATOR CO. 





2/6 
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Delivery when promised ... dependability in every piece 
... and economically produced in stainless steel 
on Carlson Order No. 17656 


Not every shipment is as diversified as 
GOC 17656 but it illustrates the typical all- 
around service in stainless steel available 
from G. O. Carlson, Ine. 


There are plates, heads, rings, circles, flanges, 
bars and rounds—all stainless steel to chemi- 
cal industry standards—all made to match 
the specifications on the customer’s blue- 
print. It took special equipment to make up 
this order—equipment designed and built 
by Carlson engineers who work exclusively 
in stainless. 


This equipment in the hands of Carlson 
specialists lowers costs. You pay no freight on 


material you can’t use and you save man- 
hours in easier fit-up, because the material is 
ready for fabrication when you get it. 


When you order your stainless steel from 
G. O. Carlson, Inc. you can be sure of three 
things: (1) it is economically produced from 
the highest quality material; (2) it is cut to 
your specifications; (3) it is shipped on time. 
Write right now for complete information. 


4a Stainless Steels Exclusively 


GMEARLSON, mc 


THORNDALE, PENNSYLVANIA 
Plates « Plate Products « Forgings « Bars « Sheets (No. 1 Finish) 
District Sales Offices in Principal Cities 
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Contributory Infringement 
(Continued from page 274) 


at least he must know that the 
element he sells will be used in 
the patented combination or the 
element must be adapted for no 
other use.” 


How the Law Stands New 


Then of the law of contributory 
infringement the court made a 
prophetic comment that was to be 
shortly afterwards contradicted 
by Congress. 

“The doctrine of contributory 
infringement is still an important 
element of patent law. It has been 
subjected to considerable inter- 
pretation and its field has been 
somewhat limited. However, such 
residuum as may be left in the 
doctrine is to be determined by 
the facts before the court con- 
sidering the question. The doc- 
trine is still existent and may be 
urged by any injured party.” 

Despite this judicial prophecy 
of the curtailment of the doctrine, 
on July 19, 1952, the present 
patent statute became effective, 
which it is now provided: 

“Whoever sells a component of 
a patented machine, manufacture, 
combination or composition, or a 
material or parts for use in prac- 
ticing. a patented process consti- 
tuting a material part of the in- 
vention, knowing the same to be 
especially made or adapted for 
use in an infringement of such 
patent, and not a staple article or 
commodity of commerce, suitable 
for non-infringement use, shall be 
liable as a contributory infringer.” 


Standards Cut Costs 


(Continued from page 91) 


face-to-face dimension of our 
own valve happened to match 
the standard dimension. As a 
result of these tests, we found 
a commercial valve that was 
satisfactory, gave adequate life 
in severe throttling service and 
in addition cost considerably 
less than our own special unit. 
In the 4-in. size for example 
the new valve cost $66 as com- 
pared with the $224 cost of our 
(Please turn to page 280) 
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to be pampered? 
of 
e, 
a ... you will be on special steel service at your con- 
c venient, dependable, nearby Crucible warehouse. 
sf It’s part of a nationwide chain set up to serve you 
wl fast and well. 
or For any special steel, in any quantity, call 
*h Crucible — big enough to serve vou, small enough 
or to want to. 
le 
be Stocks maintained of: 
Rex High Speed Steel... ALL grades of Tool Steel 
(including Die Casting Die and Plastic Mold Steel, 
Drill Rod, Tool Bits, and Hollow Tool Steel Bars) 
. Stainless Steel (Sheets, Bars, Wire, Billets, 
Electrodes) ...Max-el, HY-Tuf, AISI Alloy... 
" Onyx Spring, Hollow Drill Steel and other special 
h purpose steels. 
a 
d 
iS 
e 
: CRUCIBLE] warEHOUSE SERVICE 
LY . - 
i‘. 
le Crucible Steel Company of America 
oil General Sales Offices, The Oliver Building, Mellon Square, Pittsburgh 22, Pa. Branch Offices and Warehouses: Atlanta e Baltimore « Boston « Buffalo * Charlotte 
ir Chicago ¢ Cincinnati * Cleveland « Dallas * Dayton « Denver « Detroit ¢ Harrison « Houston © Indianapolis © Los Angeles ¢ Milwaukee « New Haven e New York 
Philadelphia « Pittsburgh ¢ Portland, Ore. © Providence « Rockford « San Francisco « Seattle e Springfield, Mass. e St. Louis ¢ St. Paul « Syracuse ¢ Toronto, Ont. 
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183 in./sec. 





2.5 ms. 


How to move 
a plunger 
at 900 g’s 


Problem: Design an assembly to 
ease a gate on the sorting mech- 
sm of a business machine. 

[he assembly must actuate a 

nger, getting it out of the way 
5 milliseconds. 

it must be reliable over a long 
Keep it small. Keep cost low. 


Our solution: A marriage of pulse 
rcuit techniques and electromag- 
tic plunger techniques in an 
ectromechanical transducer. 

[he final unit develops an ac- 
eration of 950 g’s and a peak 
ocity of 183 inches per second. 
force of 74 pounds moves the 
5 ounce plunger .051 inches. 
he plunger moves 90% of this 
stance in only 0.5 millisecond— 
ly 1/5th of the time allowed. 
[f you want an electronic assem- 
designed and produced in 
rge or small quantities, contact... 


CALBDONIA 





TRONICS AND TRANSFORMER CORPORATION | 


Dept. P-12, Caledonia, N. Y. 


In Canada: Hackbusch Electronics, Ltd. 


23 Primrose Ave., Toronto 4 
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Standards Cut Costs 


(Continued from page 278) 


homemade model. 

Heat exchangers are still in 
the transition stage between 
being completely tailor-made 
and becoming off-the-shelf 
items. Our standards commit- 
tee is hopefully waiting for the 
time when dimensions and con- 
nections of heat exchangers 
made by different manufactur- 
ers will be the same. The same 
is true of pumps. If spare parts 
for these units were inter- 
changeable, inventories could 
be greatly reduced. With stand- 
ard foundations it would be 
possible to replace a pump in 
an emergency, knowing that 
the heights, bolt centers, and 
shimming methods would be 
the same. There are still other 
pieces of equipment that are 
now unnecessarily different. 
We hope that someday they 
will be standardized sufficient- 
ly so that company standards 
can be replaced by national 
standards. 

One effect of standards that 
has impressed us is that “brand 
names” can often be eliminated 
as the controlling factor in pur- 
chasing. Lubricants and paint 
are typical examples. By pur- 
chasing oil and grease accord- 
ing to standard specifications 
and having them delivered in 
plain drums, stencilled with 
code numbers only, we have 
reduced the number of items 
ordered by 60 percent. The 
amount used has also been cut 
since the materials we are now 
buying meet our requirements 
better. Finally, there has been 
a cash saving of more than 
$5000 in the first year. Stand- 
ardizing paints to meet speci- 
fications has worked out in a 
similar manner. 

At Diamond we have found 
that standards are definitely 
worthwhile and that the end 
is not in sight. With other com- 
panies working along similar 
lines and the interest in extend- 
ing national standards spread- 
ing, very real economic gains 
for the country as a whole are 
certain to come. 








USER SAYS TAP LIFE UP 43% 
ON THIS THIN-WALLED CASTING 


... thanks to 


FERROCARBO 


Users everywhere rey 


Xf 
ences. In fact 

large machine sho}; 

treated with 

89.5 greater ma 

untreated castings 

are hiner-grained, denser 

COST YOU NO MORI 

foundryman, using FER! 


] 
worthwhile savings in 1 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 36, Niagara Falls, N.Y. 84-56 


CARBORUNDUM* 
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engineers 
with 
purchasing 
experience 
for the 

far east 


Large international petroleum 
company seeks the services of 
an engineer with purchasing 
experience to survey Japanese 
sources of supply for materials 
used by Company. Initial as- 
signment in Japan but similar 
duties may be necessary in 
other Far Eastern countries as 
well as New York. Family may 
accompany you. Liberal Com- 
pany benefits in expanding or- 
ganization. Salary commensu- 
rate with experience. Send 
complete resumes and salary 
requirements to 


BOX 1504, 
Purchasing, 205 East 42nd St., 
New York 17, Je 
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Heat Exchanger Unit for Aircraft by Southwind Division, 
Stewart Warner Corporation with BISHOP Tubing 


Only The Finest QUALITY Is Good Enough 


Yes, only the finest stainless steel tubing is good 
enough for today’s aircraft. Stewart Warner's South- CAPILLARY, MECHANICAL, HYPODERMIC 


wind Division uses Bishop tubing in its heat exchanger AND 
units for airplanes . . . one of many uses to which AIRCRAFT STAINLESS STEEL TUBING 
aircraft parts manufacturers put Bishop small diameter (.008” to 1.000” 0.D.) 
tubing today. 

This unit utilized Bishop’s #347 welded tubing with 
a .156” O.D. x .005” wall, cut and deburred in 7” to NICKEL AND NICKEL ALLOY TUBING 
18” lengths with a precision flare at one end as (up .to..625” .0.D.) 
designated in the manufacturers own specifications. 
Many such applications are common to the Bishop F 
plants today. Bent, Flanged, Flared, Milled 


lotted, ’ 
When you want the finest quality stainless steel Selted, Swaged, Theated 


tubing, seamless or welded and drawn, finished to 
your precise specifications turn to Bishop. Catalog and Prompt Quotations on Request 


STAINLESS STEEL PRODUCTS DIVISION 


(8) J. BISHOP & CO. »-"--- »- 


Malvern, Pennsylvania 
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rt of a rear panel for a custom truck body in Gerstenslager’s 


4 


Alcoa® Aluminum Extrusions are used for the corner posts. They 


gh 60% less, are economical and rustproof. Read why 
stenslager buys extruded shapes from Alcoa. 
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Harold F. Stull, purchasing agent of 
Gerstenslager, Wooster, Ohio, tells 
how he and his company solved a 
problem. 


“Complete source, reliable 


delivery, technical aid... 


that’s why Gerstenslager buys 
dluminum extrusions from Alcoa” 


“As the world’s largest builder of custom truck bodies, we at Gerstenslager 
are always looking for ways to cut costs and improve performance. One 
example of this continuing investigation is this aluminum corner post 
extruded for us by Alcoa. 


“We used to use a formed steel post that weighed 614 pounds per foot. 
Now, we use an Alcoa extrusion that weighs 2!4 pounds per foot... is 
rustproof ... better looking ... and just as strong. Sometimes we also use 
this post for a roof rail. As an Alcoa extruded shape we can get it in the 
long lengths that we need. In steel, we were limited by the capacity of the 
forming machine. 


“We went to Alcoa because they are a complete source. Many other sup- 
pliers extrude in only one alloy, in certain sizes, in certain shapes. But we 
know that Alcoa serves as a complete source...all alloys, sizes and shapes. 


*Alcoa’s technical assistance in design and fabrication is tremendous. 
Their delivery promises are reliable and their price is fair. 


“In short, that’s why we buy from Alcoa.” 


Ask for your copy of Alcoa’s new booklet, Extruded Shapes. Write 
Aluminum Company of America, 1995-M Alcoa Building, Pittsburgh 19, Pa. 


THE ALCOA HOUR 
) TELEVISION'S FINEST LIVE DRAMA 
() ALTERNATE SUNDAY EVENINGS 


ALCOA 0D. 
ALUMINUAA | Your Guide to the Best 





EXTRUSIONS in Aluminum Value 


COMPANY OF AMERICA 


CACOA 
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a. type and 
size for any 
requirement 


Single and Double Reductions are available 
» Horizontal Right Angle type with output 
haft either above or below the worm shaft. 

These units may be had for vertical drives 
with output shaft extended either up or 

wn. Reduction ratios range from 7% to 
and in horsepowers from .081 to 


Philadelphia Worm Gear Reducers are 

t to provide efficient and dependable 

wer transmission under the most rigorous 
severe conditions. 

For detailed information write for Cata- 

log WG-51. 


phillie gear?® | 








' 
PHILADELPHIA GEAR WORKS, INC. 
ERIE AVE. & G STREET, PHILADELPHIA 34, PENNA. 


Offices in oll Principal Cities 
INDUSTRIAL GEARS & SPEED REDUCERS 
LIMITORQUE VALVE CONTROLS 
FLUID MIXERS « FLEXIBLE COUPLINGS 


Virginia Gear & Machine Corp. ¢ Lynchburg, Va. 
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Standardization 
(Continued from page 94) 


ceed one year; but generally the 
punishment is a fine. The maxi- 
mum fine is now $50,0°.) for each 
violation of law. Historically, the 
Department has brought criminal 
proceedings only in the more ag- 
gravated situations. 

If the Department starts a civil 
action, the object is usually to dis- 
sipate the effects of the existing 
violation and to enjoin its con- 
tinuation. Generally, the Depart- 
ment will not seek a blanket in- 
junction against participating in 
all standards programs; rather, it 
will ask for an injunction to en- 
join the defendants from partici- 
pating in a standards program 
which has as its purpose or effect 
the elimination of competition, ex- 
clusion of competitors, allocation 
of customers, or fixing of prices. 
A good example is found in a con- 
sent judgment entered about a 
year ago which has a provision 
enjoining the defendants from 
“adopting, promulgating, or ap- 
proving any standard for cast iron 
or cast steel rolls which may have 
the purpose or effect of preventing 
the manufacture or sale of rolls 
not conforming to such standard.” 

If the Department of Justice 
doesn’t get after you, the Federal 
Trade Commission might under 
its statute relating to unfair meth- 
ods of competition. The Commis- 
sion proceeds administratively 
and obtains a cease and desist 
order to prevent a continuation of 
the unlawful practice. The injunc- 
tions found in cease and desist 
orders have been quite similar to 
those obtained by the Justice De- 
partment. Standards programs as 
such are not usually forbidden. 

Any individuals or small com- 
panies injured by an illegal stand- 
ards program might also sue un- 
der the antitrust laws. If they can 
establish a violation of law, show 
that they suffered injury, and re- 
late the injury to the violation, 
they can recover threefold dam- 
ages, plus reasonable attorney’s 
fees. 

Perhaps you are wondering if 
there is any way under existing 
laws to obtain immunity from 
antitrust prosecution for a stand- 


(Please turn to page 288) 





MAKE YOUR OWN 
HERC-ALLOY 


_ CHAIN ASSEMBLIES 


with all components furnished from 
your distributor's stock. 







| 
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On 


‘Hammerlok 


COUPLING LINK 


@ NO PEENING 
@ NO WELDING 


@ Hammerlok is made of 
alloy steel...is stronger 
than Herc-Alloy chain... 
is thoroughly field tested. 





@ Write for literature or 
ask your industrial distrib- 
utor about Hammerlok. 


@ Made by the makers of 
Herc-Alloy...the original 
alloy steel chain. 


OLUMBUS McKINNON 
CHAIN CORPORATION 
TONAWANDA, NEW YORK 

DISTRICT OFFICES: NEW YORK 
CHICAGO « CLEVELAND 
In Canada: McKinnon Columbus Chain 
Limited, St. Catharines, Ontario 


HOISTS AND CHAIN 
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LAY THAT PISTOL DOWN PAL 








There's an easier way out of your bearing troubles 







| 


Russian roulette may seem to be the 
easiest and quickest way out when bear- 
ings start to go and production starts to 
stop. But quicker still is a replacement 
from an authorized SKF distributor. 
He’s the man to see for all types of anti- 
friction bearings and pillow blocks, and 
he’s the man who will give you prompt 
service 24 hours a day. This factory 


BEVERY TYPE—EVERY USE 





Ball Bearings 

Cylindrical Roller Bearings 
Spherical Roller Bearings 
Tapered Roller Bearings (“Tyson ) 





*Reg. U.S. Pat. Off. Tyson Bearing Carporation 


SKF INDUSTRIES, INC., PHILADELPHIA 32, FA. 


DecemBerR, 1956 


trained specialist is ready to help you 
select the right bearing for the job. His 
broad experience in solving problems of 
maintenance means proper guidance in 
protecting your bearings for longer life. 
Doing business with the right distribu- 
tor—the SKF distributor—is good busi- 
ness and good assurance of getting the 
bearings you need when you need them. 


7746 
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in anew car= | 
in a used car- 


Stainless Steel sells and re-sells! 


tainless Steel trim, molding and vital 
hat add style and beauty to a car, inside and 
features that help make the sale. 


; Steel has wide customer acceptance. S TA | N | E S S 


to clean and keep clean. It’s a tough, solid 
that will not corrode or dent and stands 


ravel, ice, salt and water. 
h never fades and parts are easy to é i- 


Stainless Steel lasts the life of the car. It f b ' | 
or automoopiles 


new car and it re-sells in a used car. 








McLoutyn Stee. Corporation, Detroit, Michigan, Manufacturers of Stainless and Carbon Steels 
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Bostitch D9AD Stapler 
power drives staple into 
carton flaps and 


clinches from the outside 








“Stapling results in a 20% saving” 


Plant superintendents are always looking for 
ways to cut costs. When a Bostitch Economy 
Man called at the plant where this photo was 
taken, a brief demonstration was enough to prove 
the advantages of a Bostitch air-driven stapler 
over gummed tape. 


In practice, results are: 


1. 20% saving in fastening time 
2. Neater, cleaner package 


3. More space left free for advertising and 
stenciling on container 


4. Improved employee morale and efficiency 


Call your nearest Bostitch Economy Man (375 
of them in 123 cities) or mail coupon. 


says PLANT SUPERINTENDENT 


Fasten it better and faster with 


see BOSTITCH 


START 
SAVING STAPLERS AND ie a we oe a 


NOW! 





BOSTITCH, 732 Mechanic St., Westerly, R. I. 


["] Send me a folder about D9AD Air Driven Stapler 
m= 
L_| Ask an Economy Man to call on me 


We are now using (please check) 





————-—-—--------------5 


(_]gummed tape ([_|steel bands [Jglue [] other 
Name_____ : Ji = 
Company —— 

Address a Seen eee 
City Zone State 
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Standardization 
(Continued from page 284) 


ards program. The answer is no. 
But there is a procedure through 
which you might get the Justice 
Department to say it will not sue 
you criminally. Under this pro- 
cedure, a company or companies 
or association may submit to the 
Department all the details. of a 
contemplated program. If after a 
full examination of the facts and 
an evaluation of the probable con- 
sequences, it appears to the De- 
partment that the program is not 
likely to violate the antitrust laws, 
a letter will be written to the ap- 
plicant stating that, based on the 
information submitted, the De- 
partment will forego the institu- 
tion of criminal proceedings. 

Things to remember are: (1) 
disclosure of all the facts must be 
made; (2) the program must be 
completely prospective; (3) the 
Department under no circum- 
stances will waive the right to 
bring civil proceedings; (4) if it 
should subsequently turn out that 
information was withheld or inac- 
curate, the Department would not 
consider itself bound by its 
waiver. 

If the information submitted 
should reflect a violation or a 
probable violation, the Depart- 
ment will state that it cannot un- 
dertake to withhold criminal pro- 
ceedings in the event the program 
is put into effect. 


Successful Purchases 
(Continued from page 99) 


Check Packaging Costs 


C. C. Sisk, American Zine Co. 
of Tenn., Mascot, Tenn.: For many 
years we used a pasted multiwall 
paper bag for packaging ground 
limestone. They were non-stand- 
ard and each bag consisted of two 
50# and one 40# Kraft sheets. 
In an effort to overcome minor 
difficulties with breakage, we 
called in one of our suppliers. 
We increased the total base 
weight of the three walls from 
140# to 150# and changed the 
size from 174%” x 31” to 18%” x 
29’. We were able to get the same 
amount of material in the stand- 


(Please turn to page 290) 


















MANUFACTURERS 
AND DISTRIBUTORS 














LEATHER GOODS 
LUGGAGE - GIFTS 


Factory -- To YOU! 
Brief Cases - Our Specialty 


Our line of stock brief cases is 
unexcelled. We make special 
cases to order, too! 

Our dealer catalogue is crammed 
with gift ideas for your employ- 
ees, and customers. Order direct, 
and save. Catalog free. Write: 














PEDRO’S 


Vent me @laat a 
386 Robert St St. Paul 1, 
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HOT DIP 


GALVANIZING 





..» EXCELLENT FACIL'TIES 
for PICKLING & OILING 


Our Record: Over 50 years of 
progressive galvanizing service 


to manufacturers and fabrica- 













tors of iron and steel products 
. . any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 
pickling and oiling. 

"TO ECONOMIZE, 


GALVANIZE AT 
ENTERPRISE” 





ENTERPRISE 
GALVANIZING CO. 


| 2519 Bee ea eae 22 8 
PHILADELPHIA 25, PENNSYLVANIA 
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Which packing 


for longer life in valve stems? 






--- for heavy fluids, steam, water and gas... 
it’s J-M Jewett® 


Strong, tough Jewett has been proven the ideal packing for heavy 
duty valve stem service against crude and heavy oils, tar, molasses 
and other heavy gummy fluids. It also provides efficient sealing 
against steam; fresh or salt, hot or cold water; air; gas and some 
chemicals requiring a packing free from rubber. 


The basis of Jewett’s exceptional durability is its construction of 
high-quality long fibre asbestos yarn with fine copper wire inserts. 
This yarn is braided over a lead ribbon core and formed square. Style 
10 is treated with a heavy bodied, heat-resisting lubricant which 
won't bleed in valve stem service. Furnished graphited in coil or ring 
form in sizes from 4” up. 


.-. for superheated steam and gases to 9OOF 
it’s J-M High Temperature 


When valves are operating in high temperature service, your best 
packing choice is Johns-Manville High Temperature Style 398. It 
retains its resilience, holds a tight, lasting seal against superheated 
steam and dry gases under elevated pressures and temperatures 





up to 900F, 

To obtain this high sealing efficiency, Johns-Manville braids 
asbestos yarn of high purity over a plastic core of special heat resist- Your local J-M distributor carries full stocks 
ant composition. For extra strength, the yarn is reinforced with tough of Jewett, High Temperature and other packings. 


Call him today or write Johns-Manville, Box 
14, New York 16, New York. In Canada, Port 
Credit, Ontario. 


heat and corrosion resistant Monel wire. The packing is formed 
square and then lubricated with mica. Furnished in ring, coil and 
spiral form in sizes 4" to 1”, 


Johns-Manville PACKINGS, GASKETS and TEXTILES JJ 


eooucts 
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ard shorter-length bag. And we 
did so at a saving of $5.00/M. 
Since our usage is about 1,500,000 
. bags per year, our annual saving 
| ( é TE LE} y is about $7500. This is one ex- 
| ae : < aa ample of how we have practiced 

iy — a Ba nds standardization. I do not believe 

; : ; y y you have to get involved in a 
i\ 2 oe 4 plant-wide program to get results. 
\ wy Wy OUTSTRETCH Select a few items, then go on to 
| \ ; V7 ovunal A ST a few more. In each case, call man- 


agement’s attention to the sav- 


ALL OTHERS ings that have been effected. 


Cutting Fuel Costs 


J. K. Chambers, Aluminum Co. 
of America, Bauxite, Ark.: One of 
our plants is in a rather isolated 












Soe OR 4 Aifuns o 


F eemsemmnet by > 
Good Housekeeping 







“ 
Soras Aovenristo TH 


@ Saves Time and Labor in Producti area. It is a large user of fuel oil 

” and had been supplied by tank 

@ We'll Make Them for Your Special Needs truck from a bulk station 40 miles 

PROMPT DELIVERY Pp away and also by tank car from 
NATIONALLY DISTRIBUTED . . . AVAILABLE AT YOUR REGULAR SUPPLIERS a source 250 miley mway.. 20 me 


fuel costs, purchasing contacted 

















All Plymouth Standard Bands Made to Federal Specifications an aggressive vendor and sug- 
PLYMOUTH RUBBER COMPANY, Inc., Canton, Mass. | | £°sted that he build an oil termi- 
nal on the banks of a navigable 

For More Information Circle No. 368 on Inquiry Card—Page 17 river near our plant. We agreed 

‘a to enter a contract with them on 
BORES MOTOR BLOCKS 22% FASTER— the basis of their receiving barge 
AND WITH 28% LESS TOOL WEAR MACHINE TOOL LEASING || Shipments at their terminal. With 
this arrangement, our company 

Sy 3b. Teoyner, MBA, can: (1) Buy fuel oil in more 

competitive market areas; (2) get 

R. F. Vancil, MBA, CPA the advantage of additional stor- 


age capacity right near our plant; 
(3) get oil at the “summer dis- 


A new 147-page report count” during the “off-heating- 


containing season;” and (4) have a continu- 

ing and reliable source of supply. 

AN ANALYSIS of the real and Savings from this arrangement 
claimed advantages of leasing, with are running at the rate of $100,- 
specific reference to 16 common leas- 000 per year. And they’re 100% 


ing plans, including income tax im- 


dine clear profit to us since we don’t 
plications. 


..thanks to have a penny invested in the ter- 


F bE R RO C A be a O° A TECHNIQUE for making valid minal facilities. 


cost comparisons, including com- : 
Users everywhere report similar expe . pletely worked out tables that show Save on Repair Parts 


ences. Infact, on 67 machining tests ir p , ’ 
, quickly whether buying is cheaper 

large machine shops. castings of gr ) : z ‘ : : 

treated with FERROCARB« averaged than leasing in a given situation, 


89.5% greater machinal 


Paul Fahey, Tennessee Valley 
Authority, Chattanooga, Temnn.: 


Untreated castings. | hese premium castings The N. Y. Times has called this The purchase of equipment repair 
Be NO MOR o . hd report “a special value.” If you don’t parts offers a splendid opportunity 
ee RROCARBO, makes agree return it within fifteen days and to save money. Few, if any, equip- 
Worthwhile savings in.raw material costs pay nothing. Price $15 postpaid. ment manufacturers make all of 


the components of the equipment 
they sell. In our company we are 
engaged in a continuing program 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer too! life, write The Carborundum Com- 


pany, Dept. 34, Niagara Falls, N.Y. —n-s4 275 D NEWBURY ST. of identifying those components 


CARBORUNDUM: | a of our various equipment items 


(Please turn to page 292) 


Management Analysis Center Inc. 
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TORRINGTON TAPERED ROLLER 


Accurately caged...to 


The one-piece, cast-bronze cage you see above is one of the 
reasons why TORRINGTON Roller Bearings give long, low-cost 
service. Note the individual roller retainment, for example. 
This helps keep the rollers thoroughly lubricated at all times. 
Race surface inspection is simplified. The machined pads in each 
roller pocket make sure the rollers are guided accurately at the 
pitch line. All this to minimize wear... lengthen bearing life. 

Yes, TORRINGTON Roller Bearings cut your costs. They’re 
made of the finest bearing quality steel available, heat treated 
by the most modern methods. No wonder they’re so rugged... 
so dependable. Specify TORRINGTON Tapered or Cylindrical 
Roller Bearings for heavy loads and low maintenance. 


BEARINGS 


cut your costs! 


THE TORRINGTON COMPANY 
South Bend 21, Ind. © Torrington, Conn, 


District offices and distributors in principal cities of 
United States and Canada 


TORRINGTON 
BEARINGS 


Spherical Roller ¢ Tapered Roller «¢ Cylindrical Roller 
Needie « Ball « Needie Rollers 
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itt otk Avalos feet 
fi >» Of D new outboards 


with help from 
SEWALL GEARS 


Outboarding at its exciting 
best ... with a model for every 
need from 3.6 h.p. to 40 h.p. 
... that’s Scott-Atwater’s new 
fleet with features such as... 
Raymond Loewy design... 
new color choice . . . ““Aqua- 
mute”’ exhaust .. . ‘‘Bail-A- 
Matic”. . . and many others 
including full gear shift with 
help from Sewall Gears for 
rugged, dependable service. 


Sewall’s complete gear service 
can help you... call us! 


Our reputation is based on quality, 
service and price. If you’re like our 
regular customers you're vitally 
concerned with these three factors 
when you buy gears. (1) Gears must 
meet your specifications exactly, in 
strict accordance with your prints. 
(2) Gears must be delivered as sche- 
duled. (3) The price must be rea- 
sonable. Sewall gears are made by 
men who are fussy about specifica- 
tions. We have a wide range of 
late-model machine tools, inspec- 
tion instruments and checking 
equipment regularly serving cus- 
tomers across the nation. Our large 
modern plant is handy to rail, truck 
and air transportation. 


Let us quote on your specifications! 


ga, 
On Ww 
Custom-made gears 


« 





Made-to-order sprockets 


ét 


Write for New 
4-page Bulletin 


The Sewall Story 
... richly illustrated 
with in-plant photos 
. . « includes listing 
of capacities and 
facilities. 











Standard gear racks—in stock 


E. B. SEWALL MANUFACTURING COMPANY 


698 Glendale Street, St. Paul 14, Minn. Midway 5-7721 


For More Information Circle No. 372 on Inquiry Card—Page 17 
99? 


ae 





Successful Purchases 
(Continued from page 290) 


which we can purchase directly 
from the component manufacturer 
or his distributor. One of our 
studies dealt with V-belts. In 
cooperation with our operating 
division we developed specifica- 
tions for the various V-belts we 
were using. These specifications 
were based upon a high capacity 
to ensure a quality product. We 
secured samples from_ several 
manufacturers whose products 
met our specifications. These were 
thoroughly tested and found ade- 
quate. As a result we now have 
annual requirement contracts for 
A, B, C, D, and E series belts 
and for matched sets. To illustrate 
the potential saving, we are now 
buying a “C” series belt from a 
belt manufacturer for $5.67 each. 
This belt, bought previously in 
accordance with the equipment 
manufacturer’s recommendation, 
cost us $12.08 each. As we use 
over 1,600 of these belts annually, 
our saving on this one item is over 
ten thousand dollars a year. 

The saving made through the 
change in method of purchase of 
these belts is just one of many 
savings we are getting from this 
program. Some items are showing 
an even greater annual cash sav- 
ing. We believe that we can buy 
any component we are able to 
identify at savings of from 25 
percent to 70 percent with most 
items showing a saving of about 
50 percent. We have had no diffi- 
culty with the quality of the items 
purchased under this program. In 
fact, we sometimes get better 
quality. 


Investigate Steel Costs 


Albert E. Loeffler Jr., Louis- 
ville Tin & Stove Co., Louisville, 
Ky.: One of the things we make 
is blued stove pipe. Steel cost is 
extremely important for this prod- 
uct since it’s 90% of the material 
cost. We used to buy steel to make 
this pipe in cut lengths. We could 
buy for $3.00 per ton less in coils 
and also have the additional ad- 
vantage of greater flexibility in 
cutting of the coils to suit our spe- 
cific needs on length. The only 


(Please turn to page 296) 


PuRCHASING 





















































KaytherM: 


PIPE INSULATION 
Highly efficient from 250° F. to 1350° F. 


LIGHT IN WEIGHT for easiest handling. 

EXTRA STRONG to allow for job pre-fabrication. 

DIMENSIONAL STABILITY helps prevent expansion-caused leaks. 
INSOLUBLE IN WATER, CHEMICALLY STABLE. Ideal for outdoor use. 


Years of research by Keasbey & Mattison, insulation pioneers, have 
resulted in a new, highly efficient, pipe insulation made of lime and 
silica (hydrous calcium silicate) with asbestos fibers added for strength. 
It’s called KaytherM and it’s strong, light in weight, and easily 
handled and cut. 

KaytherM Pipe Insulation comes in simplified thicknesses and in pipe 
sizes up to 33”’ in diameter. KaytherM is also available in block form. 


AVERAGE PHYSICAL CHARACTERISTICS—(Bone Dry Basis) 
IN TIN 6. i Cenk d «ooh ba thaw hes ens cteans 
aN ROA ii oss sx kn bw RRR Rea eS OE 
Modulus of Rupture, ths. 7an. i.. ...0.006604 0000006 
“K” Factor at mean temperatures...... phe eab ane Dore 100° F.—0.330 
400° F.—0.465 
800° F.—0.650 


Write to us for full descriptive literature. 


KEASBEY & MATTISON comPANY « AMBLER « PENNSYLVANIA 


Re oe 
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} “THUMBS DO 


Purchasing Agent turning thumbs down 
r product? There’s a good chance that 
trouble is faulty communication. 

ll, if he doesn’t know how good your 

is, and how dependable your com- 


isn’t going to buy. 


s the simple remedy: make sure your 
ind your advertising both sell the 








IN” INTO “TH 


PA. For he’s the one man who’s always in the 
buying decision. 


The best advertising medium to reach in- 
dustry’s PAs is PURCHASING. It’s the magazine 
with the largest available coverage of industrial 
purchasing executives...the magazine PAs 
rank first in usefulness among all industrial 
publications. 


if you sell an industrial product . .. put PURCHASING power behind it! 


PURCHASING MAGAZINE 


205 East 42nd Street, New York 17, N. Y. 


A basic magazine on any industrial advertising schedule! 


A CONOVER-MAST PUBLICATION IEPA) IN BP. 
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P-K® self-tapping screws GUARANTEED 


to keep your assembly line humming 


LOOK FOR THE TRIANGLE 
MARKS THAT TELL YOU 
IT'S A GENUINE P-K * 


= : : Non-Countersunk 
; & Heads—12 impressed 
' te triangles under head 
i@ Y 
Ck 
wr 


‘Ld 
I 
| 


1 
| 










For 
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You get a written guarantee of highest quality on every package 


Pick up a package of P-K screws and open it. You’ll see immediately 
that these are fasteners of outstanding quality. Read the guarantee 

—see the protection you get with P-K. The most important thing is the 
performance of P-K Self-tapping Screws. They’re pointed, threaded, 
headed and hardened to start right, drive right and stay tight. That 
adds up to assembly savings for you—a smooth flow of production 
without wasted time and money caused by screw failures. That’s why 

it pays to insist on the best—the screws that guarantee “‘if it’s 

P-K, it’s O.K.” 

PARKER-KALON DIVISION, General American Transportation Corporation 


Manufacturers of Self-tapping Screws, Socket Screws, Screwnails, Masonry Nails, Wing Nuts and Thumb Screws 


PARKER-KALON fasteners 


Sold Everywhere Through Leading Industrial Distributors 
Factory: Clifton, New Jersey— Warehouses: Chicago, Illinois—Los Angeles, California 
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CUT YOUR PLATING TIME 
WITH THESE UDYLITE PROCESSES 


HI-C Processes Give Faster Nickel 
Plate on Die Cast or Stee! Parts 


In plating some 5000 die cast and steel parts per hour, Rival Manufacturing 
Company of Kansas City, Missouri, use Udylite 514 HI-C and 31 HI-C bright 
nickel processes in combination with two Udylite Full Automatic Plating 
Machines. 


The HI-C (high chloride) baths give faster bright nickel plate than any proc- 
esses ever developed and at the same time brighter, more ductile and smoother 
nickel finishes.’ They are developments of the Udylite Research Corporation 
and are the only bright high chloride baths available commercially. 

The HI-C processes plate nickel perfectly over copper for die cast parts and 
provide the important underlay for the final chrome plated finish. They are also 
used by Rival as the basic coating on steel before the chrome is applied. 

As every electroplater knows, where the cycles of copper, nickel and chrome 
plating are used, nickel plating is the most time consuming. Therefore, Udylite’s 
development of HI-C for speeding up the nickel cycle is of prime importance. 
The use of Udylite Full Automatics by Rival has greatly increased efficiency 
and economy. Only one man is required to inspect the parts and operate each 
machine. Now there is complete coordination between fabricating, finishing and 
assembly. HI-C processes and the controlled time cycle of plating have 
improved the quality of finish and greatly reduced rejects. 

A Udylite HI-C nickel process and a Udylite Automatic Plating Machine will 
save time, money and improve your product. Let us tell you how. Write us today. 





| 
WORLD’S LARGEST 


1 PLATING SUPPLIER 
CORPORATION 


DETROIT 11, MICHIGAN 
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problem was roller-leveling the 
coils. After trial, we found it 
wasn’t necessary. All. we had to 
invest in to take advantage of 
the lower price for coil steel were 
a load lifter and a coil standard. 
Total investment was only $900 
and it’s long since been amortized 
by the savings we’ve made. 





BOOK REVIEW 





Mines Register, 1956 Edition 
$25.00 


The 1956 Edition of the Mines 
Register (Volume XXV) contains 
the latest available information on 
more than 5000 active mining 
companies in the Western Hemis- 
phere that produce precious, semi- 
precious, and non-ferrous metals. 
The report gives the location of 
the mine; the history of the com- 
pany; the names and addresses of 
its officers, mining personnel, and 
purchasing agent; the company’s 
capitalization, earnings and divi- 
dends for the past few years; a 
description of the property, its 
equipment and production for the 
past few years; its ore reserves 
and the number of men employed. 
The new edition lists more than 
20,000 inactive mines and their 
location. 

A comprehensive buyers guide 
is included that lists mining ma- 
chinery, equipment and supplies 
that are used in mining operations 
and the names and addresses of 
the manufacturers of such equip- 
ment. 


Bardeen Press 





FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
USE INQUIRY CARD—PAGE 17 
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CORD SETS 


"s 


OTHER PRODUCTS 


WIRE HARNESSES 


MAGNET WIR 


E 


The Type 75 Power Appliance Relay 
is an ideal relay for appliance appli- 
cation where trouble-free operation 
and low cost are vital factors. Special 
ratings are available for inductive or 
motor loads. 


Outstanding design features include 
a molded terminal block and actuator, 
a dust and lint hood over the contacts 
and a unique ‘“‘hammer-action”’ effect 
on contact opening which increases 
the arc rupturing capacity. 








Exploded View 


Exploded View 
Screw Terminals 


Screw Terminals Quick Connect Terminals 


Available either single pole nor- 
mally open or two pole normally 
open, this power appliance relay will 
be furnished with screw or quick 
connect terminals. 


A low wattage coil can be incor- 
porated into the relay if ambient 
temperatures are higher than normal. 
Coil terminals are of the quick con- 
nect type. 


Send for Descriptive Bulletin 


DIVISION 


sx| ESSEX WIRE CORPORATION, Logansport, Indiana 
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A TRADITION of INTEGRITY! 


= stands back of EVERY PUMP “¢g -far0ra” 


We recommend type OJ for municipal, in- 
dustrial, institutional etc. water supply — 
for handling condenser 
circulating water 

liquids, chemicals ye 
oils in paper mills, dis- 
tilleries and refineries, 
irrigation, etc, 














Write for 
BULLETIN 105-BM 


AuRORA® Horizontall i T Split 


Write TODAY 
for 

CONDENSED 
CATALOG "M" 


DISTRIBUTORS IN PRINCIPAL CITIES 


AURORA PUMP oivision 


THE NEW YORK AIR BRAKE COMPA 








12 LOUCKS STREET bg 


INTERNATIONAL SALES OFFICE, 90 WEST ST., NEW YORK 6, N. Y. 
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Purchasing Seminars 


Being Held by AMA 


A workshop seminar for pur- 
chasing agents on administration 
of the purchasing function has 
been scheduled by the American 
Management Association for De- 
cember 17-19, at the Sheraton 
Astor Hotel in New York. An- 
other seminar on the same sub- 
ject will be held Feb. 13-15, also 
at the Sheraton Astor. Organiza- 
tion of the purchasing department 
will be the topic of workshop 
seminars to be held at the Statler- 
Hilton, Dallas, Tex., February 19- 
Sheraton Mount 

Montreal, Canada, June 
12-14. 












Exclusive New England 
Agent for all products 
of Cleveland Cap Screw Co. 





(man 4 
EN 


FOR FINER FORGINGS AND FASTENERS, let 
RITCO meet your design requirements . . . save 
you machining time and money! 


Clean, accurate RITCO Forgings . . . Drop or 
Upset... are made to blueprint specifications in 
many metals and in weights from % to 15 pounds. 
Their smooth, flash-free finish and tremendous 


strength make them ideal for a wide variety of uses. 


RITCO also makes Special Fasteners and finished 
bolts and offers complete machining facilities. Ask 
for prices or a sample RITCO Forging. 


RHODE ISLAND TOOL COMPANY 


SINCE 1834 
150 WEST RIVER STREET, PROVIDENCE 1, R. I. 
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CONTINENTAL CAN COMPANY, INC. e@ 





New ‘Karpet Squares introduced in Gair container 


“Karpet Squares,” the newest idea in “do-it-yourself” 
floor covering, heads for national distribution in economi- 
cal corrugated Gair containers. 

Developed by Allen Industries, Detroit, the 18-inch 
squares of clipped cotton earpeting can be put down in 
any desired design. The do-it-yourself decorator simply 
peels off the paper backing on each square and its ad- 
hesive surface will stick to the floor. 

Directions are simply and clearly illustrated on the 


container in bright red and black Gair printing. As for the 
containers protecting the product:—““We have yet to 
have our first complaint of any merchandise arriving in a 
damaged condition...’ writes Mr. David T. Lipton, Vice 
President of Allen Industries, Inc. 

If you’ve a new product in the planning stage, now’s 
the time to call in your packaging expert. A Gair repre- 
sentative will be glad to point out ways your container 
can help save money, build sales, and protect products. 


YOU'RE LIVING NEXT DOOR TO THE EXPERT 


GAIR CONTAINER PLANTS: Atlanta, Ga. © Cambridge, Mass. © Cleveland, Ohio @ Holyoke, Mass. © Jackson, Miss. © Los Angeles, Cal. © Martinsville, 
Va. © New Orleans, La. ©@ No. Tonawanda, N.Y. © Philadelphia, Pa. © Plymouth, Mich. © Portland, Conn. © Richmond, Va. ©@ Syracuse, N.Y. © Teterboro, WN. J. 


SHIPPING CONTAINERS @ FOLDING CARTONS 








gnCF 186, 
re s pr ae c 


PAPERBOARD ¢ KRAFT BAGS AND WRAPPINGS 
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Robert Gair Division, 155 E. 44th St., N. Y. 17, N. Y. 
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FARINGS 


The NICE line of ball bear- 
ings includes over 750 
sizes and types of standard 
bearings and more than 
2500 “specials”. If a new 
“special” is the answer to 
the problem, NICE engi- 
neers can design a bearing 
that will be exactly right for 
the particular application. 


Write for Cat. No. 150 





7) 
Blom el-let diate, 
purchases 


lar- ha-mm Zelemeleliare| 
Te med) ged (-1- erg 


Need large quantities in a hurry? Need precise 
uniformity? Stability in difficult fluids or thermal 
extremes? Or is your ‘‘O”’ ring problem one of 
precise uniformity at competitive prices? 


~ 
NICETOWN «PHILADELPHIA + PENNSYLVANIA 
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large 
“Do you y requite 
ng | cactings of high quer ity? 


olutions to packing problems. In the past five years, ; ~ * 
LINEAR has pioneered such outstanding developments 











VEE-DAM Rings—Leakproof V-Ring Packings that 
eliminate labyrinth flow Send for this 


- . new booklet on 
ROTO-MOLD "O” Rings—Automation in a new and ’ 
. Chambersburg’s 
novel automatic process that combines speed and 


‘ modern foundry 
» mera 
perfect quality at low price! acsih tines ininiialine 


NEW COMPOUNDS— Through pioneer research util- bonded sand as Sone-enen. | 
izing the latest polymers and elastomers, LINEAR castings produced 

is now providing the answer to many sealing there. As a result 

problems involving fluids which cause accelerated of the accuracy CASTINGS 
breakdown of molded parts at elevated tempera- and excellent 

ture levels. quality of these 


castings, marked 
reductions in 

finish machining 
is often possible. 


PRPERFECTLY ENGINEERED PACKINGS” CHAMBERSBURG 
L RANANANAAAAAAAAAANNANA ENGINEERING COMPANY 
| i | NE E TN, iq “THE HAMMER BUILDERS” 


. mbersburg, Pa. 
HINER Ine. STATE ROAD & LEVICK ST.. PHILADELPHIA 35: PA 561 Derbyshire St Cha So: 


Whatever your packing problem, it will be well worth 
our while to consult LIvEAR—pioneer and leader in 
molded ring packings and other molded components. 
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BROWNING FHP SHEAVES 


the most extensive line on the market! 


Only Browning offers you all three kinds of sheaves: Die 
Cast for light duty, low initial cost. Pressed Steel for 
sturdy, rugged service at medium price. And Cast Iron 
for heavy duty, highest quality, greatest value; with fixed 
bore or Browning’s famous interchangeable split taper 
bushing. Choose the sheave most efficient and 
economical for your every job from Browning’s 
complete range of stock sizes. 


Ask your Browning distributor 
or write us for Catalog V147. 


Broun 
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GET MORE OUT OF 
PURCHASING 


Put your own name on the mailing 
label that delivers PURCHASING 
Magazine . . . and see how much 
more you'll get out of the contents. 


See how much you'll gain by having 
time to really digest the material 
written just for you. 


A personal copy should always be 
handy for easy reference—ready to 
help you when you need it. 


Order a personal subscription now— 
$4. a year. Write to PURCHASING 
Magazine, 205 E. 42nd Street, New 
York 17, N. Y. 
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“Not one failure in 30 years,” says Project Engineer, Walt 
Holms of Dexter Folder Company as.. . 


Bristol’s® Multiple-Spline socket screw 
solves 3 design problems here 


On Dexter Folder Company’s Cleveland folding machines, they 
didn’t start out using Bristol’s® Multiple-Spline socket screws. 

The switch to multiple-spline socket screws was made later on 
to overcome three difficulties caused by ordinary set screws : 


1. Rounding out of sockets was common until the changeover to the 
multiple-spline screw. “These Bristol screws are set and loosened 
as many as 1000 times during the machine’s life, yet I never heard 
of a Bristol multiple-spline socket rounding out,” reports Mr. 
Holms. 


2. “Burrs” on the shafts, caused by the original steel set screws, 
were blocking movement of attachments along the shaft. To over- 
come this difficulty, Bristol engineers developed a new set screw 
design featuring a relatively soft brass point which could not harm 
the steel shaft. 


3. Permanently mounted equipment, gears, pulleys and the like, used 
to freeze on the shaft after being in place for 5 or 10 years. The old 
set screws would frequently strip before loosening. Not one socket 
failure in 30 years has been noted since Dexter switched to Bristol's 
multiple-spline socket. 


With 20,000 existing folding machines in operation and over 
100 Bristol multiple-spline set 
screws in each, Dexter Folder 
Company’s report on their per- 
formance carries considerable 
weight, Bristol’s socket screw 
products—the most complete line 
on the market—are sold through 
leading industrial distributors. 
Find out about them today. 


Bristol set screws hold perforator 
and grooved-wheel in tight align- 
ment. Slippage here would dam- 
age knife blades. A.6.19 





Precision socket screw manufacturers since 1913 





Bristol’s Hex Socket Screws 1 Bristol's Multiple.  @ 
I Spline Socket 8 

i * Screws | 

1 I 

I ! 

| | 

ait: 

— i 4 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 1%". 


y 
‘ 
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All-Aluminum Car? 
Not Yet—But— 


Greater use of aluminum by 
automakers was predicted by 
George Perkins, general director, 
Product Development Depart- 
ment, Reynolds Metals Company, 
at a recent meeting of the Ameri- 
can Society of Body Engineers. 


Though conceding that an all- 
aluminum automobile body may 
not be a reality for some time, 
Mr. Perkins said use of aluminum 
body panels in autos will result 
in a considerable reduction in 
manufacturing costs. Pointing out 
that most of the advantages cited 
in recent years for aluminum al- 
loys for use by the automotive in- 
dustry were technical rather than 
economic, he said past failures to 
see the cost reduction possibilities 
were due “primarily to our being 
prone to look only at past prac- 
tices, and then compare basic 
metal costs on the presumption 
that any metal or any material 
will be fabricated by the same 
tools and machines that have been 


in use for years. This is a mis- 
taken notion that will conceal the 
advantages of a new material until 
it is dispelled . . . When alumi- 
num is used as steel many of its 
advantages are wasted, but when 
fabrication and design are adapt- 
ed to aluminum, it truly comes 
into its own.” 

Increased roadability was one 
of the selling points for aluminum 
body panels brought out by the 
Reynolds spokesman. “The light 
weight metal,” he said, “will re- 
duce body weight and lower the 
center of gravity, thus increasing 
stability and ease of handling. We 
can improve performance by re- 
ducing weight rather than by 
increasing horsepower.” 








BUYER'S & SELLER'S MART 


Contract Work * 


Equipment For Sale & 


Employment and Business Opportunities 
































Send orders to: CLASSIFIED DEPARTMENT ° PURCHASING ° 205 East 42nd Street, New York 17, New York 
RATES WANTED MISPRINTS-OVERRUNS 
. : P JOB LOT-CORRUGATED 
Undisgayed: (oat QO)? sinc ks cose ssdccccce 90¢ line Why sell valuable footage for waste? We buy 
FORME WN Es cS ah Abicucke cons dicen 45¢ line overruns, production mistakes & obsolete sizes 
at top prices. It will pay you to investigate our 
offers. For quick service contact: 
DOOR» ci. vie Akess LAgeabeneseabaereton $8.50 inch Louis Lambert, Inc., 30 W. 21 St., New York City 
ORegon 5-2878 
Position Wanted Unusual Opportunity 
— PURCHASING 


QUALIFIED PURCHASING MAN AVAILABLE 
JAN. 1 


10 years experience in auto equipment field, 
now assistant director buying coil and sheet 
steel, packaging, tools, capital equipment. 
Background: material control & scheduling. 
College graduate, 35. For resume write Box 


1505, Purchasing, 205 E. 42nd St., New York 
17, N. Y. 








LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 
Designed & installed 
“There's No Substitute For Experience” 
PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres. 


Box 268, Westfield, N. J. 














Help Wanted 





SENIOR BUYER 


One of the most progressive manufacturing 
companies in the Charlotte, N. C: area has 
an opening for a Senior Buyer. We prefer 
a college graduate in Business Administration 
or Engineer, 28-36 years of age, and a 
mimimum of three years purchasing experi- 
ence in all phases of buying, expediting, 
etc. Please send resume of qualifications to 
Employment Manager, Pneumafil Corpora- 
tion, P. O. Box 8336, Charlotte, N. C. 
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Large and successful New York Chemical 
Company has 4 good openings in their Pur- 
chasing Department. 


1. PROCEDURES ASSISTANT—Accounting, 
Business, or Industrial Engineering edu- 
cation plus several years’ experience in 
handling purchasing policies, practices 
and procedures. 


2. PURCHASING STANDARDS COORDI- 
ATOR—Ch.E. or M.E., with several 
years’ experience, capable of han- 
dling a new purchasing standardiza- 
tion program. 


3. ASSISTANT GENERAL PURCHASING 
AGENT FOR RAW MATERIALS— 
Chemist or Ch.E. Extensive industrial 
experience in procurement of chemi- 
cal raw materials desired. 


4. ASSISTANT PURCHASING RESEARCH 
ANALYST — Degree in Ec 





Are you a young, imaginative 
buyer or value analyst with a 
yen to express yourself? We 
are looking for a man with in- 
itiative, ability to work with 
little or no supervision, facility 
for writing clearly, and skill in 
interviewing. He must be a col- 
lege graduate, age 25-35. Lo- 
cate in New York or Chicago. 
This is an excellent opportunity 
for the right man. If you feel 
you’re the man, send complete 
resume to Box 1501, Purchas- 
ing, 205 East 42nd St., New 
York 17, N. Y. 











Statistics, or Chemistry, Seunetl 
years’ research experience in chemi- 
cal or allied fields desired. 


All applicants mustt have proven administra- 
tive ability and be capable in coordinating 
relative functions between departments. 
Exce!lent company benefits and working con- 
ditions. Send complete resume and state 
salary desired. Write, Box 1506, Purchasing, 
205 E. 42nd St., New York 17, N. Y. 





WORLD’S LARGEST INVENTORS 


Phone Station Collect GL 3-6783 
P. O. Box 51, Rochester, New York 





MOTORS—GENERATORS 
TRANSFORMERS 
NEW—REBUILT 


ELECTRIC EQUIPMENT CO. 
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AL TOOL STEELS are clearly marked 
you can’t mix up grades in your stock 





for 
Production Men Only 


“TOOL STEEL HANDBOOK” 


We say “production men only” because 
this is a work book, not a picture book. 
It’s a case-bound volume of 196 pages, 
packed full of technical data on the analyses, 
uses, handling and shop treatment of all 

des of A-L Tool and Die Steels. Sent 
ree, but ask for it on your company 
letterhead, please. 


Address Dept. P-84 


DECEMBER, 1956 





“What's that piece?” ... “Are you 
sure?” . . . In anybody’s toolroom or 
stock racks, the best inventory or ma- 
terial identification system is apt to go 
haywire once in a while—and some- 
times with grievous results. 

But not when you're using tool steel 
grades produced by Allegheny Ludlum! 
Each length of AL Tool Steel is clearly 
marked with its grade name every few 
inches the entire length of the bar— 
stenciled in such a manner that the 


marking stays bright and clear, and 
can’t be blurred or erased in handling. 

Even a small crop end on a machine 
bench is readily identifiable—you can’t 
go wrong. And that’s only a small part 
of the benefit you can realize by using 
AL Tool Steels—available from stocks 
coast to coast. Let our Metallurgical 
Service go to bat on some of your 
tougher tool steel problems. Allegheny 
Ludlum Steel Corporation, Oliver 
Bldg., Pittsburgh 22, Pa. 


For nearest representative, consult Yellow Section of your telephone book. 


For complete MODERN Tooling, call 





Allegheny Ludlum 
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WHO BUYS ADVERTISING? 


VM Buys Advertising?” (Purchas- 
ing, Sept. °56, p. 412) might better be 
tit Who Buys What?” 

Not only does the advertising depart- 

put its thumb into the buying pie, 
promotion, maintenance, cir- 
ind export get their fingers in 
advertising agency manages to 

pinky, too. 
that the wheel has come full 
> purchasing department that 
to being to centralize buying now 
responsibilities siphoned off in 
ctions. Each department pleads 
knowledge of its own peculiar 
’ ents and in some cases not only 
tes the vendor but actually writes 


, no doubt, is annoying to 
r people, it becomes downright 
to the salesman who has to 
is way through a mystic maze to 
man who actually buys this ma- 
\s not two companies seem to 
same policy, the duplication of 
the animosity acquired in going 
rs’ heads, and the orders lost 
he right man wasn’t contacted 
greatly to a salesman’s ulcers. 
lefinitely a situation that needs 
io not use my name as I have 
irchasing and advertising people 
already. 


(Name withheld) 


SMALL ORDER CONTROVERSY 
GOES ON 


t forbear from answering the 
correspondent whose letter 
Small Orders are Not Unim- 
appeared in your Oct. ’56 issue. 
reasons of company affiliation, 
also request that you do not 

y name or company name. 
using what has turned out to 
successful small order routine 
to $50 maximum per order) 
only by-passes purchasing 
permits shortcutting of the re- 
ceiving section. At the same time, it pro- 
ides adequate safeguards approved by 

r financial people. 

reasons for developing this rou- 
e were (1) to save money for our 
(2) to provide better service 


by permitting those in need of small 
value emergency items to go uptown and 
purchase them. At no time did the avoid- 
ance of work or purchasing responsi- 
bilility occur to us. 

The average value of our small orders 
is less than $10. To issue a regular 10- 
part purchase order form, routing copies 
to the various interested sections, and 
to handle the other routines involved 
when incoming materials are processed 
through our receiving section, would 
cost us between $5 and $6. Thus, out 
of a total cost of $15 (material $10, 
issuance and processing cost $5 we are 
able to save $5, or one-third, since the 
cost by small order routine is negligible. 
It is doubtful whether any buyer, by 
carefully scrutinizing each individual 
order could make a commensurate saving 
either percentagewise or dollarwise. Also, 
by not requiring our buyers to process 
the 3,000-plus small orders issued an- 
nually, they have more time to con- 
centrate upon orders of larger value 
where really substantial savings are pos- 
sible. 

Apart from the $15,000 to $18,000 in 
processing costs saved annually by this 
routine, the value of the time saved— 
especially by our maintenance personnel 
—is incalculable. 

(Name Withheld) 


ASSOCIATION PUBLICITY 


The Milwaukee Association certainly 
has its bread buttered on both sides. I 
refer particularly to the coverage of two 
recent activities appearing in your popular 
“f.o.b.” column. We feel that we cer- 
tainly are the fair haired boys by having 
the last two issues of PuRCHASING 
contain pictures, nice sidelights of Dr. 
Puri’s visit to our association, and our 
salute to Marquette University’s 75th 
year and the 21st anniversary of the pur- 
chasing course at that institution. 

Many thanks for your fine cooperation. 
We certainly will keep the information 
coming to you. 


Andrew L. 
Chairman 
Publicity Committee. 


Lehrbaummer 


The Milwaukee Association gets no 
special treatment on publicity. All 











a 





credit should go to a fine, alert pub- 
licity chairman. We are more than 
happy to receive and publish news 
and photographs of activities of all 
associations in the National Associa- 
tion of Purchasing Agents. Ed. 


SUPPLIER QUESTIONNAIRE 


We are in the process of preparing 
a questionnaire to be mailed to each of 
our suppliers. The purpose is to obtain 
their general reaction to our company, 
including specific problems in dealing 
with us as well as suggestions for im- 
proving our working relationship. 

We should appreciate any information 
you may be able to provide, based upon 


similar questionnaires used by other 
companies. 
A. Hoover 
Dir. of Purchases 
Vendo Company 


Kansas City, Mo. 


Applicable article tear sheets have 
been sent. Readers who have devel- 
oped similar questionnaires who 
wish to help Mr. Hoover may write 
to him directly. 


“THE P.A. .. and SANTA CLAUS” 


[ appreciated very much your article 
in the November issue entitled, “The 
P.A., the Vendor and Santa Claus.” 
It is a universal problem. After reading 
the article, I feel the middle-of-the-road 


approach is best. 
E. C. DeMuth 
Carlsbad, N.M. 


The article mentioned, dealing with 
gifts to buyers, has proved excep- 
tionally popular. Individual reprints 
are available free. Copies in bulk 
may be purchased at nominal cost by 
writing to Production Dept., Pur- 
CHASING, 205 E. 42nd St., New 
York 17, N.Y. 
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increases production 





Wardrobes 


Foreman’s Desks 


how the 


® 


If yours is assembly or other repetitive work requiring day- 
long speed and alertness, you'll find Page 7 of Royal Catalog 
No. 7001 very worthwhile reading. Fighting boredom and 
fatigue—at machines and assembly benches, in drafting 
rooms, laboratories, anywhere—is one of the pressing 
challenges facing all industry today. 

Tired workers always cost more than Royal seating —more 
than you need to pay. 

Developed by correct-posture specialists... built with 
added strength and stamina for toughest industrial needs. . . 
backed by 60 years of recognized steel furniture quality, 
scientific Royal Industrial Seating boosts morale, speeds out- 
put, saves money. Full facts are yours for the asking. 
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world’s finest industrial seating 
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Model 515 * Model 625-S 
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Model 535 
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Model 511 


time-saving Ciel > vertical files, shelving, and cabinets 


Smce oF 


Royal engineering and fine metal craftsmanship combine 
strength with good looks and versatility in a full array of 
accessory furniture for streamlining plant operation. You’ll 
find these, too, in Catalog 7001. Mail coupon for complete 
information. : 





Royal Dealers, coast to coast, will be glad to 
assist you in planning 














ROYAL VERTI-FILE 


Compared with conventional drawer- 
type files, Royal Verti-File takes only 4% 
the floor space, holds more than twice as 
much, saves 75% in equipment cost, 
provides complete visibility. Approved 
by the Management Committee on Cost 
Reduction and Efficiency. 


SCS SSHSSSSSHESHEHESSEEEESSESESESESESHESHESHEHEHEHEESEESEEEESOSESES 


ROYAL METAL MANUFACTURING COMPANY 
175 N. Michigan Ave., Chicago 1, Illinois, Dept. 32-A 


([) Please send me free Catalog No. 7001 
(_] | would like to have folder on Royal Verti-File. 


Individual 





Company. 





Street. 





City & State. 
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HOW NYLOK® LOCKS: 


a 


LOCKED! The tough, resilient nylon pellet keys itself into the mating threads. It forces threads together, and locks the screw securely. 


NEW—a complete line of self-locking UNBRAKO 
socket screw products that won’t work loose 


They simplify design and save production time 


UNBRAKO socket screws are now available embodying the Nylok* 
self-locking principle. Nylok provides a truly practical new solution 
to the problem of making screws self-locking. 

You save production time when you build products with self- 
locking UNBRAKOs. And you get greater simplicity in design with 
less bulk and weight. The number of parts you must assemble to 
achieve full locking action is reduced to the absolute minimum. 
Lockwashers under screw heads are no longer necessary. Costly 
wiring of cross drilled heads is eliminated. So are cotter pins and 
complex multiple set screw installations. 


UNBRAKO SOCKET SCREW DIVISION 





Socket head cap screws. Socket shoulder screws. Fiat head socket screws. 
Standard sizes #6tolin. Standard sizes Vato % in. Standard sizes #6 to % in. 


Self-Locking UNBRAKOs are completely reusable. They have 
uniform locking and installation torques—with no galling or seizing 
on mating threads. They successfully withstand temperatures from 
—70° to 250°F. And, on properly seated screws, the pellet acts 
as a liquid seal. 

Self-locking UNBRAKO socket screws come in a complete range 
of standard sizes and materials. See your authorized industrial 
distributor. Technical data and specifications are detailed in Bulletin 
2193. Write us for your copy today. Unbrako Socket Screw 
Division, STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


*7.M. Reg. U.S. Pat. Off., The Nylok Corporation 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 


Button head socket Socket pressure plugs. Socket set screws. All stand- 
screws. #6 to % in. 


Stondard sizes Vg to 1% in. ard point types. #6 to 1 in. 
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FLOORS, MACHINES, WALLS AND CEILINGS AND EXTERIOR 

OF THIS PLANT ARE TRUSCON PROTECTED ... EACH BY A 

SPECIALIZED COATING DESIGNED TO PROVIDE MAXIMUM 
WEAR AND PROTECTION 


By following the Truscon consultants’ recommendations, the Purchasing Agent 
| Plant Engineer in this plant know that each piece of property and equipment 
eives the best protection that modern paint chemistry can offer. 

Because of Truscon Laboratories’ nearly 50 years experience and reputation in 
e field of specialized maintenance coatings, you, too, can rely on: 

TOP QUALITY... Finest ingredients and best techniques of formulating characterize 

Truscon products. 

DEPENDABLE PERFORMANCE .. .All Truscon products undergo exhaustive field 
testing for wear, weathering, color retention and coverage, before they are placed on 
the market. 

GOOD SERVICE AND FAST DELIVERY... A Truscon factory branch in your area 
yssures complete inventories and trained personnel—immediate delivery and service 
are available to you at all times. 

FREE CONSULTATION . . . Truscon consultants are factory trained in the proper 
election of specialized coatings for all conditions—alkaline, acid, rust, moisture, etc., 

| are at your disposal at all times for consultation with your own staff. 


Call your Truscon representative today for an “on the spot” dem- 
onstration of Truscon products under your exposure conditions, 


an 


a MT 
t TRUSCON j 
eboraMdrtes 


Industrial Maintenance Division of 


Devoe & Raynolds Co., Inc. Detroit 11, Michigan 
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Shell Chemical Corp. 
Shenango-Penn Mold Co 
Sheppard Co., The C, E 
SKF Industries, Inc. 
Smit, J. K. & Sons, Ine 
Southington Hdwe. Mfg. Co., 
Spector Freight System, Inc. 
Standard Oil Company (Indiana) ........ 2 
Standard Pressed Steel Company 

32, 170, 24: 

Standard-Vacuum Oil Co. 
Sterling Bolt Co. 
Sylvania Electric Products, Inc. 
Synthane Corp 


Taft-Peirce Manufacturing Co. ... 

Taylor Ce.. The Halsey 

Taylor Fibre Co. 

Tennessee Coal & Iron Division ....164, 
py” ie ae ee ae 2nd Cover 
Timken Roller Bearing Co. 

Tinnerman Products Inc. 

Titchener & Co., E. H. 

Torrington Company, The : 
TrusCOn LADOratoOries ....cccccccrrccccccccccesesssere BUS 
POT MTT, TIA, |; vccseesrcctissnrsnssigntaiosmmeniels 


Udylite Corp. 

Ulbrich Stainless 

Union Twist Drill Co. 

United Air Lines, Air Freight 
Division 

United States Gauge, Division of 
American Machine and Meals, Inc. 176 

United States Rubber Co., Wire & 
Cable Division 259 

United States Steel Export Co. ....164, 165 


Veeder-Root, Inc. 50 
Virginia Gear & Machine Co. ........ 200, 284 
Vogt Machine Co., Henry 209 


Ww 


Wagner Electric Corp. 
Wales-Beech Corp. 
Walworth Company 
Washington Steel Corp. .... 
Westinghouse Electric Cory] 

DOT OSIE TIEN s  <ccurcrtiidvivrscecitpistas cwsntssvins 207 
Weston Co., Byron 
a IEE ae A. apes noes 256 
Willson Products, 
Wolverine Tube 


Youngstown Sheet & Tube Co. ........... 131 
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PRECISION 
PERFORMANCE... 


To this skilled artisan, precision 
performance means duplicating in miniature 
the graceful lines of a former 
romance-laden queen of the seas. 

To fap users, precision performance means 
production-line continuity, better threaded 


parts, increased tap life .. . and BAY STATE! 








BAY STATE TAPS 


e Bay State Tap & Die Company 


Mansfield, Massachusetts 
Lew 
ees 
On the shelves of your local Industrial Supply Distributor red 


.? 





- MATERIALS-HANDLING NEWS 








* Panel Discussions by Bassick, World’s Largest Manufacturer 


of Casters and Floor Protection Equipment * 








Bassick grooved wheel caster . 


Long range missile on Bassick casters 


Photographed at the recent Armed 

Forces Day, the prototype Redstone 
Army missile gets special handling. 

That’s why on both top and bottom of 

missile stand you see Bassick grooved 

el casters. On inverted-angle iron 

ks, they provide absolute control and 

th, safe rolling. The grooved wheel 

s on top of the stand are used to 


en 
ae % 


Soa 


rotate the missile to make various instru- 
ment ports and panels more accessible. 

Note, also, that the stand has movable 
caster mountings so that the wheels can 
always be positioned under the missile’s 
center of gravity (which changes during 
production and as fuel is added). The 
Army’s Redstone is expected to operate 
at ranges up to 1500 miles. 












ll 


THE BASSICK COMPANY Bridgeport 2, 
Conn. In Canada: Belleville, Ont. 





' Fork Lift Truck rides Floating-Hubs 


The 3000 Ib. capacity Raymond Reach Fork, “the 
truck with the boarding house reach,” operates in nar- 
row six-foot aisles on Bassick Floating-Hub casters. This 
is rugged duty for any caster, and calls for constant 
swivelling under power and over all types of floor condi- 
tions. Because the Bassick Floating-Hub casters give long 
: e life and a stable ride, The Raymond Corporation is very 
satisfied with them. 


Qmm 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS MAKING CASTERS 00 MORE 














Shakespeare on casters 


The big stage at the American Shake- 
speare Theatre, Stratford, Conn., (that’s a 
scene from King John, above) can be moved 
out of the way for local benefits and com- 
munity projects. The entire stage moves eas- 
ily on 44 Bassick Casters. 

This unusual job is just one of the many 
new caster applications turning up today. 
Some of them might pay off in your busi- 
ness; talk to your industrial distributor. 


Rol-Rack on Bassicks 


That’s the name of this rolling book case 
that’s going places on rubber-tired Bassick 
casters. It’s only one of 
hundreds of racks and 
furniture that are easier 
to use (easier on floors, 
too) with Bassick casters. 
Maybe some of your 
plant equipment could 
do a better job on casters. 





Ask your Bassick Distributor 


If you let him in on your problems, you'll 
find his broad experience a big help in work- 
ing out solutions. And his product knowl- 
edge can often save you money, too. Always 
ask him to recommend which Bassick caster 
can best handle a specific job. 67 
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Save the coat, Walt... 


I’ve got 


FORT HOWARD 
PAPER TOWELS! 


No need to furl the farthingale . . . not when Fort Howard Paper 


y 


ARR 


Towels absorb so much moisture so quickly — yet stay strong and 
firm when wet! What’s more, Fort Howard’s Acid-Free Paper means 


kinder, gentler drying, too! 


Call your Fort Howard distributor . . . and let him recommend the 


towel service that fits your specific needs, from Fort Howard’s 18 
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JENKINS Fig.106-A 


The FIRST 


Renewable Composition Disc 
BRONZE GLOBE VALVE 

150 Ibs. Steam SOO Ibs. O.W.G. 
1% in. to S in. 


Making a 
Work Horse 
a Champion 


Take a Fig. 106-A apart. Ii’s easy to 
see the reason why it’s\the “champion” 
of disc-equipped Bronze Globes. Every 
part, from heatproof handwheel to pipe 
ends, reflects the design and construc- 
tion skill of generations of Jenkins 
Valve specialists. 

Jenkins Bros. introduced the first 
renewable composition disc Globe... 
s still the only manufacturer of both 
valves and discs. 

Fig. 106-A not only looks better — 
it proves out better in performance. In 
ny comparison, its long-life, low-up- 
eep record has always set the standard. 
[hat is the true measure of valve cost 

and it is the reason why industry’s 
shrewdest buyers will settle for nothing 
less than Fig. 106-A quality. 

The Fig. 106-A “family”, with inter- 
changeable parts, provides Globe, 
Angle, and Check patterns to meet 
90% of average valve needs. 

Ask your Jenkins Distributor for 
full information, or write: Jenkins 
Bros., 100 Park Ave., New York 17. 


1 JENKINS 


LOOK FOR THE JENKINS DIAMOND 


SINCE ‘ 
SOLD THROUGH PLUMBING-HEATING AND INDUSTRIAL DISTRIBUTORS VAL \ i} S =e & 


Jeter ry 
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